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CALL HOLO-KROME 
IN HARTFORD AND 
HAVE THEM RUSH 
THIS ORDER 
TONIGHT. 


BUT MR. NORRIS, IT'S 
7 O'CLOCK IN THE EVENING 
AT HOLO-KROME NOW! 
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..AND 500 %x3%" CAP SCREWS. 











THAT DOES IT? GOOD...WE'LL 
GET ‘EM OUT TONIGHT ! 
ee 
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CHARLIE...1 KNOW THEY'RE 
UNUSUAL SIZES, BUT WE 
NEED THOSE SOCKET 
SCREWS BY TOMORROW 
AT THE LATEST! 


CAN DO... 

ILL HAVE 

TO CALL 
HOLO-KROME 
RIGHT NOW. 

















DOESN'T MAKE ANY DIFFERENCE 
NOW, MARIE. HOLO-KROME HAS A 
SHIPPING-ROOM NIGHT SHIFT 
WORKING TILL 
MIDNIGHT. 

















PHONE ORDER FROM 
SAN FRANCISCO — FOR 
SHIPMENT TONIGHT ! 


‘NO STRAIN. 
THEY'RE ALL 
PRE-PACKED. 
WE'LL HIT 
THE 11:25 
PLANE! 
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ANOTHER RUSH, TOMMY. HAS 
TO BE IN SAN FRANCISCO 
TOMORROW AFTERNOON! 


ITLL BE THERE. 
GOTTA PROTECT 
YOUR REPUTATION 

FOR GOOD 


4 SERVICE ! 
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For Service: Call JAckson 3-5235 Hartford, Connecticut 


HOLO-KROME 


SOCKET SCREWS 


THE HOLO-KROME SCREW CORPORATION e HARTFORD 10, CONN 
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The Cards in Your Future .... 





An editorial 
How to Remember Names and Faces.. 
The Cards in Your Future 145-176 Recognizing faces and recalling names are two 


things in which every distributor and salesman 


should be proficient 


Punched Cards — Old Tool, New Use Customers See Pegboard Display 


Peoria salesmen then have products to push 


The Punched Card Idea Is Logical Watch Your “Language” 
Jacksonville salesman uses several different ones 


d : , when calling on only one customer 
Watkins, Inc., Uses a Basic Installation 
Cost Cutting Ideas from Employees 


‘ Seminars provide encouragement at Buffalo firm 
Mau-Sherwood Carries Idea to Inventory 


How to Make Slow Movers Move 


Harry P. Leu’s Installation Is a Variation Five coquisements protect certain lines from negioct 
in Memphis distributor firm 


Quick Glance at the Three Systeme Four Ways to Streamline the Order Process 


Lovisville company proves the small-to-average 


firm can systematize work to cut costs 


Punched Cards Demand Patience The Importance of Delegating Authority . . 


Management of a Buffalo firm applies what it reads 


The Revolution's Just Started to handling branch operations more efficiently 


Four Years of High Level Spending 
Punched Cards: A Matter of Give and Take Here's the Economics Dept.'s 10th annual survey of 
business plans for new equipment and plants 


“Salesmen: 
Plan Your Calls to Increase Sales" 





So says Milwaukee sales manager who believes he 


has a major responsibility to his sales force 


What It Takes to Be an Automation Expert 


REGULAR FEATURES Tennessee distributor changes supply division 


name and looks to the future 


You Said It 


Talk of the Trade Australian Distributor Likes U. S. Methods 


Visitor from “down under" gets ideas on building 


Supply Sales Trends 


and chance to compare other operations 


Outlook for Business ; _ 
Technical Training for Supply Salesmen ... 


What's New in Merchandising 


Vice president of Los Angeles firm reports on a 
plus factor in sales and service 


Price Index Did You Ever See a Dream Selling? .... 


On the Market Today wee < rough on of buyers’ paragon 
of salesmanship 


Battle of the $5 Product 


“War Game" for executives provides new concept 





of management thinking 





tan 


STORY 


A TWO WAY STREET 


OUR MOTTO —sS PARTAN AND THEIR DISTRIBUTORS ARE 
NERS N PROGREI 


THE SPARTAN LINE—HACK SAWS— BAND SAWS — HOLE SAWS 
COMPASS SAWS—HACK SAW FRAMES —TOOL BITS —FLAT GROUND STEEL 


We sell only through selected distributors, and do not overload territories with too 
many distributors. We give full protection to our stocking distributors. 


We make top quality products, time tested and proven. We know what our distribu- 
tors require, and they are proud of quality lines and we are proud of their carrying 
our quality products. 


Our own field men are working closely with and for our distributors all the time, giv- 
ing close attention to any problems they may have. 


Our advertising is constantly before your customers bringing out Spartan advantages 
plus the fact you are a part of our sales force and can furnish from your local stock. 
Catalogues, and sales literature gladly furnished bearing your imprint in large type. 


Margins of profit on the complete Spartan line are extremely attractive. You can well 
afford to examine this picture in terms of what it means to you. 


ALL THESE JUST ADD UP TO THIS— 


PARTY SAYS: 

Here is an opportunity. The SPARTAN line has built repeat business for many 
distributors. We have a few open territories. If any distributor wants to tie 
up future profits with a proven metal cutting line without an overloaded 


territory, write us today. 


SPARTAN SAW WORKS, INC. SPRINGFIELD 7, MASS. 
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ow Well Do You Know Link-Belt Chains? 














Link-Belt Men at 
Triple Industrial 
Supply Convention 


On hand to greet dis- 
tributors at the Triple 
Industrial Supply Con- 
vention in San Francisco 
in June will be Link- 
Belt’s top distributor 
sales executives. They 
will be glad to discuss 
problems of mutual in- 
terest with you 


Try to Identify These 
Types from the Broad 
Link-Belt Chain Line 


The specific service require- 
ments answered by the six 
chains at right typify the spe- 

cialization 


* Sales offered by 
Link-Belt’s 


Meeting complete 
in Print line 
Whether 
it’s elevating, conveying or 
transmitting power, Link-Belt 
can supply the one best suited 
to the job from industry’s larg- 
est selection of silent and roller 
chain —cast, combination, 
ferged and fabricated chain. 
As a result, you can overcome 
any combination of abrasion, 
shock and impact conditions. 
Equally important, match- 
ing sprockets and a wide vari- 
ety of attachments permit eco- 
nomical adaptation to exact 
needs. 


Shafts May Not Stay Aligned 





Is easily coupled 
pled. Economical 


drive and conveying 








Rigid, wide-link with 
full-length sliding surf 
broad, ribbed wearing shoes 








Cast links, pins coupled 
Steel side bars—a rugged 


for elevators, conveyors 





But Link-Belt Bearings Will! 


With a spherical inner ring 
that aligns freely in any direc- 


WART DETACHABLE LINK-BEL1 LASS 
tion, Link-Belt bearings easily H 


4 
AIN; 3. CLASS H DRAG CHAIN: 4. CLASS 
COMBINATION CHAIN 


1. E 
400 PINTLE C€ 


ANSWERS: 
I 
RC ROLI 


HAIN; §. CLASS ¢ 


adjust to the shaft deflection 
that occurs in normal service 
High impact loads, inaccu- 
racies in mounting, movement 
of shafting and supports under 
operating conditions Link- 
Belt self-aligning bearings take 
them all in stride main- 
tain free-rolling action and 
full-load capacity. 

Standard Link-Belt Feature 
Every ball and roller bearing 
in Link-Belt’s complete line is 
self-aligning. This includes 
pillow, flange, flange cartridge, 
cartridge and take-up units 

Offer Many Savings 
Link-Belt bearings often elimi- 
nate the need of going to 
heavier shafting to avoid de- 
flections which ordinary bear- 
ings cannot handle. And by 
not pinching or binding, they 
minimize the danger of equip- 
ment damage. In addition, 
rugged housings and effective 
lubricant seals assure long- 
lasting service 

Complete details on all 
Link-Belt bearing features are 
contained in Book 2550 


Roller bearings in asphalt plant 





LINK-BELT COMPANY 


Plants in: 

Indianapolis ¢ Philadelphia 
Chicago « Atlanta « Colmar, 
Pa. ¢ Houston ¢ Minneapo- 
lis ¢ San Francisco « Los 
Angeles « Seattle 14.616 
Offices in Principal Cities 
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Flexmount Conveyors 
From Stock Need No 
Special Engineering 


Popular Link-Belt Flexmount 
oscillating conveyors are pre- 
engineered to make selection 
and assembly easy. Sub-assem- 
blies are available from stock 
for conveyors up to 100 ft 
long in standard sections of 8 
12 and 18-in. widths, plus 36- 


INDUSTRIAL DISTRIBUTION e JUNE, 1957 


only 
For 
ing facts 


materials 





The Cover 


Pick a card —no, not just any card. Select 
one that fits into the punched card system 
of order processing and accounting. But 
first, turn to page 145 and read about 
three distributor firms who have done just 


that—with excellent results. 
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With PROTO-TAC Ratchat Wronchos 


Open Socket Type 
Ratchet Wrench 
3,"—4” Openings 


Crowfoot Type 
Ratchet Wrench 
¥,”— 3” Openings 


Closed Socket Type 
Ratchet Wrench 
¥"—1\,” Openings 


In addition to the three types of ratchet 
wrenches illustrated, the PROTO-TAC 
line includes ratcheting box wrenches, 
screwdriver attachments, rigid heads, 
and adapters for turnbuckles, standard 
sockets and internal wrenching. 


a 
ee 


Featuring the Famous Open-End Ratcheting Principle 


They’re Magic Tools for Building Extra Sales! 

Here’s why... 

Using the patented open-end ratcheting principle, 
versatile PROTO-TAC wrenches perform hundreds of jobs 
for your customers that are otherwise difficult or even 
impossible to handle. They work in close quarters, over 
and around tubing and other obstructions, on hidden 
bolts and nuts and in recesses and wells. They save time 
and frustration. 

Your old customers...and new customers...need these 
magic tools, will want to buy them. So...why not go after 
these expanded markets and profits? Send for catalog 
of entire line to PROTO TAOLS 


2215 Santa Fe Ave., Los Angeles 54, Calif. 





Eastern Warehouse 
& Factory, 
Jamestown, N.Y. 


Canadian Factory, x 
tendon. Ont PROTO means PROfessional TOols 
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Dodge Graduate 
Transmissioneers Given 
National Recognition 


DODGE 


+ of Mishowoka Ind. 


adibor This six-page gate-fold advertisement in color 
seneneee ans appears in the June, ‘‘Cost Cutting Manual,” 
— out ceete ns issue of Mill and Factory. Names of all active graduates of the 
smepnove Pnowus Dodge School of Transmissioneering, with their Distributor con- 
nections, are carried on the inside pages. The remainder of the ad 
promotes the service of the Transmissioneer. This striking multi- 
page ad accents the support given the Transmissioneer in all 

Dodge advertising which 

appears in leading indus- 

trial publications through- 

out the year. 


NEW SALES MAKER! ——»> 


Announced in this full page ad in leading publications, 
Spher-Align, newest addition to the Dodge line of mounted 
bearings, has aroused wide interest throughout industry. 
Important among the sales-making features of this new 
spherical roller bearing pillow block is the Dodge Micro- 
Mount, an exclusive means of fast, accurate mounting. 
The rugged housing of close-grained semi-steel is of 
attractive modern design. Bearing is inherently self 
aligning, easy to install and maintain. Standardized di- 
mensions make Spher-Align interchangeable with other 
similar units. Available in expansion and non-expansion 
types, for 2-7/16” to 8” shafts, Spher-Align affords wide 
sales possibilities. 


ENROLLING FOR FALL TERM 
Applications for enrollments in the fall term of the School of Trans- 
missioneering are already being received from Dodge Distributors. 
As has been the case for many years, indications are that all classes 
will be filled well in advance of the opening date. 
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You Said It 


Men Only! 
DenveER, COLO 
ot 


magazine 


I am enclosing our renewal 
for this 


which we have found helpful as 


subscription 


well as interesting 

We were particularly interested in 
on a 
women to run 
a mill supply house (“A Delightful 
Day In Detroit,” Dec., p. 82). You 


im the owner and active man 


the article vou had recently 


woman hiring only 


see, | 
wer of this business which is exclu 
valves and fittings for 


sively pipe, 
industrial handle busi 


use. | m\ 


ness in an exactly opposite manne! 


I hire only 


hank you so much for making 


men 


publication available. 
Masrie Grin 


such a fine 


President 
Central Pipe & Supply Co 


@ See adjoining inquiring reporter 


panel 


Industry Problems 


e “What in your opinion, are the 
toughest, current problems faced by 
the industry?” That was the ques 
tion that was posed when ID con 
ducted its recent annual survey of 
changes in distributors’ operations. 
The replies, which were confiden 
tial, covered many facets of the 
supply business. Here are typical 
answers identified only by states: 


VIRGINIA 


manufacturers’ 


Distributors not main 
taining consume! 
prices. Competition of foreign 
produced goods. Freight absorp 


tion by distributors Lowering 
and eliminating of cash discounts 


by manufacturers forcing distribu 


CONTINUED ON PAGE 10 





Do you think women can be good 


industrial supply salesmen? Why? 


Want to ask a 
question? 


Send it to us. 


No. They 
around heavy 


They'd t 


cCxXD 
treatment And 
a P.A. like te 
worcn buy hi 

lunches? Ray Pascal, 
Hansen & Yorke ¢ f 
New Jersey, Woodbridge 


samples 
special 

how would 
have 


“I don’t think the day has 
ome fot e acceptance 
of women in industria 
work Servicing a 
requi 

well 


That 


hy 


sales 
good account 
physical strength, as 
as social activity 

ould best be don 
men Ray T. Dowdy, 
Southwest Industrial Sales 


Co., Dallas 


INDUSTRIAL DISTRIBUTION 
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service i 
properly duc 
technical 
pects of 
di i \ 
stan vhere 
made ex 
salesmen Joe 
lap, Engineering 


Co., Dallas 
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and phy 


Rosser 


( 


Hient t lephone 


Dun 
Supply 


Honeyman 


tel 
emis 


Roy 
Br 
\ 


>a 


i 


I 


Bernie 


Pedersen 


‘ 
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You can’t afford 
maintenance 


Plant management everywhere is fight- 
ing hard to bring rising maintenance 
costs down to a reasonable level. It’s 
not an easy battle. Greater efficiency 
in the maintenance department helps, 
but it doesn’t attack the problem at 
its source. And that’s where you can 
help—because right on your stockroom 
shelves, you have a powerful weapon in 
the quality products you sell . . . among 
them, Lunkenheimer Valves. These 
world-famous industrial valves give 


better performance, need fewer repairs, 


The cost of a LUNKENHEIMER VALVE 


cause fewer plant and equipment shut- 


downs. When you have a product that 


offers all these advantages, you can’t 
afford to stay out of industrial manage- 
ment’s maintenance battle. Every 


chance you get, explain to your cus- 


tomers just how Lunkenheimer Valves’ 


attack high maintenance costs at their 


source. You have the answer to one of 


industry’s most difficult problems, and 
industry wants to hear it. The Lunken- 
heimer Company, Box 360, Annex Sta- 


tion, Cincinnati 14, Ohio. 


gets smaller eee and smaller « « « and smolier. 


with each passing year of dependable service. 


LUNKENHEIMER 


CONSIDER THIS SELLING 
APPROACH ON ALL YOUR 
MAINTENANCE-REDUCING 
TOP-QUALITY PRODUCTS 
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to let your customers fight their 
battles alone! 





~THIS IS 


_INDUSTRY’S ___ 
NUMBER- ONE ff tat 


PROBLEM "= 
TODAY... 


PLANT 
== MAINTENANCE 
em _—s«EX’PENNSE 


a = is AT AN 
hu ul ALL-TIME HIGH— 
| 5s * AND STILL 
‘wu | | CLIMBING 


__ eeoo7oO 


BRONZE» IRON * STEEL *- PVC 


AX. Ww ENHEIMER 
THE ONE COX NAME IN VALVES 
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Come To CAMPBELL 
For The Complete Line « if the trend continues 
of SLING CHAINS they'll be forcing salesmen 


4a 


every type — every size into a three-day week . . . 
every grade — every attachment 


Whatever your particular applico- tors to absorb cost of cash discount 


tion, Campbell will deliver exactly 
the right assembly! All Campbell 
Sling Chains are available in 3 | CALIFORNIA — Calling — hours 
grades—Cam-Alloy Steel, High lhe custom of restricting calling 
Test Steel and Wrought Iron. 


taken by customers. 


hours for salesmen is making it 
;é tougher for us to cover our territory 


GUARANTEED J At least half of our customers will 
FOR A FULL YEAR! 


see salesman only two davs a week, 


usually during a few late momuing 


TS a ee or afternoon hours. Monday and 


Friday seem universally unpopular 
with our customers; if the trend 
continues thevll be forcing sales 
men into a three-day week 

Generally it’s the large plants, 
located in outlving territories, that 
do this. It’s becoming harder fot 
us to make up routes—we often have 
to make a special tmp to an outlying 
area for one customer. 

Main reason for limiting calling 
hours, I think, is that buvers are 
saddled with so many clerical duties 
they don't have enough time to see 


salesmen 


OKLAHOMA- Manufacturers lack 
of cooperation with distributors 
Some manufacturers when things 
get tough lighten up on services and 
take on new outlets without con 
—_* 
centrating with established dis 


tributors. 


Send today for your free copy of 
Campbell's new Sling Chain Handbook 
ARIZONA-—T oo price conscious in 


trving to secure orders. . . Lack of 
product knowledge. . . Many manu 
facturers do not study distributor 


It contains complete details on all Campbell Sling Chain equipment — 
together with lots of valuable information on care and use. And you'll 
find step-by-step instructions for ordering each type of sling chain 
and attachment — illustrations—specifications and working load 
limits for all grades. 


CAMPBELL CHAIN Company GEORGIA—Our greatest current 


problem is the establishment of 


mw mOe wom moe oe or CAMPBELL manufacturers’ branches carrying 
pr CHAIN abundant stocks and burdened with 
Main Office, York, Pa. + West Burlington, lowa excessive overhead that causes prob 


Portland, Oregon + Sacramento, California 
Mokers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS CONTINUED ON PAGE 14 


problems 


10 INDUSTRIAL DISTRIBUTION ¢ JUNE, 1957 





“Pin-Up Picture” that Means 
Better Service for You! 


‘Dorily socket screw Prooucts 


q >») 


<> 
Uy 





= f, o : 
. = 9 ANEW HAVEN 

CHICAGO y § 
ODetROIT | 


4 


es now...5 coast-to-coast 
SAN FRANCISCO 
factory and warehouse 
LOS ANGELES 


locations... 


| _Led-tok” Socket Set 
= } ~ . , > e 
of all Blue Devil Socket Screw Prod- Socket Cap } S 
| s crews 
crews 
uined at these convenient-to-you 


«>, Socket Cap 
Screws 
ter service in everything Blue Devil 


sockets” you need wh 


It our continuing program to give 


Socket Pipe 
Plugs 
en you need them. Flat Head | 
. Cap Screws 


Socket Screws Exclusively! Socket Socket Screw 
A Stripper Bolts Keys 
ram shows how cold form- 
ket head insure inimpail! 


rs Cocker Conew Lo. 6500 Avondale Avenue - wetter ea 31, Illinois 


WAREHOUSES: Detroit, 19665 Mt. Elliott Ave. * New Haven, 425 West Rock Ave. * San Francisc 
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PARKER 
Vise Squad Is Out For You 


with these Proven Selling Points 
Use Them Today 


prARRMRne 


wah 
n= 
awww? a) 


SEE US IN 
BOOTH 621 
AT 
SAN FRANCISCO 


Our Message to Distributors on Our 125th Birthday 


One hundred twenty-five years ago Charles Parker started with his foundry. Quality and 
Fair Trade Practices were his policies. We have followed in his steps and now pledge our- 


selves to continue. 


We appreciate the co-operation of our Distributors and their salesmen, realizing that this 
co-operation has played an important part in our success. We will continue our 100% through 
Sales Policy through Distributors and suggest our Distributors use the PARKER SELLING 
POINTS to increase their sales. 


The CHARLES PARKER Co. “""" Meriden, Conn. 
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DURKEE-ATWOOD'S hi-t 
NOT JUST GOOD Here synthet ords ore spe 
is the finest quality cushion 
rubber specially compounded 
by Durkee-Atwood's expert 
rubber chemists. Here is the 
quality your customers want 

Durkee-Atwood to 
withstond countiess hours of 
flexing flexing flexing 


pre-treated for low str 


one extra strength, duro 


MULTIPLE BELTS by Dur 


Atwood cre vertically m 


DURKEE without foilure! ‘ ee -- one s- 
a > trem + error ch 


ATWOOD =~ : : “ pt , 
c Peps ar at n power transmis 


why Durkee-Atwo 


a complete line - + of friction tees matchability 


nced constructior 


serving industry ae ij capent entes 


sors. weet QW | SUPER SERVICE YOUR ACCOUNTS 


Premium Line with 40% ig... 
. 1 ’ . . 
extra capacity for high ' ' Here are seven features ot Durkee Atwood Ss Super Service 


_— that help distributors se/ 1 Factory trained distributor 
men... 2 A complete line of Power Balance 1 V-belts 

3 Preventive maintenance service 4 Fast emergency ser 
vice .. . 5 Readily available field engineers 6 Complete 
design and research facilities at the factory and 7 Com 
plete stocks in warehouses across the country 





STEEL CABLE 
V-BELTS 


Now available... a com- 
plete line of steel cable 


pcan iy FIND OUT HOW DURKEE-ATWOOD CAN HELP YOU SELL! 


Write for complete information on the Durkee-Atwood 
Industrial Distributor Plan 





GENERAL DUTY 
V-BELTS 


Power-balanced con- 
struction for maximum 
flexibility, durability and 
strength 


for weather proofing ... 


sound proofing .. . draft 
stopping, etc. ee) N 
SPONGE RUBBER MPA Y 


for cushions ... gaskets... 


mounting pads, etc FEderal 2-0441 Minneapolis 13, Minn 
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One of a Series: Germs You May Know 


Genus: Pricecuttus 


Ever Been Attacked by 
the Deadly Pricecuttus? 


Pricecuttus is a germ which causes certain distributor diseases 
known as Business Dizziness, Shrinking Margins, Disappearing 
Profits and Chronic Losses. Extreme cases prove fatal. 


This germ is quick to attack a distributor who cuts his product 
selling price below true value — the figure which covers mini- 
mum necessary costs and adequate profit to keep the distributor 
in business and strong enough to serve customers well. 


When a distributor cuts his price, he must increase unit sales 
greatly to maintain previous gross dollar profit. Even if this 
increase is achieved, expanded selling costs likely mean lower 
net profit. When price-cutting weakens the efficient distributor 
by removing compensation for important distributor services, 
the consumer inevitably will feel higher costs and expense. 


To help distributors (and their customers) stay healthy, FORT 
WORTH’s comprehensive Distribution Policy aims to help the 
distributor to avoid destructive price-cutting and to combat 
price competition by constructive means. These include con 
stant programs to help the distributor sell more effectively the 
genuine full value of his products and service, and thus overcome 


: . 
destructive selling at cut price. 


We'd be glad to send you a copy of the FORT WORTH Distri- 
bution Policy (and a picture of the Pricecuttus suitable for 
display ). Just write us, P. O. Box 1038, Fort Worth, Texas. 


Fort WortTH 


STEEL AND MACHINERY COMPANY 


TOMORROW'S PROOUCTS TODAY 


V-BELT SHEAVES — ROLLER-CHAIN SPROCKETS — SCREW CONVEYORS — INDUSTRIAL FANS 


Warehouse Stocks in « Fort Worth « Jersey City « Memphis e Atlanta « Chicago « St. Louis 
Kansas Citu « Odessa « Houston « Oklahoma City « Denver « Los Angeles 
San Francisco « Portland 
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when manufacturers 
raise prices to meet their costs, 


include distributor problems 


4a 


in margin 


Due to high 


wv establishment of these 


th distnbutors 


} 


branches, we are facing com 
vith many verv small firms 
themselves distributors and 

practically no stocks but 
from these local factor 
his 


LIS price 


Situation Causes a 


problem and is 


letrrment to our net proht 


INDIANA-—Getting | suppliers 
distributors in line on 
but for their 


bv making it worth 


ror us 


. } +} Y 
push thei 


products 
when manufacturers raise 
meet their cost include 
problems in margin 
ribution outlets; then ex 


produce—or get re 


WISCONSIN—Too much det 
paperwork on eacl 


) 


and 


~ 
Rising 


CAROLINA 


inventory 


NORTH 
if you! 
rour 


extra profit on rising prices 


turns over 


times per year vo 
the federal and 
‘ take 58% ot 

deficit in 


you a money 


vhich to replace inventory 
Inventory at end of 1956 cost 
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A single source saves 
time, trouble, headaches! 


The complete cHIcAGo line includes cap screws, set screws, 
socket screws, and many related items. When you consolidate 
fastener buying with CHICAGO, you write just one order... 
pay one invoice . . . cut costly paperwork. 

Then, too, you benefit from additional sales help. You’re no 
longer just another account of several manufacturers, but an 
important member of the CHICAGO team. The CHICAGO repre- 
sentative sells with you and for you . . . helping you build 
business with the assurance you'll receive more liberal pro- 
tection in your territory. 

Like to know more about your advantages as a full-line 
CHICAGO distributor? A letter to our Standard Products 
Division will bring you facts in a hurry. Write it today. 


@ A complete fastener line... over 
4,000 catalogued standard items. 

@ Continuing sales help. Fastener ex- 
perts selling with you and for you. 

@ Industry’s broadest protection on 
all sales in your territory. 

®@ Fast service and delivery. 

@ Superior fastener quality. Special- 
ized engineering and metallurgicai 
controls make it possible. 

@ A performance ‘‘plus’’ 
CHICAGO’s Carbon Restoration 
process for all heat-treated items. 

@ Preferred by leading manufacturers 
throughout industry. 


THE CHICAGO SCREW COMPANY 


DIVISION OF STANDARD SCREW COMPANY @ 


ESTABLISHED 1872 


2503 WASHINGTON BOULEVARD, BELLWOOD, ILLINOIS 
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On the Road to Higher Profits! 


Your friend Whitby points out for you a few of the reasons why Whitman & 
Barnes is your high profit line. Consistently high quality W & B tools have 
earned the respect of industry from coast-to-coast. This big profit line is 
backed up by reliable service from factory and warehouses . . . supported 
by action-packed advertising and promotional material for you. That's why 
you net bigger profits with Whitman & Barnes tools . .. a top quality line 


that sells and sells and sells! 


TECHNICAL 
ASSISTANCE 


A REALLY COMPLETE LINE 


a 











SINKS BORES 
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R E A | | = R Ss VISIT OUR BOOTH 506 


AT TRIPLE INDUSTRIAL 
SUPPLY CONVENTION 


tos ANGELES 








A PERFECT SEAL! 


THERE'S A CATAWISSA PERFECT SEAL 
UNION FOR EVERY USE... ALL 
TEMPERATURES, ALL PRESSURES! 


of HOT FORGED STEEL is 
ot forged from solid 
° tra value features thot 
sive here at the UNION SPECIALISTS! 
All Catawissa Unions are designed to give a 3-to-] 
SAFETY FACTOR < )-Ib. service unions ore 


b. service unions 


Ex ve Ball-to-Angle sect design assures a PER 
FECT SEAL even when the pipe is not in alignment! 
Machining operations assure a UNIFORMITY AND 
ACCURACY heretofore found only in special fit 
tings and, with rigid inspection both during and 
ofter machining, gvarontees LEAKPROOF 
CONSTRUCTION! 

Satisfaction is guaranteed in any application— 
whether it be general low pressure service or ex- 
tremely high pressures and temperatures (for air 


oil, gas, chemicals, hot oils gases or steam) 


WRITE FOR CATALOG 11 


¢ 
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MORE “‘PULL’’. . . MORE PROFIT 
with G & K Industrial Leathers 


Profits, in volume are yours with Graton & 
Knight’s revitalized industrial leather line. Spear- 
headed by the “pulling power” of G & K’s pliable, 
strong, stretch-resistant transmission belting, the 
line includes a variety of top-grade packings and 
miscellaneous leather goods. 

For a host of industrial applications, leather and 


GRATON °* 


AND } 


KNIGHT & 


only leather can do the job ind for the more 
critical of these, G & K, and only G & K gives peak 
performance and long life consistently 

Your customer knows this. We’re reminding hi 
by an advertising of your continued interest and 
service. Share his enthusiasm by recommending 


dependable G & K leather products 


GRATON & KNIGHT 


WORCESTER, MASSACHUSETTS 
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jim 
has it made... 


and Sam 
has his secret! 
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WHEN JIM was moved uP eo cenerat stanazer 


Sam was chosen for Jim’s old spot. But Sam enters his new job with an important advantage: 
a sage bit of advice from Jim based on his own experience. 


“WHENEVER YOU HAVE A PROBLEM CONCERNING POWER TRANSMISSION, 
CONVEYOR BELTING, HOSE OR PACKING, GET THE HELP OF YOUR NYB&P 
DISTRIBUTOR. HE HAS THE ANSWER!” 


It’s true! No one has so much to offer the plant man under these circumstances as the 
franchised NYB&P Distributor: unique and superior products, thorough training and the 
services of the most able field engineers in the business. For example: 


UNIQUE PRODUCTS THAT SOLVE PROBLEMS 


Is yours a power transmission problem Looking for a hose that can withstand the 


involving slippage, lubrication, speed, brutal abuse of heavy 
noise, space, durability or excess bear- work? Some of the more than 100 
ing wear? The “Timing” Belt should types of NYB&P industrial hose are 
. furnish the solution . . . and only the of unique cord construction, built 
NYB&P Distributor has Gilmer—the like a tire to provide an unequalled 


original “Timing”® Belt Drive! combination of lightness, impact 
resistance, flexibility and utility! 


construction 


Having trouble with V-belt vibra- 
tion or with accurate belt matching? 
Gilmer V-Belts, made with exclusive 
electronic control of cord tension PY 
during construction and vulcanized ' EXPERTS IN THEIR FIELD 
by Gilmer’s patented Pressure 


Differential Method, should solve ‘af 


NYB&P makes it worthwhile for its dis- 
tributor organizations to become experts 


either problem . . . and only the 
in their field by giving them protected 


NYB&P Distributor has them! 


selling territories. It also goes to unusual 
Tired of having conveyor belts ripped Rae lengths to train its distributors’ sales forces 
by sharp metallic objects? NYB&P’s iA Ww through both personally conducted and 
unique RESISTORIP belt has a series ; \Y correspondence courses. Furthermore, it 
of high-tensile® steel wires built cross- I RPS ii\? equips them with special manuals and 
wise into the carcass every few feet. ; 5 aaa calculators to insure speed and accuracy 
These eject foreign objects before they in their recommendations 
cause serious damage . . . often more 

than quadruple belt service life! 


“RAS Os. Gy teed FINEST FIELD ENGINEERING 


Behind the NYB&P Distributor 
Have you a conveyor belt that Shy . is one of the largest and ablest 
is too heavy to trough prop- | . " groups of field engineers in the 
erly? NYB&P’s Cotton-Nylon LUAY industry. These NYB&P men are 
conveyor belting provides sp capable of engineering any type 
greater strength in a lighter, of power transmission drive. One 
more flexible belt . . . and at of them can be called upon to 
actual savings in initial cost and operating cost! assist in solving your problem. 


YES. BY ALL ODDS, THE FRANCHISED NYB&P DISTRIBUTOR IS 
THE PLANT ENGINEER’S OR PURCHASING MAN’S BEST BET 
FOR EVERYTHING HE MAY NEED IN THE FIELD OF INDUSTRIAL 
RUBBER PRODUCTS. 


Look for him in your classified phone directory. 








J Proving for 111 years that QUALITY COSTS LESS! 
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WRIGHT Hoists an 
BUILD PROFITS. 


12 sizes—'/2 to 50 tons 

In the Wricut Safeway line you are selling the utmost 
operation efficiency over the widest range of lifting appli- 
cations. These rough, tough hoists build repeat business. 
Their long service life is increased by a sealed construction 
which fits them for both indoor and outdoor service. All 
vulnerable parts are enclosed in high-grade analysis steel 
housing. These features make good prospects of cement 
mills and foundries where excessive dust prevails, heat- 
treating installations with their high temperatures and 
outdoor applications with cold and wet exposures. 


WRIGHT TYPE ‘'C’’ PULL-A-WAY 
Speedy...Magic...Portable 
for all raising, lowering or pulling jobs 


Designed for a thousand quick hook-up jobs in every 
industry. The most practical and economical tools for 


DESIGNED TO LAST LONGER— 
DO MORE WORK—DO IT EASIER 


moving objects with a minimum of lost time. 
- 


- 


¢ 
The WRIGHT Design 


Big idler and load 
sheaves insure 
smooth load lifting 
and ideal conditions 
for block chain oper- 
ation 


as y 


oO Vv ear, 
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The WRONG Design 


Smaller, lighter 
sheaves with an- 
gular chain pull 
cause undue 
stress on chain 
and operator 


1%-ton Capacity 
Standard lift: 5 

Full load pull on 
handle: 83 lbs 

Min. distance be 
tween hooks: 1314"; 
Max. reach: 6'1 14"; 
Standard length 


3-tons Capacity 

Standard lift 5 

Full load pull on 
handle: 84 lIbs.; 
Min. distance be 
tween hooks 20% 2 
Max. reach: 6'8'4"; 
Standard length 


6-tons Capacity 

Standard lift : 
Full load pull on 
handle: 90 lbs.; 
Min. distance be- 
tween hooks: 2 ‘ 

Max reac h 7 - 
Standard length 


chain: 23'6"; Net 
weight: 63 lbs. 


chain: 5'6"; Net chain: 11'6"; Net 
weight: 231% lbs. weight: 36% lbs. 


Send for these booklets for further information on items 
shown on these pages. Write to York, Pa., office. 


Waicut Safeway Hand Hoists: Bulletin DH-164B 
tpt Wniont Electric Chain Hoists: Bulletin DH-73 

Waicur Pull-A-Ways: Bulletin DH-56 

Waicut Jib Cranes: Bulletin DH-300 

Waicut Differential Hoists: Bulletin DH-521 





Plant Lifting Equipment 
REPEAT SALES...FROM A FULL LINE 


NEW WRIGHT ELECTRIC CHAIN HOIST 


This new Wricut Electric Chain Hoist is now available in two ca- 
pacities: 300 to 2000 Ibs. (single chain) and 3000 to 4000 lbs. (double 
chain). It is safe, easy to operate, rugged and durable. It is exceptionally 
valuable for use on production lines, over machine tools or in any shop 
location where space is at a premium. 


THESE FEATURES MEAN EXTRA VALUE: 


Safe, positive upper and Heat-treated alloy steel 
lower limit switches load chain 


Heat-treated alloy steel Heat-treated alloy steel 
forged hooks forged load wheels 


Gearing fully enclosed Self-locking worm gearing 
yet readily accessible acts as own load brake 


WRIGHT DIFFERENTIAL HOISTS 


Wricnt Differential Hoists are designed to give reliable service where 
loads are to be lifted infrequently. It is constructed with extra heavy 
load sheaves, malleable iron yokes and heat-treated drop-forged hooks. 
Wricnut Differential Hoists are available in '4-ton, '4-ton, 1-ton and 


1 14-ton sizes. 
Ee: 
WRIGHT JIB CRANES 


WRIGHT Jib Cranes are extremely valuable to sup- y 4 WRIGHT > 
plement regular traveling cranes or monorail track, y TROLLEYS 


or for individual use in bays, on sides of shops, etc. YZ 





WRIGHT roller-bearing 

Wright Hoist Division trolleys (shown) come in 

é geared or plain models and 

AMERICAN CHAIN & CABLE Fis ms Snoi 
: of loads from ‘4 to 40 tons. 

Other trolley types avail- 


able with proportional 
strength and flexibility for 


F Ae 
Pittsburgh, San 8 nsarb lighter industrial uses. 





tech, Pa, tuts, Cieag, Dove, Detroit, Los Angeles, Ne « York, 
‘Philadelphia, Pittsbu: gh, 





PROFIT REPORT from 


EDWIN L. BASS 


RUDOLF BASS, INC., New York, N. Y. 


“We consider service the most important function in our operation 
—and service to our customers begins with quality merchandise. 
That's why we sell Delta Power Tools. As Delta has grown through 
the years, so hove we. Today, Delta represents the largest portion 
of our business.” 


ROBERT J. HAUSWIRTH 


WATERSTON’S, Detroit, Michigan 


“The main reason for our success with Delta Tools for more than 
twenty-five yeors is the confidence in Delta quality shown by 
customers and our own salesmen. Selling Delta Tools is made 
easy by the quality that the name Delta has stood for from its 
very beginning.” 





J. F. DONAHUE 


CHANDLER & FARQUHAR, INC., Boston, Mass. 


“Half the battle is over when you say Delta— industrial buyers 
stick by a product that is known and accepted. Although we 
stock 350 lines, we concentrate on the 20 lines accounting for 
80 per cent of our business—and Delta is in the top ten.” 


l. to r. C. L. HAYNES, W. F. WOLF, MULVEY WHITE 
HARRON, RICKARD & McCONE, Los Angeles, Calif. 


“Here's the big reason we sell Delta . . . we believe that good 
tooling is the life blood of industry. Not just tooling but good 
tooling that means Delta to us. Delta has consistently been a 
profitable line—even during depression years.” 


HESKET KUHN 
THE HARDWARE & SUPPLY CO., Akron, Ohio 


“Delta quolity plus specialized customer service is an unbeatable 
sales combination. When you get a good line, the only way to 
sell it is to push it. And the only way to push it is to understand 
and know it—and you do thot through specialization. That's 
the secret of our Delta success.” 


ua 


I. to r. ROBERT NORWALK, WALTER ANDERSON 
STAR MACHINERY CO., Seattle, Wash. 


“Delta Power Tools are big business for us for two basic reasons. 
One is the applicction of specialty selling methods based on 
unusual customer service and the other is the high quolity, high 
ecceptance and completeness of the Delta line.” 
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DELTA distributors 


Here, in their own words, some of the nation’s 
leading industrial distributors report why 
Delta Power Tools is a basic “bread and 
butter” profit line for them. Like hundreds 
of other progressive distributors, they have 
found this to be true: When Delta Quality is 


lone HAVEN, COLEY HAVEN, REN ROEMER 
HAVEN SAW & TOOL CO., Oakland, Calif. 


“We have found thot Delta tools have real customer acceptance. 
This, coupled with the outstanding advertising done through 
leading trade publicotions, mokes Delta tools easy to sell. 
Competition is not as much a factor as it is in other lines we 
handle, becouse the Delta quality and design overshadow 
other comporable machines. 


R. E STASKA 
WARNER HARDWARE CO., Minneapolis, Minn. 


“Delta's aggressive merchandising program—with constant con- 
sumer advertising, sales aids, catalogs, stuffers and sales building 
pockages—ploays a big part in our successful promotion. Through 
the yeors, the Delta trade mark hos become synonymous with 
Werner's in Minneapolis.” 


another 


product by 


ROCKWELL 
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backed by dealer service of equally high quality, 
the result is bound to be steadily growing sales 
and profits. 

Delta Power Tool Division, Rockwell 
Manufacturing Company, 634F N. Lexington 
Ave., Pittsburgh 8, Pa. 


TOM NELMS 
WESSENDORF, NELMS & CO., Houston, Texas 


“Our big Delta Power Tool stocks build big Delto sales—and 
Delta is one of our most profitable lines. It's a complete, well 
odvertised line and it opens the door to sales of related items 
We put the push behind Delta it deserves.’ 


to r. LEONARD AND LEROY LEE 
LEE SUPPLY & TOOL CO., Chicago, Ill 
“Delta raised our volume 20% in the three yeors since we were 
aworded the franchise. We feature Delta because we make 


more profit on these quality machines than on our other mill 
supplies. Delta hos opened doors for us we've never been 


able to crack 





Now - moving FASTER 











Distributors’ mobile demonstration trailer 
promotes Boston Gear products at the plant door 
- taps new levels of sales potential 


“Show ’em and you'll sell em” has been sound strategy since the days 
of those shrewd colonial traders, the renowned horse-and-wagon 
hardware peddlers. Now, Boston Gear has developed for its Distribu- 
tors this smart new demonstration trailer, to bring actual products 
in view of the “hard-to-reach” men at the plant they want to sell. 

It has ample display space for products representative of the full line, 
and power extensions permit working demonstrations of such pro- 
ducts as Ratiomotors and Variable Speed Drives. 


Enthusiastic reports are coming in regularly 


now have their trailers in operation. All agree that, with this new 
“mobile selling,” their big, fast-moving BOSTON Gear line moves 
faster than ever! 


from Distributors who 
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than ever! 


























Another plus for the line that delivers 


BIGGEST dollar volume - BIGGEST dollar profits. 


7124 STANDARDIZED PRODUCTS to meet 
ny power transmission need... new prod- 
ucts added reg ularly. 


oe THE-SHELF’’ — AT FACTORY PRICES 
m loc all Distributors .. . anywhere in 
istrl al J. 5. or ( ‘anada. 


250,000 SATISFIED BUYERS who know and 
specify Boston Gear for top quality, last- 
ing economy. 


CATALOGS EVERYWHERE IN DAILY USE The 
Boston Gear Catalog is industry’s most 
popular transmission parts buying guide. 


ADVERTISING PROMOTES peracen se 
Industry-wide publication program, 1 
fe atures Distri yutor ervice, and printe 


sales aids that sim; 

SALES TRAINING FOR DISTRIBUTOR’ S STAFF 
with regular product study courses 
plant, and loca tributor 


poner my FIELD ASSISTANCE At 
port from Field ( are 

fied iisetialiete. 

SELL ANY QUANTITY ANY ACCOUNT 
Boston Gear Distributors are free to sell 
to any account tit f an 


assures maximum area sales potential for all Boston Gear Distributors 


Boston Gear Works, 14 Hayward St., Quincy 71, Mass. 


AT THE SAN FRANCISCO CONVENTION 


YOU'LL BE WELCOME 
AT THE 


BOOTH NO. 113 


You’re invited, also, 
to visit the 
new home of the 


BOSTON GEAR 
Pacific Coast Branch 
at 4770 San Pablo Ave., 
Oakland. It has every 
facility for full-scale service 
to Distributors throughout 
the industrial West. 
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SALES INCREASED 
18 MONTHS | 


“Our growth depends on fast, efficient replacement service — 


the kind you get with Dayton!” says Cy E. Werner, General 


Manager, Wisconsin Bearing Company, Milwaukee, Wisconsin. 


3efore we carried Dayton’s complete line, there 
were times when our customers had machines idle 
from 1 to 3 days awaiting a replacement belt. It 
was costly to them and costly to us for —in about 
75% of the cases — we lost an order. 

“Now that we have the complete Dayton line, in- 
cluding the exclusive Dayton Cog-Belts*, our cus- 
tomers expect ... and get... 1-hour service on one 
or a matched set of V-Belts. 

“Not only do we carry a Dayton V-Belt for every 
application, but we are backed up by fast delivery 
from the warehouse and 60-day stock checks by the 
Dayton representative. With our customers assured 
of 100% replacement coverage, sales have increased 


300% in the last 18 months. 

“Our Dayton representative goes even further. 
He’s on call — 24 hours a day —to lend a hand to 
any of our 12 salesmen. And, we depend on him to 
supply the latest technical information when one 
of our customers is studying a change in power 
transmission methods. 

“When you consider that we have the complete 
Dayton line — headed by the exclusive Dayton Cog- 
Belt ... Dayton quality — that’s a buy-word in every 
industry fast, efficient stocking by the factory 

. and expert, personal assistance by the Dayton 
representative . .. it’s no wonder sales have in- 
creased 300% !” 





300% 
WITH DAYTO 


For specific data about 
_the Dayton Franchise 


TM 
Dawt wa c | 
* * 
Wt @ iat er FF Visit Booth 
World’s Largest Manufacturer of V-Belts 
Write today for specific information about a Dayton Selective Franchise in your area. 


The Dayton Rubber Co., Industrial Replacement Division, Dayton 1, Ohio 


> 
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Triple Mill Supply 
Convention 
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April 19, 1906. An earthquake slammed San Franciscans awake as it toppled their city 


Then came fire. But as soon as the flames were completely controlled, 
San Franciscans courageously started rebuilding. 


They found the tools they needed at tents and shacks and other makeshift 
shelters set up by Industrial Distributors. Supplies at first were only what had been 
spared by quake and fire and whatever distributors could comb from their ruins. 


Soon, however, they had the desperately needed materials rushed from 
manufacturers eager to lend their help. The resourcefulness of San Francisco's Industrial 
Distributors made a vital contribution to the city’s remarkable recovery. 


Early in our company's history, we decided that qualified Industria! Distributors 
would be our link with industrial customers. In the years since, 
the achievements of our distributors have many times proved the wisdom of this policy. 


Willingness to help and ability to serve—in good times and in crises— 
make the Industrial Distributor a geod neighbor as well as a good businessman. 


We are delighted to pay tribute to him for the contributions he has 
made to our nation’s economy of plenty. 


te NICHOLSON FILE CO. - 42 ACORN STREET - PROVIDENCE, RHODE ISLAND <> 


®Ss.a.* (In Canada: Nicholson File Company of Canada Lid Port Hope, Oncarie ) 


NICHOLSON and BLACK DIAMOND FILES 


WORLD'S FOREMOST MANUFACTURER OF FILES FOR EVERY PURPOSE 





Your Customers Will Appreciate These 


NEW TIME-SAVIN 


BRASIVE APPLICATIONS 
Practically Every Day! 


Brightboy is made in 
wheels as well as in a full 
range of accessory prod- 
ucts rods, sticks and 
blocks—for machine and 
manual operations. 











We purposely split this wheel to em- 
phasize to your customers the wide, 
new, work-benefits resulting from 

Brightboy’s revolutionary composition. 
{ll through every Brightboy wheel, 
stick, rod and block there’s evenly-dis- 
persed abrasive grain and “cushioning” 


rubber compound! 


Your customers will be surprised when 
they see the way the abrasive and rub- 
ber work simultaneously, producing a 
unique action that BURRS, CLEANS, FIN- 
ISHES, POLISHES, frequently in one oper- 
ation, saving separate work-steps. 


PROFIT FROM 
THIS COMPLETELY NEW SLANT 
ON ABRASIVE APPLICATIONS 


Dealers and their salesmen are enthusi- 


astically selling multi-use Brightboy . . . 
and reaping the benefits of substantial, 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 


95 North 13th Street 


Newark 7, N. J 





America’s Pioneer Manufacturer of 
Rubber-Bonded Abrasives 


growing “repeats”. Practically every 


day, Brightboy’s rubber-and-abrasive 
action is suggesting new work short-cuts 
to users one-step operations never be- 
fore associated with abrasive applica- 
tions. Stock Brightboy numbers, Jos- 
MATCHED to customers’ requirements, 
not only do the work of “specials”, but 
“usual” finishing too. Silicon Carbide 
and Aluminum Oxide abrasive grains. 
Each in grades from extra fine to extra 
coarse, in soft, firm and tough rubber 
binders. 


Nationally 


manded, volume-use Brightboy has a 


advertised, nationally de- 


profitable place in your sales picture. 
Write today for attractive Brightboy 
sales proposition. 
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YOUR 
NAME 
HERE 


is all you need to boost 
wire brush sales 
and profits. 














ANDERSON'S BRAND NEW 
CATALOG TELLS YOU: 


mee Re ee ee 


WHERE 
TO SELL 
THEM 


Complete data on uses 
for each type of 
wire brush. 








WHAT 
TO SELL 


Simplified cataloging 
makes it easy to 


To SE LL pick the correct 
wire brush. 
THEM 


Complete, concise, clear 
information on how to 
use wire brushes for 3 
maximum efficiency Send coupon today for your copy and full 
and economy. details on Anderson's distributor policy, 
in black and white. . 












ANDERSON CORP. 
1041 Southbridge St., Worcester, Mass. 


Send us your complete brush catalog plus profitable details on selling 
the Anderson line 





Attention of:__ 


Company Nome — 
Address — 


City_ 





ee od 





quote more jobs, 


sell more customers... 


with the Complete Line of 


Performance-Rated 
MOTORS 


Look at the sales advantages from your standpoint. 
Century offers you one central source for all your 
standard motors up to 400 HP. That puts you in a 
good position to quote on every job. 

Century’s long-standing customer acceptance... 
Century’s industrial quality in every motor including 
fractionals, helps you se// more jobs and keeps 

the customer satisfied. 

If you aren’t already a Century Distributor, contact 
your nearby Century Sales Office now . . . or write 
direct for the details. 


Performance- Rated 
MOTORS CENTURY ELECTRIC COMPANY 


1/20 to 400 HP 


18th and Pine Sts. « St. Lovis 3, Missouri ¢ Offices and Stock Points In Principal Cities 
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METAL CUTTING 
SHEAR BLADES 


CHIPPER 
KNIVES 


CIRCULAR 
SCRAP METAL J METAL 
BLADES CUTTING 
KNIVES ~~» KNIVES 


ONE SOURCE FOR ALL MACHINE KNIVES 


Every type of machine knife needed by virtually every 

industry has been supplied with unerring accuracy 

by The Wapakoneta Machine Co. Specialists in the pro- 

duction of machine knives since 1891, Wapakoneta is 

now one of the oldest and largest independent machine 
knife manufacturers in the world. 


Every blade is engineered to fit the job, whether 
u i it’s for the woodworking, steel, paper, plastic or 
A complete line by aA >» veneer industry. Unsurpassed precision production fa- 
knife specialists. Adver- cilities assure quickest possible deliveries. 
tised in U. S. News and 
World Report. 


WRITE FOR COMPLETE CATALOG and information about your territory. 


SQUARE EDGE 


SHAPER STEEL 


a F a 
. 
. " 
CORRUGATED 


T 
PAPER CUTTING KNIVES HIGH-SPEED KNIVES 


wuTnoman 


a ee ed SLOTTED HIGH-SPEED 


PLANER KNIVES 4 4 
ta W/APAKONETA macuine co. : , ¢\, 


WAPAKONETA!,OHIO 


oe om Engineered for the Job Sows 1891 ates ve 
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POWELL VALVES 


FIG. 375—Bronze Gate Valve 
for 200 Pounds W.S.P. Union Bon- 


net-Inside Screw Rising Stem 


600-Pound 


Steel Swing Check Valve 


Designed for long life, designed for dependable service 


Consult your Powell Valve distributor for all the facts about quality proved bronze, iron, steel and 
corrosion-resistant valves. No matter what the flow control problem, a Powell Valve can solve it . . . better 


THE WM. POWELL COMPANY, CINCINNATI 22, On!I0O ... 1tith YEAR 
PS. This io juats one of many ads appearmag in trading magazines that fhalp you sell POWELL VALVES! 
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HOW HOLO-KROME PACKAGING 
CUT INVENTORY, INCREASE 


H-K PROVIDES 


SAME-DAY SERYICE ® ONE AND TEN-PAKS ® PRE-PAK CARTONS 


THIS DISTRIBUTOR ADDED 


PUNCH CARD EQUIPMENT FOR STOCK CONTROL, AUTOMATIC ORDER PROCESSING 
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AND SERVICE FEATURES 
TURNOVER, SPEED ORDERS! 


ONE OF THE TOP INDUSTRIAL DISTRIBUTORS 
TELLS HOW IT WORKS: 


“In only one year, Same-Day Service let us cut inventory 25%, 
increased sales 50% ... we maintain proper stock levels by 
weekly purchasing... turnover increased to eight times... 
receiving and shipping time are cut by Pre-Pak Cartons... 


One and Ten-Pak Boxes practically eliminate broken packages.”’ 


(name on request) 





IT TAKES TWO TO DO A REAL COST-CUTTING JOB — 
WE DELIVER UNMATCHED SERVICE AND PACKAGING FEATURES... 
OUR DISTRIBUTORS TIE-IN TO GET EVEN MORE BENEFITS! 





That's what we mean by teamwork at... © 


7 \ dL (L% @\HOLO-KROME 
‘ : SSOCKET SCREWS 


SOLD ONLY THROUGH AUTHORIZED HOLO-KROME DISTRIBUTORS THE HOLO-KROME SCREW CORPORATION © HARTFORD 10, CONN 


INDUSTRIAL DISTRIBUTION ¢ JUNE, 1957 





You Sell more because 


BARRY PULLEYS 
perform better 








UN AW 


L\ 


+ 





Purchasing agents and production chiefs are sold by 
proven performance records. That’s why they buy Barry 
conveyor pulleys for general, package, portable and pro- 
duction line systems. 


Barry pulleys, with regular or “Quick Detachable” 
taper bushed hubs, are designed to absorb the repeated 
demands of peak production loads. 


Made of heavy gauge steel, they are light yet dur 
able for continuous service, year after year. End discs are 
electric-welded to rims to keep out moisture and dirt 
which shorten the service-life of other pulleys. Wider 
faces are reinforced with extra discs to maintain uni- 
form strength against stresses and strain 


Barry pulleys support heavier work loads, in addi- 
tion to reducing wear and tear on crowns, bearings and 
other components. They mount up closer and form a 
truly inflexible assembly with regular or “QD” hubs 
because they are designed for ideal lateral alignment— 
they fit on shafts properly and firmly, without work- 
ing loose. After such meticulous attention to design and 
manufacture, is it any wonder why Barry conveyor 
pulleys perform better! 


For complete details or information pertain- 
ing to distributorships, call or write today! 


R.& J. 


1 SADE STREET PASSAIC, N.J. PRESCOTT 7-5030 











DICK ROPE V-BELT DRIVES 


Engineered for maximum service with minimum 
stretch. Maintains resiliency longer. Accurately 
machined sheaves are balanced to reduce belt wear. 


DICK BALATA BELTING 


—_ 


Closely interwoven hard surface duck. Totally im- 
pregnated with Balata Gum. Will not stretch or 
shrink. High in efficiency. All “Dickbelts” guar- 
anteed! 


BARRY STEEL SPLIT PULLEYS 


“ 
Scientifically designed. Electrically welded construc- 


tion. Keeps exact shape under all loads. Lightweight 
and easy to install. 


CHICAGO 


COMPANY, INC. ceancnes. | LOS ANGELES 


SAN FRANCISCO 
SEATTLE 
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CASH IN ON LOCAL DEMAND 


for these 
Perfectly Paired Products 


Every industrial plant has applica 
Titeflex Quick-Seal Couplings and Flexible Met 
Backed by a generous schedule of national ads 





outstanding products are “sales natural 
distributor with a flair for giving qu 


Titeflex 
Quick- Seal Couplings 


e Couple or uncouple in ONE se 
e Leakproof at ae map 
e 360° swivel st 


e Complete range of size 


Titeflex 
Flexible Metal Hose 


e Solves many difficult con) 
pre oblems 
e Withstands high temperatu and 
pressure torture 
e Absorbs vibration, flexing, shock 
with ease 
e Sizes 4%" to 6". Also made with a 
of TEFLON* in sizes 4" to 14%” 
Write for details on liberal 
distributorship arrangement { 
Learn how you can cash ir 
demand for doth Titeflex Hose and 
Quick-Seal Couplings 


* DuPont trade-mark for its tetrafluoroethywene resin 


CALL YOUR LOCAL 


DISTRIBUTOR Your one source 

\ Consult the for hoth | 

\ iceacriom Hose and Couplings — 
| 


of your telephone directory 
| 
ore teen : 


TITEFLEX, INC., 602 HENDEE STREET, SPRINGFIELD 4, MASS. 
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unconditionally guaranteed 


sTocK UTICA and you'll be selling industry’s finest line of quality hand tools. They have the name! 
Utica pliers and wrenches are drop-forged for rugged strength! Induction hardened at the points 
of greatest wear—jaws and cutting edges—for extra toughness! Extra long life! And like all 
Utica hand tools, they are UNCONDITIONALLY GUARANTEED. No other complete line of hand 
tools is backed by such a guarantee. Ask to have your Utica representative call. 


SELL GTICA 


Hallmark of Quality since 1895 
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OVER 1000 WRENCHES, PLIERS AND OTHER HAND TOOLS! 


OTALERNT SS 


- the tools the egoerts use f 


UTICA DROP FORGE & TOOL DIVISION, KELSEY-HAYES CO., UTICA 4, NEW YORK 
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Check these Seven 
important VICTOR Sales Features 
that Generate 
GREATER HACK SAW BLADE 

SALES FOR YOU 


1 A High-Quality Product 
2 Excellent Marking and Finishing 
3 Sturdy, Efficient Packaging 


From Victor’s Seven Points... 4 Prompt Shipment 
5 A Fair Sales Policy 


that Point the way to 6 Strong, Well-Planned Advertising 
MORE PROFITABLE SALES 7 Effective Missionary Help 


SATISFIED CUSTOMERS: 


Point No.: 


A Fair Sales Policy 


When stocking Victor Hack Saw Blades, you’re certain of dealing with a 
company that markets through recognized distributors. There’s only one 
standard for everybody ... integrity. It’s a written policy ... copies 
available to you. 
Isn’t it satisfying to know of such a policy behind you? It’s the surest 
protection against price-cutting, “dumping,” and the irritating problems 
of a fluctuating market. 394! 


IF YOU CAN'T CHECK “YES” TO ALL 7 POINTS... 4 
iT WILL PAY YOU TO CHECK THE VICTOR LINE NOW! om ae oe ee 
} VICTOR SAW WORKS, INC. 
SOME TERRITORIES OPEN Middletown, N. Y 


[] HAVE SALES REPRESENTATIVE CALL 


FOR QUALIFIED DISTRIBUTORS 
[) SEND CATALOGUE #43V 


Victor Hack Saw Blades 





i 
i 
are manufactured by { 
i en 





SAW WORKS, INC. 
V I MIDDLETOWN, N.Y., U.S.A. J Address__ 


Makers of Hand and Power Hack Saw Blades, Frames, I City___ Zone State 
Metal and Wood Cutting Band Saw Biades 
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Mr. Caldwell Marks says: 


Mr. Caldwell Marks, 
Chairman of the Board 


Mr. Bill Spencer 
President 


Owen-Richards Company, Inc. 


There are 5 reasons for our success 
with the Gates line’’ 


Owen-Richards Company, Inc., Birmingham, Ala- 
bama — outstanding distributor and potent force 
throughout the South—has been a Gates distributor 
for many years, during which time its sales volume 
of Gates Belts and Hose has constantly increased, 
along with the steady growth of the business. 

Caldwell Marks, Board Chairman, makes these 
noteworthy observations: 

“We consider five things important in our dealings 
with any manufacturer 


First, mutual confidence. 


Second, product quality and acceptance. We 
always want to handle the top line, and in industrial 
belts and hose we feel Gates gives us that top line. 


Third, field selling support. Gates Field Engineers 
in this area work closely with us the year around. In 
fact, we get more help from Gates than from any other 
supplier we have 


Fourth, availability. We don’t expect to operate 
from a manufacturer’s warehouse. But—to provide the 
kind of service we want for our customers — we do 
depend upon the Gates warehouse to back up our own 
stocks. Increasing sales have required greater inven 
tories of Gates products in our warehouse every year 
for the last 20 years. 


Fifth, profit. Our salesmen are paid on the basis 
of the profitability of the products they sell; so they 
know how important the profit margin is to them 
selves, as well as to us.” 


Owen-Richards is one of the many distributors who know — 
the Gates franchise is the key to 


a 


increased prestige, progress and profit. 


The Gates Rubber Company, Denver, Colorado 


World’s Largest Maker of V-Belts 
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W. O. Barnes Co., Inc. is a specialty 
manufacturer. Saw blades — and 
saw blades only—since 1919. This 
concentration of effort in one single 
field has made Barnes the recog- 
nized authority on production saw- 
ing techniques. 


Barnes distributors consider the 
Barnes line as one of their key lines 
for three important reasons: 

1. High quality of Barnes products 
2. Prompt factory service 


3. Unequalled sales cooperation 


w. 0. BARNES  o., inc. 








1297 TERMINAL AVENUE + DETROIT 14, MICHIGAN 
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BARNES 
BLADES 


HAND HACK SAWS 
ROCKET 
BAND SAWS RED ARROW 
POWER HACK SAWS ARC-LINE RAKER BARNES TUNGSTEN 
ROCKET ARC-LINE WAVY STANDARD FLEXIBLE 
SERVICE SKIP TOOTH STANDARD "600" 
RED ARROW HOOK TOOTH SPECIAL UNBREAKABLE 


THE BARNES HANDBOOK 
OF METAL SAWING 


The Barnes line gives distributors a blade for 


every production cutting application. 


The Barnes distributor sales policy gives 
Barnes distributors high quality products 


they can sell at a more than average gross 
. . @ guide to production saw- 
ing. It tells how to select and 


profit 


use saw blades for maximum 
results. 


w. 0. BARNES o., Inc. 


1297 TERMINAL AVENUE + DETROIT 14, MICHIGAN 
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ALLEN-pointers that will help 
you sell more socket screws! 


jg 
My, ii 
Li ‘ A / 


\ a small 


al point. ee 


= sf 
Al 


but it gives your 
customer a bulldog grip 


(PPR PP PR 


at no premium in price! 


A LLEN’s scientific redesign of the cup diameter on 
set screws gives greatly increased resistance to 
withdrawal torque. That’s what counts in day to day 
use under heavy strain and vibration. ALLENPOINT 


Your customers will prefer the strong, clean “pressur- 
formd” sockets of Allenpoint Set Screws—they’re deep- 
er, smoother, and permit full wrenching leverage. You 
can show them how the uniform Class 3A threads as- Serrated 
sure frictional locking action that holds the grip of an point 
Allenpoint against every dislodging force. See that 
your customer knows that Allenpoints have one more 
full thread than serrated point set screws—that means 


more holding power, especially in the short lengths. A. S.A. 
std. cup 
In Allenpoint Set Screws, you're offering your cus- point 


tomers premium performance without increasing their << 
production costs, and that’s what they want. 

screws in a 34” steel shaft. As you see, at each degree 
of tightening force, Allenpoints make a full circle pat- 
tern, penetrating deeper for greater holding power. 


Your customer will be interested in the story told 
by these actual-size, unretouched photographs, show- 
ing the cup pattern made by Allenpoints, serrated 
point set screws, and A. S. A. standard cup point set Write for more information, and samples. 


Al E = MANUFACTURING COMPANY 
Hartford 2, Connecticut, U.S.A. 
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A brand-new 
college 


122 YEARS OLD 


New Wake Forest College campus at Winston- 


Salem, North Carolina. In 27 of the new 7, 

buildings OIC Valves have hens used exclu- a n d you see OIC } a ves 
sively. According to H. S. Moore, Supt. of 

Buildings and Grounds, OIC Valves have . 

never created maintenance problems for him eve rywh ere ! 


in all his experience. 


Wake Forest College has been transplanted 110 miles 
from its original site to Winston-Salem, N. C. Its new 
campus consists of 28 sparkling, modified Georgian 
buildings, and everywhere you look everything is 
crisp and modern . . . from its beautifully designed 
quadrangle to its very last valve. 

If you're ever close to Winston-Salem, visit Wake 
Forest College and enjoy this spectacle of modern 
design and construction techniques. You may see 
ideas you'll want to duplicate even down to the very 
last OIC Valve ... the always modern, ever depend- 
able, accepted valve line. 

Architects: Larson & Larson, Winston-Salem, N. C. 

Consulting Engineer: Louis Bouvier, Winston-Salem, N. C 

Materials Furnished by: Atlas Supply Co., Winston-Salem, N.C, 

THE OHIO INJECTOR COMPANY 
WADSWORTH . OHIO 


FORGED & CAST STEEL, BRONZE & IRON, LUBRICATED PLUG VALVES 
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NOW! YOU CAN ACTUALLY SHOW YOUR CUSTOMERS 


PENETR 


of rust to bare metal as seen 


The greatest concentration of Rust-Oleum advertising in history is placing the results of this 
important research before your customers and prospects! Dramatic four-page advertisements 
in color in twenty leading business publications such as MILL & FACTORY, FACTORY, and 
PURCHASING, etc.—powerful two-page advertisements in TIME MAGAZINE, NEWS- 
WEEK, and BUSINESS WEEK! Rust-Oleum advertising like this will continue all through 
1957 . . . showing your customers and prospects just how Rust-Oleum penetrates through 
rust to bare metal. 

Think what this important development means to you! You can prove Rust-Oleum 
penetration by your rusted panel demonstrations —-AND NOW YOU CAN SHOW 
IRREFUTABLE PROOF OF PENETRATION as revealed by actual Geiger 

Counter tracing! This remarkable penetration by Rust-Oleum’s specially-processed 

fish oil vehicle is the difference between Rust-Oleum and ordinary materials! 

Use Rust-Oleum’s specially-prepared sales tools to go over this story of 

penetration with your accounts ... show them the thirty-page report 

on Rust-Oleum penetration prepared by Battelle Memorial Institute 

technologists ... go over the results page-by-page with them. 

Rust-Oleum penetration of rust to bare metal can save 

your customers thousands of dollars in costly surface 

preparations ... and it can mean thousands of dollars 

in additional Rust-Oleum sales for you. 


Hlustrotion of cross sec 
tien of rusted metal 
cooted with Rust-Oleum 
leniorged 150 times) 


= Y’ 
> Ee A 


es 








THIS POWERFUL STORY 
1S FEATURED IN — 


FACTORY 

MILL & FACTORY 
PLANT ENGINEERING 
THE PLANT 
PURCHASING 


MECHANICAL 
ENGINEERING 


CONSTRUCTION 
EQUIPMENT 


ARCHITECTURAL 
RECORD 


WESTERN INDUSTRY 

TIME MAGAZINE 

NEWSWEEK 

BUSINESS WEEK 
and 50 

other important 

publications 


throu oh the eyes "of rad loactivity! 


There is only one Rust-Oleum. . . | it is distinctive as your own fingerprint 


Your Greatest Sales Tool! 


Be sure that each of your 
customers and prospects 

knows the facts in your com- 

plete thirty-page report on 
Rust-Oleum penetration, pre- 

pared by Battelle Memorial 

Institute technologists. It cov 

ers in detail the methods, pro- 

cedures, and resuits of nearly 

three years radioactive research. It is regis 
and is your most important Rust-Oleum sales t 
ber—you sell the only one of its kind 
Rust-Oleum. The results of this im, t 
emphasize the fact that Rust-Oleum is 
own fingerprint. 


RUST-OLEUM 


some rust 
Mixed, rust and 
Rust-Oleum coating 
rust, and metal 


Radioactivity, per cent 
Rust-Oleum Coating, 


Distance from Coating Surface, mils 


Rust-Oleum penetration through rust to bore metal as 
recorded by Geiger Counter is shown on the graph 
above in “Percentage of Surface Radioactivity” figures. 


RUST-OLEUM CORPORATION © 2416 Oakton Street —Evanston, Illinois 





WOULDN'T YOU 
RATHER HAVE 
THE LATEST 
TECHNICAL ADVANCE? 


ACT EKOLL 
/ A great new advance 
that lowers metal cutting costs 


“Weaver” Hack Saw Blades 


Certified by American Standards Testing Bureau to meet their standards 
for superior cutting: Uniform Teeth, Uniform Set, Uniform Temper 


Clean, efficient, lowest cost cutting can only be obtained 





from uniform, consistent quality blades such as produced 

by Heller’s unique, Job Tempering process. During the Triple Mill Supply Conven- 
In Heller Job Tempered hand and power blades, uni- 

formity begins right with the raw steel which is made to tion stop for a visit at BOOTH ~928. 

specification and minutely inspected for analysis and 

proper grain structure. Teeth are milled to uniform size, We will look forward to seeing you! 

shape and spacing by the most modern, highly specialized 

equipment in the industry. Uniformity of tooth set is 

precisely measured with an indicator specifically developed 

for this purpose. 


Then Heller’s unique heat treating technique, carefully 
matched to the metallurgy of the steel, brings about ex- 1 
ceptional uniformity of temper the full length of the { . 
blade — and from one blade to the next. - ‘on 
That’s why every Job Tempered hand or power hack 


saw is certified by American Standards Testing Bureau to 
meet their standards for superior cutting: uniform teeth 
é : HELLER TOOL CO., America’s Oldest File Monufacturer 
... uniform set... uniform temper — your assurance of 
1 . Newcomerstown, Ohio — A Subsidiary of Simonds Saw and Steel Co. 
outstandingly better, lower cost service on the job. 





HELLER HELPS 
SIMPLIFY YOUR 


SALES PROBLEMS : | PEE at eee 
Heller aucut 


YOU HANDLE A FULL LINE of Heller Job Tem- @) op MAX 
pered hand and power blades in a complete - 

range of sizes to fit all standard frames and 14” x! Yq x .062-6T 
machines — in types to meet all requirements 

and safety considerations in cutting a wide 

variety of materials. You sell the right blade 

for every job! 


oO Heller & High Speed “'T"'-~HAX 
aucel 12”-32T Hard Edge 


. 


HAND BLADES in standard steel, High Speed 
“M”-Hax, High Speed “T”-Hax, Hard Edge or 
All Hard—in 10” and 12” lengths—14, 18, 
24, or 32 teeth per inch. 


POWER BLADES in High Speed “M”-Hax, High 
Speed “T”-Hax, “Nuweld” Safety blades — in 
12” to 36” lengths —2% to 18 teeth per inch. 


YOU'RE BACKED UP WITH THE MOST DYNAMIC 
PROMOTIONAL PROGRAM in the field today. 
Big-space, consistent advertising in the key 
publications keeps Heller’s products in front 
of your prospects and customers. And you get 
solid merchandising support — wall selection 
charts, “Heller Hints on Hack Saws” booklets, 
memo books, remembrance pieces and product- 
pushing direct mail programs for your terri- 
tory! 


YOU HAVE A POTENTIAL SALE BEHIND EVERY 
DOOR with these real bread-and-butter items. 
Day in, day out sales that add up to surpris- 
ingly important profits on your year end bal- 
ance sheet! 


YOU BENEFIT FROM HELLER'S 100% DISTRIBUTOR 
POLICY: As promoted with Heller’s distributor 
emblem on every advertisement. 


HERE ARE THE FACTS: 


New catalog of Heller Job Tem- 
pered Hand and Power Hack 
Saw Blades gives full informa- 
tion on the new line. 


WRITE FOR YOUR COPY TODAY 
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DISTRIBUTOR FROM THE , -% DISTRIBUTOR FROM THE 


rs \S 


<<) Far West 


@@ Their quality is absolutely tops... that’s 
what customers want—that’s what brings 
us repeat orders. @® 


@@The Chicago-Latrobe line is complete—with 
a good catalog that even has prices in it.@® 











FIND OUT ABOUT PROFITABLE TOOL SELLING 


- 
~ 


oo — Visit Booth 132? 
Midwest AT THE TRIPLE MILL SUPPLY 


CONVENTION IN 


@@ C-L’s service—that’s what we go for. We SAN FRANCISCO—JUNE 16-20 
may not be their largest distributor, but 
we sure get treated as if we were. @® 


a ft / 
° OL WHE 
ALME ad a 
. 4 
Nhawyiak 


CHICAGO-LATROBE + 427 WEST ONTARIO STREET + CHICAGO 10, ILLINOIS 
DRILLS > COUNTERBORES=: CARBIDE TOOLS: SPECIAL TOOLS 








LOOK! 


At this super-charged sales message HMS is aiming 
at the people you . . . 





SELL 


It's building sales for 
HMS distributors in... 





FASTENERS! 


OTHER LINES, TOO! 


IN THE EAST uns IS THE LINE 


WITH SALES POWER 





Are you using our 

“OPENING DOORS WITH FASTENERS” program? 
Our sales package provides a quick, easy pitch 
the toughest P.A. will want to hear. 
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SEE HOW TO CUT CosTS 2 To 19% 
AND GET STRONGER SCREWS 


Instead of Use Heat 
a Bright Treated in 
Cap Screw... Smaller Diam. .. 


yF-~ i 7oe 


x1 1 


1% 1% 
2 2 
2'2 


For Cost Plus Strength 
Saving of... Increase of 


a 


8% 





%xl 


1% 














There it is in black and white—a cost reduction program 
that you can move on immediately. And note that the smaller 
diameter heat-treated cap screw is not only lower in cost 
than the bright steel equivalent—but higher in strength, too. 
Many more sizes are compared on our special computer. 

But the figures tell only a part of the story. You need to 
be sure that the heat-treated cap screws you use are at full 
strength—not weakened by surface decarb (loss of carbon) 
You are sure when you specify HMS. Our unique carbon 
restoration process assures uniformity and full strength— 
from surface to core. 


This computer is yours for the ask- 
ing. See your distributor's repre- 
sentative or write us. 


Always buy HMS... 
in the box you never dhop 
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Whitish area of common cap 
screw lacks carbon—thread 
is weak, soft 


HARTFORD MACHINE SCREW COMPANY 


Division of Standard Screw Compony 


101 DEERFIELD ROAD, HARTFORD 2, CONNECTICUT 





CAP SCREWS « SOCKET PRODUCTS «+ TAPER PINS « DOWEL PIN 





BOSTON 


goes all out for distributors 


Randy Jackson, Director of Sales, discusses 
BOSTON’S Distributor Cooperation Plan with 
Lleyd F. Childers, Vice President, Goodyear 
Rubber & Asbestos Co., Portland, Oregon. 
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»>ver competes 
th a distributor 


With a BOSTON franchise, you’re sure your rights are protected 
all the way. But that’s only one side of the story. BOSTON always 
cooperates — works closely with you and your salesmen to sell the 
big purchasers in your market. This strong, friendly relationship 
puts you in a firmer competitive position. 


BOoOoSTO BOSTON WOVEN HOSE & RUBBER COMPANY 
BOSTON 3, MASSACHUSETTS 
Specialists in Industrial Rubber Products 


SE e BELTING e V-BELTS e MATTING e PACKING e TAPE 
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Building the Long Sault Dam. When completed, this dam will contain approximately 653,000 cu. yds. of con- 
crete. The three large gantry cranes used in pouring this concrete are rigged with Tiger Brand Wire Ropes. 


Sticky marine clay weighs almost twice as much f Shovel rope takes a beating and Tiger Brand 
as regular overburden, puts greater strain on is made to withstand rough service and heavy 
wire rope and equipment. abrasion. 
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at work on St. Lawrence Seaway 
and Power Projects 


i 

his FABULOUS ST. LAWRENCE SEAWAY and 
St. Lawrence Power Projects are the largest 
construction undertakings of all time, costing 
over $900 million for the Seaway and power 
development. To keep the big machines 
working at top speed requires all kinds of 
wire rope—and most of it is USS American 
Tiger Brand. 


a 
a eS 
? wee ae 
AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO * TENNESSEE COAL & (RON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


Speed was such an important factor on 
this job that all equipment ard supplies were 
selected with trouble-free performance in 
mind. American Steel & Wire set up a wire 
rope warehouse nearby for quick deliveries 
of any type of wire rope needed. Here are a 
few illustrations of the many jobs being per- 
formed by Tiger Brand Wire Rope. 


14,400 cubic yards scooped a day. While on 
this job the dragline called the “Gentleman” 
had a 14-yard bucket and worked 24 hours a 
day scooping marine clay and rock. It was 
rigged with 420 feet of 2-inch hoist rope and 
250 feet of 24-inch dragline rope—both Tiger 
Brand. 


— 


USS AMERICAN TIGER BRAND WIRE ROPE 
Liecelliy Cheformued 
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SUPREME BRAND CHUCKS. 
on Ainericas finest 
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| Supreme Chucks ...in a complete line . 
PY FOR ALL PORTABLE DRILLS and DRILL PRESSES 
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OUP fRONT 
Power lools 


The most famous trade names in the world of tools. Supreme 
is proud to display them because each is equipping some 
portion of its output with Supreme Chucks. 





Industrial Distributors will recognize at once that Supreme 
Chucks, to achieve this standing with the great tool makers, 
had to offer something extra .. . unmatched accuracy and dur- 

ability ! Supreme offers 
great extras to the Dis- 


= 
, ' tributor, too:—1. Selec- 
=. tive distribution and 
“ase, . protection. 2. High profit 


margin. 3. Powerful 
advertising backing. 

4. Missionary and sales engineering work in the field. 
Some selective distributorships are open. Visit Supreme in 
Booth 521 at the San Francisco convention and see why this 
complete and fully interchangeable line is the best line for you. 


SUPREME PRODUCTS CORPORATION 
2222 5. Calumet Avenue, Chicago 16, Illineis 
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Te ARMSTRONG Tool 


because: You haven’t a customer 
or prospective customer who 
doesn’t buy and use these tools 








TOCL HOLDERS "¢” CLAMPS 


Turning Tools Heavy Duty “C” Clamps 
Boring Tools Medium Duty “’C” Clamps 


Threading Tools Light Duty “C” Clamps 
Knurling Tools Welders’ “C’’ Clamps 


Cutting-Off Tools Tool Makers’ “’C’ Clamps 
Planer Tools 


Shaper Tools MACHINISTS’ CLAMPS 
CUTTING TOOLS 


Ground Tool Bits 


Unground Tool Bits 
Ground Cut-Off Blades DRILL VISES 


Unground Cut-Off Blades 
Cast Alloy Tool Bits DRILL and REAMER 


Cast Alloy Cut-Off Blades HOLDERS 
Carbide-Tipped Tool Bits 


Carbide “Throw-Away” Inserts TOOL POST FITTINGS 


DRILL DRIFTS 


LATHE DOGS RATCHET DRILLS 


Milling Machine Dogs 


Clamp Dogs DRILLING POSTS 
SETTING-UP TOOLS 


T-Slot Bolts, Nuts and Washers 
Strap Clamps 

Jacks 

T-Slot Clamps 


Step Blocks MACHINE HANDLES 


EYE BOLTS 
HOIST HOOKS 


The Arm-and-Hammer Trade Mark on any 
tool is universally accepted as a guarantee 
of highest quality. 
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Line is a Basic Key Line 








Eighteen Basic Lines in our New Catalog 57 
featuring approximately 5000 Tools. 


Engineers’ Tappet 

Box T-Socket 
Construction Offset Socket 
Structural Car 

Stub End Spanner 
Striking Face Alligator 
Flare Nut Specials 

Set Screw Torque 

Tool Post Thin Pattern 


PIPE TOOLS 


Solid Pipe and Bolt Dies 
Adjustable Pipe and Bolt Dies 


Chasers for Receeding 
Threaders 


Stocks for Solid Dies 
Stocks for Adjustable Dies 
Receeding Threaders 
Portable Power Threader 
Pipe Vises 

Chain Vises 

Pipe Vise Saddle 

Pipe Vise Stand 

Pipe Cutter Wheels 

Pipe Cutters 


DETACHABLE SOCKET 
WRENCHES and 


DRIVE PARTS 


Socket Sets 

Miniature Sockets 

Light Service Sockets 
Standard Series Sockets 
Heavy Series Sockets 
Extra Heavy Sockets 
Extra Deep Sockets 

12 Point Sockets 

8 Point Sockets 

6 Point Sockets 

4 Point Sockets 

Flexible Sockets 
Ratchets 

Sliding T-Handles 
Flexible Handles 
Shock-Proof Handles 
Adapters 

Extensions 

Speeders 

Hollow Screw Wrenches 
Bridge Ratchets 

Bridge Sockets, Hex and Square 
Siip Joint Pliers 


a peste for Increased Profits 
lane Gene feature ARMSTRONG 


Pipe Tongs asa K eyline! 
Pipe Wrenches 


ARMSTRONG BROS. TOOL CO. 


5205 W. Armstrong Avenue * Chicago 30, U.S.A. 
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Victor Belting 


and You Sell Satisfaction 
.--more repeat sales for you 





Industry has accepted Victor as a source of strong, durable, efficient belting for convey- 
ing, elevating, and power transmission. This industry-wide acceptance means that a 


large part of your selling job is done. And present users, knowing Victor’s dependable 
service, provide a profitable source of repeat business for you. 


Victor helps you sell three ways... 
@ assures you a single source of supply for all belting needs 


® provides complete technical advisory assistance 
@ pre-sells customers through advertising and promotion 


Here are Your Market Facts 


Practically every prospect and customer you have is using belting for conveying, 
elevating, or power transmission. 
Doesn't it seem logical that you as a salesman can get this business if you ask for it? 


Doesn't it seem logical, too that customers will want to rely on you as a single, 
dependable source when you can easily supply 

all their needs from the most complete 

textile belting line in America—Victor Belting? 


Send for distributor catalog. 





including: 
Neoprene belting 
i) we 6Hycar belting 
ae) lata: Balata belting 
mm 6Solid-Woven belting 
: " LINE a ee §=Convas Stitched belting 
bas i< - im Belting specialties 
os 


€ 7 " 


<é 


Victas Batata & Textite Bening Ue. 


53 Park Place. New York 7 « 300-46 W. Hubbard Street Chicago 10 
Factory. Easton, Pa 
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YOUR PUTNAM DISTRIBUTOR 


Serves Local Industry} 


~~ — We, at Putnam Tc 
distributor organiz¢ 
making for 20 ye 
coast-to-coast, it co 
men, respected me 
make their business 


Our distributors . . . 
form an invaluable 
economic system. Be 
establishments we, 
have throughout th 
rooms and local inv 
can be sold and qu 


Because of the natu 
men of diversity . . 

things. Putnam dis 
with many tools an 
turing processes. Ir 
salesmen, bookkee; 
labor experts, etc. 


These men and thei 
gral part of their c 
of labor . . . som 
In either case they ar 
taxes and services 
munal wealth. 


With their roots dee 
these men take ana 
distributors are foun 
in church and scho 
municipal governme: 
American... solid b 


This is why we, at Pt 
a privilege to be a: 
express our thanks f 





a mm’ 

































ry and the Community 


n Tool Company, are proud of our 
inization . . . which has been in the 
) years. Strategically located from 
it consists of carefully chosen business 
1 members of their community who 
ness oc career of service. 


. .. and countless others like them. . . 
able link in the chain of America’s 
n. Because of them and their business 
we, as a manufacturer of end mills, 
jt the country: warehouses, display 
| inventories from which our products 
d quickly delivered to industry. 


nature of their business they must be 
;... have wide knowledge of many 
distributor personnel are familiar 
; and their applications in manufac- 
s. Into the bargain they must be 
keepers, market analysts, tax and 
atc. 


their places of business are an inte- 
2ir communities. They are employers 
sometimes large, sometimes small. 
»y are substantial business men whose 
yices contribute materially to com- 


deep in their respective communities 
an active part in civic affairs. Putnam 
found on the rosters of service clubs, 
school activities, and serving with 
nments. They are in short: thoroughly 
lid business men . . . good neighbors. 
at Putnam Tool Company, consider it 


e associated with these men and to 
rks for the things they do. 





o tL ¢ un Y 
2981 CHARLEVOIX AVENUE DETROIT 7, MICHIGAN 



























OVER 1700 STANDARD TYPES AND SIZES 
OF PUTNAM HI-SPEED END MILLS 
















For your convenience and quickest delivery, Putnam cata- 
log lists over 1700 standard types and sizes of highest 
quality . . . faster cutting . . . longer lasting Hi-Speed end 
mills. These standard end mills are carried in stock at the 
factory and by Putnam distributors throughout the country. 
This means . . . there is a Putnam standard for nearly 
every milling operation . . . you can select a standard end 
mill from the catalog today and it can be on your job 


tomorrow ... simply call your local Putnam distributor. 








COMPLETE LINE OF STANDARD 
END MILLS for ALUMINUM 


Standard End Mills . . . For the first time you can select from a 
complete line of standard end mills designed specifically for 
milling aluminum . .. Putnam stocks 185 standard types and sizes. 


New Designs .. . These standard end mills have been developed 
through years of research and experience on aluminum appli- 
cations. Over a year ago, Putnam introduced the first standard 
end mills designed for milling of aluminum. Today, no other 
manufacturer offers as complete a line of standard end mills 


for aluminum. 





PUTNAM POSTIV-LOK END MILLS 


x Eliminate Integral Shanks — pa), 
a fer a 
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& Reduce Change-Over Time My ~ \« 
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2981 CHARLEVOILX AVENUE DETROIT 7, MICHIGAN 
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WHEN I! TELL THEM 


THE 0 NL I" STORY... 
STANDARD PRopucts 


SELL! 


Points of superiority — Actual cases of BIG STAND- 
ARD SAVINGS in money, men, materials and time 
— OPEN DOORS and MAKE SALES for me! 


I've found the BEST material in a briefcase is what | call 

the Standard “ONLY STORY" only Standard Infinitely 

Variable Speed Snagging Grinders, for instance, can save 

foundry prospects up to 50% in wheel costs . . only 

‘ Standard'’s Carbide Too! Grinder has the ‘‘One-Step-From- 
= Rough-to-Finish"’ advantage to save floor space and, again, 
grinding wheels. And all through the Standard line of 

See : : machine tools, I've got an only story . . . from Super Pre- 
our display cision Spindles, ‘‘checked out'’ in our own sound, dust, 
vibration proof laboratory to slides, tables and feeds 


Booth 511 for every application 


Triple Mill 
Supply 1 SELL with Standard . . . You can, too! Write 
today for the Standard Story! 


Convention 
District offices in Los Angeles, San Francisco, California; West Redding 


San Francisco 5 Connecticut; Washington, D. C.; Atlanta, Georgia; Wilmette, Illinois; Cold 
June 18 Springs, Kentucky; New Orleans, Lovisiona; Baltimore, Moryland; Kansos 


City, Missouri; Morristown, New Jersey; Buffalo, New York, New York; 
thru 20 Cincinnati, Toledo, Ohio; Pittsburgh, Pennsylvania 


“the STANDARD electrical toot co. 


THROUGHOUT THE WORLD 


MACHINE TOOLS SINCE 1912 ¢ 2520 RIVER ROAD e¢ CINCINNATI 4, OHIO 
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NEWS THAT HELPS YOU SELL 





HALLOWELL promotion package helps 
build sales of new ERECTOMATIC 


OMT ROW Bat iowe,: 


ERECTOMATiC 


STEEL Sasi ping 


Distributor's Promotion Package included 32-page catalog of the new Erectomatic shelving line, price list, 4-page 
folder, ad reprints, press clippings, sample direct-mail pieces with attached reply cards, and convenient literature order 
blank with postpaid ematage Write for additional literature as you need it order to profit fully from the current 
ERECTOMATIC campaigr 





- nd A Sa RRR 
| ee eT a ne 
UNBRAKO SOCKET SCREW PRODUCTS FLEXLOE sttr-iockinc NUTS MALLOWELL SHOP EQUIPMENT §EL-LOK SPRING PINS 
= ~— ————— SD © ew © 
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Time to Units 
Brand ; 
assemble (min. per hour 





ERECTOMATIC 10.42 


distributors 32 


14.24 


Shelving line 

















Two Men Assembled new H ell ERECTOMA 
T , over 10 minutes. Closed unit used in test was 36 if 
The news is out about Hallowell Erecromatic— ‘ “ay 

and ft. 3 in. high, complete with seven she 


the new steel shelving with full depth shelf sup- standard units of other design took 
Table above shows results of the test 


from 13 to 55n 


ports and built-in locking device that cuts 


assembly time by as much as 45 minutes. 


Advance reports about ERECTOMATIC appeared 
back in March in the editorial columns of lead- 
ing industrial publications. Then in April came 
the first SPS ads—double-page spreads, full 
pages and fractional units—announcing Hallowell 
ERECTOMATIC shelving and explaining its advan- 
tages. Since then, additional advertising, backed 
up by selected direct mail, has continued to 


spread the word, 


Meanwhile, all Hallowell distributors have 
received the promotion package shown on the 
opposite page—to help them tie in with, and 
profit from the national ERECTOMATIC campaign. 
It contains complete product and price informa- 

. Goes Up Fast. When new Hallowe 
tion, sample direct-mail pieces, reprints of ads up, assembly time and costs come d 


and publicity items—all the printed matter you with assembly. Beaded corner pos 
fal ofall area of shelf usable; no box guide 

need to sell Hallowell EReCTOMATIC steel shelving. save space between adjacent 
| j 


classes to meet all load requirem 


Use this literature and direct mail to build extra 
sales of Hallowell ERECTOMATIC in your territory 
Mailing pieces have reply cards attached and 


are furnished free, complete with your imprint. 


For quantities of the sales aids offered in the 
ERECTOMATIC promotion folder, write George 


C. Somes, Sales Promotion Manager, STANDARD 


> 


PRESSED STEEL Co., Jenkintown 13, Pa. 


STANDARD PRESSED STEEL CO. 


Full Depth Shelf Support with built-in lockir 

of fast assembly with Hallowell Erecromarn 
JENKINTOWN PENNSYLVANIA hang the shelf supports, slide shelf straight 

and the job is done. No tools or special instruct 

shelves, release the locks, remove s! 


press locks closed. It takes only seconds 


rell 
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Here is Johnson Bronze’s 
profitable program 
for industrial distributois 


i>) 
NE 


GRAPHITED 
over 175 sizes 


i 2 


ath 


GENERAL PURPOSE 
over 900 sizes 


UNIVERSAL BRONZE BARS 
over 400 sizes 


*< th, 


— 


LEDALOYL 
over 400 sizes 


ELECTRIC MOTOR 


over 350 sizes 


Johnson Bronze has a clear, straightforward and understandable policy and 
program for all who stock and sell the profitable Johnson line of Universal 
Bronze Bars, General Purpose Bearings, Electric Motor Bearings and Ledaloyl 
Bearings (Powder Metallurgy). 


Sales Program 

Johnson Bronze products are sold through industrial distributors either on an 
exclusive or a selected basis, depending on the requirements of the territory 
and the trades solicited. 


Service From Warehouse Stock 

Complete inventories of standard stock Johnson Universal Cored and Solid 
Bars, General Purpose Bearings, Ledaloy! Oil-impregnated Bearings, Electric 
Motor Service Bearings and Graphited Bearings are stocked in 20 Industrial 
Service Warehouses located in all major industrial areas in the United States. 
This stock is maintained to assure prompt service to our distributor organization. 


Inventory 
The amount of inventory to be carried by the distributor is determined in each 
case after an analysis of the situation in the territory to be serviced. 


Line Coverage 
All stock lines are reviewed constantly for accuracy and coverage, 
adjusted to meet the current demands of industry 


and are 


Market Development Activities 
Johnson Bronze maintains a force of trained sales engineers to develop business 
for our distributors by intensive missionary work in the field. 


Sales Helps 

Johnson Bronze assists your selling efforts in every way possible 
catalogs, personalized direct mail campaigns and other promotional material 
imprinted with distributor’s name); inquiries produced by a strong national 
advertising program; and the personal assistance of Johnson field engineers. 


complete 


We would like to discuss with you the advantages of being a Johnson distributor. 





JOHNSON 
PHearines 


535 South Mill Street +*« New Castle, Pa. 


Visit us at Booth 1310, Triple Industrial Supply Show 





Civic Auditorium, San Francisco 
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How our Field Representatives help Authorized J-M 
Distributors sell more Packings and Gaskets 


e J-M Field Representatives are trained in correct packing 
installation practices. They can help on tough technical problems. 


e@ J-M Field Representatives can be reached through J-M 
sales offices located near every major manufacturing area 


Technical sales experts serve as Trouble-shooters, Partners, Instructors 


handisu 


Ae Authorized J-M Packings = Product data, titerature mere lising 


ee : sales leads and other helpful information 
Distributor can call on a Johns-Manville 


Field R : f Assistance at sales meetings at which s 
4 > > Cp 4 ‘fp ° . . 
1e1 epresentative for: other visual aids are used 


Technical assistance supported by the J-M Aid in coordinating distributor’s sales efforts 
Headquarters Engineering Staff and J-M Re- with J-M advertising and sales promotior 
search Center when a customer has a difficult 


packing or gasket problem. These are but a few of the ways in which a J-M 


Field Representative can help you if you 

@ Sales assistance including accompanying dis- Johns-Manville franchise. For more inforn 

—= tributor salesmen on certain calls and also tion, write Johns-Manville, Box 14, New York 
making packing surveys. 16, N. Y. In Canada, Port Credit, Ont 


} | 
Od a 


Johns-Manville PACKINGS, GASKETS & TEXTILES 3/,¥| 
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A Many plant men pay for hidden belt vibration — 
and don't even know it. 


B You can easily reveal such vibration, and show 
how Veelos cuts it as much as 90%. 


™ Thus, you have a sure-fire sales story. . . convincing 
reasons for your customers to buy Veelos! 


Yes, it’s easier to make money with 
Veelos—and we can prove it! 


The Veelos Vibration Analyzer 
proves that vibration exists! 


Your Veelos salesman will gladly set up this electronic 
vibration analysis in your customer's plant. It takes 
about 15 minutes—it’s free—and it shows your custom- 
er what causes vibration on his machine. There is no 
guesswork—this is proof positive! Your customer can 
test any V-belt against Veelos, on the same machine, 
under identical conditions—and see for himself how 


. ' 
Veelos instantly improves his operation and cuts costs! 
| 


How about that storage problem? 


As far as your customer is concerned: He can store all 
the Veelos Belting he needs (O, A, B and C widths) in 
16 inches square! And as far as you’re concerned—you 
never have to over-stock. Veelos is packaged in tough, 
corrugated boxes, each holding a 100’ reel. You can 
ship to your customer in this same carton. This inven- 
tory story—plus the amazing VIBRATION story—makes 
selling Veelos as easy as A-B-C! /t’s a sure-fire way to 
increase your belt business! 


M.M.&B. Co. 1956 


¢) Your customer actually measures 
ée! vibration—sells himself! 


You don’t have to engage in argument—your customer 
sees, not only what causes vibration, but how much vi- 
bration difference there is between any ordinary V-belt 
and Veelos! He knows that “shake” affects his product, 
his machine life, and his maintenance costs. The Vibra- 
tion Analyzer proves without question that Veelos Belting 
cuts such vibration! When you tell him that 4 reels of 
Veelos replac e 316 sizes of \ -belt—you’ve made a sale! 


Write for free Veelos Data Book 
many pages of important information 
about V-belt drives! 


£ELO 


ne sega MANHEIM 


LINK V-BELT 


Manufacturing & Belting Company 
214 Stiegel St., Manheim, Pa. 
Veelos is known as 
Veelink outside U.S.A 


“Industrial Belt 
Specialists Since 1911” 


Adjustable to any length e Adaptable to any drive e Balanced power e Constant power « Vibrationiess power 
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Complete line stocked by 
the Standard Tool Distributor in your area 


STANDARD DOUBLE-END MILLS 
offer rugged “built-in” resistance to 
“side thrust’’. 


Whether cupped-end or gashed-end... 
there is a “Standard” End Mill to fit 
every need. 


Assure top production and economy 
... specify STANDARD. 


Quality Toots Since 1881 


VW DEUCOM ROXO) AN KO) 





3950 CHESTER AVENUE CLEVELAND 14, OHIO 


. 


FACTORY BRANCHES IN: NEW YORK © DETROIT «© CHICAGO « DALLAS *© SAN FRANCISCO 


THE STANDARD LINE: Twist Drills - Reamers - Taps - Dies - Milling Cutters « End Mills - Hobs - Counterbores - Carbide Tools - Gages 





e When you sell Milwaukee Industrial Brushes you are giving your customers full 
quality—the kind that is the positive assurance of pr gee in performance, 
long life, and economy. It paves the way for continued sales—you make customers 
that stay with Milwaukee quality. 

You are equipped with the Milwaukee line to sell quality production brushes for 
power use—quality production brushes for hand use and quality brushes for various 
maintenance needs. 


e Your sales job is _ simplified 
through a service complete in every 
respect. 

@ More than 40 years serving indus 
trial distributors with top quality. 

e Here is the brush line for every 
industrial requirement. 

e From receipt of order we work to 
smooth the distributors sales job. 


e Repeat orders of any quantity are 


exactly the same as initial orders 


e Lay your problem in our lap and 
we will have the right answer for 


you, 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


THE Rey WRITE FOR 
TO DESCRIPTIVE 


INDUSTRIAL 
BRUSH PROBLEMS ERAT 
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CHUCKS 


Grip and accuracy are the products 
fectly made and matched parts. 


Co ee 
Jacobs and your industrial supply distribu- 
: tor are ready to deliver the chucks you need 
and the service you deserve. First in chucks 


. first in service. 


oo 


a The Jacobs Manufacturing Company 
West Hartford, Connecticut 


The Jacobs Model 91 The Jacobs Rubber- The Jacobs Ball Bear- The Jacobs Model 96 The Jacobs Impact Key- The Jacobs Plain Bear 
Spindle Nose Collet Flex® Tap Chuck de- ing Super Chuck for Collet Chuck for grind- less Chuck especially ing Chuck for drill 
Chuck for tool room signed for tapping heavy duty and pre- ing machines, millers designed for the air presses, portable elec 
and engine lathes. heads and impact tools. cision industrial use. and jig-borers. craft industry tric and air tools 





DEXTER F. ANDERSON 
Pacific States and 
Mountain States 


WILLIAM T. GIBSON 


Minnesota, Western Wisconsin, 


North Dakota, South Dakota 


CHARLES L. BIXLER 
lowa, Nebraska, Kansas, 
Western Missouri 


BEN D. TURBEVILLE 
Texas and Oklahoma 


ROBERT H. KALTENBACH 
Northwestern Michigan, 
Eastern Wisconsin and 

Northern Illinois 


JOHN W. PRITCHARD 
Illinois 
(Excepting Extreme Northern 
Eastern Missouri 


GEORGE H. HOLMES 
indiana, Western Ohio, 
Northern Kentucky 


HOWARD S. McPHEETERS 
Texas and Oklahoma 


a2, 


ROLLAND F. WEBBER 
Michigan (Excepting 
Northwestern Peninsula) 


ia J 


HARRY E. CARLOSS, JR 
Southern Kentucky, Tennessee, 
Mississippi, Alabama, North- 
wes.ern Florida, Louisiana, 
Arkansas 


& 2, 


HARRY W. BRENNEN 
Western West Virginia, 
Southeastern Ohio, 
Southwestern Pennsylvania 


ROBERT T. CLUNAN 
Southwestern Pennsylvania, 
Southern New Jersey, 
Maryland, Delaware 


i 
HARRY C. EWENS 
New York State and 
Vermont 


NORMAN G. WEINGART 
Northeastern Ohio 
Northwestern Pennsylvania 


WALTER P. BROWN 
Northeastern Pennsylvania, 
Northern New Jersey 


WALTER M. WALTER 


Virginia and 
North Carolina 
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KARL R. THEISS 
New England States 
(Excepting Vermont 


HARRY S. SCHANCK 
Manager, New York Office 
New York City 
Northern New Jersey 


SIDNEY P. SNYDER 
Long Island and 
Lower New York State 


CLARENCE J. TOWNSEND 
South Carolina, Georgia, 
Florida (Excepting Extreme 
Northwestern 





GEORGE E. TRISLER . ROBERT L. DAVIS JACK KLEIN 
Sales Promotion Manager Sales Manager Assistant Sales Manager 


Cooperation with a SALES PUNCH! 


Here, on these two pages, you see the Deming “Task Force”. Their 

special mission is to work with our Distributors and their Salesmen. 

€ MEN Their prime objective is to help develop sales of Deming pumps 
Lh ea water systems and related equipment for Deming Distributors. 


The standardized Deming line meets an exceptionally wide variety 
of pumping needs everywhere. This permits quick selection, quick 
delivery of DEMING QUALITY products and simplifies future repair 
parts problems for Deming Distributors. 


For users of our products, the standardized, DEMING QUALITY line 
contributes to low cost operation and upkeep and reduces obso- 
lescence problems to a minimum. 


Every kind of industry, practically all classes of commercial, institu- 
tional and government buildings, highway construction projects, the 
nations’ farms and ranches and many others are the markets for 
the Deming standardized line. 


Regardless of the area served by each Deming Distributor, there 
are many needs for Deming standardized pumping equipment. 
Deming “Pump Schools” for Distributors Salesmen and Deming 
factory representatives assure “Cooperation with a SALES PUNCH! 


THE DEMING COMPANY 


511 BROADWAY . SALEM, OHIO 


DEMING (Garardized PUMPS 
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For Power Transmission Belts 


— a 
_ WIREGRIP STEELGRIP SUREGRID 
Belt Hooks 


Flexible Belt Lacing Round Belt Hooks 


For Heavy Duty Conveyor Belts 











r 








Conveyor Belt Fasteners Belt Fasteners No. 


For Gear and Wheel Pullers of All Ma 


+ 


| 
PLATEGRIP = PLATEGRIP —_ HINGED PLATEGRIP 


GTEELGRIP (HAINGRIP { 


Rigid Arm Pullers Universal Pullers 








A Complete Line of Quality Products 
bought daily by all Industry 


ARMSTRONG-BRAY & CO. 


5356 Northwest Highway Chicago 30, Illinois 
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YOU CAN SELL: Raised hub disc 
wheels used on over 25,000 portable 
grinders for 1 ; I 
castings 


OPPORTUNITIES may 1,100 veueenets BUY 
FOR DISTRIBUTORS , 


| : Are You Getting Your Share of the More than 
“09 aes, BUY: Stash | = $20 Million Foundry ne Wheel Market? 


> for port. 4 


There's a healthy pr rofitabl 
you can serve. Why ecu e grinding \ 
used up quickly in the rougl C 

What's more, these wheels fall into a 
This, and the rapid turnover, helps you purchase 
ties. In most cases also, foundry grinding wl 
many other industrial items, since the grinding 
To these advantages, add Bay State’s complete line of pr 
respected by foundry men, strong advertis 
backed by full research and training facilities 
YOU CAN SELL: The laree wheels to get your share of this dependable, profitabl 
omal tox i per orainn an possibilities in your territory today? 


—— oe TO QUALIFIED DISTRIBUTORS ince: 


be glad to help you evaluate the foundry 


profitable sales opportunities for these products 
the home office in Westboro, or to any « 


BAY STATE ABRASIVE PRODUCTS CO. 
Westboro, Massachusetts, U.S.A. 


Branch Offices and Warehouses: 

Bristol, Conn, Chicago, Ill., Cleveland, Ohio, 
YOU CAN SELL: Cut-off wheels Detroit, Mich., Pittsburgh, Pa. 

used by 1,500 foundries for cutting In Canada: 

gates and risers from brass, bronze, Bay State Abrasive Products Co. (Canada) Itd., 


aluminum, and iron castings with Brantford, Ont. 
over 2,000 cut-off machines. 
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YOU GET more* WHEN 
YOU BUY BEARINGS FROM YOUR 


nen 


ees ae A 





PRECISION, QUALITY AND COMPLETE FINISHING 
make possible the simplest and most economical 
application of Bunting Bearings. 

Bunting Cast Bronze Bearings and Bars and 
Bunting Sintered Powdered Oil-filled Bearings 
and Bars give you components that save time 
and expense in both production and maintenance 
operations. Bunting distribution of these 

stock products through leading, responsible 
distributors in all areas brings Bunting 


quality right to your door. 


Simplified standardized size listing including 


all ASTM sizes—an exclusive Bunting feature. 


B e BUSHINGS, BEARINGS, 
ue nti rn BARS AND SPECIAL PARTS 
OF CAST BRONZE AND 
POWDERED METAL. 


The Bunting Brass and Bronze Company @ Toledo |, Ohio @ Branches in Principal Cities 
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Your Bunting distributor is listed 
in the classified section of your 
telephone directory usually under 
Bars—Bronze, and Bearings— 
Bronze. Two modern Bunting 
factories and eleven Bunting 
Branch Warehouses expedite 
distribution in all areas. Write, or 
ask for catalogs giving complete 
dimensional listings 


and technical data 
This advertisement appears in: 
Purchasing News 
Iron Age @ Mill & Factory 
Machinery e Modern Machine Shop 
Southern Power & Industry @ Steel 








DOING A @ Talk about a line that 


does a year around job 


PROFIT JOB FOR } of moving into industry 


\ 


can’t help but talk about 
CAPITAL. Maintenance 
and cleaning require- 
ments throughout indus- 
—try go on continuously—brushes 
ree and brooms are needed — industrial 
bey through their buyers want quality and depend- 
locel distributor ability — they find it in CAPITAL 
brushes and brooms — it's natural 
then for these buyers to stay with 
CAPITAL—the result is that you get 
those profitable sales. 


‘, DISTRIBUTORS ’ via distributors and you 
. 7 
A 


The line is complete —there are 
brushes and brooms for every need 
—you can’t miss a sale. Keep in 
mind also that here is a source of 
supply that never fails—we are on 
the job to serve you and we do it in 
every respect. 


For good brush and broom busi- 
ness make it CAPITAL. 


INDIANAPOLIS BRUSH & BROOM MANUFACTURING COMPANY 


CORNER BRUSH AND BROOM STS. Established 1890 INDIANAPOLIS 7, IND 
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Four-LEAEF 


CLOVER 
a8 48 ¢ 
LooKING 


For You 


Yes. i 1, COMPLETE LINE— 


Coated Abrasives: sheets, rolls, belts, bands, dises, 








we are looking for you at the 


eartrid rolls, and other specialties in paper, 


, loth or fibre. Also. Clover’s famous Lapping and 
convention. We want to tell you —— — Pt 
‘ Grinding Compounds, both grease-mixed and 


about Clover’s four-fold program eS water-soluble. 


—and why it means profit to a 2. ENGINEERING SUPPORT— 
. . . Hel > Ww tl stubbo abrasive wroble s cus- 

many industrial distributors and ee ee See ae 
; tomers’ plants or in Clover’s laboratories — a 


manufacturers. When it comes shes: service with over 50 years history behind it. 


to coated abrasives or lapping Rage 3. PACKAGED FOR CONVENIENCE — 


. . Kasy to use. easy to carry. and easy to store. 
and grinding compounds, 


it will pay you, too, to take ea 3 . PLANNED FOR PROFTI 


Price-wise or performance-wise, ¢ lover delivers 


a leaf from Clover’s four: pat full value by the dollar or by the hour 


’ Write or telephone for details ® Clover means business, at a profit. 


Coated Abrasives 


CLOVER MFG. CO. 


=, - NORWALK, CONN., U.S. A. 

Stace 1905 Lapping and 

a a == Gri nes 

SEE US AT BOOTH #822 Telephone: Victor 7-4515 rinding 
IN SAN FRANCISCO Compounds 
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“HOTTEST” LINE FOR THE INDUSTRIAL DISTRIBUTOR 


BURNERS FURNACES 








Radial Burners 


20,000-100,000 BTU 


Rectongulor Burners 


20,000-100,000 BTU 


Multiple Ring Burners to 500,000 BTU 


Pipe Burners from 5,000 BTU up 


Round Meiting Furnaces fo 
soft metals, including alum 
num; aiso low temperature 


salt and o tempering 


Bench Type Semi-Muffle 
Oven Furnaces to 2000° F 
High Pressure Burners 
from 5,000 BTU up 





Nozzle Burners to 1,250,000 BTU 
WRITE TODAY FOR FREE NEW CATALOG 
with latest specifications and rating data 


Urn Burners to 60,000 BTU 
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Here's help you 


from your 


YOUR STOREROOM is the Jeffrey distributor's warehouse a wide range 
of top-quality products is always available here, practically at your doorstep 
By drawing on this stock you ve paper work, inventory investment, store 


room space and manpower 


EQUIPMENT SPECIALISTS — Extensive knowledge gained FAST HELP IN EMERGENCIES ~— You car 
by the varied contacts of distributor salesmen throughout indus- nearby Jeffrey distributor to get on the job quickly 


try is applied to your operating problems need assistance in preventing producti 
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ask for...and get 





JEFFREY distributor 


WAREHOUSE STOCK of Jeffrey materials- The distributor salesman make 
A handling and power-transmission at your buyers and operating 
equipment is ready here to meet instant 
demands for your maintenance, moderniza 
tion and new construction programs. This 
stockroom is as near to your buyer or plant 
operating man as his telephone. But it’s the 
distributor's responsibility to maintain it 
Costs you nothing! 

Drawing on this single source the 
Jeffrey distributor for items available 
in Jeffrey's broad line of products, saves 


mpanies 


Jeffrey 


you time and avoids wasted effort. Paper 
work is greatly reduced. A delivery made 
in one truck clears your receiving dock in 
a hurry and reduces handling time, tox 
In the Jeffrey distributor salesman you 
have a man excellently qualified to assist 
in the selection of equipment that's exactly 
right for each job. Since he is in continual i 
contact with many plants, he understands gotney oe 
their operations. That knowledge enables 
him to suggest the use of products which 
often pay for themselves through improved Manufacturing Company 


Save time, trouble and mone 


your Jeffrey Distributor. The Jef 


performance. Fourth Street, C 


TRANSMISSION PRODUCTS 


CONVEYING AND PROCESSING EQUIPMENT 


SINGLE SOURCE SUPPLY — Multiple-product orders ENGINEERING SERVICE — Materials-har 
placed with your Jeffrey distributor reduce paper work and transmission help offered by a distribu r 


save time clear your receiving dock in a hurry mented by the extensive service available 
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A MESSAGE TO AMERICAN 


INDUSTRY 


ONE OF A SERIES 


Can We Afford 
a $71.8 Billion Budget? 


THE BUDGET submitted to Congress by Presi- 
dent Eisenhower for the year beginning July 1 
proposes federal spending of $71.8 billion. In 
only four years, three during World War II and 
one during the Korean War, has the govern- 
ment spent more. Under the proposed budget 
the government expects to collect $73.6 billion, 
mostly through individual and corporation in- 
come taxes. 

The principal reason for the size of the budget 
and for this year’s increase is an expanding 
defense program. About 60% of all budget ex- 
penditures in the coming fiscal year will be for 
national security programs. Moreover, this area 
accounts for about 90°) of the proposed in- 
crease in federal spending. In addition, as the 
chart shows, there are large expenditures pro- 
posed for purposes other than defense. 

Continued budgets of this size, some contend, 
will lead to inflation and wreck our economy. 
It has been suggested that they might lead to 
“a depression that will curl your hair.” Yet 
many insist that the budget, large as it is, still 
is inadequate in many respects — for defense, 
schools, agriculture, small business, health, re- 
search, indeed, for almost every activity in 
which the government has become involved. 


Is It Really Too Big? 


Actually, the proposed budget would 
place no greater burden on the economy 
than any budget in the last six years, be- 
cause our economy has been growing. Fed- 
eral spending per capita under the proposed 


+These figures refer to the regular federal budget and do not 

include operations of trust funds, primarily for social security 
programs and the new federal aid program for highways, 
which are financed by special taxes. 


budget will be about $416, or $10 more than 
this year; but our per capita income rose almost 
$80 last year. And, because of our increasing 
population, next year’s expenditures will, in 
fact, amount to Jess per capita than in 1954 
when federal spending was $4 billion lower. 

Another way of measuring the burden of gov 
ernment expenditures on the economy is to com- 
pare the purchases of goods and services of all 
branches of government — federal, state and 
local — with the total output of the nation. The 
share of our national product taken by govern- 
ment this year will be about the same as in the 
past two years and, furthermore, about the same 
as the average for the past 28 years. 

By the standard of any recent year, the budget 
is within the means of the American economy. 


In this sense, we can “afford” it. But the pros- 





FEDERAL BUDGET EXPENDITURES 
$71.8 BILLION 





$68.9 BILLION 





‘ 


NATIONAL 
SECURITY 














CiViL 
BENEFIT , 
PROGRAMS 








INTEREST = 
ON DEBT 




















GOVERNMENT [ 
OPERATIONS 








© Estimates for fiscol yeors ending June 30 
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pect of steadily increasing budgets, requiring 
20% or more of our national income, introduces 


another threat. 


The Real Threat 


Large and rising budgets that do not balance 
government spending with higher tax collections 
clearly would be inflationary and would destroy 
the value of the savings and income of all who 
lagged in the race with climbing prices. But 
serious dangers will still exist even if our budget 
continues to be balanced, as this year’s is. 

@ Budgets that require a large take in 
taxes eat up the savings required to finance 
private industry. What the taxpayers must 
give the government they cannot save. This de- 
prives private industry of the savings and re- 
sources needed to expand and modernize pro- 
ducing facilities. 

@® High tax rates also undermine the in- 
centive to save and invest in normal busi- 
ness enterprises by taking such a large 
share of any income gained. Taxes on cor- 
poration income now take 52% of all income 
over $25,000. And taxes on individual incomes 
can take as much as 90° of earnings that re- 
main after this 52% bite. 

@ High taxes encourage, on the part of 
both individuals and corporations, the 
search for “gimmicks” and special treat- 
ment. As a leading character in Cameron 
Hawley’s novel Executive Suite observed: “To 
a far greater degree than most people realize, 
income tax has become a primary governing 
factor in corporation management.” Indeed, it 
is only because of the numerous gimmicks and 
special provisions now available that high tax 
rates have not already inflicted greater damage 
to economic incentives. 

These dangers comprise the real threat of 
large and rising federal budgets. It is a threat 
to continued growth of our economy, and it is 
no less a threat merely because the budget is 


technically in balance. 


What Should Be Done? 

In attempting to hold government spending 
within reasonable bounds, we should not hold 
back on needed civilian programs. The heavy 


demands now being urged at all levels of gov- 
ernment for roads and schools, for instance, are 
largely the result of failure to keep pace with 
the growth of the country. Furthermore, we 


cannot cut provisions for national security below 


the minimum level of safety. And unhappily, 
defense in the rocket and missile age is fan- 
tastically and ever increasingly expensive. 
What we can do is enforce some financial 
discipline on our military leaders, and hold 
down our defense expenditures by making sure 
their demands are justified and by requiring 
efficiency. In the civilian programs, though some 
need to be ime reased to serve a growing economy, 


we can eliminate the outright waste. 


A More Difficult Job 


We must also do something far more difficult, 
and that is to reduce federal programs of aid to 
special groups at the expense of all the tax- 
payers. The new budget calls for over $5 billion 
for veterans, and another $5 billion for farmers 
A number of industries and areas stand to 
receive aid in large amounts based less on 
necessity than on political pressure. These 
demands for increased aid, year after year, 
must be resisted if we are to have any hope 
of stopping a relentless rise in our budget. 

Then, as our national income increases, we 
can look forward to reducing tax rates and pro- 
viding greater incentives for the private sector 
of the economy. Only in this way — by keep- 
ing government spending in line with 
economic growth — can we prevent our 
federal budget from being a crippling 


burden. 





This message ts one of @ series pre pared hy the 
VcGrau -Hill Department of Fy onomics to he ip 
increase public knowledge and understanding 
of important nation-wide developments. Per 

mission is freely extended to neu spapers, 
groups or individuals to quote or reprint all 
or parts of the text. 


Reouata Ueber 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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DRIVES WITH POWER- 
TO POWER YOUR SALES 


RELIABLE PRODUCTS, designed for long, dependable service 
at low cost and for the highest practical efficiency; 


A COMPLETE LINE, growing every year as it keeps pace with 
the expanding needs of industry; 





IMAGINATIVE ENGINEERING, constantly improving existing 
products and creating new ones; kept aware of customers’ 
needs with the help of alert distributors; 


TECHNICAL INFORMATION which enables distributors to arrive 
quickly at the most effective solutions to customers’ 
problems; 


NATIONAL ADVERTISING that calls regularly on the men who 
select; a program that keeps readers aware of American 
Pulley advances, of American product features, and— 
tells them about you—our distributors; 


— 


INDIVIDUALIZED PROMOTION, available as attractive direct 
mail pieces, displays, and local advertising aids; 


SALES TRAINING developed by wide experience in distributor 
marketing; fresh techniques; new ideas; 


QUALITY —first, last and always—quality of product, quality 
in every facet of American Pulley’s relations with 
distributors. 


These are the factors that have made American Pulley 
Products the drives with power—to power your sales. These 
are the factors which have made handling the American 
Pulley Line of Power-Transmission Equipment so attractive 
to distributors everywhere. 


Pe Taser Po" 


You are invited to visit us 


at Booth +1022 c . 3 , 2 
Triple Industrial Supply The Cmerican liulley (Company 


° ° POWER TRANSMISSItIon DIVISION 
Convention, San Francisco, 


June 19, 1957. 


re Philadelphia ya?) Pa 
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BOOTH 1204 
TRIPLE INDUSTRIAL SUPPLY 
CONVENTION JUNE 18-19-20 





ee e A PLEDGE 


THE BILLINGS & SPENCER CO. HARTFORD, CONN. . MAKERS OF QUALITY TOOLS & FORGINGS SINCE 1869 
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Coinplying with the standards established by the 
Joint Committee on Catalogs 


ae The essential buying data 
you want on Jenkins Valves to enable you 


to keep your catalog up-to-date 
and reduce catalog costs 


é 


~ Another reason why, year after year, it pays, — 
_ and pays well, to be a Jenkins Distributor 


Features like these save you time and expense 


Loose-leaf binder shows catalog units 
exactly as they will look . . . individual 
units covering the Jenkins Valves which 
are most often called for. Instruetions are 
given for ordering glossy reproduction 
copies of the individual units which the 
distributor decides to use. 


The binder provides triplicate copies of all 
catalog units. One of the copies can be used to 
plan the catalog dummy. The secord copy is to 
be sent to Jenkins Bros. as a time-and-error 
saving order form to get glossy reproduction 
material. The third copy is kept in the binder 
and filed for future reference. 





re LAI" / bi) ° 
. / 


i 
¥ ’ 


From time to time as additions or changes are made in the Jenkins 
line, new pages will be sent to distributors to show the up-to-date 
catalog units available. Numbered and dated pages will make it easy 


to replace pages when required. 


The best of art work and typography assures clear and attractive 
reproduction in a distributor's catalog. All units are designed to 
conserve space: made in accordance with the Joint Committee on 
Catalogs, National Industrial Distributors Association, Southern 


Industrial Distributors Association. 


JENKINS 


FOR THE JENKINS DIAMON 


VALVES - 


Sold Through Leading Distributor 


Jenkins Bros.. 100 Park Ave 





3M SALES TIPS of the f 


Six hot leads to help 3M Distributor Salesmen develop new selling 


1 Salesman 
he proved 
inet manufacturer 
Coated Abrasive 
uid last twice as long 45 


Try this idea on the chrome-plat- 
ing plants in your territory—Stop- 
off masking with “SCOTCH” 
Brand Plastic Tape No. 470! A 
salesman suggested it to this air- 
craft engine manufacturer, who 
found that the tape’s positive, Pres 
sure-sensitive adhesive insured 


quick, easy masking. 





are. TIP 


Do what this enterprising Western 
Distributor does—use a rubber 
stamp, an ink pad and the product 
itself to pre-sell “SCOTCH” Brand 
Filament Tape! He simply hand- 
stamps this message On every Cus- 
tomer shipment closed or rein- 
forced with the tape. Try it. . it'll 
help you sell more, too! 
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MONTH jee SALES are 


where you find them 


: and when your line includes “3M” 
Brand Abrasive Products and “ScotcHn” 
Brand Pressure-Sensitive Tapes, you can find 
sales opportunities everywhere. Look at these 
typical examples . . . chances are there are 
prospects like these in your territory! 





opportunities in industrial markets 


e 4 ys 

. maintenance shop 

en , interested in 
jorizing air- 


Hers in half the - It pays to be a 
e-masking ¥" "3M" DISTRIBUTOR... 


Masking Tape 


-CO 
> custom “ 
this idea 
plane prope 
by pt 
Brand E - ; ; _— = 
neat, trim results, e You're selling the best SCOTCH 
No a »r-thin call- Brand Tapes and ““3M”’ Brand Abrasives are 
No. oan Tape’s SUPE oe 
4 No. 202 ape “puild-uP”- known the world over for quality and 
paint economy 


time 


“Scott H 
202. It give 


an 
per minimizes 

e You're helped by steady promotional sup- 
port ...a well-planned year-round advertis- 
ing program helps pave the way to sales 
for you 


ABRASIVE TIP e You're equipped with a constant supply of 
ROLL les _hel 





sales helps ranging from comprehensive 
manuals to demonstration kits, movies 
sound-slides 
Think architectural metal specialty 
firms are hard to sell on new me including recommendations of special ap- 
ods? Here’s one that wasn t— plications and materials. Always available 
they were using hand files to blend to you é 
the surface on aluminum tube rail- e You're ed because you're key man 
ing, but switched quickly when a in our policies and plans. You get maximum 
salesman showed them how a strip credit for factory-made sales, and opportuni- 


‘3M” Coated Abrasive would ties to cash in on inquiries from your 
4 territory 


e You're assured factory technical assistance 


of * 
do the job better, faster. 
s y ou re first with new produ 
Mining and Manufacturi: 
search program assures yo 


best products on the market 


Know these products of 
3M RESEARCH... 


> ac licated, *,° . 
aetnger ones job? Pressure-Sensitive Adhesive Tapes 
; 


multi-step metal . . - 
Suggest the new “3M” portable Coated Abrasives + “Safety-Walk 
“pG” Wheel. A salesman did to Sold worldwide under the trademar 

uto die maker, 


Gotacustom 


this Midwestern a 


helped the company cut their mas. 45 Paton 
Gnishing operations 40%—from COoTCc + 
5 steps to 3— and achieve an out- we 
standing finish as well. 
Made in U.S.A. by MINNESOTA MINING 
Offices: St. Paul 6, Minn. in Conoda: P.O. Box 7 
Export Sales Office: 99 Park Avenue, New Yor 


ovcr 
-2 8 o, 


"eseanc™ 
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aust Buy 


GRADUATED DIAL __ 
INDICATOR <> 


@ GRADUATED FLOW CONTROL @ EASY TO READ DIAL 

@ BEST QUALITY BRONZE @ SIMPLE CONSTRUCTION 

@ BRONZE INDICATOR HANDLE @ PLUG PRECISION GROUND 

@ INDIVIDUALLY TESTED @ FOR GAS, WATER, AiR, STEAM 
SIZES — 4" through 3” 


IN THESE AND MANY OTHER APPLICATIONS 


HAYS GRADUATED DIAL STOPS 


Shut-Off Stops for Gas Engines Pilot Valve to regulate pressure on Burners 
Oil Well Pumping Engines and Combustion Engines 
Drilling Equipment Engines for Farm Work operating 
Gas Burners for Small and Large Boilers Water Pumps—Feed Grinders— 
Heating Installations Cotton Gins—trrigation Systems 
Gas Fired Furnaces for Brick — Used extensively in Oil 
Ceramic — Pottery Industries and Gas Fields on 
Heat Treating and Metallurgical Furnaces Natural Gas and Gasoline Engines 


Send for HAYS DIAL STOP Folder 130 
Also Folder 103-9 illustrating other HAYS Industrial Products. 


leading Industric! Distributors stock 
the complete line of HAYS stops, valves, and fittings. 


SOME OF THE MANY OTHER HAYS INDUSTRIAL PRODUCTS 


3 WAY LOW PRESSURE STEAM IRON FLARED TUBE 
STOPS STOPS STOPS STOPS FITTINGS 














HAYS MANUFACTURING COMPANY 


West 12th Street, ERIE, PA 
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HAYS is advertising regularly, 
through direct mail and magazine 
space, to the men who buy from 
you ... more than 57,000 industrial 
executives — presidents, vice-presi- 
dents, general managers, owners 
and partners, production and main- 
tenance executives, general super- 
intendents, works managers, plant 
managers, superintendents, engi- 
neers, purchasing agents — are 
reached by HAYS advertising. 


Check your customers’ need for 
HAYS GRADUATED DIAL STOPS 
and the hundreds of other items in 
the HAYS line . . . including many 
styles of stops, valves, and fittings, 
each in a full range of sizes, for 
every need in your customers’ 
plants, for steam, air, water, gas, 
and chemical lines. 


HAYS products are known wher- 
ever you go, for quality and depend- 
ability, serving American Industry 
for more than 80 years. 





PATENT 
PENDING 


EXCLUSIVE 
Only HANDY ANGLE offers 
this unique feature—on an- 
chor plate that gives rigidity 
and eliminates the need for 
corner bracing. 


build your own equipment 
with this NEW basic material 


NOW you can fill many of your requirements 

with this single, simple basic component that is 

scientifically and sensibly designed to assist 

you. With HANDY ANGLE and one wrench you 

can solve many of your equipment problems 

quickly and easily. It can be rapidly assembled enum naan Af enmee queens 
for permanent or temporary needs, easily Seat ci eee Te inettinin Gite cele 
modified and just as easily dismantled and hanging racks. rails, protection shields fer 
mechines, etc. 


stored compactly for future use. 


Handy Angle Is 
VERSATILE 
As limitless as your imagination 


VALUE 


Scientific design—highest quality steel 


ATTRACTIVE 


Satin bronze rustproof finish 

ADAPTABLE 

Cuts quickly and easily r 

FAST MOTOR TEST STAND Ng ASSEMBLY BENCHES 
Single wrench tightening Test stands, stock carts, dollies, ete. 4 Benches, tables, etc. 
RIGIDITY 

Assured by patented anchor plate 

GLAZING STRIPS 

Single and double for attractive partitioning 

SIMPLICITY 


Anyone can assemble it 


ONS 
spectFicAa TI 
1%" x 1%" x .080” x 10’ cold rolled steel of a tensile 
strength of 32 tons p.s.i. easily cut with HANDY ANGLE cutter. 
Cleaned by di-phase process. 
Rustproofed by aluminum etching primer, finished with Rocks for pina, chest metal, email 
polychromatic satin bronze lacquer. packages, etc. 


SHELVING te PARTITIONING 
Shop offices, stock rooms, 
teol cribs, etc. 


INQUIRIES INVITED—WRITE TO 


HANDY ANGLE DIVISION—THE LUG-ALL COMPANY, HAVERFORD 11, PA. 
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BRISTOL answers this one with a big YES 


And Bristol Socket Screw Division is proud to say: We could 
answer years ago—long before the question 
was put to manufacturers by the Joint Industry Committee of 
the National and Southern Industrial Distributors’ Associations 
The Bristol Socket Screw Distributor has all the advantages 
of the Associations’ recommendations listed at right 
What’s more, firm Bristol distributor policy exceeds thes 


minimum standards on many points such as sales training and 


have given the same 


4 


education, catalogs, distributor mention in advertising, decimal 
packaging, and pricing, net pricing, numbering systems, fast 
action on inquiries and orders 

And you can top this off with a product excellence that guar- 
antees customer satisfaction! No wonder Bristol socket screw 


distributors make out! As 


Bristol gives one day shipment on every urgent order! 








_ 


Bristol meets or beats 
Association recommendations on these points: 


Sales policy 

Sales training 

Marketing potentials 

Magazine advertis 

Sales promotional 
material 

Inquiries referred to 
distributors 

Price change 
notification 

Price sheet sizes 

Withdrawal of lines 


ng 


~\ 


Selective distribution 

Transportation 
allowances 

Catalogs 

Packaging 

Decimal packaging 
and pricing 

Net prices 

Inventory adjustments 

Numbering systems 

Correspondence and 





delivery dates ai 





We'll be delighted to see you in conference booth 829 at the Triple industrial Supply Convention 


Precision socket screw manufacturers since 1913 


Bristol's Hex Socket Screws 


oY F 


* ap 


‘<_ 


i 


“Made in sizes as small as No. 0 in Alloy Steel and Stainless Steel. Cap Screws up to 12s”. 
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Bristol's Multipie- 4 


| Blitkygels 


COMPANY 
SOCKET SCREW DIVISION 
WATERBURY 20, CONN. 


e JUNE, 


7 
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ABRASIVE CO.) 
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GRINDING WHEELS 


BOND ...:0: tonser. 


faster, heavy-duty grinding 


New IL Bond . . . it’s in the grinding wheel mix. Special chemicals 
and compounds added to conventional resinoid bonds provide an 
internal lubricant to increase cutting action and prolong grinding 
wheel life. For ALL your snagging jobs! 


orolon’ .. abrasive for 


resinoid bonded snagging wheels 


New DA Borolon . . . an improved, smaller crystal aluminum oxide 
abrasive for resinoid snagging wheels for floor stand and swing 

e frame grinders . . . has more and sharper cutting edges, gives more 
production. Use with IL Bond described above. 


NEW ©) -ralon’ as 


os TRADE MARK 


toolroom grinding wheels 


New SA Borolon . . . a radically different, friable aluminum oxide 
abrasive with a unique single crystal formation that gives cooler, 
faster grinding and longer life. Ideal for tool and cutter grinding 
and horizontal surface grinding. 


Send for descriptive catalog bulletins on these 
new products. Ask for IL, DA or SA bulletins. 


SIMMONDS ABRASIVE COMPANY 


YOUR SIMONDS Tacony & Fraley Sts., Philadelphia 37, Pa. 
ISTRIBUTOR DIVISION OF SIMONDS SAW AND STEEL CO. 


BRANCHES: PHILADELPHIA + CHICAGO + DETROIT + LOS ANGELES 
SAN FRANCISCO + PORTLAND, ORE. 


LOCAL STOCK 
FAST SERVICE 
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Unretoached photo of Warren-Teed sledge. 








Forging the Finest 
: in heavy hand tools 
is our business... 


Our only business 


Unbelievable that a sledge 
could look this good? Why 
not let us show you? Write, 


wire or phone. 





Viel 213) pele) Miele) ite) Fy vale). | 
Manufacturers of Warren-Teed and Devil Railway Track Tools 
General Offices... Warren, Ohio 


Export Division 30 Church St., New York 7, N. Y. 
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How to 


be happy ' 
with the 


pipe 
you buy 


The one hard and fast rule is: No 
matter what the application, always 
specify NATIONAL Steel Pipe! And 
you'll be happy, because NATIONAL 
Pipe gives you the ultimate in service 
for every dollar you spend. 

You want strength? Quality? 
Durability? Ease of installation? 
You get them all, and more, in 
NATIONAL Steel Pipe. That’s why 
it’s the world’s best seller 

Here are some of the more specific 

advantages of NATIONAL Pipe that 
everyone appreciates: 
It's Completely Uniform in metallic 
structure, ductility, strength, corro- 
sion resistance, surface finish, wall 
thickness and diameter. 


It Threads and Cuts easily, due to 
the unvarying quality of the metal, 
which eliminates slag inclusions, 
laminations, and blisters. The steel 
cuts clean—retains its characteristic 
strength even in the lightest part of 
the smallest thread. 

It Makes Sound, Permanent Joints. 
In fact, its uniformity and accuracy 
in manufacturing have made un 
equalled pipe-jointing records for 
NATIONAL Pipe . . . whether welded 
or coupled. 

It Coils and Bends Well, for it pos- 
sesses that full measure of strength 
and ductility needed for smooth 
bends. With NATIONAL Pipe you can 
estimate closely without worrying 


about excessive loss of time, labor 
and material 

It's Rigidly Controlled during pro 
duction. From raw material to fin 
ished product, one organization con 
trols all the manufacturing steps that 
go into producing NATIONAL Pipe 


It's Thoroughly Tested with the most 
painstaking tests and 
that can be applied. This thorough 
ness in all National Tube 
plants gives you a product in which 
you can put you 
dence 

For further information, write to 
National Tube Division, United 
States Steel Corporation 525 Wil 
liam Penn Place 


inspec tions 
Division 


complete confi 


Pittsburgh 30, Pa. 


NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA. 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


NATIONAL PIPE 


U N 
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Over 1000 Surfaces in an Automobile require grinding to achieve rumbling Act cuts f 
perfect fit and finish. Norton | en ar rt fort 


Making better products... 





Tiny Rokide Grinding Wheel finishes | 
Thi bo aaalia nly 


lle-type grinding wheel is only 


NORTON 


ABRASIVES 


Across the world and still expanding 
Abrasive and Grinding Wheel Plants —W 
Intar South Afr 
Behr-Manning Plants 
\ 
Electric Furnace Plants 
tar ( M 
Quebex Sr Grinding and Lapping Machine Plant 
Worcester, Mass. Refractories and Electro-Products Plant 
Worcester, Mass. Norton Pike Plant —Sharpe gS 
2 . ton, New Hampshire. Bauxite Mines 
Machines Obey Men. SWIVALIGN* electronic equipment on Pe FE ON 
many Norton grinding machines automatically sets taper toler- a _ 
ances as dictated by the operator closer than eyes can see. 


to make your products better 








to win friends 
and influence sales 


It’s HOW PICTORIAL Magazine -—still another 
Goodyear sales-maker for you. And it’s teamed with 
over 5,000,000 advertising messages each month in 
both general business magazines and trade journals 
—teamed with hard-hitting direct mail campaigns— 
with a wealth of promotional material—all designed 
to attract customers for your Goodyear Industrial 
Products. 

HOW PICTORIAL does it with a picture-caption 
treatment of newsworthy developments and events 
—everything from atom-age autos to the new auto- 
matic bowling alleys. Some of the stories spotlight 
unusual applications of Goodyear products. And each 
issue contains several strong-selling ads for key 


Th ;, 
Nyy "ry Ma 
If 


~ 


products like belts or hose. 


So, as you can see, HOW PICTORIAL is designed to 
do a real selling job. And it’s proved the case over 
many past years. In fact, tens of thousands of copies 
—sent out 8 times a year—have been winning friends 
and sales for Goodyear Distributors in every section 
of the country. 


What’s more, there’s space reserved on the back page 
of each issue for your imprint. Throughout HOW 
PICTORIAL’s pages, readers are directed to contact 
you as the source of Goodyear products. For more 
details, write Goodyear, Industrial Products Divi- 
sion, Akron 16, Ohio. 


GOOD, YEAR 


THE GREATEST NAME IN RUBBER 
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BUILDERS OF THE WORLD'S FINEST PIPE TOOLS ins 


PIPE THREADERS + PIPE WRENCHES + PIPE MACHINES 


HEAVY-DUTY PIPE TOOLS backed by 
TOLEDO's reputation for LONG LIFE SERVICE! 


aa 


TOLEDO Pipe Cutters leave practically no burr. Pre- 
cision made ‘e to 2”. Tube Cutter, too—% to 1’ 


TOLEDO Chain Wrench fits anything, any- 
where. Use it as a “pocket vise” on 
diameters up to 6”. A TOLEDO quality buy. 


TOLEDO Reamers feed : TOLEDO 3-way Pipe 


easily with only light Ihreaders ore the 

pressure to produce a 

smooth, clean cut. 

Stroight edge for hand <at . TOLEDO Open-side 

reaming; spiral cut pipe —_ are easier 

for power machines. to usel Simply slip 

Y% to 2”. the pipe in the open 
side and tighten. 

Three sizes, up to 

4". 


handiest small thread 
ing tools available 
where ratchet tools 
ore unnecessary. Two 


sizes, % to 1”, 





TOLEDO No. 22 pipe 

and conduit vises are 

built for a lifetime. TOLEDO SIMPACT 
Rugged vise screw con- Ratchet Threaders cut 
nects directly to upper accurate leakproof 
jow. Non-slip, safe TOLEDO threads . . . easy to 


ine benders. % to Ideal for close corners! 
Oy” small Ratchet Pipe Threaders are aperate ...inchengs 


lighter for overhead work . . . wide im cocenes. I-40 2°. 
choice of die heads. Three sizes, 
MY to 2”. 


THE TOLEDO PIPE THREADING MACHINE COMPANY 1445 Summit Street Toledo 4, Ohio 


When you display—and sell the TOLEDO Quality Checked line—you know you are offering tools with 
the finest quality, performance and service life available anywhere. For TOLEDO, backed by over 55 
years of manufacturing and engineering for the pipe tool trade, is a name most know and respect. Nor 
is the reputation of the line earned merely by time; today, TOLEDO tools are being used in an ever broad 
ening market, meeting the test of day-to-day hard usage under all sorts of conditions. You can stand 
back of TOLEDO tools—here’s guaranteed satisfaction you can recommend. Watch for the new products 
that TOLEDO has on the drafting table. 





Thor brings far more than 
factory service to your front door 


Thor’s nation-wide selling organization 
is geared to help you sell 


CITY & STATE 


Atlanta 5, Ga. 
Birmingham 4, Ala. 
Boston 46, Mass. 
Buffalo 23, N. Y. 
Chicago 7, Ill. 
Cincinnati 12, Ohio 
Cleveland 3, Ohio 
Denver 4, Colo. 
Detroit 27, Mich. 
Houston 23, Texas 
indianapolis 2, Ind. 
Kansas City 8, Mo. 
Los Angeles 22, Cal. 
Milwaukee 15, Wis. 
Newark 5, N. J. 
Long Island City, N. Y. 
Philadelphia 30, Pa. 
Pittsburgh 21, Pa. 
Richmond 22, Va. 
St. Louis 8, Mo. 

San Francisco 3, Cal. 
Seattle 22, Wash. 


OFFICES 


PRET EPNOMBPFROERFPITI™OS 


BRANCH MANAGER'S NAME 


E. D. FISCHER 

G. F. STRAUSS 

A. FOLEY 

. T. CONNOLLY 
. J. SCHIEL 

. C. BROWN 

. J. GRACE 

. A. SORENSON 
. SCHELLENBERGER 
. F. CASLIN 

E. JAMES 

Cc. O'CONNELL 
H. GABRIEL 

B. BERGREN 

. C. CHESWICK 
. JI. MeGRAW 

. L. MacDONALD 
. L. ARTINGER 

. V. BENNETT 

. B. SMITH 

J. HERRON 

J. HORROCKS 


ADDRESS 


1363 Spring St., N.W. 

713 Graymont Ave., No. 
48 Pearl St. (Brookline) 
735 Military Road 

1405 W. Washington Bivd. 
3726-28 Floral Ave. 

1674 E. 40th St. 

2704 W. Eighth Ave. 
14515 Puritan Ave. 

5503 Lawndale Ave. 

1489 North Harding St. 
606 W. 17th St. 

6200 E. Slauson Ave. 
3911 West Greenfield Ave. 


1 Tichenor Lane, Cor. Parkhurst St. 


32-34 Green Point Ave. 
1701 Fairmount Ave. 
204 Thomas St. 

2024 Chamberlayne Ave. 
4044 Forest Park Bivd. 
315 S. Van Ness Ave. 
611 East Pike St. 


Clip this listing for future reference 


LIKE THESE BRING 


TRinity 6-6756 
4-8797 

BEacon 2-8520-1 
BEdford 3908 
TAylor 9-4300 
REdwood 1-2086 
ENdicott 1-8242 
Alpine 5-3668 
BRoadway 3-8250 
WAlnut 3-6561 
MElrose 8-4545 
Victor 2-5122 
RAymond 3-3191 
Mitchell 5-2016 
Bigelow 8-1117 
STilwell 6-5500 
STevenson 4-6804 
FRemont 1-6155 
Richmond 4-5875 
FRankiin 1-0150 
UNderhill 1-2045 
CApito!l 5000 


“DIRECT FACTORY 
SERVICE TO YOU 


Oe mmm 


Milwaukee, Wisconsin Richmond, Virginia 
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Thor’s advertising program 
is biggest in 64 years 


LIFE ¢ POST ¢ POPULAR MECHANICS 
AND 96 INDUSTRIAL PUBLICATIONS 


Mees 2 gone reese. oy 
Thor electric drills 


te res ere amr, one 
ed 


New Ther biecwir 
Sercedriy or anut \uteae re 


iow. MORE PORTER 
2) LTE 


a 


THOR V8 
BeLp PUN 
M NLERS 


THen t \t-Temn 


Millions of prospective customers read Thor’s factual, 
hard-hitting advertisements which appear regularly in 
the nation’s leading consumer and industrial publica- 
tions. Every Thor advertisement is designed as a 
sales ‘‘pre-conditioner.’’ Every Thor electric tool ad- 
vertisement tells the reader to check with his electric 
tool distributor for information or a demonstration. 
This is advertising with you in mind. 


Thor Scoreboard reaches 
100,000 tool prospects 


Every two weeks a publication unique in the power tool 
industry goes out to an industrial mailing list of over 


Buffalo, New York 


Chicago, Iilinois 


100,000. It’s a lively, liberally illustrated newspaper 
containing the latest developments in the portable 
power tool field. If you would like to receive the 
Scoreboard with our compliments or have news items 


SAL 
‘pus a sue ne @-B- ge wu 
nTROpUCE NEW roo.s | 10 OPEN 26TH BRANCH 
WITH TORQUE CONTROL — 


= 
bapond Loner 


oe Teel Line 


and pictures about Thor tools, contact: Mr. Donald 
R. Makins, Editor Scoreboard, Thor Power Tool 
Company, Aurora, Illinois 


Thor’s aim is to increase 
sales for you! 


Thor portable electric tools are sold only through 
distributors to protect distributor profits. Thor offers 
you a world-wide reputation for quality —a reputation 
which has made Thor the world’s largest exclusive 
manufacturer of portable air and electric tools. Thor's 
22 branch offices are service stations for any electric 
tool problem. Thor’s factory-trained service-engineers 
conduct sales meetings, accompany your salesman on 
calls to plants of your customers and are available to 
assist you in tooling problems. Thor Power Tool 
Company, Prudential Plaza, Chicago 1, Illinois 


THOR POWER TOOL COMPANY + CHICAGO 


1500 portable 
power tools 

for industry, 

the farm, and the 
home workshop 


TOOLS 


THOR POWER TOOL CO, 


Denver, Colorado 


INDUSTRIAL DISTRIBUTION © JUNE, 1957 











AIL DOWN 


WITH THIS NEW 


Here’s a new line of roller chain and sprockets that opens up new sales 
opportunities in every plant you contact. Atlas Electrolized Roller Chain 
presents new possibilities for the replacement of all types of chain where 
corrosion is a factor and longer wear desired. Its low cost makes it pos- 
sible for your prospects and customers to specify anticorrosion type of 
chain on installations where it was needed, but previous cost factors 
made it uneconomical. 

Atlas Electrolized Roller Chain and Sprockets are made to meet and 
beat the requirements of critical transmission drives in the food, chem- 
ical, beverage arid other industries where corrosion is a factor. It has 
been performance-proved to be stronger. Comparative “wear-drive” 
tests with regular chain proves Atlas Electrolized Roller Chain lasts 
more than 100% longer. 

Atlas Electrolized Roller Chain is stainproof and corrosion resistant 


AT LA — élechohized 











MORE NEW SALES 


6am > Sb er a 


LINE OF CHAIN AND 


—electrolized parts have withstood salt spray test as much as 800% 
longer. It has the same high tensile strength as alloy steel chain and is 
much higher than bronze or stainless steel chain. Friction of electrolized 
parts has been reduced as much as 50% thus cutting “drive-drag.” Best 
of all Atlas Electrolized Roller Chain is more than 40% lower in price 
than any other corrosion resistant chain. 

Nail Down more new sales now! Line up with Atlas Electrolized Roller 
Chain and Sprockets. Get the facts now on the Atlas Distributor Plan 

. Write to Dick Pool, Atlas Chain & Manufacturing Company, West 
Pittston, Penna. 


ATLAS CHAIN & MANUFACTURING COMPANY 
WEST PITTSTON, PENNA. 


? 


SPROCKETS 


@ LOWER PRICE 

@ WEARS LONGER 

@ CORROSIVE RESISTANT 

@ NIGHER TENSILE STRENGTH 


CHAIN aad SPROCKETS 
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THE CARBORUNDUM DISTRIBUTOR ADVISORY BOARD 
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MR. JAMES LINDSAY, President 
The Abrasive Machine & Supply Co 
Newark, WN. }. 








WR. ASHLEY DeWITT, President 
Briggs-Weaver Machinery Co. 
Dallas, Texas 





MR. }. W. VICKERS, Vice President 
The George Worthington Company 
Cleveland, Ohio 





MR. F. MARSENA BUTTS, President 
Butts & Ordway Company 
Cambridge, Mass. 





MR. K. G. SAUNDERS, Vice President 
1. M, Tull Metal & Supply Co., inc 
Atlanta, Ga. 





MR. BEN ARNOLD, General Sales Manager 
Onondaga Supply Company 
Syracuse, WN. "» 





MR. ROY R. WENGER, President 
Grand Rapids Supply Co 
Grand Rapids, Mich 





MR. W. R. WINTER, President 
Williams Hardware Company 
Minneapolis, Mina. 





MR. G. W. WUERTHELE, President 
Frick & Lindsay Company om 
Pittsburgh, Pa 





MR. FRED C. FISCHER, Vice President 
Colcord-Wright Machinery & Supply Co. 
St. Lowis, Me. 


MR. HARRY M. BAYLEY, President 
Pacific Abrasive Supply Company 
Los Angeles, Calif 





A Marketing 


Team see Geared for Action 


Distribution of industrial abrasive 
products by CARBORUNDUM is handled 
through a complex network of in- 
dustrial distributors. These men are 
abrasive experts. They know more 
about selling and serving their local 
markets than anybody else in the 
world. They are a vital link between 
the Carborundum Company and the 
users of its products 


That’s why CARBORUNDUM seeks 
the counsel and advice of its distribu- 
tors in the formulation of its marketing 
policies. That is the reason for its 
Distributor Advisory Board—eleven 
strong, representing all CARBORUNDUM 
Industrial Distributors 


No other organized marketing 
group in any industry has worked 
harder or more efficiently to bring 
about the most advanced selling and 
distribution techniques —all for the 
benefit of the users of CARBORUNDUM 
products. Their cooperation and 
guidance has contributed materially to 
CARBORUNDUM’S position of leader- 
ship in its industry 


continually 
putting 


more sense 


in your customer's 
abrasive dollar 
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with profitable Warner 


oY 
ee says 
George J. Fix, Jr., Vice-President 
George J. Fix Company 
Dallas, Texas 


oe e 
“oe 
7 es » ' ay 
“The help afforded by Warner is invaluable. Their years of experience pro- 


vide the answer to many of our complex situations, and the educational material 


nd school ng they furnish enable us i help our customers with every new devel- 


where Warner units apply 


“Our representation of Warner Electric 
Brake & Clutch Company since 1953 
has proved highly profitable. Automa- 
tion is one of the most important new 
business fields in our area... and with 
the Warner products, we are on the 
ground floor. It solves problems for 
our customers in applications ranging 
from the largest revolving sign in the 
world to airborne radar equipment— 
torques required for starting and stop- 
ping loads up to 100 hp, and operations 
from simple ‘‘on-oft’’ to the most com- 
plex mechanisms conceivable. It seems 
as if each day we hind another new ap- 
plication for Warner products.” 


The Warner Portable Desk Top Demonstra- 
tor speeds selling and increases profits for George 
J. Fix Company Our association with Warner 
has been outstanding in every respect,’* says the 
vice-president of this 36-year-old distributor of 
gears, chains, sprockets, speed changers, con- 


veyors, and similar products. 


"Our engineering department is constantly 
utilizing the Worner components to solve new 
problems for our customers,’’ says Mr. Fix. 
Torque ratings for loads up to 10C hp often an- 
swer more than one problem for a single user—a 


built-in assurance of repeat business, 





‘FLOOR OF THE PUSHBUTTON WORLD’ 


Electric Brakes and Clutches!’’ 


wanted! more 


TOP-LEVEL DISTRIBUTORS 
FOR THE FASTEST GROWING 
LINE IN THE POWER 
TRANSMISSION FIELD 


A tew top-level distributors in some territories are 
meet the demand for this most important 
vidual motor drives replaced overhead pull 
factory installation by leading machinery 

ing acceptance and easy installation in tl 

ket, unusually high profit on each sale 

Warner sales engineers, thorough factory training 


P . > ‘ e ; lwerr P 
“The Warner line is one of the fast- salesmen, extensive national and local advertis 


est-growing in our operation,’’ Mr. Fix 
says. Distributors all over the country problem all combine to make a Warner distributor 


enthusiastic co-operation from Warner on every sal! 


are saying the same thing, and many of the finest moneymaking opportuniti 


them emphasize that interest in Warner's , . , ' 
way! If you are an outstanding distribut 
electric motion control concept opens . . ‘ 


doors for other product lines as well. prompt advantage of the coupon below 


throughout the country on the ‘ground floor 
new motion control market! 


rd 


APPLIED IN MORE THAN , * . 
17 MAJOR INDUSTRIES ELECTRIC BRAKES 


..».and your salesmen can add AND CLUTCHES 


fo the list almost every week! for transportation and industry 


Warner Electric Brakesand Clutches 
facilitate pushbutton or fully auto- 
matic power transmission control 
for increased productivity at lower 
eperwerd sr y ‘ é Werner Electric Brake & Clutch Co. 

cost in the building-construction, + Dept. ID, Beloit, Wisconsin 
canning and packaging, farm, ma- ‘ 

° - : Please send me c 
chine tools, materials-handling, Distribytors 

; a » : " y ‘ o 
metal-forming, paper and printing, ii 
textile, transportation, woodwork- 
ing, and numerous other industries, 











“"We’ve needed this program for years. Something 
with spark. Something to get attention—to stim- 
ulate power tool sales. My men know tools— know 
how to sell them. But everyone gets into a rut 
once in awhile. Same old stuff and you get tired 
of hearing it yourself. This year SKIL Corporation 
has developed a sound selling story and sparked it 
with ideas from one end to the other. Ideas like 
this button—along with direct mail, premiums, 
local sales promotions and a tremendous advertis- 


ing program. We're sold on it.” 





ec 





“The best Door-Opener our 
Salesmen ever Used!” says 


William J. Cashman, Manager 
The Henry Walke Co., Charlotte, North Carolina 


This button starts the ball rolling 


“One look at the button and the buyer asks: ‘What's 
the story behind the button?’ When we tell him what 
he wants to know, we're giving him our SAVE with 
SKIL sales story. Salesman after salesman tells me it’s 
the best door-opener he’s ever used.” 


The idea starts here— 

‘Here’s a man who has used a SKIL grinder for years 
Che salesman doesn’t have to explain what the button 
means to him. He tells us this SKIL grinder saves 10 
hours of labor per week. Again and again you hear the 


You SAVE with SKIL Tools.”’ 


same idea repeated 


Mr. Cashman, assistant vice-president and manager of The 
continues an outstanding sales and 


Henry Walke Co., Charlotte, N. C.., 


merchandising effort in 1957. The company has taken a selling idea and 
adapted it for their individual sales force. The results? They now have 
the best door-opener to prospects and customers they have ever used 

It means greater enthusiasm, fewer turndowns, increased sales, 

If you would like to hear more about this selling plan 


more prof ts. 
simply write SKIL direct. 


“me « a 
ESTAR LETTER 


YOU SAVE WITH 


SKIL WS 


be 





It’s a great story to tell! 

‘‘Here’s the idea in the nutshell—letters. Hundreds of 
letters from all types of SKIL power tool users. Each 
has the same theme—savings. No matter what the 
tool, these users SAVE with SKIL for one reason tine 
quality of SKIL tools! 


We put this button on all our salesmen 


ig stor 


‘We're anxious and happy to use a good sell ’ 
eed. We 


We've seen the SAVE with SKIL program suc« 
know what the users say is true. We put the butt 
all our salesmen to give them the door-opener ti 


Nothing beats it.”’ 


Si 


PORTABLE 


ms « 


» te 


this story 


TOOLS 





NOW YOU CAN OFFER 
One versatile Steam Trap 
to meet almost all trapping needs! 


elie ee —_ 


* 


ES ; 


ACTUAL SIZE 


1. ACAP 





2. avoisc 





3. A BODY 





Only moving part — a hardened 
Solid Stainless Steel Disc — 
practically wear-proof! 


y 
. 


Simplifies steam trap stocking and selling 
... big demand assures volume sales 


Here's the Sarco TD Thermodynamic 

. . which has taken industry by storm. 
Because .. . it’s so simple and trouble- 
proof and “DOES MORE THINGS 
BETTER!” 


Simplifies stocking and selling — you 
can sell the same Sarco TD, without 
changes or adjustments, for pressures 
all the way from 10 to 600 psi... 
for light or heavy loads . . . for almost 
all steam trapping applications. 


Self-adjusting . . . each Sarco TD 
size uses same large capacity seat for 
all pressures. Has no valve mechanism 

. only one moving part, the disc. 
Practically eliminates maintenance. 


Big demand for this unique Sarco 
steam trap has been created by its 
application-proven advantages and 
heavy national advertising to all sec- 
tors of industry. 


It’s the fastest selling steam trap 
on the market . .. one of the most 
effective “door openers” distributors 
have ever had. 

Are you getting your share 

of this profitable business? 
Let us tell you how you can—by offer- 
ing the Sarco TD for 60-day trial, 
without cost or obligation. Write to 
Sarco Company, Inc., Empire State 
Building, New York City. 


2211-8 


SARCO ‘Dynamic STEAM TRAP 


THE MODERN TRAP THAT 1S MAKING STEAM TRAPPING HISTORY! 
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Talk of the Trade 


BIG SHOT: The definition of business that I used son (owner of Lewis Supply 
in this space last month brought a new one to me through France and Italy 
“Blessed are they who run around in circles 
For they shall be called big wheels.” 


ELECTED: Don N. McPherson (Wille: 
lool) recently was elected mayor of Berkl« 
gan community near Detroit Don formerly 
on the Berkley council 


DOCKED: It looked for a while as though Tom 
Norris (Tracv, Robinson & Williams Co., Hartford 
wouldn't get off for a holiday in Panama, thanks to 
the recent dock strike Delaved though he was 


Tom finally did sail 


WEATHER STORY: Remember those March snow 
storms you read about out in Colorado? Well, Clare 
Payne (Safety Socket Screw) was heading back to 
Chicago from the West Coast on the Super Chief 


when it became snowbound—29 hours of snow 
boundedness And that’s a lotta snow 


ALWAYS ALERT: Even w 1 distribut ¢ 
a good-will trip, he just can't vorce h elf fr 
being enterprising. . . For exam] 

Enos & Sanderson, Buffalo) took a 

merce tour to the British West Ind 

i1round for a souvenir to take hom 

was unique to the Virgin Islands 


NUMBERS, NUMBERS: If you find anv signifi 


: his companions thought of a map 
cance in numbers, maybe you can read something into ; 


buy one, there was a simple solution 
these numerical combinations from salesmen at North . 


eastern Supply Co., Canton, Ohio: Jim Koehler has 
three daughters and one son; D. E. McCoy has three 


sons and one daughter. On the other hand, Bob 


pany to produce maps. . . That's exactly wha 
and when you see the advertisement of Majest 
Co. in Holiday magazine, all you ha 

to George and he'll send you a 


Edwards has three daughters and so does Joe Cricks, 
bill, of course. 


except that Joe has 11 sons, too—a full baseball team 
vith an extra battery 


CHE WORD: We'll see you in 
ONE WORLD: Gene Johnson and George Frank we'll bet you'll be greeted $56 tin 
Lewis Supply, Memphis) took a look at foreign you get in? 
sources of supply recently hey met Howard Jack- 
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New! Yale High-Capacity Load King Hand New! Yale Rail King Motor-Driven Tractor 
. * Trolley pulls any hand or electric hoist 


Hoists now lift loads up to 12 tons. Like 
famous Yale Low-Capacity Load Kings, these new Yale 
hoists feature high mechanical efficiency for greater ease 
of operation; automatic brake and release action; extra 
rugged, lightweight construction. Capacities: 4 to 12tons. 


with load capacity up to 3 tons. Features: operates on 
any standard or special track; adjustable acceleration 
and de-acceleration r each load condition; accurate 
inching control; application in any type of suspension. 








WORLD'S MOST COMPLETE LINE OF HOISTS— 
NOW EXPANDED EVEN FURTHER 
TO MEET INDUSTRY'S LIFTING NEEDS 


New Yale Hoists, New Yale Trolleys 
Increase Overhead Handling Efficiency 
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Yale Cable King Electric Hoist—the only 
air-cooled hoist in the world. Ideal for 
continuous heavy-duty lifting. All types 
of suspensions. Capacities: % to 15 tons. 





Yale Load King Electric Hoist with push- 
button control saves handling time any- 
where. Adaptable to lug, hook or trolley 
suspension. Capacities: 


Yale Midget King Electric Hoist for eco- 

nomical operation. Up-down bar grip 

control for easy load spotting. Two- 
? 


% to 1% tons brake safety. Capacities: % to 2 tons. 





© 


a 





Yale Winches—designed for wall, ceil- 


Yale Pul-Lift makes any lifting or pull- 
ing job easy. Operates at any angle 
Self-actuating load brake. Ratchet han- 


Yale Spur-Geared Chain Hoist with high 
mechanical efficiency, speeds load lift- 
ing and spotting. Instant, safe-hold 
braking action. Capacities: %4 to 40 tons. 


ing or foot mounting—include all fam 
features of Yale Cable 
Capacities: % to 3 tons 


ous exclusive 


King Hoists 


dle action. Capacities: *%4 to 15 tons. 








Now you are in a better position than ever 

to satisfy the lifting needs of every cus- 
tomer. New Yale High-Capacity Load King Hand 
Hoists and the new Yale Rail King Motor-Driven 
Tractor Trolley—the latest additions to the 
world’s most complete and versatile line of hand 
and electric hoists, winches and trolleys—give you 
fresh opportunity to increase your sales volume. 
This new Yale equipment answers the urgent 
need of progressive management for increased 
overhead handling efficiency—required in meet- 
ing today’s record production goals. Like all Yale 


hoisting equipment, they are the result of con- 
stant research, advanced engineering and quality 
control manufacturing. 

Tell your customers about these new Yale aids 
to maximum efficiency and safety in lifting and 
Remind them of your ability 
pre- 


moving materials. 
to satisfy every lifting requirement with 


cision-made Yale equipment, job-fitted 


to each 


specific application. And use Yale’s dramatic, 
factual “Why” booklets to make your presenta- 
tion even more convincing. You’ll be one more 


sales step ahead! 


Y¥ A LE moustrut urt reucks ano norsrs 


*REG S. PAT. OFF 
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An. 
3477 COM Se 


A QUALITY of product uniformly A PRICE basis inducing and making 
and capable of delivering serv possible aggressive competition with 
results that should reasonably reasonable profit return 

be expected 


A LINE of rubber items sufficiently 
| complete to permit effectively supply- 2 good 

ng the requirements of the trade ce 

solicited 


FREEDOM from competition from SELLING helps of reasonable amounts 
5 so that his sales force may be given 


4 his source of supply, either direct or 
the advantage of specialized training 


indirect, among the trade covered 
by his day to day solicitations and a knowledge of the product sold 


Sales Policy Put Into Effect 


(First rubber company to have a written sales policy. 


Still in Effect —Unchanged 


(Republic selects industrial distributors as best 
method of selling their products.) 


Still In Effect—Unchanged 


Many distributors approach Republic every year for a franchise.) 


Still in Effect—Unchanged 


(More and more distributors commend the 5-Point Sales Policy. 


. Still in Effect—Unchanged 


(Nation's best distributors handle Republic. 


Still in Effect—Unchanged 


(Original distributors signed in 1923 still representing Republic.) 
i g pb 


REPUBLIC RUBBER ‘DIVISION 


LEE RUBBER & TIRE CORPORATION, YOU >STOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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Industrial Distribution 


The Cards in Your Future 


. REVOLUTION in marketing t 1] 
} 
i been DI 


] 
lamenta 


Mmunicahions 


f th 


New Ways of Thinking 

to industria 

] } 

elements of 

cessful supply 

push button” stage It means a 
yf marketing and sales information 
rv automatically adjusted to cus 
; 


means faster, more accurate and 


e to vour customers 


It's Being Done Now 


l‘hese are not the wild hallucinations of a science 
fiction writer—the first substantial steps have alread) 
been taken bv a score or more of forward-looking dis 
tributors. In a special 32-page section of this issue 
beginning on page 145, we bring you the detailed this step 
storv of what three of these distributors are doing Phird, they em] ize the importan 
todav in this miracle world of electronics. Here right equipment for your own operat 
you'll read the storv of how you can automate vour of billing per day as a measure 
paper work—of how you can integrate all your account is eminently satisfactory 
ing, buying, billing, and analysis using punched cards lines a day, where it w 

I can’t resist citing one of the many eye-opening firm with 1,000 lines a day 
facts vou'll find in this feature article. One of the Finally, they urge distributors to qui 
firms has its inventory on punched cards. There is punched card systems as a way of sa 
a built-in buving feature which automatically writes with equal insistence, thev urge distribut 
a purchase order to restore inventory levels to a pre to think of the equipment as a means by 
determined maximum based on economical buying can do a better job of performing thei 
quantities. Here are some of the results: It reduced tions as distributors—a better service } 
average dollar inventory by 25 per cent, it increased tomers and a better marketing job for 
turnover of stock items from 3 to 7 times and it re 
duced back orders resulting from stock shortages 
“substantially.” This distributor saves more on his 
lower investment in inventory than the rental of the athe 4 


equipment. This saving, of course, is incidental to 
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How To Remember Names And Faces 


By Dr. Bruno Furst 


Director, School of Memory and Concentration 
New York City 


M H SPACE HAS BEEN DEDICATED in INpusTRIAL D1s 
rRIBUTION to the training of salesmen (March 


1957. Pp 105: \pnil p Mi Loewenguth 


emphasizes on pag f the April issue as his first 
point “Pay attention to new names” and Mr. Allen 


enumerates “knowledge of the customer” among the 


} 


nost important qualifications of a good sales 


nril n ON 
prit, p 


( 
| I Hill Cl irc ho CCTtTaln Wile ICT 
Manager, ecver;r\ S I that thei yw. Mir Z: this 1s one 

. y a Se . ‘ : . } - no } 
terested in the best f fa 1y remember meeting hin 


able to address even the time ind what he said, but his name 
t name, be it in his own firm las t lite a different failin 


meeting r PVP rit rt ’ ; ; + r 
HICCUPS O CVC! ii t pa cS i ¢ ( > ia i (UV Ics 


the problem is, I an re, familiar YeTSO face ippearance, which depends 
} 


D tO ITe€ 


; + 


»)>a Meet t 


‘ nd is l C l ind 
One of them, Mr. X. greet ers pends almost entire 


him bv name the next day, and he cannot remember 


Mr. X’s name. It is bad enoug] 


still worse if somebody is with 
to introduce that person and 


getting Mr. X’s name 
If Mr. X is offended when his name is forgotten, 


; m of recognition first. | 
tne xecuti rs sman shoul not be surprised ' 4) 

executive | ilesman should not be surprise ch is perhaps the more subtle 
Forgetting a name or face suggests a certain lack of : ’ a Kaneaial 


_- 
1 trouble as names. Perl 


interest . | 
U — Si ist in the case of 
nsvstel t D rd Torts to rel mber peo , 1 ’ ' - 
ns emafqic, na] hazard efforts to remembe! pe her me ra ed in observing faces 
J ] : . : ] _ 
yle are rarely effectual. A svstematic approach achieves = , ee ; ] ‘ 
i rl I zn l i | ising peopie—dal 
etter results. The first principle to keep in mind is 


ring faces is corre 





yw what to observe. The face 


etay 
yutsta 


page) indicates some 
ippearance to keep in mind whe 


The Author eninge pe at aes Negtaenyee 

Dr. Bruno Furst is director and founder of the 
School of Memory and Concentration, New York. 
He is professor of law at McGeorge College, 
Sacramento, Calif., and an instructor at Brooklyn 
College, Adult Education Division, Brooklyn, 
N. Y. 

Dr. Furst is author of several books dealing 
with memory improvement. The latest is “Stop mt be satishe ith generalities, su 
Forgetting”, published by the Garden City man of about 70”, or “a young g 
Division of Doubleday & Co. rown hair; recall as many details as you can 

The School of Memory and Concentration n vou feel sure that vou can describe perso! 
has branches. through out the United States, etal tale fe aeeeion tile iene 
South Africa and Australia. Its correspondence 
course division serves all five continents. 


. ' 
ich person ne meet 


ippearance from that 





somebod\ you know vers well 
ippearance of a person you have met 


try 


to describe someot v] 


mebody, use a quiet moment and 





of him while he is not present. 


pen ind 


inclined, use your | 
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LARGE 


Ay 


~~ 


RECEDING ALMOND SHAPED 
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draw an actu: 
be satished with a mental picture—that is, 


the outstanding c 


ibsenc 


n his 


huther way 


ture 


life pl 


tinguish him from others. 


ou do 1 


In question 


ul picture. 


C 
think more 
Exagget 


ot 


Be 


not have to reveal vour cartoon to t 


\s soon 


If you are not gi 
haracteristics of a new 


a cartoon than of 


is vou see him 


tted this wav, vour drawing 


his appearance, 


“visualize 


acquaintance repeat you! drawl 


discover that vour 


a true with continued eff 


ate those features which dis 
aware of the fact that 


he person 


igaln, compare 
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How to Remember Names and Faces (Cont’d.) 


Look for outstanding features 
Draw the face (actually or mentalls 
Compare vour drawing with the person. 


) 
Redraw the face 


Recalling Names 


\lost of nav himculty wit names than 
we have wit] S. the 1 ns al v to under 


our memon 

s another explanation, 
stand: Let's assume vou mect 
- } 


time, and have a five-minu 
During 


these five minutes, 


: . 
uousiv at his face 


Therefore the impression of his 


face is constantly repeated and sinks deeper 
deeper into your memon But Joe Smith's 
ma 
VI 


was mentioned to vou only once, 1en he was 


duced. You have had a constant repetition of the 
face, with no repetition of the name at all, another 
good reason why Joe Smith’s face remains mucl 


longer in vour memory than his name 


Get the Name —Right 


In analogy to the six steps which I gave vou to 
remember faces I can give you six steps which make 
it possible to remember names 

1. Get the name clearly. 

2. Repeat the name immediately after the intro 
duction 

3. See whether or not the name has a meaning in 
itself 

+. If it has no meaning, find a substitute 

5. Repeat the name several times 

6. Write the name down 

First, get the name correctly 
ber a name if we fail to catch it, as is apt to occur 
if the new acquaintance is presented with a mumbled 
rather than a clearly-pronounced introduction. If the 
name has not been enunciated clearly and correctly, 
let us not hesitate to ask to have it repeated. No one 
will take offense at such a request, because it pleases 
people to know that you are deeply enough interested 
in them to want to be sure of their names. 

After we have understood the name correctly, let 
us not merely say, “How do you do, Mr. Ediger,” 
“Glad to know you, Mrs. Snihur,” or the like. If 
possible, let us go a step farther and ask a question: 
“I knew a Mr. Ediger in Columbus, Ohio. Do you 
know him?” This, or similar questions are a con- 
siderable help in impressing the name on our minds. 


We cannot remem 


Put theory into practice; 


how would you strive to 
remember the names of 


these six men? —» 


Gold, Baer 
n, Smith, 
Names which in themselves have no meaning 
such instan essary to substitute a word 


} 


ch comes ssible in sound to the name 


f the person whose name is to be remembered 

iate only things which 
least make sense to us 
ame has no meaning, we must substitute a 


rd that comes as close as possible in 


meaningful wor la 
sound to the name In finding a substi 


in question 
tute, trv to keep the beginning of the name un 
hanged he sound of the first two or, better, three 


preserved whenever possible in order 


etters should be | 


to avoid mistakes 


Use Names Repeatedly 


Here are examples of such substitutes for names 


without meaning 

Buckman: buck, bucket, buckle 

Kaplan: captain, capital, chaplain 

Mariani: Marv, marine, mare, marionette, marital 

If we wish to be sure of a new name, we must use 
it several times. Repeating the name does not cost 
any effort and costs practically no time. But every 
repetition fixes the name better and better in our 
mind, especially if we take the trouble of thinking of 
its meaning, its origin, its association, and the person 
we are talking to 

Finally, write down the name. Writing is helpful 
to all those who are eye-minded: they remember the 
name better if they have seen it in writing than if 
they have heard only the sound. Furthermore, writing 
forces us to think not only of the pronunciation but 
also of the spelling and to get a more accurate con 
ception of the name. 
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Practical Examples 


emecmpDec!l 


Frank M. Cruger 


President of NIDA 
Partner in Indiana Mfgr's. Supply Co 


Dark hair 
side, wide nose, strong chin, big ears, 


parted on the left hand 


lines from nose to mouth, bushy eye- 
brows. 


Visualize him as a captain (President 
of NIDA) on a cruiser (Cruger) with an 
Indian headgear (Indiana Supply Co.) 


both their | 


Ashley DeWitt 


President of SIDA 
President of Briggs-Weaver Mchy. Co 


Very full face, high forehead, deep set 


eyes, arched eyebrows, round chin 


DeWitt 


and steering a brig through the waves 


Visualize him—being witty 


(Briggs-Weaver Co 


Charles Jordan 


President of ASMMA 
Vice president of Charles Parker Co 


Oval full face, very high forehead, thin 


thin upper lip 
flaring ears, big nostrils 


hair thick fleshy neck 


Visualize him in Jordan 


Parker Co 


Parking 


his car 





Sam Clark 


President, Samvel Harris & Co 


High forehead, wavy hair, varying be- 
tween dark and grey, big ears, long 
attached earlobes, wide mouth, thin 


upper lip, straight eyebrows. 


Visualize him with Clark Gable and 
Harry (Samuel Harris) Truman. 


wi v 
2 
. 


bd 


Alex Davies 
Vice president of Supply Dept 
Moore-Handley H’ ware Co 
Dark thick hair, three lines from nose 


to mouth, several moles, pleasing 


expression. 


David 
(Handley H’ware) a slingshot towards 
Goliath. 


Visualize Davies) handling 


Robert Hamilton 


President, Dumore Co 


Pointed chin, sharp lines from nose to 


mouth, vertical indentation on fore 


head, straight nose. 


Visualize him with Alexander Hamilto 


doing more work (Dumore 





on ET tren So 


CH 


co | 
3 rec » We 


aw 


) 


’ 


Ps yah EES 
"<4 


SELLING SPACE was created 


Customers See Pegboard Display 


Hryie. Peoria p until just 1 ately 50 different t Id by the 
lisplaved items that salesmen 

ring the month. The sales 

a : 


+} ’ } 
iC ( y < 


It Lids 


put money in the 
‘This board is for 
me oft-the-street 
here that is used 


ittractivel' 


ponsibilitv on then 
to display their wares 
Ss from the manu 
tomers on what prod 
to display them. Some of 
the items on the board are fast-movers—sometimes we 
replace a board item ty I times a day—other 
items haven't | 
Here s; hovw 
While a 
‘ed and bil turns to the pegboard whicl 
le. He m 
home with him, o1 
workshop, a 


Lhe oth I 1 \l (, 





ON THE OTHER SIDE of the 


( 


Salesmen See Products to Push 


pent more than $50 fo 
while he waited for his 
strictly impulse buying 

type of fringe selling 

ot of time and effort, 
nto the warehouse to 

t lhe pegboard idea is go 
in pick up the item, handle 
lf on the idea of buving it 
we've learned that voi 
you want to sell it 

n't hesitate to sell the last item off the 


If we've ru it of stock and the item \ MONTHLY CHANGI 


we'll pull it off board Although 
tail business 1 lot of cash trade 


these boards 


Literature, Too 


We also got an extra dividend on this display 


dea.” \Ir. Gilmore continued. “We decided to tie-in 


the products the salesmen were pushing each month 


by displaving each product complete with literature 
his has turned out to be an extra advertising 


gim 
k to help the salesman push the products. We 
have many examples on hand where a customer sav 


' " 
+ " ‘ 
( l 


the product displayed in our store and then asked 
the salesman to tell him about mal 


made his call 


In ta th . idea Has DCCTI SO SUC 





MACHINE SHOP TALK with Emi Underwo ) 1] nd h 


as t ! 
shin 


boss, E. W. Sunderber 
They're interested in a 


velding equipment t files, hacksaws, wire brush grinding wheel 


reamers, etc. They're responsible for machine repair and maintenance and st 
parts and tools and their operational problems are typical of general ma 
rk ranges from coars tting to extremely fine tolerances and | 


hye 


inderstand what tl d for the particular job they mig 


POWER ENGINEER E. T. Porter, Jr., likes to hear anything new al 
compressors, steam and air lines, air conditioning, plumbing, etc. This involy 
transfer units, pumps, steam specialties, return systems and the like 

room does its own maintenance and repair and here is another language 
Havgood to understand in order to be able to provide what they want but als« 
suggest something better 
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Watch Your 


Jacksonville, Fla. sales- 


ferent ones when eall- 


tomer because of con- 


PEAKING THE CUSTOMER'S “LAN 
S GUAGE” is a selling practice 1 
dorsed by Everett A. Havgoox 
salesman for J. G. Christopher Co 
Jacksonville, Fla. But, Mr. Haygood 
savs, one customer can involve s¢ 


] 


eral different “languages” and it’s 


good idea to be aware of distinctions 


lake, for instance, one customer 
of Mr. Haygood’s, John H. Swisher 
& Sons, Inc., manufacturer of the 
famed King Edward and King Al 
bert cigars. In the large, modern 
headquarters plant in Jacksonville 


the common language is cigars, ciga 


rillos. fillet 


? 


wrapper, leaf, dust, ro!] 
ing, sorting, “comfort’’, color, packs, 
boxes, etc. People working in this 
plant use these terms and an undet 
standing of them is important to 
Mr. Havgood. The terms mean defi 
nite things inside the plant and 
Mr. Haygood’s products may be 
directly involved when one of the 
individuals he calls on uses one of 
the terms. For example, the re 
search engineer may question Mr 
Havgood about the probable use of 
a timing belt for a “roller”. Mr 
Havgood not only has to know what 
1 “roller” is but also what it looks 
like, what it does and how it does 
it. It’s the machine on which cigars 
are rolled 


Man-to-Man Talk Counts 


Che common “language” then. is 
important but it isn’t the only one 
Mr. Havgood has to use when ser 
icing this plant. The other “lan 
guages’ which he is required to mas 
ter to give maximum “service to 
the account are those of specific 


individuals whose main interests 





“Language” 


man uses several dif- 
ing on only one cus- 


tacts) various interests 


the ssigned responsibilities 
and efhcient performance Like 
other manufacturing plants, John 
HH. Swisher & Sons is concerned with 


eficient production consistent with 


good quality in output 


Ihis requires teamwork among 


lividuals responsible for produc 


hasing, research, mainte 


RESEARCH ENGINEER R 
F Mir. Havgood vledg f 
1 powell All these individ dea Mir R 


mportant but each SpCak 


language’ based on pt 


see illustrations 

tt the onlv conta 
Mr. Havgood has 
plant but 


PRODUCTION MANAGER R. C 
interested whenever capital expenditures 


nagement, he is most neerned abx 


igar quality and low cost and any ideas 


three responsibilities favoral 
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Ss By ty 
> } 
DEPARTMENT HEADS, like Office Manager G. H. H 
rement’s request for employees to think about t 


int 


tica 


seminars at Beals McCarthy & Rogers encourage ... 


Cost Cutting Ideas From Employees 


By George L. Bottari, Assistant 


EMPLOYEES, like onald I reda tusiak OVER 70 SUGGESTIONS 
ind Esther H ard of Bil | get together after ig and ! \I H 
} — — nt n their vick n ae hee 


lar *  ‘ 
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rOP MANAGEMENT MEETS 
t heads and employ vh 


now if rder thr g Kardex 
i Off Manager G. H. How 


i SATISFY YOUR CUSTOMERS, retain your position, 
ind show a profit in these days of high overhead 


fast 


’ ? 
osts and active competition, vou must constanth 


seek means to attain maximum efficiency throughout 


the organization,” says Paul W. Evans, president of 


Beals M irthy & Rogers, Inc., Buffalo 


; 1 } Iesal , - : 9 _— 
Onc Vav 1S D\ building d sound manage 


team Evans adds At BM&R we now have 


Brain ‘Trust composed of top executives a1 d, wi 


dd 
hi 


them, all of our department heads. To find the time 


required for leadership and policy decisions, this mai 
agement team has divorced itself from detail. In d 


ing so, however, thev became remote from daily 
tines so that they have little or no opportunity t 
recognize operations where we might have waste mo 


iT 


tion. I was convinced that, in an organization our siz¢ 
there were some things that were being done wrong; 
there had to be areas, no matter how small, where in 
provements could be made, cost and time savings af 
fected, and efficiency increased.” 

Based on this conclusion, Mr. Evans 
“Brain ‘Trust’ and all department managers 


for an all-morning seminar 


Seminar Starts Ball Rolling 
} +] 


“T pointed out to the group the need for constan 


Employees Don Thinking Caps 
During the next two d Mr. Hovw 


analyzing our operations and improving them, if we ing 


expected to continue showing a proht and increasing 


our volume. I asked them to study their departments 


: . ' 
to ask everv emplovee to analvze his individual 


; 


task 
Have them ask themselves, I suggested, ‘Are you sat 


fied with this system or procedure? Why? Why ne 


How could it be improved?’ I challenged everyone t 


think about his job and his department in relation t 
our overall operation.” 


Some time during that very afternoor 


} 


departinent | na 


rer called his group 


transmitted the crux of Mr. Evans’ presentatic 


them They emphasized the point that this 


Why It’s Worthwhile 





FINAL SCREENING 


WwW. G 


] 


go! c tal 


1 was adopted at once 


= 


< 
a 
j ey \ 


PRAFFIC MANAGER |} 


WAREHOUSE SUPERVISOR Frank I 
Raab discuss 
shipping bags \ suggestion t 
months instead of 


iouseman K 


order 
every three als¢ 


124 


| tO arrange 
ideas that re sulted in savings on 


saved money 


Cost Cutting Ideas From Employees (Cont’d.) 


admitted, reening still left over half 


- worthy of ration 
. 


Od 


Ta. ; = ) Pr : , ; ; . ‘ 


Ten suggestion 


" ] ] 
ibilities; three lookec 


Vpica su 
Tk between 
No one hac 

pcing 


iN 


] 


done twice 
should flow 
that 
so simple the 
When tned 
Kardex se 


orders 
direction to 


1) ] 
secmed 


pres 


merit 
the 


method 


Hi} 
tO} 


rank E. Sawyer reported 


lhe 


‘ Hh 


simple sug 
ve months 
purchasing de 


es that 


nagement 


in actual 
practice 


“We 


response,” 
Evans 


Mi 
a couple of similar 
keep evervone in the mood for 


thinking of changes that will improve our efficiency 


reports 
Sawver and War 


Sessions a 
fons every hve 
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Management of Mem- 
phis firm with 50,001 
items believes there are 
five requirements for 
protecting certain lines 
from neglect 


Robert B 


EXTRA EFFORT WITH CERTAIN PRODUCTS 


( \l l H 


Howto Make Slow Movers Move 


By Van Ness Philip, Assistant Editor 


) 
A’ | IDGEON 
manag ¢ 
' 
< 


Wl 


INFORMING SALESMEN is key t 


i l K list 





How to Make Slow Movers Move (Cont’d.) 


November «<i, i¥5t 





November 29, 195¢ 
FaUL UNDaWOUL 
aLLOUN CANKANAL 
LeSTad mARLT 
BObbY buLLAAL 
hUBGKT KeNDKI UE 
ALVIN PiLe 
hubehT RvGlde 
- BILLA 


RObeRT SULDING 


We wrote you « letter lest week advising we were 
mailing the #20 Hack saw frames to you to show t& 
¢ 


your customers which would enable you to secure 


Ls 8 ceived 4 BeBporand Irom b. 
© bave just re re ae orders. 


@ilijiems and the subject was $20 Hack Sew Frases. 
As we told you 5b. \& used this method and 60icd 540 
frames in about three weeks. Since we have mailed 


fe quote ehat 5. &. toicd us - 


1 have carried one of the above wit: t the frames out Calvin Pyle called this sorning and 

secured orders for 30 by y showing it. said he had used the frame sample for three hours 

the salesmen and sold jl. 

We have checked the orders today and Calvin sold 
twelve to one customer, six to another, six to 
another and seven to another which we think is 
very good work. I1 hope you will have es such 

success with your sample as Pyle has had. Please 


try and see what you can do. 




















DIVIDING UP ASSIGNMENTS keeps salesmen from COMPETITION AMONG SALESMEN 
being overloaded with men n slow mover 1emo f tter after t : 
frames was 


in accomplish 


ilwavs work, of 
good number O 


Classification 22 has 
stock list, comprising 
of paper of 14 typewrit 
Keeping Salesmen Informed n lines each partial stock lists of this classifica 
Id be d over the course of two or 

listribut 


cis 


when a classification com- 
17 


will probably be distributed 
ym the sales 
and supplying ict information r. Bolding If « 


tock lict 


] ' m+ 
salesmen got swamped 
stock lists showing a number 


w most of them in the waste 
on-hand of each in a product category where lame them 
have been moving slowh 
generally contain from five to 30 items. They never 
yer an entire “product classifi he com 
pany terms its major groups of related iten ding makes a regular practice of farming 
3. Regular stock lists worked up during the annual out low-moving line to one or two salesmen and. 
inventory checking period and covering an entire ir results are good, sending the rest of the sales 
product classification. Those classifications needing fF ; mo on their performance. This was done 
extra attention are distributed to salesmen y wit) ttain line of hack saw frames. One 
4. “Special stock” reports compiled monthly to k samples out for three weeks and sold 
show end-of-month stock balance, sales and purchas« 6 I Iding ther uiled h sal sample 
f inventory held for specific customer: se al r witl men re end of the next week 


nt » th 


e salesmen concerned with the he 1 ible report that another salesman had 


[hey are considered important because spe 
is fertile ground for inventory trouble und the competitive spirit is just as much 
Stock lists and memos are seldom sent to il live ng our lesmen in the case of slow movers 
men at one time Rather, Mr. Bolding alternates nv other line Mr. Bolding observes 
assignments on slow movers. A memo on cif “There’s nothing like a sample to sell a product,” 
product will be sent to one or more salesmen onc savs Paul Underwood, Pidgeon-Thomas salesman, 
month; another group gets it the following month vho has helped put a number of slow-movers in the 
“Partial” stock lists are for a purpose: part of the running merely by taking the item along on calls. 
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i ed dri 
find. Mr. Underwood shows one to W. J. Riley ‘e8 
t of Memphis Machir . 


} ALERT WAREHOUSE STAFI 
SAMPLES ARE VITAL in pulling up neglected product rim 


where another 


view, he savs he still 


r ] + 


mover. “It’s good technique 

our hand while vou're talking 
This incites curiosity and 

1 salesman needs badly whe 


n ind wWwecn 


anf 
vhat has hap] 
Has made 
nen s hands. Or 
| been sC 
rage mont 


shed monthh 


The $25 Pipe Wrench 


What VI 


Alert Warehouse Staff 


’ 
nouse management anc sales n 


es 
selvy on the slow mover problem. A. P. Clem 
irehouse manager, and Luther Guest, his assist 

> > ] 7 y 1 ] c 7 , . 

he initiative in compiling stock lists for sales vrenches 


on. Each time thev write up a pur Mr. Guest 
| 


m they check over the entire product 


lassification to which it applies on the perpetual 
nventory cards, to spot slow-moving items. If sever i 
items in a classification appear to be dragging, they 
make up a partial stock list covering both the slow 
items and those closely related. Occasionally the 
send the sales manager a memo on a specific item 


7 
Chev also initiate the rotation of sales assignments 
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Four Ways 
To Streamline 
Order Process 


Louisville distributor DOING THE JOB HE EASIEST W ‘1 
ror lodd Yor ( | 


proves even the small-to- 
average-sized firm can 
systematize work to cut 


costs. 


Do the job 
the easiest way 


Double up 
on functions 


Keep 
equipment 
handy 


Stick 


to routines 


KEEPING EQUIPMENT HANDY 

3 Mr. Mooney s desk q t 
® intercom, adding ma 

tomers. Idea is t 


gadgets within elbow 
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ANOTHER DUAL ROLI 
? DOUBLING UP ON FUNCTIONS t for \l t 
3 : ‘ 


i ial ina 


Mr.G 


\I 


Should Size Make a Difference? 


nachine 
be produc« 


ICOMCTS | 


— 


4 STICKING TO ROUTINES is 1 
t t tor s t managen 
e —_ . ‘ tua ’ 
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In reading publications like 
Industrial Distribution,* 
Business Week, Fortune and 
Harvard Business Review, R. 
C. Neal executives were im- 
pressed by the emphasis on 
delegating authority. 
Seeking a more efficient way 
to manage their operation, 
which includes three 
branches, they decided to 
apply what they read to 
their problem. 

Conclusion: For branch and 
main office distributor opera- 
tions, efficiency can be im- MORE OPPORTUNITIES FOR PLANNING at 
proved with a system that 


recognizes . . 


The Importance of Delegating Authority 


N THE PAST, executives at R. ¢ thev were more paper work-minded itions [INDUSTRIAL DiIsTRIBUTION, 
Neal Company, Inc., Buffalo han sales-minded. Len Thorn, o Business Week, Fortune and Har 
spent a great deal of time and mone‘ sales manager, and I spent a consid ard Business Review, Mr. Thorn 


isiting three branches in an effort erable portion of our time giving and Mr. \ oorhees were in the habit 


to supervise personally the entire _ persot 11 attention to these branch ‘f calling pertinent articles to each 


I 
] 


operation of their firm. “We had and thev suffered from a lack of othe ittention During thei 


7, + Y = | y 
office managers in these branches, iuthority in our absence. A hev remarked, as Mr: 


idvises President David B. Voor- percentage of our business is in th horn puts it, “about the raft of 


? 


hees, “but they had no authority air and hydraulic field; this suffere rticles stressing the importance of 
over branch salesmen; naturally too, from lack of a manager with at lelegating authoritv. This repeated 
thority to direct the opezation. W<¢ mphasis bv leading authorities 

oncluded steps had to be taken t ime at just the time when we were 

rae Dene eee the ADO remedy these situations.” dissatished with our set-up. Why. 
proper SenGanes F Sumere Both avid readers of such publi- we reasoned, might not our situation 
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putting these ideas Branch managers also have acc« 


to top management for advice, con 


sultation 


nal rd 
result of this decision ind approval of major de 


For 


alls report 


ind hydraulic business isons 
Air & 
i managc!l 


] 7 
CxamMpic salesmen § 
up as a separate 


n exceptional, specia 
Division with 


situ warded to Buffalo 
for comment. In the past, however 
Mr. Thorn and Mr. Voorhees had 
ill sale 
Voor 


mana 


itions are fo! 


complete authority 


as though it 


to 
welc 
slow 


to through 


\s Nir 
} 


branch 


T smens fe 
t } 
t hees contend 


hould know 
than 


The 
the local situation 
Buffalo, he 


- 
t potential ita 


New Set-Up 


ger 
b 
LA 


we 
office 
three branches 


d of managers do in 


f the 


given 


; “ee 
lagers are now respons! whether h § Salesman shoul ¢ 
entire branch operatiot ting 


more or less time with 


inagers have authorit 


t | 
ect iccounts and customers 


The ne 
Hire and fire salesmen 


Handle all personnel mat- 
ters 


O. k expense accounts 


Nlake inventory decisions 


Delegate authority 
branch 


within 

organization 
Benefits 

Set up and Everyone 


revise terri- 


tories 


Acco to Ni 
Select new lines 
[rain all personnel 


Handk 


ing 


all local advertis 


lL ake 
ports 


action on all call re- 


Establish 


quotas 


their salesmen 


upervision of the 


es points out 
, 


rhe 
Y Sdies 


Nii Voo 
nthl 


HCY imaiys 


liesmen, Customer an 


line, we have our hinge! 
lh, 


cn s urrent posiftiol 
| 
nave MOre 


time to stud 


these analvses and take prompt tion 
hen a weak spot revealed mean 
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Tenth Annual Survey 
Of Business Plans 
For New Equipment 


And Plants Points to... 








PLANS FOR CAPITAL SPENDING 


(Millions of Dollars) 


1956 1957 


Planned 


Plans 
1960 


1956-1957 Preliminary 
Percent Change 1958 1959 





INDUSTRY Actual* 


All Manufacturing $12,787 


Petroleum Industry 5,531 


Mining 
Railroads 


Other Transportation 

& Communication 4,229 
Flectric & Gas Utilities! 895 
Commercial 8,236 


ALL BUSINESS? 36,641 


$1L,512 


6,166 


ous $12,390 $11,057 $10,601 


ll 6,421 6,276 6,082 
*7 372 353 299 


1,188 


5,060 5,590 


5,880 5,238 
8,065 7,178 


38,397 35,922 


*U,S, Department of Commerce, Securities and Exchange Commission, McOrew-Hill 


Department of Economics. 


l. Gas Utilities based on survey by American Ges Association, for 1957-60. 


2, Petroleum refining, included under both manufacturing and petroleum industry, 


counted only once in the total. 








Four Years of High Level Spending 


By The McGraw-Hill Department of Economics 


B SINESS PLANS TO MAINTAIN a VCT\ 


high level of capital expenditures 
during the next four years. And busi 
ness also plans a great increase in 
research expenditures and in the in 
troduction of new products and proc 
esses. These are the most important 
findings of the 10th annual survey of 
Business’ Plans for New Plants and 
Equipment, conducted by the Mc 
Graw-Hill Department of Econom 
ics, during March and April. In a 
few industries, plans for 1958 show a 
sharp decline. But overall plans are 
the 
see table 


close to 1957 and well above 
level in any previous yeat 
at top of page 

For 1957, 


business now plans to spend 12% 


this survey shows that 
more than in 1956. Evidently there 
has been no weakening in plans 
for 1957, despite continuing tight 
money and narrow profit margins 
Plans in manufacturing are about 
the same for 1957 as they were last 
fall. However, the plans of all com 
panies are subject to change and it 
must be remembered, the McGraw 
Hill survey is not a forecast; it is a 
report of what companies now plan 
to spend on new plants and equip 
ment 


The average level of spending al 


132 


ready planned for 1958-1960 is clos¢ 
to the actual 1956 level of spending 
Ihe steel and nonferrous metals 
table at 
still in 
of very large expansion programs 


Expenditures are scheduled to reach 


this 42% 
66°%e° for nmonferrou 


top of oppo 
; 


the mids 


industries (see 


+ 


site page are 


1 new high vear— up 


for steel and 
metals—with a sizable drop in | 
is the present stage of expansio1 
completed. However, plans ren 
relatively high by comparison 


previous vears 


Plans in Metalworking 


Among the metalworking indus 


tries, transportation equipment 


which includes aircraft manufactur 


shows the biggest gain in 195 


ing 
with plans up 56°,—and continuing 
near the same level in 19558. The ma 
chinery industry ontinuc 


outlavs of close to $1 billion, for its 


plans to 


own new plant and equipment, right 
through 1960 


level as in 1956 and 1957 


[his is about the same 
I he elec 
trical machinery industry plans t 
, level 


boost 


1957 
then 


raise expenditures 18°; in 
out in 1958-59 and 
spending again in 1960. 

On the other hand, plans for capi 
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tal expenditures in the automobile 
ndustry show a very sharp drop in 


1957 (off 29°.), and drop again in 
1958 to less than half the 1956 level. 


Auto 


1958 no changes in spending either 


companies report that after 


wav have vet been decided on 


Four manufacturing industries 


plan to spend over $1 billion for 


I 
new plant and equipment in 1957: 
steel, machinery, autos, and chemi 
als. But only two —steel and chemi 
als—plan to top $1 billion in 1958 
or 1959. ‘The chemical industry has 
the largest plans of any single indus 
try for each of the vears reported 

lose to $2 billion for four vears in 


1iTOW 


Non-Manufacturing Industries 
l‘he overall strength in long-range 


ns fo1 
] 


capital expenditures de 


irgely from the non-manufac 


StT1es sec tadic 


, " " ] , 
I pposite page Planned 


i crude o 
1On show 
through 


\ harp 


rease in 
expected for the oil transportation 


spending s 


division, as new tankers are delivered 


in 1957—and more of them in 1958 








and 1959. Refinery and marketing 
expenditures are scheduled to hold 
In total, the oil industry will 


fol 


steady 


spend over $6 billion each year 
the next tour 


Ihe 


VCalrs 


mining industries show an 


l-down pattern in plans for 
but 
relatively small part of the non-man 
ufacturing 


pla rise in 195 


) ] 
nad later ve reniain a 


iTS, 


total. Railroads likewise 


1] . 
ind iess spend 


ing in later But fluctuations in 


railroad spending seem to be getting 


smaller. 1 


for $1.1 to 


lis survey indicates plans 
$1.4 billion of spending 
in all the vears reported 

\ sharp rise in expected deliveries 
of merchant ships and jet airlines 
boosts the spending plans of “other 
transportation” companies—not only 
in 1957, but in each of the succeed 
‘his accounts for the rise 
“other 


ing vears 


in total spending plans of the 
transportation and communications’ 


group, although trucking firms ex 


pect some decline and communica 


tions ompanies foresee relatively 


sat] 
} ! 


ivs 


Utilities Plan 22% Increase 


tric and gas utilities plan 


| he elec 
&=& pr 
7 ] 
CCUS 
n high 
1 ] 


perod 


ans of gas utilities show 


nd, but past experience 


] 
pians 


11lICS 


which in 
ge chain 
banks ind 


total 


ibout the same 


yartment stores, 
OMMpanies plan i 

1957 
Kor 


dropping oft 


future vears, plans 


show a sharp [his ap 
parently reflects the difhiculty of ob 
taining mortgage money commit 
ments for commercial construction 

Ihe main difference between the 
results of McGraw-Hill survey and 
the survey recently published by the 


Department of Commerce and Se 


CONTINUED ON PAGE 292 








. SPENDING PLANS OF MANUFACTURING COMPANIES 


Millions of Dollars 


1957 1956-19 


i Preliminary 
Planned 3 


Iron and Stee! $1,897 
Nonferrous Metals 

Machinery 

Electrical Machinery 

Parte 


Autos, Trucks & 


Transportation Equi 
(aircraft, shipe, R. 
eqpt.) 

Other Metalworking 

, Chemicals 
Paper & Pulp 

Rubber 

Stone, Clay & Glass 

Petroleum Refining 


Food & Beverages 


Food 
Beverages 


Textiles 
Misc, Manufacturing 


oe 
14,542 


ALL MANUFACTURING 


#U.S 


1,5. Department of Commerce, S:.curities and Exchange Commission, McGraw-Hill 
Department of Econc-"’ :s,. 


CAPITAL SPFNDING PLANS OF NONMANUFACTUR INO 


Millions of Dollars 


Preliminary 
755 1959 


1956 C7 1956-1957 
Actual* Planned Percent Change 


$< t 


Petroleum Industry %,53 16 +11 
Prod aes = 

? i js 

Transportation“ 
Refining 
Marketing 


ther 
Mining 


Soal 

Iron Ore 
Nonferrous 
Nonmetallic4 


Railroads 


her Transportation 
& Communication 
Flectric & Gas Utilities> 1,895 


ymme rcial 8,236 


NONMANTIFA C71TR INGO 23,85k 26,007 


#U. Department of Commerce, Securities and Exchange Commission, McOraw-Hill 


Department of Economics. 


1. Does not include bonus peyments for leases. 


2. Includes oil pipelines; does not include gas pipelines, included under gas utilities. 


3. Excludes taconite. 

lk. Excludes maining by manufacturing companies, 

S. Gas utilities based on survey by American Gas Association. 
4. Wonmanufacturing total excludes petroleum refining. 


Plans 
96 


Plans 
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Milwaukee, 


thly sales per 


ile 


“Salesmen: Plan Your Calls to Increase Sales” 


That’s the advice of a Milwaukee sales manager who 


believes he has a major responsibility to his sales force 
By Dennis Orphan, Associate Editor, Chicago 


rT Wetcu, sales manager of the A-C Supply Co., 
Milwaukee, devised a series of planning reports and 
call reports that help his salesmen do their job bettei 1S¢ utilizing th 
ind more efficiently by scheduling all calls in advance Ir men 1 la the tim 
and by planning each call ahead of time 
Mr. Welch says, “A few years back, we discovered 
we did not have any sensible way to check sales in 


reference to the calls a salesman made to get 


mes 


\ weeki' 


Cdl 
ile. On that basis, we established a planning 
port and call report system that has worked out 
essfully for us. Here is how it works 
We asked each salesman to tell us how 
thought he should call upon each of his 
t surprised us to find out that the salesman 


. : 
ibout twice as many calls as we anticipated 


Te?! rt . 
rCpotTt \d 
i 


Then we sat down with each salesman and ekh ll report Each 


Fridav, the salesma 
planned a quarterly program We made out a1 


tinerarv, which 
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EVERY QUARTER make out plannit 


fut " H S rd mplet 


city to be visited, name of the company to be called 
on, persons to be contacted, and subject to be cov 
ered. At the end of the week. after the calls are 
made, the call report is completed to include the 
above information and any other pertinent informa 
tion concerning the customer 

] 
i 


lo round out our program,” Mr. Welch. said, 


We started a record book which included all of ow 
lines by code number. At the end of each month w« 


filled in the total sales each salesman had in each line 
for each customer for the entire month 

“We circled the lines that indicated potential sales 
for each customer. For example, for a wood-working 
plant we would circle the lines that suited their type 
of business. We would certainly exclude metal-work 
ing tools for them. This way, a salesman would bc 
reminded of what each customer could use. This idea 
incidentally, is invaluable when you put a new man 
on the route 

At the end of each month, Mr. Welch goes over 
each salesmans’ record book with the president and 
they review each figure with previous months. Then 
the reports are filed for further reference. ‘The sales 
man always has access to the record books 

“One thing we checked with our salesmen was 
the definition of a call,” Mr. Welch continued. “It 
is one thing to drop in on a customer and leave a card 


hboard operator, and it is ancther thing 


with the swit 
to talk to someone, or a group of persons, concerning 
1 product or a service. I don't believe the first one is 
1 call and impressed this fact on our salesman 
“Incidentally, in salesmen, I believe you can tell 
the difference between an ‘old pro’ and a beginner 
just by checking the call reports. The experienced 
salesman will try to see several persons on each call 


mavbe irchasing agent, an engineer, and one o1 


END OF WEEK 
‘ ¢ with Art 


FINAL REVIEW 


\\ 
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PRODUCTS idapt ible t 1utomat prod iction kevnot KNOW-HOW 
les program of Automation Equipment Division, M. 1 1\ nas H 
(0 tt ¢ Nashville NI | (,ossett pres ient d mot t if 


th 


re | 


What It Takes To Be An Automation Expert 


Tennessee distributor changes supply division name to 


Automation Equipment Division and looks to the future 


WIDE RANGE of potential is found in som« plants. Her ELI 
Mr. Mvers gets briefing on Colonial Baking’s timing relays br 
Plant also buys sheaves, couplings, solenoid valves, starters also automati Labor 


“CTRONICS nvolved in the counting operation for 
ead aves. Panning, baking depanning and wrapping ar 


, 
urred within past 
various other controls few 
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SERVIC! legree on repair stock, insid POTENTIAI 


\\ 


UTOMATION EOuIPMENT D)vISION 1s nam¢ 
A in iShville, Tenn.—but not a new organization 


Resolved to capitalize on the word “automation 
keep up with the times, M. ‘T. Gossett, president if 
M. 7 ,ossett Co., savs he changed the name of 
his 1]-vear-old Industrial Supply Division to Auto 
mation Equipment Division of M. T. Gossett Co 
because “it describes what our products have been do 
ing for industrv right along 

Ihe Gossett Industnal Supply Division was organ 
ized to specialize in power transmission, materials 
handling and electrical control equipment, with sev 
eral additional miscellaneous lines. Another division 
sells refrigeration and air conditioning equipment 

Ihe former Industrial Division's products, person 
nel and headquarters have not been changed—only 
letterheads, signs and the general approach in selling 
its services to industry. “Even though we don’t have 
many fully automated plants around here,” says DIFFERENT ADAPTATION 
Mr. Gossett, “that’s the trend, here as everywhere Sante ob Chien Ciatiee & 
If you define automation in its basic terms—the evolu explains toy arrow shaping ma 


tion of mechanical processes toward more automatic ErUws & 8 


ot 


in¢ 


] te 


Mr 
Ly 


operation—then we can properly be called specialists \NOTHER SPECIAL MACHINE 


in it. Putting the word nght in our name, we have that produces 944 pencils a 


hy nor tr rec 1 
still more incentive to sell customers on using ow fully aute mated,” it requit 
variable speed drive 


products to automate.” 

He believes making good on this premise will re 
quire stricter adherence to what he considers the four 
principles of a specialized distributor's operation 
complete product line, greater development of know 
how, service, and ability to find potential applications 


among customers 


|. Products 


Products now handled by Automation Equipment 
Division include, among other things, gears, V-belts, 


CONTINUED ON PAGE 286 


; 





STEEL YARD AND BULK STORI 


Sed \ t of | 


Australian Distributor Likes U.S. Methods 


Second trip in five years gives visitor from “down under” some 
ideas on new supply building and chance to check on other operations 


BIG AS TEXAS N th Wa 
|. Black d&S§ Map of the Unit 


NEW GUINEA 


s. 


Pad 
acm eC 
Dean 


DARWIN 


NORTHERN rowusetue 
. 
TEVA GRY 


a 
> ENS. ANDO 





WESTERN AUSTRALIA 


AUSTRALIA 





-_ 
ADELAIDE 


| 


VICTCR&IA 


MELBOURNE 


TASMANIA 


HOBART 





By Jock Wertis 


nior Associate Editor 





FFERENCES Exist betwec 


industrial distril 


iC 


Don Blackwood, managing director 
und chairman of J. Blackwood & 
Son, Ltd., is shown in Industrial 
Distribution’s New York office after 
tour of the United States 


\l 
Knows Both Sides 
Blackwood qualifi 


] be 
n industrial dis 


in Australia a1 








nd has 


istrial accounts 





ilification is the fa 
ompleted his 
S. distributor 
ears. The latest tour 
to distributors in I 
Francisco, Seattle, 
St. Paul, Chicago, 
Pittsburgh, Rich ickwood on . S. tour Studied Supply Operations 
City, Hartfor 
ge and Montreal \I B 
something fron 


Mr. Blackwos 


Study is the Word 


tudy’ in the abo 
used advisedly, since 

n why Mr. Black 
1 trips to the Unite 


his initial trip, he mad« 


} 
} 
ot] 


teel warehouse buildings 


1 operations because his firm was 


ng t nstruct a new stet 
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Australian putrmeter Likes U.S. Methods (Cont’ d. ) 


equipped with modern facilities 


the present 
ters 
S 


employ 


] 
trucks 


Catalogs are a problem with us. . . .” 


design and op 


lot about building 
eration theories of U 


S. distributor 
He was impressed with dual- o1 
rather than 
the strictly horizontal one-floor type 
He thinks too 
much merchandise 
The 


two 


triple-floor operation, 


there is altogether 
pushing” 
around on a one-floor level 
company plans to build on a 


street level and he favors a base 
ment and first-floor operation with 
a possibility of offices on a third 


floor 


Didn‘t Miss A Thing 


“The willingness to exchange in 
Mr. Blackwood said, “‘is 
characteristics of the 
that I like 
most. Everyone I talked to was more 


formation,” 
the 
distributor 


one of 
American 
than willing to tell me anything | 
to know. If | 
thing about knowing what was being 


wanted said some 
explained to me, my host would im 
mediately go on to something else 
Nothing was held back.” 
The similarities of ] 
& Son 
U. § 


in a description of the firm, its ter 


Blackwood 


operations with those of 


distributors is very apparent 
ritory and its operations. ‘The com 
pany has two buildings, each approx 
imately 25,000 sq. ft., in Svdney, 


140 


New South Wale Its 1 
| to New South Wal 


rtises itself 


irm adve¢ 
ind Suppliers | 


fabr 


; 


represel 


1] 
small pol tion of the compa 


ime of business, of wh 


used the same 


\ tran is schedule 


rs irtments froi 
weeks to several 
g on the complexity 
selling 


oducts, the nature of 


uired for products and the need f 


de salesmen. Sales meeting 
everv two weeks 
lhe 
t 


uct knowledge and applicati 


1.11) emphasis 


+ 


Suppliers are beginning to 


more tactor\ representati 


ynducting sales and train 


“We towards two-level 


tions.” 


lean opera- 


in industrial supplies and 2 
metals. Mr. Blackwood is a grand 


son of the founder and has an eng 


. 


neering background. The mpan 
is 79 vears old 
lhe firm, which employs || 

ple, is organized into nine prod 

departments and two servic 

The product departments includ 

Non-ferrous Steel, 0O 

Pipe and fittings, Packi 
General, Bl 


metals, 


Valves, 
1 k 


and _ transmission, 


Bolt & Nut, 


ice units are Despatch Department 


Screws. The two ser 


corresponding to shipping depart 


ment here) and Order Department ‘I got ideas on use of display space.”’ 
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months, 


f the 


Ni 


st wholeheartedly 


ns, a trend tha Blackwood 
iIpproves 
lhe ger sales manager is also 


promotion and 


I 
idvertising he firm is 


esponsib sales 
equipped 
vith dire equipment, address 
machines and selective mailing 


ng 


' ‘ 
Hsts Dasec gC ind po 
I 
he manufac 
t iterature 


] 
malling 


1 major project since 

material, such as 
opy, must be assembled 
by the distributor and he must also 
do his own layout and listing. Black 
wood is putting a new catalog out 
this vear 

One sales aid which has not been 
extensively exploited by the com 
pany has been display. During his 
trip through the U. S. Mr. Black 
wood was impressed with the effec 
tiveness of display space for tools 
Although Blackwood’s 
“across-the-counter” trade is ver 


small. Mr. Blackwood thinks it can 


be improved by the addition of dis 


and supplies 


play space without much cost, be 
cause of the amount of pick-up go 
ing on. ‘This will give salesmen a 
three-dimension catalog to show par 
ticular items to customers and Mr 
Blackwood is planning on provid 
ing display space in the new build 
ing. The site of this building is in 
an industrial area, close to major 


customers 


Departmentalized 


department is 
who is re- 


Each 
headed by a 
sponsible for not only sales but 


product 
manager 


purchasing and inventory control as 


well. All 14 salesmen sell the prod 
Salesmen 


LOO 


ucts of all departments 
handle, on an average, ustom 


ers each but the range 


depending on concentration of 
tomers and plants. A telephons 
det ro! the produ 
lepartment handled 
partment as well as 


Where an 


includes products 


trade 
partments t 
rour te lephone 


in the 


“T learned something from everyone I 
rr 


made a 


Mr. Blackwood 


special point of inquiring about the 


phone 


volume of mail and telephone orders 
that the 
about the same as for his company's 


and learned ratios were 
It confirmed his opinion that sales 
men should spend their effective 
selling time selling and not writing 


out orders 


Order Handling Studied 


Mr. Blackwood also studied the 


routines followed by distributors 
here from the receipt of the order 
to the shipment of the merchandise 
and said that he had picked up many 
ideas which may be incorporated in 
his company’s methods. Considering 
the fact that his firm 
shipping merchandise to the cus- 
tomer within 24 hours of the re 


ceipt of the order, his observations 


already is 
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Nothing was held back 


crators 


These a1 


rders for 


mid 


in their imme 


mMmcommon 


either 


Use Il-Part Form 


In the Blackwood firm, an ordet 


typed on an I1-part form which 
includes space for typing shipping 
Each 


coded by product department 


two-fold 


extension 1S 
Ih 


purpt SC 


labels, et line 
coding serves a 
1. it is used to route carbon copies 
of the order to the various depart 
ment stock areas in the warehous¢ 
for order-picking; 2. it is used for 
sales analvsis breakdowns 

As mentioned before, carbon cop 
ies of the order are routed to each 
department's stock area for order 
picking. One copy is sent to the 
Despatch Department where all 
parts of the order from the various 
product sections are married into 
one shipment. Fourteen trucks de 
liver in the metropolitan area and, as 
Blackwood has to 


and 


in this country, 


meet competition for wider 
wider delivery 


Although it was Mr. Blackwood’s 
CONTINUED ON PAGE 300 








SALESMEN at the R 
f i 


here's a plus factor 


in sales-service ... 


Technical 


Training 


For 
Supply 


Salesmen 





By Richard M. Chewning 


Vice President—Manager Industrial Sales 
The Republic Supply Company of California 


AY SALES EXECUTIVE will agree ment emplovee 
hat a fundamental means of in- der Departmen 
reasing sales is to make i v fo tain kev executi 


vevertheless, mn one divisio1 


the customer to buy; 1 
we have, in the industrial supply dis [he response to the prop 


tribution field, a whole class of im 


purchasing enthusiasm for 


i 


100% 


acceptance and 


‘ 


the 


; 
¢ 


portant customers 
ents—complaining that many sup Thirty-four men 
ply salesmen make buving harde Finding a sour 
than it should be. How? By not be tion, however, pr 


thing of a problem at the 


hnments a 
ohs 
ng properly equipped to discuss the 
end uses of the merchandise they Obviously, the course 
sell, particularly tools and instru be taken outside of 


ments would have to be designed 


special needs of Republi 
Take Remedial Action sales activities; and finail 
have to be specifically relat 
Such a compla nt coming parti ular pr 
group which accounts for l pany was distri 
] or a ilable busi it illed ror tl 
matter and, wher- machine shop 


is justified group of men 
for remedial competent 

: ] ’ } 
management n t ( well-planned c« 
1 rather large 


Republic Supply Compan: 


fornia, we have taken it as a g 
opportunity not only to pla eC Oul Source of Instruction 
men above such criticism, but to 


fer a plus factor of service which A survev of the 
will build prestige for the firn field indicated tha 


such courses 


Salesmen “Do It Themselves” pic reasoi 


1ouse had app 
In the fall of 195 fore, we such instructi 


decided 1 trades train 
Viliing to hand 


A 
t 
sign such a cour 


1Op Schools oT Lo 


rl rore COMMISS 


nd n tool nd supplies gram which, according 


which make up several the lines ment, would be sufhicier 
distributed bv tl irm to western students a thorough 


industrv. We assumed that thi the operation of standard 
Me 


ould be done by giving our person tools and machine-shop practi 


" ] T17 y —- 7 
nel the experience of using the proc with blueprint-reading, and the 
ts we sell unde mations en is well as pra tical experien € 
ountered by our customers uses of cutting tools, accessories 


’ 
lhe first question was, of course shop SUpPPLIC distribu 


} ] } 
tc t 


vho should be invited to enroll ompan\ 
Discussion finally 
twontld b r( for the sales SeT\ D t il f th € 

nd DC € C etaiis o e ourse 


t 


term ] that 


dete ICC 


ice as a whole, if, in addition to regu 


lar salesmen, the invitation were to | 


; +! 


extended to Purchasing Depart- ment’s approach 


Lectures and demonstrations follow 





Technical Training for Supply Salesmen (Cont’d.) 


PERSONNEL fr 


15-week special 


third evening, the students 


he 
listened to a 
demonstration of micrometer 
ing and blueprint reading, w hich was 


lecture and saw a 


read 


supplemented by a motion-picture 
film on the uses of the micrometer 


and other measuring instruments 


Ready for Actual Practice 


In the which followed, 
lectures and demonstrations famil 
iarized the with the 
hacksaws, beltsanders, 
grinders, tool bit grinding, tool and 


twist drills and 


session 
men uses of 
bandsaws, 


cutter grinding, 
other tools, until the students were 
ready for demonstration and actual 
practice in the uses of these tools on 
engine lathes. 

By the tenth session, which in 
volved a review of the entire course 
up to that point, the men were ade 
quately prepared to get the full bene 
fit of a lecture and demonstration 
of the uses of shapers and turret 
lathes and milling machines. They 
were shown graphically the opera- 
tion of these machine tools, includ- 
ing methods of setup, speeds, feeds, 
coolants, etc. 

The last five sessions of the course 
were devoted to actual operation of 
the machine tools mentioned above. 


144 


+ Hy 


: ] 1 Gara: 
machines, diteren 


On these 
of cutting tools were demonstrate: 
hese included key 


in actual use 


forming, angle and gear cut 
ters: end mills, Woodruff Kev-seat 


cutters, slitting saws, hobbing cut 


Way, 


ters, ark ts and similar tool 
(CTS, ATDOTS, Spacers and Similiar tTOo!ts 


All of these are items of standard 
merchandise distributed by The Re 
public Supply Company of Cali 
fornia, and products which they 
would be called 


customers in 


upon to discuss 


the process of 


with 
selling. 

I'he course concluded with a gen 
eral review and a question-and 
answer period to round out any por 
the might 


need further discussion. 


tions of course which 


Reaction of Personnel 


One of the most rewarding and 
somewhat unexpected results of this 
training was the reaction of the 
students from a standpoint of com 
pany morale. Almost to a man they 
obtained a new insight into the 
meaning of service to the customers, 
and a new interest in the merchan 
dise they were handling. Several of 
the salesmen have stated that the 
technical knowledge acquired in this 
course has given them added confi 
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ibility to consult 


on thei 


: 
is helping 


needs ind 


to build 


tionship with buvers on 


1 common interest. Far 


ym looking upon the time spent as 
luty to the company. they all 


5 
found that it was a rewarding recre 


itional activitv, as well as an edu 


cational one, and a good many of 


indicated that thev will 


them have 
take supplementary courses on theit 
own initiative to equip themselves 
further to and, of 


render service, 


ourse, increase their sales 


Management Comment 


One who took the 


course commented, “In my opinion, 


executive 


this special training is a manage 
ment practice which not only helps 
us to do a better job of industrial 
distribution, but it 
side effects in the 
tions field. As a member of the group 


has_ beneficial 


industrial rela 
taking the course, I became aware 
that it was a vehicle which helped to 
draw the men closer together in the 
cooperative spirit which a common 
interest or skill always fosters.” 
he primary purpose of this train- 
ing, as indicated at the beginning, 
CONTINUED ON PAGE 284 








Punched Cards—Old Tool, New Use 


HERES REALLY NOTHING TERRIBLY NEW about to most businessmen until after World War II, when 
Manished cask suddenly everyone became aware of an upsurge 
Back before the French Revolution, an inventor office operatin osts. Overnight, the simplest cle 
was using them to control the operation of a loom cal jobs cost too much. Qualified help was hard to 

weaving figured fabrics; 50 years later, an English find ape! was at a premium 
mathematician came up with an “analytical engine” It was ther office revolution got under way 
using punched cards; in 1880 the U. S. Census Bureau ['raditional ideas were thrown out, and new methods 
installed punched card equipment to analyze and and equipment moved in. And it was then some 
tabulate census data one remembered | hed cards, and terms like “in 
\fter that, punched cards were on theit way. Wher tegrated di: processing” and “common language” 
ever business or government encountered unmanage began to be rhe old statistical tool, punched 
able masses of facts and figures, they turned the huge cards, was put to a new use—handling tedious, repeti 


} 


task of recording and organizing and analyzing and tive, ial paperwork chores and feeding up-to-the 


} 


calculating over to punched cards lata to management 
However, up to only a few years ago, punched cards n the following pages is described how punched 
were still a statistical tool Ihe thought of using al \ ne to work for three industrial distribu 


them to take over ordinary office routine didn’t occur 


Terms to Know 


Calculating—computing of a result by multiplication, from 


division, addition, or subtraction. Factors to be cal Matchine 
culated may be read from each card, or series of ¢ — A 
emitted by a device within a machine, omee . 
oped by the accumulation of a series of = ragliag 


One or several results are punched in eac 
? 


a “trailer” card which follows a group of 

ing the factors Merging 
. : one set 
Card Punching—basic method of converting source . 
€ In the 
runction 


into an ist e of rd t i method 


than 


data into punched cards Ihe operator reads the 
source document and, by depressing keys of key 


punch, converts information into punched holes 


Duplicating—automatic punching of repetitive infor 
Reproducing 
mation from a master card into a group ot succeeding 
1] , from one set 
cards. ‘This is normally performed as part of card 
UL 
punching function on the key punch 
CaTd 
Gang Punching—automatic copying of punched in 
, Sorting 
formation from master card into one or more detail 
as sequen iccording to any classification pun 
cards that follow it Where information changes 
1 them ) group cards by invoice no., for example, 
from one group or deck of cards to the next, inter 
means sorting th nto invoice sequence 
spersed gang-punching methods may be used. A mas 


ter card precedes each group of detail cards. Informa Summary Punching—Automatic conversion _ int 


tion in the master card is automatically selected for punched-h form of information developed by the 


punching into all following detail cards until a new iccounting hine. Summary punching is used for 
master is read. Punching pattern then changes to two purposes v balance figures forward, or to 
conform with the new master. summarize data 


Interpreting—translation of punched holes into Verifying—checking accuracy of original key punching 
printed information on punched cards. Iphabetic or Operator depresses keys of verifier while reading from 
numerical information can be printed in many dif same source data, and machine automatically com 
ferent positions on the same card. Common data can pares key depressed with hole already punched in card. 


be repetitively printed on a group of detail cards Any discrepancy stops the machine. 
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Basic Order-Processing Cycle 


ORDER 








| 
| 








CONSTANT INFORMATION VARIABLE INFORMATION 

Customer's name Quantity of items ordered 
___ and address| | Customer's order no 

Item description Shipping and routing inst. 

Item price and cost Miscellaneous Charges 

Salesman selling account Freight charges etc. 























COMPUTATION | 








RESULTANT 
INFORMATION 

















INVOICE ‘ 
SALES ACCOUNTING 
ANALYSIS 


























And Here’s How It’s Worked on Cards — 


| ORDER 





CONSTANT: / | VARIABLE , | 
"', INFORMATION) » | | INFORMATION 


COMPUTATION | 


| RESULTANT =| 
L_INFORMATION _| 


|__ INVOICE 


es 
AT SUMMARY) TEM DETAIL 
| INFORMATION INFORMATION 1: 
SS N 


SALES ACCOUNTING 
ANALYSIS 
















































































The Punched Card Idea Is Logical 


HE ABOVE DIAGRAMS are not intended to oversim 
This the punched card method of order-processing 
But it is intended to reveal the logic fundamental to 
the punched card concept. ‘The logic is this: Infor 
mation that is constant to your business—names and 
sizes of items vou sell, and names of your customers 
can be stored in easilv-accessible form. Further, vari 
ible information—quantity of items ordered, freight 
charges, etc.—can be introduced in the same form 
ind manipulated with the constant information to 
produce invoices, statements, analyses, and accounting 


records 


Natural Breakdown 


If you will look at your own order-processing, you 
will find that it breaks naturally into the elements 
shown in the above diagrams. No matter what method 
you may have adopted, you are still manipulating 
constant and variable data together to produce result 
int data. To say that every sale is different and there 
fore cannot be handled by punched cards is no 
irgument at all. The distributor who has over 35( 
lines of billing a day has already set up a paperwork 


system that approaches (in more respects than he 


Are You “Integrated’’? 


} 


If you are such a distributo 
vorking towards 
ntegrated data pro 
vork where duplicated eff 
ind one step flows nat 
But without punch¢ 
av to this objective 
constant data to be 
times during order-processi 
int data is often not 
the analyses o1 
essential ft management 
Although the term 
associated most often w 
it has also a very direct m 
business—putting origina 
can be quickly processed 
iccounting information 
Punched cards perform pt 


repeated copying of consta1 
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Basic Punched Card Installation 


TUB FILE OF CARDS — Constant in- 
formation (customer's name, item de- 
scription, etc.) is stored in advance in 
punched card form. There are several 
cards for each customer and item. 


KEY PUNCH (often “printing card 
punch”) is used to punch “variable” 
information (quantity of items or- 
dered, etc.) into cards. it will print 
punched dota along top edge of card. 


REPRODUCING PUNCH automati- 
cally transfers (or “gang punches") 
data from one card or set of cards to 
another. When connected with ac- 
counting machine, it punches card 
summarizing invoice. 


ACCOUNTING MACHINE writes out 
data punched in cards. Instructions to 
machine, telling it how to position 
and space printing, are punched in 
cards. Machine will add and subtract. 


it is stored in advance on item description and cus 
tomer name and address cards. Variable data is 
punched into detail cards from the original order, or 
source document In the course of manipulating 
these two kinds of data, it is true it must be wholly 
1 partially copied at certain stages, but this is done 
iutomatically and not manually The point to re 
member is that at this beginning step, the data is 
ilready in a form where it can be instantly used for 
statistical or accounting purposes. Because the cards 
can be sorted in any manner, there is no need to keep, 
so to speak, “two sets of books” for two widely dif 
ferent kinds of records. Processing data on punched 
irds is fully integrated from start to finish 

l'00, punched cards are often called a “common 
language.” ‘They can tell a number of machines what 
to do with the data punched in them—add, subtract, 
multiply, divide, compare, reproduce, select, list, et 
I'hey take the place of a human operator, for example, 


in actuating an accounting machine to write an in 


CALCULATING PUNCH adds, sub- 
tracts, multiplies, divides numerical 
data in card. Will also accumulate 
calculations and punch it into a 
“trailer” card, as in case of total tax 
on several items. 


SORTER will automatically arrange 
cards according to any classification 
| punched in them. It's used to separate 
out cards during order-processing, 
also to arrange them for statistical 


; 


analyses. 


COLLATOR merges cards in proper 
place with other cards. Will also check 
or “match” data in one set of cards 
against that in another set. 


INTERPRETER will print information 
punched into a card along top or end 
of card. Essential in identifying cards 
and checking correctness of data 


— 
the machine where to write alpha 


il information and totalling the 

ice. In one application discussed 
punched cards simultaneously instruct 
typewriter to write an invoice and a print 


produce other cards summarizing 


Profitable Punching 


Admittedly, punched cards cannot perform thesc 


wonders without 
basi IBM na 


for well over $1.60! 


omplex, expensive equipment \ 
hinery installation (see above) rents 
1 month, not including accessory 
equipment like tub files and card filing cabinets 
Nevertheless, each of the three distributors featured 
here has found his installation paying its way, and 
then some. Each is achieving a speed and accuracy 
in order-processing impossible with former methods 


and with fewer employees. Each is getting statistical 
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information which before was either troublesome or 


impossible to obtain 
More specifically, here’s how punched card order 
processing has benefited each of the three firms 
e Watkins, Inc., Wichita, Kans 


mistakes, better 


Substautial drop in 


looking invoices, much lower cost of 


office operation, exact data on cost of handling lines, 


pres¢ nt 


in “quadruple’ olume of order-processin® 


with onlv modest in 


rease in equipment and numb 
of emplovees 

® Mau-Sherwood Supply, Cleveland—Formerly, 136 
104 Akron, 


n warehouse operation, increased 


emplovees, now with a new branch in 


ippreciable saving 
turnover and inventories, 


balanced greater 


iccurac\ 
@ Harry P. Leu, Inc., Orlando, 
randa down + 


Fla 


valuable cost information readils 


Credit memo 


wailable, fewer employees to process paperwork 


Distributor Is Justified 
l'aking a broader Leon Watkins, 
] ; 


ce president of Watkins, Inc., savs this: “In helping 


view of benefits, 


keep our costs of tion down, 
ird installation wil help us 


We il} 
look to our 


yur punched 
justifv our position 


oft bus! 


margins 


} 


listribution no longer, as a class 


1icss, 


| he 


manufacturers for higher 


mntinued price growing 


creases 1S 


rs customers. ‘lo justify his exist 


service, therefore, the distributor 


} 


in faster turnover and 


ident of Harry P. Leu, In 


punched card svstem for 


We wanted to trv to 


quit¢ l 


combat 


ncreased get our invoices out faster and 


: : 
more accurat Realizing the increasing 
find 


well } ] 
phases of the di 


doing business must short 


vavs of hand ngd 


necessarv to get additional 


what the profitable lines 


most 


ntinue those which are unproft 


y los 7 ‘ 
manufacturer to get the line re 


Taking Inventory 


As the 
inventory control and purchasing on punched cards, 


\lau-Sherwoor ipply was 


of the three distributors handling 


P} aiming for a further objec 
tive. Savs Treasurer Donald R. Whyte: “We wanted 
stock on the 


popular items by more frequent ordering 


; 


reduce the amount carned in ver 


The ma 


speed, are able to verify ever 


because of thei | 


hines, 
1 week, and bring each up 
By this 


entoryv J! 


st K OnCC 


n proper buying quantities to the maximum 


overall im 


in reduce 
+, have t back orders, 


out of tock if 


method, we feel we 


to 25° ind turn out 


to hve 


mivel 


cast foul times 
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Basic Installation Processes Order 


TUB FILE 


(CONSTANT 








INFORMATION }) 


SORTER 


ACCOUNTING 
MACHINE 


REPRODUCING 
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(VARIABLE 
INFORMATION ) 


COLLATOR 


CALCULATING 
PUNCH 


PUNCH 


A 


rr 


INVOICE 


= 


A SUMMARY "| 
(“FORMATION | 





statistical analysis 


=m mimaek al TYT.? 
; | | 





rs 


PUNCHED CARD INSTALLATION consists 
~ for pI 


ind stomer cards and equipment 


Watkins Inc., Uses 


Watkins Inc., 


handles order-processing in two main cycles. The 
written 


warehouse work order,” which starts the shipment of 


HE PUNCHED CARD INSTALLATION OI 


- ] 
hrst cycle consists of preparing a machine 


the goods from the warehouse The same punched 
irds used in preparing this work order are then con 
ilculating steps 


the 


tinued through further punching and 
to complete the second cycle, the writing of 
nvoice 

['o speed the shipping of orders from the ware 
house, and also to make the fullest use of the punched 
ard equipment, orders are processed in 
are received through the mail, at the counter, 
and from salesmen. While this method can result 


in several invoices being written for one customer 


batches as 


they 


in a single day, it is vastly preferable to trying to 
accumulate orders to process at one time through the 
installation. All the invoices to the same customer 
are gathered and mailed together in one envelope at 
the end of a dav 

Watkins Inc., has 155 employees in three divisions 
warehouse (industrial supplies), bar rack or steel ware 
house, and steel fabricating. About two-thirds of the 
firm’s volume comes from industrial supplies, and it 
has 750 to 1,000 lines of billing a dav. 

The Watkins installation consist of two printing 
card punches, a collator, two electronic sorters, two 
“402” accounting machines, a reproducing punch, an 


ilphabetical interpreter, and a calculating punch. The 
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a Basic Installation 


ipervised by William C. Hinkle 
monthly equipment rental is $1,741 
Constant or sta g inf 
names and addresses—is pre 
“Item de 
t category 
Each item 


detail card 


rmatnion—names of prod 


uct items and customers 


punched into cards held in the tub files 


scription’ cards are filed by produ ink 


; 


subdivided into intermediate categories 


] ] } 
card is accompanied by a “commodit 
= 


on which a clerk writes the quantity of the ite1 


ordered, and also price and cost data copied from 
divider card (see illustration on next page 
the 


number. For each customer there are three or more 
and city and 


Customer cards are filed by customer's code 


cards—a name card, street address card, 


; 


state address card (there may be other cards for ship 


1 | 
ping addresses or plant locations 


These are the basi 


Now. ] ‘ Trac in order through 


rds with which order process 
ing begins. its first, 


, 
or warehouse work order, cycle t] 


Here are the succes 
e steps 

1. Incoming 
2 If order 


item descriptions 


der is given credit check 

1 customer's order, it is edited to make 
mnform to those used throughout 
punched card system. “Special” orders are separated 
from “stock Esti 
mated number of tags and labels is marked on every 


orders, and stock orders edited 


wal 
orTraer 


3. Addressograph: Customer’s accurate name and 


address and code number (conforming t punched 
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CONTROL POINT—Incoming orders are edited befor ACCURACY is ir 
t I n G ! s tem At later stages orders al th STOMET § 


I 

















CARDS 


Later th 


From Order to Warehouse Work Order 


—— 


| WAREHOUSE! 
WORK 
ORDER 





ACCOUNTING 
, CUSTOMER ," MACHINE 








Ai 





| |ADDRESSO| Ts ITEM’ mM of 
GRAPH | |\i7, "| PRICE® | 


a4 MISC. iW 
a tee 


/ iy 
EDITIN ) 
ee PUNCH 
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[INVENTORY WAREHOUSE 
| —ORDER FILLED 
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MISCELLANEOUS DATA (no. of in stomer’s “W 


rder n + 


AREHOUSE WORK 


ORDER” 
| r irt for 


i 
hame arc i 


re punched int 
rt } rene 


Preparing for the Invoicing Cycle 


PUNCH PUNCH ‘\. PUNCH 7 
IN IN NZ 











Quantity ordered| | Sales order no. Prepaid freight 

Milt eulen Cust. order no. p ' 
-e Shipping instr. — 

Unit cost Sales order date Freight 


Tox : + Data on 
applicable onal aned allowances 


a Caer hk Cree om DETAIL ' my vA ' MISC M4 MISC on 
'"* ITEM: : 1® CUSTOMER «4 |, i) pus oe td Pie . 
(* am = Ji Se : (: = nig ‘@ewue (<coMMaory | if a ‘DATA “ f 'CHARGES 









































CALCULATING Card now contains 


PUNCH ¥ = Gol] Cary OAR" | 
= md ( COMMODITY ..., extended price and 


cost for each item 











fo, Se S| 
it Sees DATA and!! | | These cards 


a a 1, CHARGES CARDS, passed through 
iw AX TRAILER calculating punch 
1 CARD, , a vit "ITEM CARD | al without any 


. e ° it trent ’ 
Tax applicable on various NAD Seeley calculation 


"CUSTOMER CARD ' 


eS. C670. € 84 


























items accumulated on one 
““trailer’’ card 
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punches mt 


nation: number of invoice 
de number, sales 
. date of order 
ictions 
set of cards applying to a1 
ransfer the information 
ill the other cards 


h the reproducing 


ids throug 
them After this, tl 


+] +} 
tl 


11} 1 OTC! 


together agai rted nd terms 
number, then fed to the accounting B. Ouantit 
Y 
riting the warehouse work order ordered), no 


At this point, customer cards are sorted out to be cancelled, «¢ 


reproduced for putting back in the tub files. When steel price and 


gathered together again, each set is fed to an alpha C. Amount 
betical interpreter which prints the sales order num surance, or freig] 
ich card. The sets are then filed in a “being Che additional 


CI drawet nto the miscel 


INDUSTRIAL DISTRIBUTION e JUNE 





the detail commodity card, and that under 
a new card, the “miscellaneous charges” card 


lhe cards are then sorted three wavs, so that finally 


they are arranged according to 


1. Sales order number (which automatically 


them according to customer 


2. Warehouse 
where th 
Item 

prop 


pel 


teel, industrial supplies, fabri 


s 


prod rou] are put through 
ml 
calculating punch, \ h extends the price and co 


calculation into the detail 
[he amount of the sales tax apply 


accumulated into a “trai 


on each 


CI card 


ter reverse calculation” to check correctness, 
INVOICE i ritten on acco machine which totals > MOV 


extended pri tal tax. Machine 
»} 


the accounting machine which 
I 


e. Each invoice has three copies 

b] 5 - } . - 
ib mnected ’ i I h ight) which au ; ee me ; : 
wee € | . cc t copy, file copy For customers 
matically punches I ard mw | 
entire order ne orginal, single-copy originals 
vachine beforehand, then gathered 

. 

g sets later Thus, for a customer 
. : 
ils. two would aneac 


“Specials’’ No Problem 
Watkins 


YT 


MACHINES have to be “programmed” to act on 


ns punched into cards. Panels 


I 
instruc E I ; ; 


11i¢ CC 
or boards are wired accord 1 itkin ‘ are typed 
] may be several panels ral master paper om this master. a 
ounting - ah . . , 
ind ited for each ite 
7 
ror example 


Si 


IDS 
I 


m each sheet, 
number When the item 


a .; i lll 

chouse, the receiving clerk simp! 
ae ae 

) the Copy appivin if 


| 
ds, which have, through 
processing, accumulated 


iT ie 


1. Monthh 


termediate prod itegory for each sales 
2. Quarter] 


ind cost amount by 
erritory 
s amount and cost amount 


by major product rory for each customer for each 
territory: t | dollar sales bv intermediate 

“SPECIALS” and back orders are handled separately from ] 

yunched card system. Orders are 

I . a , nnually ollat amount for each customer 

masters ( each item is run off on duplicat: : 

th n hel I I u i | n I I d ’ . rec! 


ood ind sales by item by bai 


OUC 


otal ct re also tabuiated 
typed on Hectograph 2 
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The Invoice Is Written 
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Cable connects accounting 
machine with calculating punch 








How Specials Are 


ORDER 
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PURCHASING 
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(_ EDITING) 


| ADDRESSO- 
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EE 
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CONTROL 


‘ieee 
| PRICING 
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TAX 

| ITEM DESCRIPTION 
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PRICE & COST 
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“~~ " SUMMARY 
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INVOICE | ‘ 
COPY 
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The Accounting and Statistical Results 
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POSTING 
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Sales by 
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Sales by || 
major || 
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Sales by 
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Intermediate 
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MAU-SHERWOOD’'S INSTALLATION 


Mau-Sherwood Carries Idea to Inventory 


,u-SHERWOOD Supply Co., Cleveland, set itself an 
M ambitious objective three years ago when it i 
stalled punched card equipment. Rather than confine 
the installation to order-processing and accounting, 
“Control 


in this instance means not only recording stock levels 


the firm extended it to inventory control 


on punched cards, but automatically purchasing new 


stock to maintain balanced inventories 


Benefits Are Big 


‘hus, by the use of this installation, Mau-Sherwood 
has actually eliminated excessive stock, reduced the 
number of back orders, and increased turnover out of 
stock. The savings realized by this application fai 
outstrip those achieved by more efficient order-process 
ing and accounting efficiency. “In fact,” declares 
Donald R. Whyte, treasurer, “what we now save in 
capital investment in stock and what we make in 
faster turnover more than pays the monthly rental of 
the equipment.” 

Mau-Sherwood is a general line house employing 
104 people in its Cleveland headquarters and_ its 
branch in Akron. All Akron invoicing is done out 
of Cleveland. The firm has between 1,000 and 1,500 
lines of billing a day 

The punched card installation consists of three 


item mastel 

e price and cost data pu 

it Mau-Sherwood starts 
he onginal order (customer s 
he items ordered are held 

bin, and this number written o1 

varehouseman. Back orders, sub 


ire noted on ordc 


“Packing List’’ Cycle 


then passes through editing to the ma 


; 


Here begins the first cvcle, 
the “packing 
f the order from the warehouse 


} 


list cvcle begins with the pulling of 


ng room 


list,” which will complete 


customer name and address cards from the tub file, 


and progresses to the pulling of item cards. Instead 


of recharging the item card tub file at a later stage, 


the card is duplicated immediately on a key punch 


ind the “‘mast« r original returned to the fil I he 
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pitati di 


bey | , 
ICili GCSCI 


d with the quant 


} ] 
tem cards together with the 


nother key punch operator who 


ke customer's order 


number 


} ; 
etc. into a “miscellaneous data 


number 
* 


} 
1 ts 
cid i 


| ] | } 
punched, also, the 


Dell 


First, the Order Is Filled 


ORIGINAL 
ORDER 


' PULL CARD 
FROM FILE 





Quantity 
Ordered 


oe, 


Punch In: 


Customer order no. 
Terms 
Date 


Warehouse Pan No. 4,3. 7) 
(iu Routing Instr. 





tw ote 
ui uu Customerin: : 


| Name and Address 





oe ee Hil 
" 'Item Detail || (ie Data 1: 





bumeel ay 1 omy nel 


| Shipping Data |! 


| 
‘a 1 ou 








: All cards gang-punched with ; 
enna No. and Salesman No. / 
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The Packing Ticket Is Written 





ACCOUNTING 7 


hx rT MACHINE WRITES | PACKING TICKET | 


| Customer 
itt ! 
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i it 
Item Detail | 
it * tt) 


it | 
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HW : 
‘Misc. Dota st 
putt aT 





Shipping Data ; 











' rit “ee t oe 
| Routing Instructions | To Warehouse, where 


firogad ithe order is taken from numbered 





pan and shipped. 
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ACCOUNTS RECEIVABLE FIL! 
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a 5 o | 


1S handles 

Data from incoming 
ls which can then be paper 
chers. If there isi Sherwood f 


items 


check 


The Invoice Is Prepared 





if i s+. Ge eeare 
''' Customer Card | 
7 ' tt 
. CALCULATING = | 
| Misc. Data | ACCOUNTG. | 


= _ raed PUNCH | 
punches extended MACHINE 
WRITES... 


ipping Data |! 
1 _ i cost and price on 


: Routing '"y, | 4) detail card 
i: tt Instructions 


iu il} i] 
(tem Detail Card | 
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i i 1 it 
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INVOICE 








V vu > 


MACHINE-WRITTEN inven: 


Automatic Purchasing Restores Stock Levels 


I ADAPTING ITS PUNCHED CARD INSTALLA’ 
Mau 
iccomplished what some distributors 1 


the impossible ” ‘Traditional invent 


tory control and purchasit 
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. | This...| | Plus this | 
quantity of stock 
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When available quantity falls below maximum in terms 


of package quantity, accounting machine writes purchase order which. . . 


AVAILABLE STOCK of f 
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Nag 


PURCHASI 


ORDER 


iz 
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BANDSAW 


- eCheGe OFOER FRCE 
THE MAU-SHERWOOD SUPPLY CO 
oecerma: err 
weet #040 CfVEsso 
—- = 
OurPanrY 
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. .. restores stock level to predetermined maximum 
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[he traditional concept of inventory control is to 
establish maximums 
urried in stock. While these upper and lower limits 
mav be based on the best judgment, thev are often 
face of 


iccording 


minimums for each item 


and 


tt revised frequently or quickly enough in 
hanging market conditions 


to Mau-Sherwood 


ror many 


The result, 
who went through the experience 
st ck 


Further, because human judgment doesn’t alwavs have 


vears is often over-investment in 


the figures readily available, inventorv can also get out 
f balance—overstocking on slow-moving items and 
inderstocking on a fast-moving items being a problem 
Some distributors are apt to underestimate the sheer 
stl When all ex 
from 12 to 


to maintain inventor 


iness of mismanaging entor\ 


nses are added in, it costs anywhere 


on original investment 
this day of mounting costs, therefore, 


operating 
permitting inventory to get out of balance is some 
thing the in ill afford 

zing this fact and enlisting the aid of punched cards, 
Mau-Sherwood has realized savings which are 


iS 


iverage distributor In recog 


pav the 
Act 


sing functions on 


rental expense of the installation 
tally, the handling of inventor 
punched 
for order-processing 
ing stock maximums, and 
1 only after 
Once the desit 


: 
r package quantities | 


close study of tl 


tem 























tnt 


Old Balance Cards, 
item for item, and 








Item Detail Cards 


are accumulated 
master description 


cards, then fed to 
acct'g machine 


for a week, then 
merged with . . . 
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form required for t two purposes 
in inventor 
keeping stock 
\fau-Sherwood use this would result in 


11 


tion being I 1 for t readii\ iccessible to 


pune hed 


And Here’s the Method 


INVENTORY 
REPORT 


ACCOUNTING 
MACHINE 








REPRODUCING 


—_ 


Shows exact Stock Status 
at end of week 





= — 


(NEW INVENTORY | 
\» BALANCE CARD | 





These cards accumulated 
become “Old Balance Cards 
succeeding week's inventory 
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For example, 
perpetual” method of 
nt has been discarded by 


informa 


there 


order is assembled prior 


yartmel 


; 


iccounting C] 
one can checl n Stock 
i customers querv. Ne 
repeatedh 


ventory I¢ 


» that 


LA hil 
tO processil 


pl 
And, through 1 


with the warehous 


] } ] } 
ertheless, punc hed cards 
; 
reat accuracy in keeping 


the svstem 


It must be pointed out that while 


has been put 
Tory report 
iny day of tl 


a few hours 


vith which this in DE 


done gi 


m stock movements 1 


; 
rpetual record-keeping 


f a purchase order 


] 


ral, automatic corol 


ire the 


ntrol re 


How Purchasiing Is Done 


\\ 


+ 
ic 


T 
Il 


hes is three 
12, and the package qu 
wrenches aré needed to 


> 


t 


Accounting Machine 
which writes the 


PURCHASE 
ORDER 

















New Balance Cards are 





merged with master 
description cards (code 
no. shows suppliers) 
and goto... 


Calculating Punch Calculation trans- 
which punches in ferred to master de- —— 
quantity of item to be scription card which is Purchase Order to re 


purchased — in terms now purchase card and store level of inven 


of package quantity fed to... tory 
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“CARDATYP 


E” INSTALLATION 


iG 


Harry P. Leus Instal 


Leu, INC., uses a punched card installation 


is “Cardatype.” Several units in this in 
kev punch, collator, sorter, accounting 
ire the Mau-She1 
But in addition there is an elec 


ind W atkins 


tric ft pewriter for 


same as those used by 


hire "11 
writing invoices, and three units 


forming the electronic heart of the installation—a con 


’ 7 
trol console, 


in auxiliary keyboard, and a computer 
he Cardatype requires only two types of ¢ irds at 


Miscel 


laneous data (quantity shipped, invoice number, sales 


the outset—item cards and customer cards 


man code, tax applicable, etc.) are introduced directh 
into order-processing through the auxiliary kevboard 


lhus, there are no miscellaneous data cards punched 


The Competent Console 


With the 
punched card into the control console and miscella 


constant information being fed by 


neous or variable data being introduced through the 
auxiliary keyboard, the computer makes price and cost 


extensions and tax calculations. These, together wit! 


l 
information on item and customer cards, are relaved 
to the electric typewriter which writes the invoice. At 


the same time, the console is actuating a print 


ing card punch which automatically produces cards 
punched with data appearing on each line of the 
invoice, and an accounts receivable card summarizing 


the transaction 


har 
ildl 


ts main Orlando 


| 


r , 7 ] 
is a gencral line hor 


idling 30,000 different items. It has an ay 
1r approximately 
Murray Wnght 


Hi, 


The Order Sequence 


Here, 


processing sequen 


> . 
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Salesman wri les order, inserting 
} > 


n iter t 


site eat de number taken from a pr 


book 
C ded las at 6 _ . } y bey 
oded order is sen ) Warehouse, where items 


pped. If necessary, shipper 


hecks salesman’s order against price book to sec 


are assembled and shi 


if item description or code number is correct 


‘ 
Pricing clerk notes customer's price class and 


sales tax applicable Code numbers are als 
assigned at this point for non-standard items 
Control clerk 


quirements 


determines customer’s 
number of invoices, et 
pulls customer name and address card from tub 
file. The orders are grouped in workable batche 
of 40 to 50 
for each line of billing—this insures billing for 


the quantity actually shipped 


ind an adding machinc tape mad 


Cards for each item on order are pulled from 


e JUNE, 1957 
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First Stage In Invoicing 
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customer cards are fed into the 
ole and additional data introduced 

rator at auxiliary keyboard. ‘These additional 

lata are read from notations on the edited order 


Price and cost extensions and tax calculations ar« 


While the Console Prepares the Invoice... 


COMPUTOR 


Miscellaneous order data 


punched in auxiliary INVOICE 
keyboard | 
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tome! ! CONTROLE CONSOLI 


the account 


ng m chine 
yt salesman sales by 
of sales tabulation 


l, ana 
tot nt 
emenii 


produced by the printing punch f 
ire sorted by stock 


number, 
f nhac hit ( 


] 
which writes the 


It Is Punching Summary Cards 





INVOICE 














ELECTRIC 


CONSOLE 
TYPEWRITER 
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ITEM « » 
SALES CARD 





Card punched for 


each line on invoice 





ACCOUNTS 
REC'BLE CARD 





Card punched sum 
marizing each 
transaction for 


accounts receivable 
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INVENTORY REPORT 





CATEGORY 


NUMBER one SALES BY SALESMAN 











SALES BY CUSTOMER 














SALES BY STATE 


: 








COST OF SALES 








COMMISSION STATEMENT 
COST 
AMT 























REPORTS MADE POSSIBLI 


intage of this installation 
e other than normal prices di 
through the auxiliary ke 
in the standard installation 
ion of a special card 1] 
in be interrupted immediately fo 


Invoicing 


insertion new or revised data 


The Limiting Factor 


However, whether more than two Cardatype units 
can satisfactorily handle as much as 1,800 lines of 
billing a day is a problem Harry P. Leu is ponderin 


it the moment lhe limiting factor in the three-unit 


istallahion t fi has at present the speed of 
' ' — 
, ‘ , 


the clectn which, unlike the 402 
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Watkins, Inc. Works in Two Cycles 





WAREHOUSE ORDER 
WORK ORDER ASSEMBLED 
CYCLE and SHIPPED 











Mau -Sherwood Assembles Order First 


ASSEMBLED FP: 


PACKING INVOICE 
TICKET > CYCLE 
CYCLE 

















ORDER 
SHIPPED 











Harry P. Leu Has One Cycle 





ORDER 
ASSEMBLED 
and SHIPPED 














Quick Glance at the Three Systems 


S DEPICTED ABOVE, each of the three distributors 
follows a different sequence in his order-process- 

In the case of Watkins and Mau-Sherwood, the 
lifference is purely f method, while in Harn 


P. Leu’s case, the difference is dictated to some extent 


ict 
v the type of equipment used iuxiliary ke 
The difference between the Watkins and Mau 
hiefly because Watkins has machine-writ 
Che sequ¢ n pun card 
t for a distributor himself to 
vhat elements of his present 
} 


vr must be retained be 


is shown 


Sherwood methods is < 
retained perpetual inventor 


part of its order-processing 


ontrol as an integral 
whereas Mau-Sherwood processing 
has converted in » punched card decide, and 
In the latter case, ore rder assembling an vstem he tain 

] ng cvck ise of haractel f his busing 


hippimng both prc cd 
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a 
— 
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AL 
te 


BRAIN SESSIONS LIKE THIS 
ee lescription Her 


tandars 


pl 


M 


Punched Cards Demand Patience 


OT FOR A MINUTE will any of the three firms featured 
N in this section admit that making a punched card 
easy. “There were times,” says 
president, Howard Williams, 

works 


to throw the 
their own struggles with all the minutiae 


1] ] 
installatio OTK 


\Mau-Sherw “when 


whole into the 


y their order-processing to punched cards, 
the other two distributors were momentarily assailed 


} 


by the same destructive impulse. A complete change 


inking and methods can try human patience and 
e to the utmost 


persistenc 


It's a Rough Road 


distributor contemplating the switch to 


Any 
punched 
! 


Ile must 


ards must be prepared for the consequences 
expect 


1 } 
nd CIiplovec 


to run into problems of supervision 
He must expect resistance 


training 


from many quarters. He must expect trouble in cod 


ing and item description. He must expect to change 
the work-flow several times before it is functioning 


smoothly. He must expect, in short, not to expect 


too much too soon 

\ll three distributors are unanimous on one point 
the importance of competent supervision, and each 
has employed a trained supervisor who is thorough; 
conversant with the equipment, its capabilities, and 


its lumitation l’‘urther, the supervisor must be able 
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to handle and train staff Wi 
the punched card 


\Mlau-Sherwood discovered at 


ountless problems that at 
7 
ng a punched card installat 


have answers. Further, he mus 

, ’ 

devise alternatives and expedients, b¢ 
, 


change has been made to punched 
I 


1UISC 


Caras, 


going back, short of abandoning the entire 


Although each of the three distributors has 


tered resistance in his firm to the 


has experienced too much trouble in 


ployees qualified to operate 


manufacturer as IBM conducts free 


new 


system 


the equipment 


{1 


ning 


in many centers, and employees are anxi 


In fact, the morale 


transferred to the machine 
ind trained 
siderably 


How to Smooth the Bumps 


However, a punched card it 
lot ot 


wood tackled this problem with 


resentment in other dep 
employees aescripil 


mn terms 
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Ending 
ALLGQGLG 


CODING 
W 


of the description of our items. W¢ 


t automatic pricing, costing | coding of all items 
Under our old system this used to be a tremendous 
ind tedious job.” 

Most people resent change of any sort,” states 
Paul Stine, president of Harry P. Leu, “but manage 
ment has to be interested and enforce the rules and 
regulations, and the personnel have to do the job 


requested of them.” 


Coding: Tough Job 


\ large task facing the distributor thinking about 

onversion to punched cards is coding and item 
Watkins, Inc. spent months deciding on 
1 method of classifying, code numbering, and describ 


ing more than 15,000 items it stocks At first, a 


description 


mnemonic” method of coding—that is, a combina 
tion alphabetical and numerical code number—was 
ried, but the unhappy experience of one supplier 
soon killed the idea 


system was adopted, a six-digit code number beginning 


Eventually, a straight numerical 


at 100,000 and making 100,000 numbers available for 
items in nine major product categories. ‘The 700,000 
series was left open in case additional code numbers 
were required 

Determining standard descriptions for each of the 
thousands of stock items consumed many weeks of 
discussion and night work. What was sought was 
an accurate and intelligible description short enough 
to be punched into a card 

Mau-Sherwood and Harry P. Leu went through 
Mau-Sherwood uses a seven-digit 


milar struggles 





Mator Claes: Mieka pang mond 
Intermediste Clase “Selet 


Teseription 
(Pala yed Mate Try 
<A - FOS 


7 


aly 4° LA 
Palle ig ateftatl 4 thea 


code for both 


) 
Ihe last digit 
digit” —in case misreads am 
ow 
of the precedi cK when she 


presses the kev for the igi The first two 
digits of the it 
two of the cus 


wood is now worki na e-digit code needed for 


tes the supplier, the first 


Mau-Sher 


Saiesman 


) 
\dlld 


now on 


Harry lu 1 nine-digit code, the 


digits indicating ategorv, the 
five digit k m ” Because 
only 28 spaces 

purpose, the fin 


continually t 
another probl 


so it will con kev information 


In adapting nstallation 


processing and a 1 distributor can be guid 


to only a limited exter vy another's experience. Hi 
own objectives and his individual paperwork problems 


must decide how Because so much 
is involved, th 
cards must be 
“We decided 
cedure at once,” savs I . “but to handle a 
portion of it a im punched cards, and work 


I 
on that until ut of it, then go 


re billing pro 


on with another 


\lau- Sherwood hedule First. bill 
ng was cul y | hee irds, then account 


pavable and a un ( ib] Onlv after thes« 
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> 


PROBLEMS, PROBLEMS! It was 
the same at Mau-Sherwood 
Donald R. Whyte 
Williams ind 
manager Peter B 


; , 
» flow yort f 


I reasurer 
president Howard 
machine accounting 
l'ancredi huddle over 


order-processing s¢ 
‘+ 


. we 


A 


SPACIOUS AREA behind sound proot 
slass of Watkins’ punched 
Floor load capacity, 


111 1S home 
id iiation 


doors (for moving equip 


d out e€ among factors 
vel 


operations were functioning smoothly were inventor 
control and purchasing brought into the system 
Nor should time be necessarily considered of the 
essence. Watkins had begun its installation as long 
ago as 1947 


5 


but had not perfected it until 1954 
Mau-Sherwood in 1953 set itself two years to com 
plete the changeover, but actually took three years 
Harry P 
and completed all details last October, but is still 
to improve on it. 


Leu installed Cardatype in June of last year 


‘looking at it objectively” 

Although punched cards can handle list-and-dis 
count pricing, the three distributors have all gone to 
Mau-Sherwood 


net pricing to simplify procedure. 
and Harry P. Leu have had no great difficulty in 


making price changes in 
prefers to punch prices in 
action, and make changes 
divider card. 

Other important factors f 
are having space and power 
adequate local service from 
manufacturer 

“Don't,” warns Mr. Stinc 
you thoroughly think it throug 
best be applied to your busin 
and business systems people k: 
they don’t know your problems 


great deal of time and thought 
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RAMAC (meaning “random access memor 
for many distributors. It will handle order-pr 


und statistical analysis, and 


p! 


The Revolutions Just St 


_ Next 10 years, so dependable prophets tell us, 
will see remarkable progress in data processing 
Listen to one prophet, a marketing authority named 
E.. B. Weiss 


l‘oday, the world of marketing 


fond 


is on the threshold Supplic 
of another development—communications .. The language equ 
dominant marketing fact in the next ten years will wide changes a ements in their 
be technological progress in communications unprece handling and delivery metho n anticipation 
dented in sheer genius and in scope in any other area distributors erwood merchandizing inve1 
of technology. There is no longer margin for doubt tory and purchasing procedures So far, 
that whatever the mind of man visualizes in the Donald R hvt f Mau-Sherwood, “the 
transmission, recording, and recapture of data, the link in these pr ires is tl ick among 
genius of modern science can turn into functioning suppliers of fast enough delivery s hedules 
fact ever, one sup} has not only made such 

Ihe industrial distributor who, as Mr. Watkins ments, but is looking forward to the day 
pointed out earlier, wishes to justify his position in ommon language mediut nd not the written | 
distribution and marketing must take part in this hase order—is the link between manufacturer and 
impending revolution. If he doesn’t—and his sup distributor 
pliers and competitors do—he will have forfeited his Ihe impact of integrated data processing on mani 
right to stay in business. While, in a free economy, facturer-distributor relations will be profound. Mi: 
anvone has assuredly a right to conduct a legal busi Stine spoke of the usefulness of punched cards 
ness, the same free economy decides whether or not helping a distributor te | which lines are profitabl 
he is properly fulfilling his function. In the intensely which ones are n his kind of analysis has not 
competitive marketing world now beginning to take been available to distributors, but it will 
shape, there will be scant room for a distributor whose imperative in the near future if distributors are 
methods are as outmoded as the quill pen. contend with the margin problem. In the consumer 

Fortunately, there are more than three industrial field, retailers have encountered the same problem, 


distributors who have sensed the significance of the and have now abandoned pleas to manufacturers fo1 
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PUNCHED TAPI 


ire concentrating on cost 


The tool they are using? 


om your Ol 


IVWeTsSion ) 


1use vou’re sure something better, 
will supersede it. Perhaps you are 


hand, perhaps you are postpon 
svstem, but a change in attitude, 
surely have to make if you expect 


th your competitors 


ire nothing more than a common 


Perforated tape is another. Very 


a 
ommon language medium wil 


i COMEC 


inguage medium 


possibly a be 
along, but it make the same demands on you 
punched cards or tape. You will still have to reo! 
rder-processing. You will still have t 


and variable data in a form in which 


Li 


essed in an integrated way. Luke it 
t eventually make the cl 


Changeover in 


is 


nt 
iciil 


OT 


this: Two of the distributors 
have on order 


unit, and will get deliverv in two to three vears. Yet 
) 
Ramac performs its miracles with punched cards ot 


covered In 


the amazing new “Ramac 


tape 


Any distributor, therefore, who has converted to 


punched cards or tape has a “Ramac” or some similar 
unit well within his g1 


MAGNETIC TAPI 
grasp. He isn't “hitting a tack t vst , 


with a pile driver.” He is far muses WI 


l out in front of com f 
; for introd 
petitors who are still standing and waiting 


Rama 
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Punched Cards: 


A Matter of Give and Take 


—— VORS WHO HAVE CONVERTED THEIR PAPERWORK to punched 
cards well know the price they paid in time and effort 


+ 


to achieve speed, system, and efficiency. Capsuled below arc 


some of the principal demands and dividends 


what they take. . . 


Complete analysis of work sequence— 
You will have to analyze your present paper- 
work system, find out what is being done, and 
how it can be adapted to punched cards. 
It will be particularly important to find out 
how all departments affect your paper work, 
and how they might be affected by a new 
system. 


Re-education of employees —Punched 
cards are so far-reaching in their effects that 
you will encounter employee resistance. The 
operation and benefits of the new system must 
be carefully explained to them—in terms of 
their own jobs. 


Competent supervision — Only a trained 
supervisor can successfully convert your pres- 
ent system to punched cards. He will know 
the possibilities and limitations of the equip- 
ment, and how to adapt it to your order- 
processing and accounting problems. He will 
also know how to train and handle employees. 


Determination to settle your own prob- 
lems —Manufacturers of equipment will help 
you all they can, but only you can satisfac- 
torily solve such problems as coding, work 
sequence, form design, etc. Only you have the 
time and the background to put punched cards 
profitably to work in your firm. 


of pun hed ¢ rds 


what they give... 


Fast flow of paperwork—The early head- 
aches and weeks of worrying will yield a 
speed and accuracy in paperwork you hardly 
thought possible. Shipping papers, invoices, 
reports, tabulations are prepared directly 
from original data. 


Better employee morale—There’s higher 
status (and higher pay) for machine account- 
ing workers. They are anxious for training, 
and take a much greater interest in their work. 


Tools for management decisions — Sta- 
tistical reports are readily available to man- 
agement, enabling it to make decisions and 
frame policy based on the facts of the busi- 
ness, not alone on hunch or instinct. 


Headstart on the future—While they may 
not be the ultimate answer to paperwork effi- 
ciency, punched cards are a “common lan- 
guage” medium that start you in the direction 
of data processing that is integrated, efficient, 
instantaneous. 
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perenn on AZZ FP 


TOP QUALITY 


VEAL ae 


NATIONAL FASTENERS 


Depend on the complete, quality 
National fastener line for one-source 
buying to simplify your fastener han- 
dling and ordering. National can fill all 
your fastener requirements, and the 
unsurpassed quality of National headed 
and threaded products is your assur- 
ance of constant satisfaction 





{iw 


a 


~~) 


ew Naan na we eee ee 


a+wse + econ 
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CHESTER HOISTS 


Depend on Chester hoisting equipment for out- 
standing performance and reliability. The star- 
studded Chester line includes Zephyr Lightweight 
and Model 41 hand hoists and the E series of elec- 
tric hoists, as well as a complete range of overhead 
I-Beam trolleys, in capacities to 25 tons. 





HODELL CHAINS 


Depend on Hodell Chains for dependability in 
every link, and for types and sizes for practically 
any industrial requirement. The quality Hodel! 
line ranges from High Test, Proof Coil and BBB 
Coil and other electric-welded types through all 
lighter weldless chains. Buy Hodell . . . for the best. 





National, THE NATIONAL SCREW & MFG. CO. © CLEVELAND 4, OHIO 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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U.S. TOTALS 


March 1957 
Compared with 


February 1957 


Ve 


March 1957 
Compared with 


March 1956 


Va 


First 3 Mos. 1957 
Compared with 


First 3 Mos. 1956 


a. 














ComptLep By INpustriat DisTrisuTION 





+1 % 


+1% 


+4.% 





Supply Sales Trend 


Final Figures For March 1957 








Mareh 1957 
Compared with 
February 1957 


March 1957 
Compared with 
March 1956 








First 3 Mos. 1957 
Compared with 
First 3 Mos. 1956 





NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


+ 3% 
+ 1% 


+ 4% 


+15% 





+10% 


NO 
CHANGE 


— (% 
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+ 2% 

















now is the time to sell 
arway Impulse Steam Traps 
to Processing Plants 


@ Summer sales of YAaRwAYy Impulse Steam Traps and Fine Screen 








Strainers are “ripe for picking” . . . in chemical, food, paper, plastics and 


other industries where heat processing spells production. 


YARWAY Impulse Steam Traps that “‘get equipment hot in a hurry and 
keep it hot’’ pay off not only in better production for users but in extra 
profits for you. Remember, each time you sell a YARwWAyY Steam Trap 
there is potential sale for other material ... and... these sales 


frequently lead to good repeat business. 


Don’t wait for another “heating season.” 

Sell these popular and efficient steam 

traps NOW .. . thousands of plants USE 
YARWAY IMPULSE traps and BUY them all year ’round. 
a Be sure to get your share of this 


growing and profitable business. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


impulse’ steam traps 


FINE SCREEN STRAINERS 


YARWAY 
FINE SCREEN 
STRAINER 


INDUSTRIAL DISTRIBUTION ¢ JUNE, 1957 





SALES TRENDS (Cont'd.) 





March 1957 
Compared with 
February 1957 


March 


March 


1957 


Compared with 


1956 


First 3 Mos. 1957 
Compared with 
First 3 Mos. 1956 








SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 


Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 
Wyoming 


PACIFIC 


California 
Oregon 
Washington 





+ A% 


- 9% 


+14% 


+ 4% 


+ 8% 








- 1% 


- 4% 


+ 1% 


+12% 


NO 
CHANGE 
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WIRECO SERVICE 
like WEIRECO and Brown Strand 


always on the job...FAST’! 


ready to COME TO YOU with advice and 


counselling! Wireco engineers will fly to you to 


SPEED is the factor in today’s fast, high-output 
operations that often makes the difference be- 
tween profit and loss! Not only must men and 
equipment produce at top capacity, but speed 
in making the right decisions is absolutely 


necessary! 


WIRECO is geared to serve you—F AST! Don’t 
waste time gathering the data necessary for 
right decisions regarding the use of wire rope! 
Let Wire Rope Corporation bring Wireco ad- 
vice, service and personnel TO YOU! 


When you are faced with a decision con- 
cerning the use of wire rope... whatever 
the application...in any situation... 


wherever located ...Wireco experts are 


INDUSTRIAL DISTRIBUTION 


make specific recommendations for economical 
and efficient wire rope service in the applica- 
tions you need! 


Wireco District Warehouses, strategically 
located in 24 key cities across the country, are 
paced for fast delivery of custom-cut inven- 


tories that save you time—and money! 


Wire Rope Corporation of America is staffed 
with people whose job it is to serve you! 
When you make plans—or hit a 
call Wireco! You'll find Wireco advice, 
service, and personnel ON THE JOB in 


snag 


short order! 


e JUNE, 1957 


WIRE ROPE CORPORATION OF AMERICA Saint Joseph, Missouri 
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The Outlook for Business 





By The Economics Department, McGraw-Hill Publishing Company 


| Business plans to maintain a very high 

* level of capital expenditure during the 
next four years. And plans for research 
and new products are up sharply. 


? In 1957, business now plans to spend 12% 
* more than in 1956 for new plants and 
equipment. This is about the same increase 


plans, the actual expenditures may turn 
out higher. 


4 Business plans to increase research ex- 
* penditures 20% in 1957, and to continue 


stepping up research during the years 


shown by our preliminary check-up last 


fall. 


3 For 1958-1960, business already has plans 
* for almost as much capital spending as in 
1956. And since these are preliminary 


eae ‘BOVE are the highlights of 


of Busi 
Plants 
indicate 


10th annual survey 
Plans for New 
Equipment. The 
that at least one highly important 


Our 
ness’ and 


results 


element of general prosperity is al 
ready in place for the years between 


now and 1960 


Despite Winter Pessimism . . . 


After withstanding a long winter’s 
siege of pessimism about the longer 
range business outlook, we can now 
report that industry already has plans 
to spend almost as much on new 
plants and equipment, as an average 
for 1958, 1959 and 1960, as it did 
in record-breaking 1956. In fact, 
plans are within shooting range of 
even more record-smashing 1957 
And since industry is also planning 
an unprecedented step-up in re 
search and new product develop 
ment, the chances are excellent that 


a wave of new products and prox 


182 


1958-1960. By 1960, at least 10% of 
total manufacturers’ sales are expected to 
be in products not made in 1956. 


5 One-third of all manufacturing firms are 
* planning capital expenditures in 1957 for 


esses will start rolling well before 
1960 and carry capital spending with 
it to a new high 

This is not to say that there 
Ihe 


sizeable ups and downs shown 


be no ups and downs 


ry 


the plans of many industries report 
ing in this survey demonstrate that 
fluctuations are still a part of the 
capital spending picture. But the 
volume of plans already under cor 
sideration, and the stimulating ef 
fects of the step-up in research and 
development, make it likely that 
fluctuations will be relatively small 
and that growth—not decline—will 


be the long-term trend 


Prospects Are Now Bright 


With 


firmly in place, as a stable factor 


capital spending pretty 
in the long-range business outlook 
the prospects for general prosperit) 
are bright indeed. Unless the de 
bilitating influence of “rock and 
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the purpose of bringing out new products. 
This is a significant increase from the num- 
ber planning to do so in 1956. 


musicians can undermine tl 
t state more qui klv than ou 
able to, 


program of the 


liplomats have been the 
defense 


A. and 


of government spending, are 


hence the over-all 


+ + 


o stay high for some vears 


] 
only question 


we shall have 


hus the 


» come 


remaining is whether 


rapid growth in sales of con 
umer goods 


lurables—that 


1 iIpies 
n that 


particularly consumer 
it takes to sustain a 
volatile sector of the 


For Consumer Goods Too 


» answer that large question, we 


Ip I onsider ible 


yutlook in a month 


less urgent 


that 


the current news is 
yw, our brief answer is 
the consumer 
() K And now 
to page 132 for 


Cdl h ind 


geoods business will be 
we urge vou to turn 
the news about re- 


ipital spending 





—— ee 
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YOUR OPERATION SS 


ES 
‘ ERVICE? ¥ 


REQUIRE FAST > 
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Wood Screws ® Stove Bolts © Machine Screws 
Nuts ® A T ing $ s ® Wood & Type 
that a Southern warehouse may serve as © tate an veppmy cua yP 
: U Drive Screws ® Dowel Screws ® Roll Thread 

Carriage Bolts © Hanger Bolts 


Southern has planned its distribution so 


your stock room. 
Near you, close enough for fast delivery, 

‘ ; . Samples and Stock List Free. 
Southern has the fasteners your custom- Write, wire, or phone - Box 13601D, Statesville, N. C. 
ers need and want. In wide range of 
sizes, heads, and finishes, they are wait- 


ing in warehouses coast to coast. Over 
a billion fasteners in stock! SCREW COMPANY 
STATESVILLE ° MORTH CAROLINA 


® LOS ANGELES 


WAREHOUSES: NEW YORK CHICAGO ® DALLAS 
: RCE SR WBA 
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ew in Merchandising - 


size, quantity, and description. 
According to the firm, the new 
packaging will ease inventory main 


tenance, order-filling, shelf-storage, 





and displaying, and quantities are 
up to facilitate hopper feeding 
1utomated production and as 


1nles 


Distributor representative gathe in New Yi 
Hotel New tker for Formspt ‘o. training schoc 
CARE OF 
DRILLS 
AND 


Formsprag Takes School REAMERS 





To the Distributors emerco-tarnoat [@) 


Bete Cu Jo 





The Formsprag Co., Van Dyke, 
Mich., has begun a series of training Eaton-Reliance Adopts 
schools for distributor salesmen New Style Packaging 
only instead of salesmen travelling 
eee : : Reliance Div., Eaton Mfg. Co., 
to the firm’s headquarters in Michi 
Massillon, O., has adopted new 
ran, Formsprag representatives tak« 


i] ood to So fa packaging for its “Springtites” and Chicago-Latrobe Book 
t scnoo!l ) 1 Saiesmen. SO Re . - . 
— ae ea “Sems” spring lock washers, “Hoz- Deals With Tool Care 


the firm has held schools in six : 
F'as-Ners (R),” and “Eaton Keps : ‘ 
cities—Los Angeles, Seattle, Denver, hicago-Latrobe, Chicag 


Milwaukee, Philadelphia, and New 
York. Future school sessions are 
scheduied for other principal mat 
keting centers in the Midwest and 


R Features of the packaging in- . d a booklet entitled “Care of 
clude decimal quantities, transpa ee It presents 


ent panels for identification of con chnical data on use, sharpening, 


ind handling of dmils and 1 


tents, and revised markings showing 


South made of high speed or carbide 


} publ TI 5 1] strat ] 
Conducted by James Huebner, Ihe publication is illustrate 


: ee ao eee 
head of Formsprag engineering, the graphs and charts 


school teaches distributor personnel 
basic fundamentals of the firm’s 


line of clutches, sales problems, and 
Delta Issues Set 


Of Catalog Pages 


product applications. The sessions 
normally start with morning coffec 


ind end with cocktails and dinner dD. 


Attendance at the various meet Mfg. Co., Pittsburgh, has issued a 


ings has been an encouraging indi vila sé reproduction pages 
cator of their popularity, according conforming to the standard size and 


to the firm format recommended by the Na 
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Manufacturers’ Training Programs « Films 
Displays « Packages «+ Literature 





tional and Southern Industrial Dis Dumore Puts Demonstration on Wheels 


tributors’ Associations. The 59 
pages, also available in looseleaf 
form for insertion in ring binder 
catalogs, cover the firm’s full line 
of power tools and accessory equip 
ment. 

According to Bernard D. Cox, ad 
vertising manager, the pages en 
ible distributors to print catalogs 
by either offset or Plantographic 


methods 


Viking Tool Issues 
New Tool Catalog 


Viking ‘Too! Co., Shelton, Conn., 
has issued a new single point tool 


catalog (no. 57] The publication «& 
| 
DUMORE Co 
, rilling equipment 
point lathe tools. ‘Iwo of the three =a te t 


lists three separate lines of single 


sections ove! single point tooling Dumore represet 
The to demonstrate the 

are George Shoup, exe 
third section describes extra heavy —aahie Game nd Gee 


that use throwawav inserts. 


duty regrindable insert tools. 





\ section of engineering specials 
is also included to show the possi Armour Has neat oe 
bilities of the firm’s broached slot 
holder design. A carbide compari 


. iad 
son chart is furnished with each : 
catalog 





Norton Produces 
Grinding Wheel Film 


Norton Co., Worcester, Mass., 
has produced a 16 mm. color sound 
picture entitled “How to Select the 
Right Grinding Wheel.” The film 


explains the meanings of typical 





grinding wheel markings, and shows 
the different variations of each unit 


goes on to develop rec 


svmbol. It 
ommended grinding wheel specifica 
tions for two different grinding jobs. COATED ABRASIVES Diy 


Ihe film runs 30 minutes, and a designed for use by industrial dist 

display of raw abrasive material, the : 

; ; products. Wing sections fold out to a total width 
furnished for use by the audience. play is R. L. Heiniger, c ated abrasives division sales 1 


condensation of the film story is 


ADDITIONAL MERCHANDISING ACTIVITIES START ON PAGE 268 





the 


of Metal Sawing Machines and Blades... 


gives you more chances to sell- 


Wore Cppotiunily For Progtt/ 


Because they have the most complete line of metal sawing machines and blades built, together with the 
universal acceptance created by MARVEL leadership in the metal sawing field, MARVEL Distributors 


automatically have a wider market and greater opportunity for profit. 


MARVEL Distributors “miss” no sales, because in the long line of MARVEL machines, there is the “right” 
saw for virtually every sawing problem. In addition, MARVEL’S continuing program of research and de- 
velopment to perfect even better, faster and more economical metal sawing equipment, insures the pre- 
eminent position of every MARVEL Distributor. 


Catalog C55 illustrates and describes the complete 
| line of MARVEL Saws. Write for it today. 











MARVEL Advertising Helps You Sell 


MARVEL'S aggressive tradepaper advertising program is telling, showing 


and proving to your customers the advantages of coming to you for 
MARVEL Metal Sawing Machines and Blades. Here is a partial list of the 
publications consistently carrying MARVEL advertising 
* Canodieon M 
ndustrial Equipment News « n Age * achine & To e Bo . ] Production & Canadian 
ply * Machinery * Metal Progress * Meta! Wor 9° | tory 2 Shop * Modern Railroads 
Equipment Digest * Production * Product Equipment + Steel « 0 ‘ Too! Engineer * Tooling 


ond P 
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ARMSTRONG-BLUM MFG. CO.., 5700 BLOOMINGDALE AVE., CHICAGO 39, U.S.A. 
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White Sewing Machine 
Buys Boyer-Campbell; 
No Changes Planned 

White Sewing Machine Corp. 
contract to pur 
chase all outstanding stock cf The 


3over-Campbdell Co., Detroit, ac 
an announcement by 


has signed a 


cording to 
V. W. Fries, board chairman of 
White Sewing and E. S. Reddig, 
president. Purchase price was not 
given. 

The 50-year-old Boyer-Campbell 
Co. is the second acquisition of an 
industrial distributing business by 
White. The machinery and mill sup 
ply business of Strong, Carlisle and 
Hammond Co. of Cleveland and 
its subsidiary, H. P. Weller Supply 
Co., Erie, Pa 
1956 

Both the name and present oper 


were purchased in 


ating management of Boyer-Camp 
bell White 


executives stated. Consistent earn 


will be retained, the 


ings of the distributing firm will 
further strengthen the White finan 
cial picture. 








MANUFACTURER 











Syracuse Supply Reports $5,000,000 Sales Rise 


Frederick B. Scott, president of 
Syracuse Supply Co., Syracuse, in 
his annual report, cited new high 
levels in all the firm’s affairs. Sales 
totalled $22,091,653, 
000,000 over 1955. 

Profit 


a rise of $5, 


after taxes was $594,237, 





Ducommun Sales Set 
First Quarter Record 


Charles E. Ducommun, president 
f Ducommun Metals & Supply 
Co., Los Angeles, reported record 
first quarter earnings and sales 

Net income for the first threc 
months of 1957 28.6% 
over the same period in 1956, a 
total of $525,498. Sales reached an 
all-time high of $13,115,373, an in 
crease of approximately 20% over 


sales of $10,932,291 reported for the 


increased 


same period last year. 

Present high level of sales and 
earnings 1s expected to continue for 
1957 according to Mr. Ducommun. 





up $138,000. Made available for 
dividends were $205,113 which was 
$20,000 more than the preceding 
Retained for use in the busi 
$398,124 


c SS ie) 
sented an increase of $122,000 over 


year 


sum of repre 


ness, the 
1955 
Net Worth Up 


Mr. Scott reported company net 
worth had risen $450,000 to $4,776, 
207; working capital up $528,000 to 
$4,616,624 and net fixed 
$1,134,178, about a $2,500 
Profit equivalent to $1.65 a share 


was 38 cents higher and book valuc 


issets of 


nmcrease 


of $13.25 a share was reported up 


$1.26 a share. 


lhe report form mailed to stock 
sketch on the 
cover of the proposed new building 
in the Industrial Park area. An 


illustration in the folder showed the 


holders featured a 


Schenectady branch with doubled 


floor space required by expanding 


business 





Gransden Makes First Executive Changes in 32 Years 


H. H. Holinstat 


The 


first changes in 


corporation in 1925 have been announced by C. L. 


Gransden & Co., Detroit. 


The following executive changes have been made: 

C. L. Gransden, formerly president, has been ele 
vated to chairman of the board of directors. 

H. H. Holinstat has been elected president and 
Mr. Hollinstat has been with the firm since 
1921 in various capacities, latest of which was secre- 


treasurer. 
tary-treasurer. 
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Mack Lane 


management 


since their in 


agent. 
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Wilbur Valentine 


Raymond H. Voigt 


Mack Lane, who joined the firm in 1942, has been 
elected vice president and continues as purchasing 


Wilbur Valentine, who joined the firm in 1946 as 
a warehouse man, worked in various capacities in the 
warehouse and order departments, has now been ap 
pointed assistant general manager. 

Raymond H. Woigt, who joined’ the company in 
1950 as an accountant, has been elected secretary and 
continues as manager of credit and accounting. 





ats to 


Five Join Dayton Rubber As District Managers 


W. W. Fitch John D. Fite J. R. Morrison . P. Walsh 


W. W. Fitch, John D. Fite, L. V. Hudson, J. R. and will call on accounts in th 
Morrison and W. P. Walsh have joined the industrial Mr. Hudson will cover Ar 
wholesalers division of Dayton Rubber Co. as district Phoenix headquarters 
managers. Mr. Morrison has been assign 

Mr. Fitch will cover Oklahoma, Kansas and Colo- and southern Indiana area and 
rado sales territory from the Oklahoma City head Louisville, Ky., headquarters 
quarters. Mr. Walsh will make Odessa, ‘T¢ 

Mr. Fite will make his headquarters in Kilgore, Tex., will cover west Texas and New Mexi 








Babcock & Wilcox Promotes John Corkery Becomes Thor Vice President 


Division Sales Manager 


James S. Anderson, formerly gen- 
ral sales manager of the tubular 
division, The Babcock & 
x Co., has been elected a vice 
sident of the company in charge 

»f sales for that division 
\Ir. Anderson joined the divi 
sion’s New York office as a salesman 
1941. The following year he was 
named assistant office manager and 
1948 he was appointed assistant 
| sales manager of the divi 


sion. He was promoted to sales 


manager in 1953. 


John F. Corkery James A. Lind 


John F. Corkery and James A. | returned to sales promoti 


Lind have been elected vice presi Mr. Lind has been with 

dents of Thor Power Tool Co years and he will continue 
Mr. Corkery, formerly sales pro- | as treasurer, a post he has | 

motion manager, will direct public | 1942 

relations, advertising and sales pro 

motion. He joined the firm’s house ” , 

organ staff 4. an assistant editor in Fink Elected to CMA Board 

1942, was promoted to assistant William N. Fink of Beals 

sales promotion manager in 1944 | Carthy & Rogers, Inc., Buffal 





and became manager in 1945. In | been elected to the boa 
1952 he was appointed manager of | tors of the Credit Men 








Sames 8. Ancien the electric tool division but in 1954 | of western New York 
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Distribution Research 
Conference To Be Held 
In Washington This Fall 


A three-day conference on techni 
cal and distribution research for the 
benefit of small business will be held 
in Washington this fall according 
to an announcement by President 
The 
been scheduled in line with a recom 
mendation the Cabinet 
Committee on Small Business. 

Arthur H. Motley, president, Pa 


rade Publications, In« 


FKisenhower. conference has 


made by 


, will serve as 
deputy to organize the conference 
program on research in distribution. 
Dr. Eric A. Walker, 


Pennsylvania State 


president of 
University, will 
serve as chairman. 
Participating will be specialists 
from private industry, education and 


government. 





Douglas Dickinson 


Heli-Coil Appoints 
Regional Sales Chief 


Douglas Dickinson has been pro 
moted by Heli-Coil Corp., to region 
al sales manager. He formerly served 
as an applications engineer in the 
southern New England territory and 
has now been assigned to Chicago. 

In his new post he will act as 
liaison between the company and 
warehouses and distributors in the 
five state area of Iowa, Wisconsin, 
Illinois, Minnesota and 
Mr. Dickinson joined the firm three 


Indiana. 


years ago. 
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Manufacturers Hold Courses 


Standard Pressed Steel Co. held a three-day c for distributor rep 
resentatives on threaded fasteners. Standing, from left, are: E. N. Mili 
ham, foreman, SPS; James R. Fraser, Erskine Healy, Inc., Rochester, N. Y.; 
Howard C. Meyer, Meyer Industrial Distribution, Ltd., Waterloo, Onta1 
Robert H. Snippel, White Tool & Supply Co., Cleveland; Walton W 
Edwards, Grand Rapids Supply Co., Grand Rapids, Mich.; Medard A 
Breault, Sager‘Spuck Supply Co., Alba N. Y.; Rea G. Rawlin 
Los Angeles; Ross M. ¢ n, SPS advertising 
Frank J. Bond, production foreman, SPS; Harry Ades 
S. Mever, Mever Industral Dis 
tribution; Gerald B. Cowperthwaite, G. R. Armstrong, Manufacturers Sup 
plies, Inc., Boston; Merle H. Stilwell, Grand Rapids Supply; James W 
Phillips, Henry Walke Co., Charlotte, N. C.; J. A 


UTSE 


lins Bros.., Inc . igCncy 


Seated are 
lriangle Supply Co., Chicago; Dennis 


Lundy, Rawlins Br 


The Dumore Co. held a week’s extensive training course on its auto- 


matic drilling equipment. Eight distributor salesmen were present: (first 


row, from left) George Emmons, R. E. Ellis Engineering Co., Chicag 
~ 


Sam Berger and Gene Coughlin, Harry Lee & Sons, Chicago; Joseph 
Rutkwicz, Reynolds, Inc., Providence; (back row) Tom Carroll, sales man 
ager, and H. L. Wardrip, assistant sales manager, Dumore; Joe Nymon 
Wm. H. Thaxter Co., Inc., Boston; Carl Watermon, Evansville Supply Co., 
Evansville, Ind.; Sam Newman, Morris Abrams, Inc., N. Y.: and Ed Kipp, 


Factory Tool Supply Co., Cleveland 
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For Distributor Representatives 


(pe Too/s 


Brown & Sharpe Mfg. Co. recently conducted a distributor 


ind shel 


training course in a special classroom featuring counters Ives 
hirteen distributor salesmen, representing 10 industrial supply firn 
course. . 

Present were: Clair Schreck and Kermit White, Clark Hardware Co 
Jamestown, N. Y.; John Dikugenio, DiEugenio Tool Center, Inc., Ph 
Jerry Weber and R. C. Lenburg, Factory Supplies Co., Rockford, III 
Richard Juhas and Ed. Dobies, W. M. Pattison Supply Co., Clevelan 
Robert McCallion, MacLane Hardware Co., New York: Edward Altmever 
Morris Abrams, Inc., New York; Steve Kole, W. K. ‘Toole Co., Pawtucket 
R. I.; Al Klarr, C. L. Gransden Co., Detroit; Joseph Rutkwicz, Reynolds 
Inc., Providence, R. I.; F. B. Juerges, Watson Hardware Co., Feastervil] 
Pa.; and Stewart F. Hall, Brown & Sharpe 


tc nded the 


CTIIXN 


+ 


* 
i - 
. 7 


At The Henry G. Thompson & Son Co. two distributor salesmen lear 


about metal cutting techniques, John Kalin and M. E. Nordman of Hand 


lan, Inc., St. Louis 
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Mason-Neilan Adds 
Four Sales Posts; 
Blair Is Sales Head 


\ new Pp I PCnCtTa 
wer, has been added 
N\« lan Di 


1i¢ Manage in 
Norwood. Mas 
joined the Pittsburgh ofhice a 


1947 be 


’ ae ee 
headquar»tc¢ 
i 





Rial Joins Haverstick 
As Vice President 
Rex V. Rial 
stick & Co., Inc., as 
the Rochester, N 
supply firm and has also t 
a director 
Mr. Kial mo 
three vears ago 


for ¢ 





Names Three Executives 


W. S. Walter, president of W 


Walter Co., Tacon 


, 
ported that three 


I 

pointments have 
Walter is ufgtive 
J. A. Rappi yntro 


Johnson, sak 


1 


Manage! 


\ 





J. H. Williams Holds 
Four-Day National 
Sales Conference 


A four-day national sales confer 
ence was held by J. H. Williams & 
Co. at the firm’s Buffalo, N. Y., 
plant. 

Edward R. Burkardt, tool sales 
manager, directed the sessions which 
covered sales, advertising and mer 
chandising plans and the introduc 
tion of new and improved tools 

Present at the meeting were 

First row (from left)—R. D 
MacDonald, W. J. Johnson, R. H 
Runnalls, J. J. McCann, J. B. Per 
kins, vice president, J. C. Malugen, | Cheney, A. C. Pontius, W. C Third row—D 
president, E. R. Burkardt, G. W Harck, H. N. Maurer, R. I. Barn- | Hill, D. Bethke, 

Caruso, W. Henry, J. J. Slosson and | stead, M. E. Bulav, E. G. Brown, | J. W. Murray, 
J. R. Armstrong. \. E. Buck, M. H. Durston, F. B. | Rishel, ] itch, Sauter 

Second row—G. A. Hunicke, | Roberts, G. W. Sudbury and A. C. | ¢ | oyles, Richards, 
A. M. Mezey, H. G. French, J. I. | Connor \. W. Martin and W. M. Silliman 


J. H. Williams & Co.’s recent sale 


sonnel and 30 district met 











U. S. Rubber Fills itil 1946 when he was appointed | and development facilities are being 
to the sales staff. In 1952 | mstructed by Wolverine Tube Di 


Division Sales Post 
sistant manager of grinding | vision ilumet & Hecla, In 


Carroll C. Parker has been named ls sales. He has been with th llen Park, a Detroit subur 


grinding wheels sales manager for | firm 20 years and in his new 
the mechanical goods division of | will make his headquarters at 
United States Rubber Co | Fort Wayne, Ind., plant 

He succeeds J. A. Fairfield who 





retired March 1 after 26 vears of | pected to be 
service. Mr. Fairfield had _ been Wolverine Tube to Shift D. W. Blend 


grinding wheels sales manager fo nln a a 

sd 7 Administrative Office ‘a spp 

most of that time imet . said both build 
Mr. Parker held production posts \ 24,000 sq. ft. administrative lesigned to permit futur 


in the mechanical goods division | building and 7,000 sq. ft. research 


~ 








Machinists’ Tool & Supply 
Advances Johnson 


A. C. Johnson of Machinists’ 
lool & Supply Co.. Los Angeles, 
has been promoted to vice president 
sales. He has been with the com 
pany for over 14 years as sales 
manager 

M. A. Maudlin has been ap 
pointed to Mr. Johnson’s former 
post. The new sales manager joined 
Machinists’ Tool 11 years ago as a 
salesman 

Both men are members of the 


A. © Biles American Society of Tool Engineers M. A. Maudlin 
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A POLICY THAT HAS BEEN WORKING 
FOR DISTRIBUTORS SINCE 1888 


SAN 





A Distributor Policy In Action...Since 1888 


This O-B distributor policy has been 
in effect since we started selling valves, 
shortly after the Company was found- 
ed in 1888. 


We know it works because it has 
been working for almost 70 years, for 
the mutual benefit of both distributors 
and Ohio Brass Company. 


The O-B distributor policy was ef- 
fectively presented in 1929 in a book- 


let entitled Keeping Faith for Forty 
Years,’ the cover of which is shown 
above 

With considerable concern now 
apparent about the price structure 
and direct selling practices, we feel 
this is a good time to restate the prin- 
ciples that govern the relationship 
between Ohio Brass Company and 


its distributors 


Who is a Distributor? 


It's easy to identify a bona fide dis- 
tributor. He has the financial standing 
which allows manufacturers to extend 
him credit. He has a sales force, ad- 
ministrative personnel, delivery serv- 
ice and if needed, engineering service. 
The true distributor maintains stocks 
adequate for normal demands of the 
area he serves. He makes full use of 
the sales promotion materials made 


available to him by manufacturers. He 
often runs a direct mail program of 
his own 

Ohio Brass Company likes to deal 
with the distributor who fits this de- 
scription. He's equipped to do a com- 
petent selling job and to perform vital 
services to both manufacturer and 


custome! 





O-B Offers you this 


In return for the important services 
performed by the distributor we feel 
that he is entitled to certain protection 
and support from the manufacturer. 
Some of the specific points of sup- 
port are: 

1. We sell only through recognized 
distributors and never in competi- 
tion with them. 

We believe in doing everything 
legally possible to maintain a fair 


and stable price structure. 


We maintain adequate stocks at all 


times so that prompt shipments can 
be made. 

. We offer marketing assistance in 
the form of a comprehensive adver- 
tising and sales promotion program 
Development engineers are avail- 
able to help your customers with 
special problems. 

We use the best available materials 
and production methods in making 
O-B valves. 

Each valve is packaged in its own 
carton, to make sure it’s clean when 


it reaches the customer 


Sold through distributors only 


We know from almost 70 years of ex- 
perience that distributors have a vital 
role in our marketing operation. 
Through them we can offer better 
service for the common benefit of 
user, distributor and manufacturer. 

An O-B distributor expects and gets 
our full support... through advertis- 
ing, through help from our sales and 


engineering forces, by our sending 


orders through him 


We do reserve the right to compete 
for business directly when it involves 
orders from original equipment man- 
ufacturers who will not deal through 
a distributor. Never will we compete 


with our own distributors 




















“keeping faith” 


A POLICY THAT HAS 
BEEN WORKING FOR 
DISTRIBUTORS SINCE 1888 


The Company Behind O-B Valves 


Ohio Brass was founded in 1888 in 
Mansfield, Ohio 


The company 
brass foundry and machine shop. The 
original plant employed only 20 peo- 
ple and made such things as hardware 
for harness and whistles for steam 
locomotives. Brass valves were also 


started as a small 


among the first products made 

O-B’s growth has been substantial 
down through the years. It now oper- 
ates three plants — one at Mansfield: 
one at Barberton; and a Canadian 
plant at Niagara Falls, Ontario. These 
three plants employ a total of 1850 
people, and cover 115 acres. 

In addition to making valves, O-B is 
one of the world’s largest manufactur- 
ers of porcelain insulators used in the 
transmission and distribution of elec- 
tric power 

You can see Ohio Brass insulators 
hanging from steel transmission tow- 
ers as you drive through almost any 
part of the country. And not only in 
this country, theyre used in crossing 
the Alps, in Africa, Asia, South Amer- 
ica all over the world. 

O-B also supplies materials for elec- 


rified mining operations . . . in copper 


coal mines, salt mines, gold 
Again, all over the world. O-B 
pioneered the idea of an expansion 
shell and plug — sort of a ‘sky-hook 
to be used to support 


mines 


mines 


arrangement 
mine roofs from above. This device 
eliminated bulky and costly timbering 
and helped make mining more effi- 
cient and safer 

In the 


modern electric trolley coaches oper- 
ate under fittings made by Ohio Brass 


field of public transportation 


The Cleveland Rapid Transit system 
imong others, operates an overhead 
distribution system that is insulated 
with Ohio 


equipped with Ohio Brass bronze and 


Brass materials and 


malleable iron fittings. We also supply 
railroads with several important items 


All this has nothing directly to do 
with valves. But it does give you some 
idea of the s« ope of the O-B organiza 
tion. A company with more than 100 
acres of manufacturing facilities and 
the engineering skill to develop prod- 
ucts for the Sé highly specialized fields 
also has plenty of equipment and skill 
for handling problems in connection 
with the manufacture and _ perform- 


ance ot bronze valves 











PLANT AT MANSFIELD, OHIO 


PLANT AT BARBERTON, OHIO 


, ee 


“keeping faith” 
A POLICY THAT HAS 
BEEN WORKING FOR 

DISTRIS UTORS SINCE 1888 





“keeping faith” 


A POLICY THAT HAS 
BEEN WORKINGFOR 
DISTRIBUTORS SINCE 1888 


A Fair Profit 


A stable price structure is vital to a fair 
profit, and the distributor who doesn't 
make a fair profit for himself has little 
future as a distributor. 

We regularly publish price lists cov- 
ering all standard items, and we stand 
by those prices. There are no “bargain” 
sales on O-B valves. 


We don't believe in selling on price. 
We believe in making a quality prod- 
uct and selling on the basis of the serv- 
ices that we and our distributors can 
give the customer and on the basis of 
the performance of our products atter 


thev re installed 


An Adequate Stock 


recent years, our factory 


During ' ' 
inventory of valves has been large 


enough to enable us to fill practically 


all normal orders out of stock. That 
means a minimum delay in reaching 


you and reaching vour customer. 


Ship Today Sure 


When you have a rush order we're al- 
ways ready to do everything possible 
to expe dite it. Among our distributors, 
Ohio Brass is noted for its willingness 
to give special service when needed. 


To help in giving faster delivery in 
western areas oul representatives in 
Los Angeles, San Francisco, Denver 
and Fort Worth maintain warehouse 
stocks of O-B valves. 


O-B Valves are Presold 


When a distributor offers a new prod- 
uct to a customer and is greeted by 
“Never heard of it,” that usually weak- 


ens the sales presentation. 


It's the manufacturer's job to do 
some preselling through advertising, 
both trade journal and direct mail. 

Ohio Brass has consistently main- 


tained a comprehensive trade journal 
program, much larger in relation to 


sales volume than the programs of 
most competitors 
Were 


direct mail materials for use bv our dis- 


continually preparing new 
tributors. In addition, there are cata- 
log information and a variety of othe1 
sales aids available to all O-B distribu- 
tors. Your O-B representative can give 
the complete story on the ways we 
help our distributors with merchan- 


dising materials 


Help! Help! Help! 


Frequently, a customer or a distributor 
encounters a valve problem on which 
ve can prov ide technical assistance. 
The services of development engi- 
neers, the men who design and super- 


vise the manufacture of O-B valves, 

are available to distributors. 
Requests for engineering help can 

be made through the O-B representa- 


tive in your territory. 











The Valve in the Orange Box 


With no slur intended on your store 
room practices, we know when you 
start to look for some valves you may 
feel like a uranium prospector going 
into the Rocky Mountains. 


The way many valves are ordinarily 


packaged, or not packaged, makes 


them difficult to identify. If they're 
wrapped and _stencilled, the stencil 
smears or gets covered with dust. If 
they have a sticker on the wrapping, 


the sticker may get lost 


&- & weLves 


We eliminate 


packing each valve in its own carton 


these proble ms by 


Complete identification — is plainly 
printed on both ends of the carton The 
valve is protected from dirt and rough 


handling 


We think the psychological benefits 
of individual packaging are also im 
portant. It’s tangible evidence of om 
belief in our product. We believe it's 
deserve i good 


good enough to 


pac kage 


Ohio Brass Company 


“keeping faith” 


A POLICY THAT HAS 
BEEN WORKING FOR 
DISTRIBUTORS SIN CE 1888 


Gentlemen: 


Staves 8-0 


I've read “keeping faith” and have these comments 





| would like to have further information 


Name 





Company 


Address 





Postage 
Will Be Paid 
by 


Addressee 


O-B Valve Performance Starts 
on the Drawing Board 


We fully realize there's no short cut to 
a valve that will perform up to O-B 
standards when installed on one of 


your customer's lines. 


O-B quality starts with good design 
and follows right through production 
into final inspection and delivery into 


vour stock. 


We Welcome Your 


Comments 


We use nothing but certified ingot 
metals, the finest packing and dise ma- 
terials. After manufacture, every valve 
is tested to make sure it’s leaktight 

Only by exercising this care 
throughout the production process can 
we be assured that an O-B valve will 
perform effectively when installed on 


the lines of vour customer 


We would appreciate your comments on this 


policy. What you think about the O-B way of 
doing business is very important to us. The 
attached card is for your convenience. 


First Class Mail Permit No. 547, Mansfield, Ohio 


Printed in U.S.A 





Find ¥ Your 


“BRIGGS & STRATTON 


Service Station 
in The 


Yellow Pages 


Find Your 


ALCOA 


Distributor In The 
Yellow Pages 


arest Deoler 
In The 


Find Your | 
low Pages 


Find Your 
& 


Electric Tools 
Dealer in The 


Yellow Pages | 
PS fe; 


oe 
Find Your 


Sioux 


Tools 
Listing In The 


Yellow Pages 


Find Your 
Honeywell 


Thermostot 
Dealer in The 


Yellow Pages 


: ot ee 


—~S 

Find Your 

oarest Dealer 
In The 


low Pages | 


Find Your 
LIBBEY* OWENS*FORD 
Deoler in The 
Yellow Pages 


Find Your 
Nearest Distributor 


Find Your 


WORTHINGTON 
Dealer in The 


Yellow Pages 


Bsn” 
“ind Your 
arest Dealer 
In The 


ow Page 
i 


ind It Fast 
In The 


low Pages 


THESE ARE SOME of the industrial 
advertisers using the Yellow Pages emblem 
to remind buyers of industrial supplies to 


look in the Yellow Pages for the products 


and services they need. 


IN ADDITION, the Yellow Pages emblem 
is promoted all year round in industrial, 


trade and business publications. 
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Find (= 
In T 
| Yellow 


Find Your 


CRANE 


Decler in The 
Yellow Pages 


Find Us Fa 
in The 


Yellow Pa 








d Your 
Distributor | 
in The 


w Pages 
= 


A 
| 
| 


, 


Find It Fa 
In The 


ow Pa 


Find Your 


York 
Air Conditioni 
Distributor In T 


Yellow 2a 


THIS CONTINUING EMBLEM 
promotion makes your own 

the Be sure 
prospects find your advertisements and list 
ings under all appropriate head 


trade marks 


advertising in 


Yellow Pages more profitabk 


. 
in the classified director 


{} 


ill your telephone business office for 


information. 


1957 








Price Index for 19 Product Classes 


(1947-49 — 100) 
% Change 
Apr. Mar. Apr. From 


NAME OF PRODUCT CLASS 57 57 56 ~=©6Year Ago 
Abrasive Products 137.4 137.4 128.8 +6.7 
Cutting Tools 151.8 ol. 144.5 
Fans and Blowers 176.0 76. 157.4 
Fasteners 194.0 169.4 
iuieteiania Lamps 160.5 5 147.2 


Industrial Rubber Products 144.7 . 141.8 


Lubricants 98.2 . $4.7 


Materials Handling Equipment 162.0 162.0 3 


Mechanics Hand Tools 171.1 171.1 3 


(Files, saw blades) 
Metalworking Accessories 168.6 
Motors 118.5 
Paint 124.1 
Portable Power Tools 132.9 
Power Transmission Equipment 166.9 
Precision Measuring Tools 140.7 
Pumps and Compressors 161.0 


Steel Products 173.9 


(Pipes, bars, nails, wire rope, ete.) 
Valves and Fittings 158.1 


Welding Machines 146.3 


(Equipment, rods) 


Total Index (weighted average) Dade 155.0 


urce: Bureau of Labor Statistics and Industrial Distribution 
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“LYON QUALITY DESIGN 


makes 


THE DIFFERENCE!” 


STEEL LOCKERS, for example. Look for the design 
features that pay off for years and years. Compare Lyon 
construction and you'll see how and why you get so 
much more in both durability and appearance 

This same quality design makes the difference in every 
one of the more than 1500 standard Lyon items, a few of 
which are shown below. 
CALL YOUR LYON DEALER. He offers the world’: 
most diversified line of steel equipment. Equally im- 
portant, he can show you how to get the most for your 
money in terms of saved time and space. 





We can manufacture special items to your specificati 


LYON METAL PRODUCTS, INC. 


LYON quality design is reflected in this General Offices: 653 Monroe Ave., Aurora, lll. 


new handle with beautifully contoured lines, Factories in Avrora, lll. and York, Pa 
finger-tip action and finished in durable chrome. 


QPATENT APPLIED FOR 





TABLES 
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CHAIRS SHOP BOXES BENCHES REVOLVING BINS 





RAWER CASES 


OVER 1500 ITEMS 
for Business, 
Industry, 
Institutions 
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ON THE MARKET.... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Torches 
Weight 41/2 lbs. 
Overall Length 50-in. 


Big Blaze torch No. 70 is 


produce a flame up to four feet long 


said to 


at 100 Ibs pressure with a BTU in 
put of 487,000 per hour 

It can be used for heating asphalt, 
weed burning, lighting furnaces, dry 
ing molds, preheating, thawing out 
culverts and melting out joints in 
piping. 

Insto-Gas Corp., Detroit 


Pillow Blocks 


Feature Fast, 
Accurate Mounting 


Micro-Mount, a 
device incorporated in Spher-Align, 


new mounting 
line of 

pillow 
fast 


the manufacturer's new 


spherical roller bearing 


bloc ks, 1S 


accurate mounting. 


said to insure and 


"he adaptor is snugged up with 


the Micro-Mount Nut. Mounting 


me 8O4QuUNT SCREW 


LOCK wasnes 


TAPERED ADaPTER 


apariie met —~ ww 7 LB 
Ad Jf] 
<4) 

—— 4 


is completed by turning the Micro 
Mount the lock 
washer until bearing, adaptor and 
shaft 

Inherently self-aligning, the new 
line of bearings is available in both 


screws against 


form an integral unit 


expansion and non-expansion types 
in sizes to fit shafts from 2-7/16 to 
S-in diameters 
Dodge Mfg 
Indiana 


Corp.., Mishawaka, 


Tool Chest 


For Average Apprentice 
In Metalworking Trades 


} } 


t hest 


\ complete apprentice tool « 


of oak, 


depths and widths to accommodate 
the original set of precision tools 


with drawers of several 


plus room for additional tools put 


chased later, has been introduced 
by the manufacturer. 

Also introduced are new Johans 
son “Thrift” blocks having an a 
curacy and parallelism of plus o1 
minus .000008 inch with a surface 


1.0 to 1.5 


Flatness is 


maintained from 
micro-inch R.M.S 
within .000006 in. 

Known as “Thrifty Jo’s’, they are 
said to give “Class B” block accu 
racy. 

Brown & Sharpe Mfg. Co., Provi 
dence, R. Is. 


finish 
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Bender 
Eliminates Extra Set-Ups 
On 90 Deg. Bends of 4-in Pipe 


884, 
bender said to make a full 
+-in 


with 


a new lightweight hy 


leg. bend in and smaller 


and pipe one ram 
troke has been announced. 

Regularly operated with the mak 

No. 798AC-SA pump, 

nd connected by a quick-coupling 

gh-pressure No. 884 is 

said to bend +in pipe 90 deg. in 


Using the maker's 


powe! 
hose, the 


rour minutes 
797E-SA power pump, it is claimed 
iob can be done in 30 seconds 


I'ool Co., Rockford, II] 


? 
Greenlee 


Drives 
Variable Speed In FHP 
Sizes From 1/8 to 1/100 HP 
Ma variable 


speed drives incorporate dynamic 


me-Speed “Junior” 


braking and reversing that may be 
lisconnected if not required and 
lrives equipped with power and mo 





TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





tor cables though equipment may be 
wired with conduit using knockout 
provided. The motor may be 
smoothly adjusted from zero rpm 
to full rated speed 

Non-electronic, with speed range 
approximately 40:1, weight without 
the motor is 64 lbs. Motors may 
be mounted in any position. Over 
load protection is provided through 
use of time delay fuses 

Magnetic Amplifiers, Inc., New 
York 


Taps 
For Use In Brass 
And Cast Iron 


Identified as List Number 3037 
a new line of taps for us« 
} 
il 


iron and brass is available fro 


to 4-1n in coarse pitches, made to 
standard G H3 limits in taper, plug 
and bottoming stvles 
lhe new taps are marked CI an 
BR meaning cast iron and brass 
Gages S. W. Card Div., Union Twist 
Six New Specialty Drill Co., Mansfield, Mass 


Gages Introduced 


Six new specialty gages have been Conveyor Belt 
announced by the manufacturer 


Dual-Aire <Air-O-Limit com Carries Lightweight Packages 
As Firmly As Heavy Cartons 


the 
parator (illustrated), the automatic 
radial-play gage, the Sigmatic Called “Griptite”, a new ribbed 
multi-dimension automatic gaging 
machine, a digital read-out supermi 
crometer, an electrolimit supermi Self-Locking 
crometer, and a tri-roll thread Miniatatead 
comparator 

All are designed for closer control 
of high-precision production. The 
illustrated comparator is said to 


provide two separate magnifications 
ety Rei one 
WnaHnY ta C1i¢ 


simultaneously without switch-over. 
Pratt & Whitney Co., West Hart tronic, autom iia 
ford, Conn CONTINUED ON PAGE 200 


FOR AN INDEX OF THIS MONTH’S NEW PRODUCTS, SEE PAGES 200 AND 201 


























































































































To our Industrial Distributors 
-on the ‘‘Upward March”... 
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The shield that backs 
the sales you make 











NATIONAL 


TWIST DRILL 
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On the Market Today (Cont’d.) 


chine tool and instrument assem 
blies. 

Like all the 
serts, the miniature series eliminates 
the need for lock washers, lock nuts 


in integral 


manufacturer's in 


ind locking wires with 
gripping coil 


Heli-Coil Corp., Danbury, Conn 


Wire Rope Slings 
3-in. Diameter 
Giant Size, 


Fabricated from 3-in diameter ¢ 
x 37 preformed improved 


IWRC 
slings with the maker’s Dualoc end 


nl tee] 
plow stec! 


wire rope, new wire rope 


moving 


industrial, 


ire recommended for 


ing 


heavy power generating, 


marine and railroad 


transportation 
equipment 

lhe giant sling’s breaking strength 
720,000 Ibs with a safe 


144,000 Ibs or 72 


rated at 
working load of 
tons 
Chain & Cable Co 
Din WV ilkes 


American 
Inc., Whur 
Barre, Pa. 


Rope 


Belt Fasteners 
Aligning Holder 
Speeds Application 


Said to help in applying both No 
No. 500X Flexco hinged 


fasteners, a new aligning holder has 


500 and 


been introduced 
Some of the advantages claimed 





kept 


being run 


include: all fasteners are 
aligned while nuts are 
down, bolts break off 


quickly, hinge pin is easily inserted 


easily and 


because all fasteners are assembled 


No 


templet is integral part of holder so 


St} 


in proper alignment, 
that both tools can be had as one 
complete unit 

Flexible Steel Lacing Co 


cago 


Ch 


Stepless Speed 
Adjustments to 26% 


Che addition ot 2 ‘¢ . STOOVC 


idjustable-speed drives to its present 


line of standard drives has been an 
yunced 
Phe new sheave pitch 
diameters are : 8.5-10.7 P.D., 9.5-11.7 


P.D., 10.5-12.7 P.D 


three 





BELT FASTENERS 


Flex ot La 
BENDER 
ee 1 | 


BRAKES 
Wagner 


CONVEYOR 
Hon Mfg. ¢ 


CONVEYOR BELTS 
Cambridg¢ t 


DRIVES 
American Pull 
Magnetic Amy 


END MILLS 
Chicago-Lat1 


Porta Doul 


FOLLOWER PLATES 
\lemite Div Stewart-W a 
Corp 
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Index of This Month’s New Products 


GAGES 
I ind Gage (¢ 
Mig. (¢ 


itt & W 


GEARMOTORS 
Centurv | 


HOISTS 
B Br 


INSERTS 
Heli-C 


LABELS 


MILLING MACHINI 


» t Bend Lath 


NUTS, CAP 


Gr Reprod 


OIL, 


PHREADING 
H. & B. Pets 


PILLOW BLOCKS 
Dodge Mfg. € 


PIPE MACHINI 
Beaver Pipe ‘li 


PUMPS, TURBINE 
D ming c3 








\ccording to the manufacturer, 
it is now generally more economical 
to select 2 “C” 


belts in place of 4 or 5 “B” 


groove 


belts when driving in the hp range 


centering around 15 and 20 hp and 
motor speeds of 1160 and 1750 rpm. 

American Pulley Co., Philadel 
phia 


Rams & Pullers 


For Savings In Labor, 
Reduction of Downtime 


“Holl-o-ram,”’ 


draulic 


a new line of hy 
rams and industrial pullers, 
consists of three hollow ram models 
with 20, 30 and 60 ton capacities; 


groove Superservice 


a complete set of seven pulling at 


tachments for every shaft pulling 
operation; three converter sets for 
conversion of other mechanical and 


CONTINUED ON PAGE 202 





Index of This Month’s New Products (Cont'd. ) 


RAMS & PULLERS 
Black iwk Mé 4 


REGULATORS 


\ 
| 


SAFETY HAT 
B ( 


SAW BLADES 


4 b » f 


SCREWDRIVERS 
Owat 
Stan 
W 


SHELF UNITS 


Rey St 


SHIELD 


nis 


SLINGS 
Caldw ( In 
American Chain & Cabl 
In Wire Rope Div 


SOLDER 
Johnson Mfg. Co., In 


SOLDER PENCIL 
Hexacon Electric Cé 


UNIONS 


SPEED REDUCER 
General Electric. Gear Mot 
l'ransmission Compor 
Dept 


PAPE 
Minnesota Mining & Mfg 


PAPPING-DRILLING 
Boice-Crane (¢ 


PAPS 
S. W. Card D 
Drill Ce 


PHREADING MACHINES 
Oster Mfg. ¢ 


POOL, STRIKING 
Damascus Steel | 


POOL BLOCKS 
Wesson Co 


POOL CHEST 
Brown & Sharpe Mfg 


PORCHES 
Insto-Gas Cory 


Clayton Mark & Ci 


VALVES 
General Con 


Jamesbury Corp 


VISE SAWING 





Imperial Brass Mfg. Ce 
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IN THE 


PROFIT 
COLUMN 


pense lan KEYWAY BROACH KITS 
or cutting ae from } 


any bore from ' to 3” in one mir ste 
for as little pal cent 


s to l" in 


Winute Wan SQUARE pore 


For finishi Ng Cast or dritied + 
Pass. In stock f- re Ue" t 
Hexagon broa hes ‘ar 5 Pe 


Type Keyway Broaches ais, 


=x_~ 


a 


duMont p POC. ae 


High Speed G, / 
tangular. Hy fe 





1 @ kee 
'Onger due to 
red hardness 


Dalance 
and wear 


HW inate Wan 
MAGNETIC 
_— 


Hold dial ir 

_ Save set 
Ainico nm agnet ha 
erip on ali f 
360 horizor 
180° vertica , 


For complete information on these fast 
selling, high profit tools, get in touch with 


THE 


duMONT 


CORPORATION 
Greenfield 
Massachusetts 





shopmade” pullers to Holl-o-ram 
iS€ 
LIGHT YOUR WAY... Holl-o-ram is said to differ basi 
ally from standard rams and indu 
trial hydraulic jacks by having a 
hollow ram plunger into which 
smooth, threaded or _ serrated 
plunger saddles can be threaded 


om : we , 
TO “o : | wired? 
_ hrough application of an adjusting 


screw, they can be adjusted by 


means of the pulling attachments 


New Prospects | : y, | svailable for ny industrial palling 
Broader Markets} 


ion 


ckhawk Mfg. Co., Milwauke« 


Router 


Trigger-Switch 


No. 600 
Barricade Type 
ae . —— Power Control 


Double- Face Lens 
\lodel 150 router features a power 


Normally used by contractors, munic- designed to be interchangeable 


ipalities, public utilities and industries, with 
the new DIETZ Visi-flash opens up haper table 

many new markets because of su- Over 150 bits and cutters can be 
perior design, construction, perform- ed for veiming, 
ance, and lower cost. ding, reeding, 


1 planing attachment and 


fluting, compound 
bevelling OI \ 


Visi-flash is shockproof because of 
elimination of fragile parts. Transis- 
tors do it . . . withstand jarring and 
abuse. Brighter because of optical 
lenses. Longer lasting because the ; 
transistor circuit doesn’t wear out Lubricant 

Maximum Lubrication 


This is your selling ammunition... For Threaded Assemblies 
plus a complete distributor pro 
motional package. Additional irco coupling lubricant, be 
500" ter Besviontnn seus Satine Ge , details in the new Visi-flash 
Ft thy non folder. Write for it today. R. E 
Dietz Co., 116 Leavenworth vesive and load carrying character 


Ave., Syracuse I, N. Y. , 
st s said to provide maximum 


+ 
#630 Traffic Cone 360° Lens is aa . 
bl brication for threaded assemblies 
vhere high pressure, shock loading 


@ Civil Defense Operations . 
1 high temperature conditions 


of non-melting and high ad 





for the world’s first transistorized 
@ Parking Areas and Drive-in Theaters 


HAZARD WARNING LIGHT @ Animated, illuminated advertising displays Ie % } recommended for drill 


iisU | 


} 


@ Police and Fire Depts.; Sheriffs, State Police @ Dock Beacon and Camp Guiding Lights ollars, tool joints, drill tubing, drill 


@ Private Airports and Emergency Aviation @ Organizations providing disaster aid for ‘ yuplings and tool bit threads 


floods, wrecks, windstorms, etc. \lso introduced by the manu 





Lighting 
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"i've used a lot of ELECTRIC 


DRILLS but there aren’t any 
around...that can beat the 


SIOUX” 








“I’ve been meaning to write this letter to you 


people for a very long time. In 1952 I bought a 
6” Ball Bearing Bench Grinder, a Half Inch 
Heavy Duty Drill and also a No. 1495 4” ALL- 
ANGLE Drill. In all that time I haven’t had a bit 
of trouble with any of these tools. 

All three tools are great, but the 4%” ALL- 
ANGLE Drill is the reason I’m writing this letter. 
I’ve used a lot of electric drills but there isn’t any 
around that is made that can beat the SIOUX. 
With that drill, you can get into the tightest 
place that you can put your fist into. 

You can put oversize drills into it and it won’t 
die out on you. It’s the most compact, the most 
rugged piece of equipment I’ve used. It couldn’t 
be designed any better, I don’t think, and who- 
ever had the brains to design that really deserves 
a lot of credit. 


He must have had us in mind when he de- 
signed it because it’s perfect. In our kind of work 
we have to be fussy and we don’t pass out com- 
pliments too easy, but there are so many poorly 
designed tools for sale, that I really thought you 
deserved these compliments. 


I’ve never written to a manufacturer before 
but I appreciate working with good tools and I 
have to give your drill a lot of credit for our 
prize winning cars. A lot of people have bought 
the offset drill after using mine. It sells itself very 
easily. 

You’re perfectly welcome to do as you please 
with this letter, and I would endorse any of your 
products.” 


JOHN SHARRIGAN, Watertown, Mass. 


LOOK UNDER 
ELECTRIC 


ALBERTSON & CO., INC. 


SIOUX CITY, IOWA, U.S.A. Ke 
ELECTRIC DRILLS © SCREW DRIVERS ® SANDERS © GRINDERS © IMPACT WRENCHES © VALVE FACE 
GRINDING MACHINES ® POLISKERS © PORTABLE SAWS © FLEXIBLE SHAFTS © ABRASIVE DISCS 
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Light-Wel 


eeeeeeeeeeeeeeeeeeee 


Make The Coffing Aluminum Super Power 


The Lightest Hoist In Its Class 


Coffing Super Power hoists are now available with light-weight, 
high-tensile aluminum alloy castings, which reduce weight without 
sacrificing strength, in both 114 and 3 ton capacities. New com- 
pound levers which eliminate the heavy gears of conventional 
designs, further reduce the size and weight of the hoists. They not 
only are 20% lighter than any hoists in their class, but also lift 
maximum loads with less handle pull. Thus the workman has less 
weight to carry to the job and less effort to exert after he gets there. 

Super Power hoists, which also are available in malleable iron 
in capacities from 1)4 to 5 tons, have sealed-in lubrication for mov- 
ing parts and require a minimum of maintenance. Overload test- 
ing, “Safety Valve’? handles, and constant load-locking ratchet 
and pawl assure safe operation. For complete details on these hoists, 
»onsult your Coffing representative or write to us for Bulletin L-3. 


<= Coffing Hoist 


DIVISION OF DUFF-NORTON COMPANY 
806 WALTER STREET DANVILLE, ILLINOIS 


Ratchet Jacks, Screw Jacks, Hydraulic Jacks, Special Worm Gear Jacks, 


Ratchet Hoists, Electric Hoists, Load Binders, Spur Gear Hoists 
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1957 


facturer is a new lubricant called 
Plastigear-X, as a companion to the 
Plastilube. It is stated the 


can be used success 


firm’s 
new product 
fully where other open gear lubri- 
cants will melt and drip off. 
Warren Refining & Chemical 


( I veland 








End Mills 


Sharp Corners 
Eliminated 

i mm 

1 sizes have 
manufacturer’s 


1 
the 


greatel 


1 med 


] : 
Miiecage, 
iccuracy ar©re 
scientinc engineering 


Latrobe, Chicago 


Tape 
Better Resistance 
To Adhesive Transfer 


Scotch” brand masking tape No 


2MNB) is an improved 


m of a high temperature mask 


| prop 


214 


l'ype 


ipe with easier remova 


According to the manufacturer 
the new tape can be used in tem 
peratures up to 300 deg. F. for bakes 
up to eight hours in duration. It 
will withstand heat cycles of shortet 


CONTINUED ON PAGE 208 
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New, streamlined system. 


IMMEDIATE HANDLING 
OF EVERY ORDER! 


Your fastener order gets speedier attention these days at Ferry 
Cap! A new, streamlined system speeds each order through 

to our shipping department the very day it arrives! Both mail 
and phone orders are received and recorded at these busy 
desks. By the running inventory maintained here, Ferry Cap 
management is constantly aware of all inventory situations, 

and the factory is automatically alerted to start producing any 
item before shortages can develop. For quick service and quality 
fasteners, order from Ferry Cap today! 


THE FERRY CAP & SET SCREW COMPANY 
Pioneers and specialists, cold upset screw products since 1906 
2153 SCRANTON ROAD CLEVELAND 13, OHIO 


HI-CARBS 
LO-CARBS 
SHINYHEADS 


cea: BELA MEL geared to ASTER SUE 


ter head cap screws, flat 
head cap screws, shiny- 
land studs, hex outs. 
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Neat, clean, efficient—inside and out, the Bigelow- 
Gibson organization reveals pride in serving industrial 


rubber customers well: 


HOW HEWITT-ROBINS 
HELPS A SPECIALIST 


Becoming a leader in distributing industrial rubber products demands a broad 


line, top quality, and fast service. Here’s how it works in Toledo. . . 


Bigelow-Gibson, Inc., is one of Ohio’s leading distributors 
of industrial rubber products and supplies. Why is this 
young firm forging ahead so fast? 

Sit in Vice-President Hall Derkin’s well organized office 
for an hour and you'll learn one reason. Time after time, 
as the phone calls come in, Hall gives his customers de- 
tailed, technical information on hose... on V-belts... 
on special conveyor belting involving tricky splices. He 
knows delivery situations up to the minute, and he seems 
to keep a running inventory of Bigelow-Gibson stock 
right in his head. 

“That’s one big advantage of being a specialist,’’ Mr. 
Derkin points out. ‘““You get thoroughly familiar with a 
few good lines, and you can really do a job for your cus- 
tomers with unusual problems. The trick is to concentrate 
on lines that give you a wide choice in specifications and 


Hall Derkin likes to keep on top of every new product 
development. Here the Hewitt-Robins Cleveland District 
Manager, Arley Ball, right, shows Mr. Derkin samples of 
CR-50 conveyor belting fabric. Bigelow-Gibson does a 
sizable conveyor belting business. 


price .. to stay with manufacturers who will come 
through for you when 
customer.” 

Or chat a bit with Warren Bigelow, President and one 
of the firm’s founders. “By handling industrial rubber 
products almost exclusively, we find we can do a field 
engineering job,’’ Mr. Bigelow explains. “‘Here in Toledo 
we have many customers who often need the help of rubber 


you go out on a limb for a good 


specialists- specialists rignt here in Toledo, not hundreds 
of miles away. We have the equipment, the men, the 
stock, and the know-how. And we have Hewitt-Robins 
to back us up!”’ 

Whether your firm speciali 
mill supplies, the Bigelow-Gibson success story may hold 
a helpful hint for you. The pictures on these pages give a 
few glimpses of some of their typical activities. 


; al ' 
zes or handles a broad line of 


Mr. Ball discusses features of H-R Duroil hose with 
Bigelow-Gibson President Warren Bigelow, seated on the 
desk. ““‘When you’re trying to open up a big account, 
there’s no substitute for accurate, up-to-date product 
information,” Mr. Bigelow believes. 
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Warehouse Technician Kenny Sofalvi cuts 
heavy slab rubber stock to customer specifi- 
cation with an Eastman slitter. 


Bigelow-Gibson Salesman Robert Frank, left, looks over 
a new installation of 144" 3-braid Hewitt-Robins Servall 
hose carrying organic liquids at Maumee Chemical 
Company. Maumee Plant Superintendent T. R. Gonella 
points out the unusual cable support systen 


In the Bigelow-Gibson retail salesroom, Salesman Frank, 
right, explains the construction of the H-R Twin Propane 
Hose fitting to Julius Stribrny. 


T. R. Gonella and Salesman Frank examine 
on a new length of H-R 3" Maltese Cross Tan 
which carries caustic soda at the Toledo plant 
Chemical Company. 


~wraL) {/] advertisements of 
" ws : - : ‘_Y¥ Re Products Division 
Bigelow-Gibson is well equipped to handle rush jobs. CNS your listing in the 
Here Kenny Sofalvi attaches a Scovill coupling to 3" WY directory. 
H-R Maltese Cross Transport Gasoline Hose. In addition, . 
factory-trained technicians and vulcanization equipment 
are on hand for conveyor belt splicing and repair work in 


the warehouse or at the job site. HEWITT-ROBINS - STAMFORD, CONNECTICUT 
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fvery Paci 
Pipe Too/ 


TESTED 


A viduel{ 
bef, 4 


Selle Extra Fast... 


«.:,@asy..-.pipe reaming 
with this self-feeding 


Spiral ... turns into the work smoothly, 
no chatter. Famous rtearp heat-treated 
cutting edges mean clean reaming, extra 
long service. Quick enlarging of conduit 
box outlets—and holes in sheet metal. 
It pays you to stock and sell these 
popular reamers—order today! 


and hand reaming... 

Pi kent’ €\) 

LonGrip SS <5, 
4 vr ~. 

5 long straight flutes KY, 

ream clean, 

easy to control. 








The Ridge Tool Company + Elyria, Ohio + U.S.A, 
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duration up to temperatures of 400 


sota Mining & Mf 
aul, Minn 


Co 


Shelf Units 


Readjusted 
Without Tools 


Flexi-Bilt” shelf units feature a 


teel lug at each corner of the ad 


When a shelf is 


slipped into place, the lugs lock 


justable shelves 
themselves into slots on the up 
rights and the back of the 
Shelf is 


slightly and pulling forward. 


case. 


removed by raising it 


l 


Cases measure $4-in high, 364-in 


wide and 124-in deep 


Republic Steel Corp. Berger Div., 
Canton, Ohio 


Milling Machine 


Head Swivels 

Full 360 Deg. 

Kase of operation, increased effi 
iency and more dependable service 
ire said to be the result of improved 





design features on the manufactur Ranty New Portable 


er’s new vertical spindle precision 


milling machine. 
Eight spindle speeds range from 
90 to 2500 rpm with 3 hp 1200 rpm 


motor or 135 to 3750 rpm with | 


hp 1800 rpm motor. 


Designed especially for machin gives plenty of oil 
ing tubing, shafting and other long 
cack, 6 new iets & 140 long Oo Mporense seated is threaded 
lathe has been introduced. 
With sixteen speed drive, the 
spindle speeds range from 15 to 950 
rpm 
South Bend Lathe Works, South 
Bend, Indiana 


Solder 


Paint On, Heat, 


Joint Is Soldered 
Hand Pump 


Flux-’N-Solder is the trade name non-electric 


for a series of compounds of finely 


powdered pure solder suspended in : t l| 
I ive flux that can be applied in as -Se ef— 


in acti 


one motion by dipping or brushing di 
Packed in 1-lb cans for 50/50 saves leS, pao 


applied for 


solder in general purpose flux, it is . 
rage ‘ster I roduction size Improves 


lll p! 


containers 
Johns n Mfg. Co., Inc., Mount threads, 


Vernon, lowa big oll 
Savings 


No wonder r10G-oi!LR sales 

have soared . . . users can flood 

threading dies cool wherever the 

work is, dies cut better threads, last longer. Consists of 
screened chip-pan in circulating oil reservoir with 
hose-connected hand pump-gun, easy to operate—light to 
carry. Oil is double strained, used over and over. No messy 
floors. Quickly pays for itself. Pays you to stock 

and sell it! Order today. 


The — Tool nee e Elyria, Ohio, U.S.A. 





Threading Machines 


New Gripping Chuck 

Operated by Hand Wheel 

Known as the “Power-Matic,” a 
new universal gripping chuck is now 
being furnished on all the manu 
facturer’s 2-in pipe and bolt thread 


ing machines 
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Win move elertrie tool euctornere! 


] 
a / ce new chuck will grip all sizes 
pipe from £ to 2-in and bolts or 
solid stock from } to 2-in. It can 
e adapted to most 2-in machines 
ilready in use 
* a : 
wit ; MILWAUKEE'S 


Oster Mfg. C Wickliffe, Ol 
NEW 


MODEL 612--- 


WORLD'S 
all ball bearing it most 
hs only Y's 
weot 12%, in. long POWERFUL 


helical cut gears : 
— handle Y_ “INCH 
i -inch J acobs “SHORTY™ 











owe r _—- 
Mil aT. -_ 
a e r 3 
Spindie Speed (RPV 0 = 
ght (in! ibs.) : = 
UTE] r ae on accep ted laborotory tests 
| *bas 


i For Inspection of 
Finished Metal Parts 


(Ft. Lbs 








DRILLS ituring a +in direct reading 
GRINDERS cal vy with its scriber’s straight 
same edge in the down position, a new 

ght “4° gage has been 
SAWZALLS to the manufacturer’s line 
SANDERS $y reversing the steel scriber in 
HAMMERS ts support so that straight edge is 
SCREW DRIVERS up, the capacity can be increased to 
NUT RUNNERS >-in with accuracy of plus or minus 


| . 0.000 3-in OvVeT Ol ete g 
for more information on the POLISHERS ; fe. 0 N w 
Model 612 and the complete line, write Greist Mfg. Co., New Haven, 


MILWAUKEE ELECTRIC TOOL CORPORATION | “2” 
5340 W. State Street - Milwaukee 8, Wisconsin CONTINUED ON PAGE 214 
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DEPENDABLE 


FORGED STEEL FITTINGS 


FOR ALL HIGH PRESSURE INSTALLATIONS 


SAVE FREIGHT—Combine shipments with these CAPITOL fittings for freight allowance. 


= , ' SS A . 
a rr <a 
| i : 
| J 
AP! LIN : 
COUPLING 


EXTRA HEAVY 
STANDARD 250+ UNIONS NIPPLES NO RECESS 
COUPLINGS COUPLINGS 


MFG. & SUPPLY CO. 


COLUMBUS, OHIO 








STEEL P!PE—for plumbing, heating, air conditioning and all other building COLD FINISHED STEEL BARS—supplied in rounds, squares, hexes and flats in 
and industrial uses, is available in a full line, in sizes you need. all standard and special! steel analyses. 


REPUBLIC 


mepubtic)) Votldld Widest Range. of, Standard. Stools 


STEEL 
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line Pmoducts build Better Profita... soll 


EPUBLIC CHAIN PRODUCTS 


Every heavy-duty lifting and handling oper- 
ation in your area is a potential profit 
opportunity—if you can supply the exact chain 
sling assembly needed to meet all operating 
requirements with safety, efficiency and long, 
trouble-free performance. 


And you can, when you stock and sell 
Republic Chain Products. Republic backs you 
with a truly complete line of chain and acces- 
sories, including chain slings adapted to every 
possible application. Made of Republic Alloy 
Steel, High Test Steel, or Wrought Iron, 
Republic Chain Slings are available in all 
standard sizes and types—single, double, triple, 
and quadruple—with all necessary fittings and 
accessories. For unique requirements, special 


STEEL SHEETS—for wide variety of fabricating FLEXIBLE PLASTIC PIPE—for lawn sprinkling, irri- 
or repair applications. Available in ENDURO® gation, industrial uses. Supplied coiled from 2” 


Stainless Steel, Electro Paintlok®, Continuous through 3” dic. In straight lengths in 4” and 6” 
dia. Pius a complete line of fittings and clamps. make attractive self-selling displays. 


Galvanized —steel or copper-steel base, Galvan- 
nealed—steel or copper-steel base. 


STEEL 


ant Steck Producad 


sling assemblies can be tailored to your cus- 
tomer’s specifications. 

In addition to broad product-line versatility, 
Republic reinforces your direct selling efforts 
with a complete advertising, promotion, and 
field engineering assistance program—to help 
you convert more prospects into orders. In 
turn, Republic quality, developed and pro- 
tected by ore-to-store manufacturing control, 
assures Customer satisfaction—the basis for 
increasing sales and profits. 

It will pay you to get the complete story on 
the many advantages you gain as a Republic 
Chain distributor. Simply contact your nearest 
Republic office. Or for descriptive literature, 
mail coupon. 


ake, 


PaResee G20 AN 
gina a2 goat 


REPUBLIC STEEL CORPORATION 
Dept. C-3156 
3156 East 45th Street, Cleveland 27, Ohio 


Please send more information on 
Steel Pipe C) Flexible Plastic Pipe 
C) Fasteners © Chain Products 
OD Steel Sheets C) Cold Finished Steel Bars 
Name 


Company 


Address 





Zone__ State 
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FASTENERS — over 20,000 types ond sizes of 
standard bolts and nuts cre supplied in eye- 
catching, tough, non-smudging packages that 


reasons why 
you pocket 
<t=> more profits with 


BUFFALO'S 


complete line of End Mills 
New Flute Shapes 


Q UA L i TY And Types of Relief 
V1 lv d — : att 


iCcWi GCsigned Se;ries high 

" ] 2 1) 
ved end mills engineered with 
T ] ’ 
> 4 INGUISHERS Sharp COTNCTS eliminated to ontrol 
stresses and strains, has been an 

1ounced 

Series includes single and double 


end stvles; two, four o1 multiple 


SELECTIVE PROTECTED flutes; straight and _ taper 
DISTRIBUTION ; TERRITORY square nose and ball nos 


NO CHAIN QUALITY, WATION- 08 will ge a — , 
STORE ALLY ADVERTISED cal ee ele ge ac Aaa pele 
COMPETITION — | _ PRODUCTS a 


h yf le rs 
NO DIRECT SALES A COMPLETE LINE OF Whitman & Barnes, Plymouth, 
.. ALL SALES FIRE EXTINGUISHERS, Michigan 
GO THROUGH BRASS GOODS AND HOSE 
DISTRIBUTOR FOR EVERY FIRE HAZARD! 


end mills, arbors and .end mill 


Conveyor 
Yes sir, when you sell Buffalo’s Underwriters’ Laboratories and 
Factory Mutual approved line, you can provide your customers 
with dependable protection against every fire hazard! And 
you make more profits too, because. Buffalo’s complete line of ; Added to t ne of — 
quality fire protection equipment plus their outstanding Selec- ee 
tive Distribution Policy put you in the best competitive position 
possible. If you are not a Buffalo distributor, write today for 
complete information! delivery extension is said to provide 
BUFFALO FIRE APPLIANCE CORPORATION full magnetic control of material 


Oo. & iF 4 8 Fy GC #48 
a hes (2 2h wee 


Solves Close Quarter 
Handling Problems 


Saver magnetic conveyors, a new 


model featuring a specially-designed 


the right extinguisher for every 
fire hazard . . . plus a complete 
line of brass goods and hose 


etter-buil 
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being conveyed to discharge point 

It is claimed there is no chance 
of parts falling off or being thrown 
clear of belt as material reaches top 
of the conveyor and starts down 
delivery extension. 

Hlomer Mfg. Co., Inc., Lima, 
Ohio 


Follower Plates 


For 400-Ib. REED MACHINISTS’ VISES last a long, long 


Came San time. The few seconds saved by Reed's easier, 


Follower plates, available for the faster, no-play action are significant in a single 
ome 5/10 pap passoune work week ... substantial throughout the long, 
yarTel pumps and for and Supe! useful life of the vise. Further, good workmen 


“H” high press barrel S, ¢ : 
enamine ess. go like good tools ... do better work with them. 


said to eliminate the need for 

“hand-packing” to obtain pump Yes, a vise is a vise. But Reed Machinists’ 

prime and reduce labor costs in re Vises are better . . . with differences that lower 

moving grcase from partially emp labor costs for your customers and build good 
. ; ! 

By removing lubricants down to will for you. It pays to con quemty! 


the very bottom of 400 Ib. contain ASK YOUR DISTRIBUTOR 


ers, waste is prevented and residue 


tied drums by hand 


cut to a minimum. 

\lso introduced is a complete line 
of Surgepruf medium-high and high 
pressure hydraulic hose and hose 
couplings featuring “double-wedge 
grip’, said to eliminate skiving rub 


— wire ari hose ‘ | REED MANUFACTURING C OM PANY 
Alemite Div., Stewart-Warner 


Corp., Chicago ERIE, PENNSYLVANIA @ U.S. A. 
CONTINUED ON PAGE 218 
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DART MALLEABLE IRON UNIONS 


Build sales, build profits on 
Darts, greatest name in Unions! 
Build your sales on the Dart 
GUARANTEE: “If should 
leak through, we will give you 
two” — that has backed each and 
every Dart Union for over 55 years 
and assures that your customers 
get drip-tight, leak-proof seals. 

Sell the outstanding Dart con- 
struction features: Two bronze- 
to-bronze seats ground to a true 
ball and socket joint, mounted in 
practically indestructible malle- 
able iron bodies. Darts spherically 
true ball joint will make a tight 
seal time and again without jam- 
ming Darts can be used over 
and over again. 

Build your profits on the Dart 
Bonus Union to earn the extra 
profits that result from the steady 
repeat business coming from satis- 
fied customers — Dart customers. 
You bank more with the very fair 
profit margin that the Darts carry. 


OUR SALES LEADER OF THE MONT 


one 


JU 


UNANAN ANAS 





4 
ae 
& 
4 
4 
s 
4 
& 
4 


Darts are another reason why it pays to 
sell Fairbanks products. Darts, like all 
Fairbanks products, are needed in every 
plant and commercial enterprise in your ter- 
ritory. They have the extra sales features 
that make them easy to sell and open doors 
for the sale of all Fairbanks products. 

Build-up your business on a firm basis by 


making Dart Unions your Sales Leader for 
this month. Take advantage of the interest 
created in Darts by Fairbanks national ad- 
vertising campaign and direct mail program 
to win new customers and re-sell the old. 
Working together we will build-up your 
sales — your profits — through Darts. 





| 
| 





BANKS 


Executive Office: 393 Lafayette Street, New York 3, New York 

Dart Unions ¢ Trucks ¢ Casters * Wheels 
393 Lafayette Street 15 Stanwix Street 202 Division Street 
New York 3, New York Pittsburgh 22, Pa. Rome, Ga. 
Factories — Binghamton, N. Y. and Rome, Ga. 


Valves e 
520 Atlantic Avenue 
Boston 10, Mass. 
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We tuvite you... 
TO SPEND 


Your next 
seconds 


PROFITABLY 


WITH 


WILLIAM 


In a matter of 30 seconds this folder will acquaint you with the great array 


of maintenance and production tools in the Williams’ line. 


When you turn this page you will see in a single glance that in wrenches alone 
Williams offers a size and style for every conceivable nut turning problem. Add to 
this tool holders, clamps and the other popular machine shop tools and you will 


see why Williams is called ‘‘The Broadest Line of Its Kind." 


It will be well worth your while to call us on your next tool requirements. We 


carry a complete stock of Williams’ tools to furnish what you need, when you need it. 


When you call, ask for a copy of Williams’ Catalog No. 303. You will find it 


mighty convenient in ordering your tool supplies. 





ATTENTION: WILLIAMS’ DISTRIBUTORS! 


THIS IS A SAMPLE OF WILLIAMS’ DIRECT MAILER NOW 
AVAILABLE TO YOU. YOUR NAME, ADDRESS AND 
PHONE NUMBER WILL BE IMPRINTED IN THIS PANEL. 


tah the Williams’ Representative for details nert time he calls. 


J. H. WILLIAMS & CO., 450 VULCAN ST., BUFFALO 7, N. Y. 





You save when you buy 
ILLIAM 


YOB-FITTED TOOLS 
“FROM STOCK 


‘PATTERNS 


OPENINGS FROM 3/16 to 7-5/8” 
DROP-FORGED © SELECTED CARBON STEEL 
HEAT-TREATED * BLACK ENAMELED 





WILLIAMS 
FILLS THE BILL 
ON 


ALLOY WRENCHES 


33 PATTERNS 
400 SIZES 


PATENTED “*PUSH-BUTTON”™ LOCK 
OUTSTANDING IN A FAMOUS LINE OF WRENCHES 


et 


e— 








OPENINGS FROM 3/16 to 3-1/8” 
DROP-FORGED FROM SELECTED ALLOY STEEL 
HEAT-TREATED © CHROME PLATED 





WILLIAMS 
GOES RIGHT DOWN THE LINE 
WITH 


SOCKET WRENCHES 


SUPERSOCKETS 


i 


336 5 
SOCKET ITEMS 


SQUARE DRIVES 


POWER DRIVE SOCKETS 


SOCKET 
ITEMS 


DRIVE 
SIZES 


FOR ALL TYPES OF POWER WRENCHES 
HEX, 12 POINT, SQUARE OPENINGS 3/16 to 3-1/2” 


HEX AND SQUARE SOCKETS 











WILLIAMS 


HAS THE FULL SPREAD ON 
TOOL HOLDERS and 
SET-UP ACCESSORIES 


A COMPLETE RANGE OF SIZES and PATTERNS 
FOR ALL REGULAR LATHE and PLANER OPERATIONS 


S—a CO 


& © == 


T-SLOT BOLTS ond NUTS, WEDGES, WASHERS 
STRAP CLAMPS and LATHE DOGS 





cWILLIAMS 


FORGES A FULL RANGE OF CLAMPS 


HEAVY SERVICE 
11 SIZES: 


GENERAL SERVICE 
9 SIZES —_ | 


STANDARD DEEP THROAT] 
7 SIZES 


) 
SPATTER RESISTING | 


7sizes 


j 


TOOL MAKERS’ 
4 SIZES — ae 


MACHINISTS’ 
7 4 SIZES 





a . 
/WILLIAMS 


LEADS THE FIELD 
WITH 


CHAIN PIPE TONGS 


4 STYLES — 26 SIZES 
CAPACITIES 1/8 TO 18 INCHES 


CHAIN PIPE VISES 
2 STYLES — 6 SIZES 
CAPACITIES 1/8 to 8 INCHES 


FLANGE-JACKS 


For efficient gasket replacement 














* 2 SIZES — SOLD IN PAIRS 








WILLIAMS 
CLOSED-DIE FORGINGS 


HOIST HOOKS 


HEAT-TREATED «© PROOF-TESTED 


CAPACITIES UP TO 70 TONS 


SHANK PATTERN 
REGULAR — IN 19 SIZES 
SAFETY — IN 17 SIZES 
EYE PATTERN 
REGULAR — IN 16 SIZES 
SAFETY — IN 16 SIZES 


EYE BOLTS 
HEAT-TREATED «© PROOF-TESTED 


CAPACITIES UP TO 16 TONS 
PLAIN — IN 16 SIZES 
SHOULDER — 15 SIZES 
MISC. — IN 30 SIZES 

BLANK or THREADED 
LENGTHS UP TO 12 and 18 INCHES 


WILLIAMS 


DROP-FORGES A LINE OF 
POPULAR MACHINE ITEMS 


THUMB NUTS 
2 STYLES 40 ITEMS 
THUMB Y SCREWS 


4 STYLES 1578 ITEMS 


MACHINE HANDLES 
4 STYLES © 70 ITEMS 


ROD ENDS — 36 SIZES 





WILLIAMS 


COMPLETES THE LINE WITH 
THESE 505 ESSENTIAL TOOL ITEMS 


SCREWDRIVERS 
-—8 
Tes — 
SQUARE ond ROUND BLADE — 10 SIZES 
ELECTRICIANS — 4 SIZES 
PHILLIPS — 5 SIZES 
CLUTCH HEAD — 8 SIZES 


PLIERS 
——a 


20 POPULAR STYLES — 29 SIZES 
HAMMERS 


¢ za 


SOFT-FACE BALL PEIN 
8 HARDNESSES — 16 SIZES 8 SIZES 





PUNCHES and CHISELS 
—— 
ee, a 
PUNCHES — 5 STYLES, 17 SIZES 


CHISELS — 5 STYLES, 21 SIZES 
PINCH BARS — 2 SIZES 





PULLERS 


2-JAW 5 
3-JAW . 
BEARING 
SPLITTERS, ETC 
FEELER GAUGES 


11 SETS THICKNESSES 


51 BLADES ¥ — 0015 te .040 


TUBE CUTTERS and FLARING TOOLS 


Siz & * 


CARBIDE-TIPPED MASONRY DRil 
SCREW EXTRACTORS - AUGER BIT 


tg 


16 SIZES 9 SIZES 6 SIZES 
BODY and FENDER TOOLS 
re, = 
) 


DINGING HAMMERS IN 9% STYLES 
DOLLY BLOCKS and SPOONS IN 8 STYLES 











Williams has trained factory representatives strategically placed 
throughout the country who are well qualified to help you with your 
tool problems. 

Simply write J. H. Williams & Co., 450 Vulcan St., Buffalo 7, N. Y. 
We will have our representative covering your area contact you, or 


you can ask for his services through your local Williams’ Distributor. 


Williams’ new 72 page Catalog No. 303 completely illustrates and 
describes the 5240 items in “The Broadest Line of Its Kind." 


Your local distributor will be glad to send you a copy or if you 
prefer, just write J. H. Williams & Co., 450 Vulcan St., Buffalo 7, N. Y. 


We are a local Williams’ Distributor and are fully equipped to give 


you immediate service from our large stock of Williams’ Tools. 


Incidentally, we also carry a lot of other top-notch industrial 


supplies. Try us for the best service in town. 





ATTENTION: WILLIAMS’ DISTRIBUTORS! 


YOU HAVE JUST SEEN A SAMPLE OF WILLIAMS’ DIRECT 
MAILER NOW AVAILABLE TO YOU. YOUR NAME, ADDRESS 
AND PHONE NUMBER WILL BE IMPRINTED IN THIS PANEL. 


rtsh the Wiliams’ Representative for details next time he calls. 


J. H. WILLIAMS & CO., 450 VULCAN ST., BUFFALO 7, N. Y. 








° 
CARBOLOY. 


Comemie Caneree 


SS, 
fa ° 


Ri pve 


How this emblem 


is being made more valuable to 
Authorized Distributors of CARBOLOY. 


CEMENTED CARBID 


HIGHER PROFITS 


New franchise brings Authorized Carboloy 
Distributors 5° to 75° bigger gross margins 
on standard stock orders 


Higher net profits on an increased volume of busi- 
ness — this is what the new franchise coffers Author- 
ized Distributors of Carboloy cemented carbides. 


This is accomplished, in part, by the new discount 
schedule incorporated in the franchise. This sched- 
ule is unique in the industry because it gives the 
Distributor added compensation for performing the 
job he can do best: serving his customer better by 
providing complete, local stocks. Here’s how it works: 

Under the old schedule, as the size of the order 
went up, the price went down . and so did the 
Distributor’s discount. This meant his cost remained 
relatively stable, and that there was little economic 
advantage for him to purchase in large quantities. 

Under the new schedule, while prices go down, 
the discount remains stable — 21°% on all standard 
stock orders that are not “rush.” This is 5% more 
than the maximum discount before. But more im- 
portant, it means that the Distributor saves money 
by purchasing in larger quantities. And when he 
buys in larger quantities than he sells, the Distrib- 
utor can realize gross margins of as much as 46.28° 
—an increase of 75% over the margins previously 
possible. Today, a Distributor can average 23%- 
26° on this line. 

The graph at the top of the next column shows how 
gross margins on the new discount schedule com- 
pare with the previous ones. 


Range of Gross Margins Possible for Standard Stock Orders * 


NEW DISCOUNT 
SCHEDULE 





OLD DISCOUNT 
SCHEDULE 


besed on suggested 


sole prices 


a _ 


i“ WIEST MA See ee :: 
PACKAGE CATEGORY WHERE PURCHASED . 


There’s a second advantage to the new schedule 
— one that, in the long run, is as valuable to Distrib- 
utors as the higher margins: increased sales vol- 
ume. Under the new schedule, the Distributor makes 
more money by buying in larger quantities. And, 
the very fact that he now maintains more complete 
stocks makes it far easier to develop new business 
Thus, he is in the position of being able to do an 
improved job for his customers while making 
an increased profit on his investment 

The new discount schedule fits in with the under- 
lying philosophy of the new Distribution Plan, be- 
cause it is aimed at serving the customer better 
through teamwork between Carboloy Distributors 
and the Metallurgical Products Department. This 
and other features, like the unique stock protection 
program and performance - measurement reports, 
have created one of the most profitable franchises 
in the field of industrial distribution. 


METALLURGICAL PRODUCTS DEPARTMENT 


GENERAL @@ ELECTRIC 


DETROIT 32, MICHIGAN 


MANUFACTURER OF CARBOLOY CEMENTED CARBIDES 
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Tool Engineer 
PRODUCTION 
greer® 


ica™ 
Amer anise 


Gy ines’s 


WE’VE PAVED 
THE WAY 


. .. paved it for your men with advertising that talks the 
language of their customers. But we don’t let things rest 
there. Our own team of field representatives — almost 
twice what it used to be — is ready to back up your sales- 
men by recommending the carbide tools needed for any 


job. Two more reasons why . . 


Distributor salesmen sell more 


WENDT-SOnis 


COMPANY 


Dept. 1D-657 
HANNIBAL, MISSOURI « ROGERS, ARKANSAS 
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END MILL ROUT-R-MILL 


Router & End Mill 


Combine Best Features 
Of Both Tools 
Called the “Rout-R-Mill”, a new 
tool designed for deep cavity milling 
of titanium, stainless steel, alu 
minum and other alloys, can be 
used at speeds up to 17000 rpm and 
feeds in excess of ordinary end mill 
feed rates 
Flute structure is said to provide 
faster chip clearance at greater 
depths and accomplish rough, hog 
ging cuts and finish cuts in one 
operation 
Arrow Tool & Reamer Co., Troy, 
Michigan 


Pipe Machine 


Of Aluminum 
Alloy Castings 


Reduction of weight to 260 Ibs 
has been accomplished in the manu 
facturer’s Model-A pipe and _ bolt 
machine with special aluminum al 
lov castings. 

Range for the lighter machine 
1 2-in pipe; + to 2-in bolts, and 
up to 12-in with drive shaft and 
geared tools. 

Beaver Pipe Tools, Inc., Warren, 
Ohio 





ACTUAL 
SIZE 


4 AUTOMATICALLY! 


NEW MIDG-A-MATIC Self-Feed Drill. 1” diameter 
10-3/16” long. For /ow cost drilling. Use singly or in multiples. 


ee 


Amazing Model 7512 weighs 
less than 11% lbs.... uses 38% 
less air than conventional models 
... for 3/16” heavy duty or 4” 
light duty drilling . . . stallproof. 


WRITE for full technical details. 
See your Aro Distributor. 


THE ARO EQUIPMENT CORPORATION 
GENERAL OFFICES—BRYAN, OHIO © Plants at Bryan and Cleveland, Ohio 


Aro of California, 3141 S. Grand Ave., Los Angeles 7, Calif. * Aro Equipment of 
Canada, Ltd., Toronto 15, Ontario «* Offices in All Principal Cities 


AIR TOOLS 


Alse ... AIR HOISTS .. . LUBRI- 
CATING EQUIPMENT ... AIRCRAFT 
PRODUCTS . . . GREASE FITTINGS 
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A DOUBLE-BARRELED 
DOOR OPENER! 


Brakes 

Simplicity 
Of Operation 
Designated ““Power-Safe”, a new 
line of brakes is said to combine 
high torque and fast cycling with 
the ability to hold or stop a load if 

r fails 
ur basic sizes are currently 


t 


is standard. Power torque 
I gs range from 125 to 650 Ib. ft. 
ind fail-safe torque ratings from 33 
205 Ib. ft. Models are also avail 
providing fail-safe feature with 
trical release but without power 
braking 
Warner Electric Brake & Clutch 
Beloit, Wisc. 


THE PRODUCT JEWELOX READY ROLL Abrasive Cloth 
helps distributor salesmen open up new ac- 
counts, hold old accounts. Its easy-to-use, hang- 
up-type packaging that features metal spool 
with full 1” arbor plus its large selection of 
widths and grain sizes appeal to men working 
with metal. Hoists 

; For Construction, Marine, 
THE ADVERTISING Prospects and customers are being Industrial & General Purpose Lifting 
contacted and cultivated regularly for distrib- 
utor salesmen through consistent AP advertis- \ new complete line of electric 
ing that blankets the country. hoists and car pullers has been an 
Are you cashing in on this double-barreled ounced 
door-opener? Write today for complete details Lifting capacities of the hoists 
on the profitable JEWEL BRAND ABRASIVE fran- inge from 100 to 10,000 Ibs with 
chise. ABRASIVE PRODUCTS, INC., South Brain- 


“ rious line speeds of 10 fpm to 93 
tree 85, Massachusetts. , — I 


fpm; reversing type heavy duty mo 
tors with integral disc-type magnetic 
brakes are featured. 

The new car pullers are of both 


Ab capstan type for manila rope and 

nase Tt MUS, Me. drum type with line pull capacities 
| from 1500 to 10,000 Ibs. 

deetentrieemtitetbcern: Theron By 8 Gee: Beebe Bros., Seattle, Washington 
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e 
big reasons 


why it’s easier to handle 


3 the best gauge glasses 
Cc 


1. Corning product performance ... 2. Corning rep- 
utation ... and 3. Corning advertising are the three 
big sales-influencing factors at work for you when 
you stock the complete line of Corning Gauge Glasses. 


CORNING®, PyREX®, and MACBETH® gauge glasses are ad- 
vertised in Mill and Factory .. . Power Marine Engineer- 
ing... Petroleum Refiner ...Chemical Processing ... Chemical 
Engineering .. . Refinery Catalog . and Thomas’ Regist 
Well over a 1,000,000 impressions throughout the year . . . 
designed to help you sell more gauge glasses, more sight 


glasses, more flat glasses for odd-size openings and 


chemical 
resistant surfaces. 
No one in your business has to be told that reputation and 


performance are synonymous with Corning when it come* 
to gauge glasses . . . or any kind of glass 

So... with a market you don’t have to create . . . customers 
who are being reminded over and over again of the importance 
of buying the best . . . (and an order-by-phone product recog- 
nized as the best, and readily available from any of the follow- 
ing Corning stock warehouse distributors) . . . you're all set 


for more sales . . . and profits 














Hh ]___—_ 











CORNING STOCK WAREHOUSING DISTRIBUTORS 
American Packing & Gasket Co., Ltd. James Morrison Brass Mfg. Co., Ltd. 
exas sant nada 


Houston 1 i 
Cincinnati Gasket, Packing & Mfg., inc. H. J. Murray & Co 
Cincinnati 10, Ohi N.Y 


New York 


Diamond Industrial Glass Stemmerich Supply, inc. 
Philadelphia 6, Pa t. t s4.M 





Fred S. Hickey Corporation Swift Lubricator Co 
hicago 44, Ili Boston. Ma 
Hobelmann & Co., Inc. Swift Lubricator Co. 
San Francisco 3, Calif Eimira, N. Y 

Warren & Bailey Co 


f 








"Mm CORNING GLASS WORKS 


Corning, New York 
Commung peat Atseiaich i Glass 


INDUSTRIAL DISTRIBUTION ¢ JUNE, 1957 





“—Q so TOUGH 
YET SO SMOOTH 


NEW 
Cataloging for 
Your Salesmen 


Folders for Your 
Customers 


NEw 
Advertising in 
the Trade Press 


You will find this new sales and advertising promotion will be a real sales 
help to you. Advertising in Factory, Mill and Factory, Industrial Finishing, 
Woodworking Digest, New Equipment Digest, and other magazines will 
carry the story to your customers. For your use, National has prepared a 
new counter folder and mailing piece, as well as a complete new catalog 
for your sales force. A new counter display is being developed. Write 
for complete details on this new program. 


All Tying Together into a Real 
PROFITMAKER FOR YOU! 


Ndltonal Sandocs 


NATIONAL AIR SANDER, INC., 2800 AUBURN ST., ROCKFORD, ILL 
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Screwdrivers 


Withstand Hard 
Daily Use 


screwdriv 
ind tem 
extends 


handle 


ranging 


SIZCS, 


Tools, Div. Stanley 


New Britain, Conn 


Labels 


33 Different 
Label Tapes 


] 
+) : 

é " no 
r seir-stickin 


type 


: : 
stocks has been 


many colors and dé 
. 


stripping, the line 


lithographic 


TIOSS 
I bit 


+ r 


ssy Clay-coated tapes, tag 


ipes, ledger paper tapes, foi 


tapes, and weatherproof paper 


heat 
tape 


roduced is a new 
s cloth 
a: iB 
: mes, ¢ illed 212. 
Permacel Tape Corp., New Bruns 

wick, N. ] 


electrical 


insulation proper 


1957 





result of an insulation is easier and 
“right on the button...as usual! engineer's faster to apply when 
our PA knows what he's doing!” good seamless welding fittings are used 
common 
sense 


. 


TwE 
NATURAL 
SOURCE FOR 
ALLOY 
FITTINGS 


THE BABCOCK 4 WILCOX COMPANY 


Engineers will specify 
Welded Connections 


PA.’s will specify BaWw 


ERE are two more examples of the continuing effort 
on the part of B&W to 1) sell engineers on the 
advantages of specifying “welded construction” on their THE 
piping jobs and 2) sell purchasing agents on the advan- 
tages of specifying B&W Seamless Welding Fittings on NATURAL 
the order SOURCE FOR 


Month after month ads like these are telling both ALLOY 
piping engineers and purchasing agents, your customers 
and prospects, about seamless welding fittings in gen- FITTINGS 
eral, and of course, about B&W Seamless Welding a 
Fittings in particular. 





Each of the approaches is different, but both have the 
same purpose . . . to assure your customers and pros- 
pects that they can rely on B&W, and you as a B&W 
Fittings Distributor, to give them more for their money. 


THE BABCOCK & WILCOX COMPANY 
TUBULAR PRODUCTS DIVISION © FITTINGS DEPARTMENT 
3839 WEST BURNHAM STREET © MILWAUKEE 46, WISCONSIN 


FA-7916-FD2 


Seamless welding fittings and forged steel flanges, seamless and welded tubular products — in carbon, alloy and stainless steels. 





TORQUE 
TOOLS 


By APCO MOSSBERG 





Apco Mossberg Rigid Frame Torque Wrenches meet 
Government specifications. Large, easy-to-read dial ranges 
from 0-300 inch pounds; 0-2400 inch pounds; 0-25 foot Ibs.; 
0-200 foot Ibs. 


Regulator 


Higher Capacity, 
Interchangeable Discs 








n of an improved pressure 
Larger Models range from 0-300 inch pounds; 0-1000 foot egulator incorporating a larger 
pounds. Removable handle for easy storage. throu passage is said to provide 
id a less turbulent 

the valve 
range is from | 
mn size of 








ires as high 


The Apco Mossberg Micro-Set Torque Wrench is the s Regulator Co., Chicago 


ideal assembly tool. Micrometer type setting eliminates dial 
watching. Automatically releases at desired setting. Wide 
range of sizes. All Apco Mossberg torque tools are made to 
exacting specifications. 


Safety Hat 


Maximum Blow Resistance, 

Completely Adjustable 

? Called “Superlit 1 new alumi- 

num alloy safety hat with longitudi- 

| nbbing and rolled edge, features 

suspension 
marked in various sizes, 
isions of 4 insuring pertect fit, 
istable even with liners 

yver-( vampbell Co.. Detroit 


Midget Micro-Set Torque Tools from 6” to 10” overall. 
Preset torque in handle to wide range of inch ounces or 
inch pounds. Box end, open end, square or ratchet drive. 


WRITE FOR COMPLETE INFORMATION ON APCO MOSSBERG 
TORQUE TOOLS AND DISTRIBUTOR TERRITORIES OPEN. 


PCO MOSSBERG 


COMPANY 


213 Lamb Street, Attleboro, Mass. 
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INDUSTRY'S 
BIGGEST 
PROMOTIONAL 
EFFORT 


helps you sell the world’s 
most complete line of fit- 
tings for wire rope and 
chain 


CROSBY LAUGHLIN LEBUS 


1 An intensive promotional cam- 

paign combines complete cat- 
alogs and specifications sheets 
for customers . . . 


information packed, clearly 
illustrated direct mail pieces 
with your name imprinted 
ready to mail. . . 


national advertisements like 
this that stress industry use, 
industry acceptance of Crosby 
Laughlin Lebus Fittings—it’s an 
ad series that introduces these 
products to the important men 

those men in every plant, 
every industry who buy or 
specify ! 


Only Crosby Lebus 
gives its distributors a fittings line 


Laughlin 


that offers 


SAFETY — AVAILABILITY 
QUALITY — COMPLETE LINE 


Only Crosby Laughlin Lebus backs up 
distributors with a complete year ‘round 
promotional program 
Capitalize on this hard-hitting free 
promotion that makes it easier to sell 
the superior quality and prompt avail- 
ability of the world’s most complete 


line of fittings for wire rope and chain 


SELL SAFETY FIRST! 
Sell 
Crosby Laughlin Lebus 


HANDLING HEAVY STATOR FRAMES 


r 


y 
re 
7° ee ‘ 
; ee > = 


SLING SAFETY INCREASED 
WITH WELDLESS LINKS 


Replacing welded rings and links 
with drop forged Crosby-Laughlin 
Rings. Sling Links and End Links sub- 
stantially increases the safety of wire 
rope and chain slings. Materials hand- 
ling expe rtsin leading industries specify 
these weldless. heat treated sling fit- 
tings because of their greater strength 
and reliability in all lifting assign- 


Crosby-Laughlin Weldless 


ling Links, are 


ments. 
Rings, End Links and 
available with stock diameters up to 
1*s". Your supplier has detailed infor- 
mation on the various sizes and capac- 


ities of these fittings. 


Machinery Mie. Com- 


produc tion 


At Electric 
pany, Minneapolis, Minn.. 
of large industrial motors and gener- 
ators involves many heavy lifts. Uhe 
stator frame shown above weighs ap 
proximately 30 tons and is part of a 
vertical waterwheel generator that will 
3750 KVA, 4160 volts 

lo handle these heavy subassemblies, 
I -M uses ( rosby-l aughlin I ve Hoist 
Hooks on chain and wire rope slings 
Drop forged Crosby-Laughlin Hooks 


are designed for strength without ex 


produce 


cessive weight. Careful forging and 
controlled heat treating of the special 
quality steel results in greater safety 
factors on maximum lifts 
Crosby-Laughlin also manufactures 
safety versions of the eve hoist hook 
thathavea positive, non-jamming latch 
and spring mechanism Loads stay on 


Hooks until 


they're released. For hazardous atmos 


Crosby-Laughlin Safety 


phere use, investigate Crosby-Laughlin 


Safety Hooks 


See your leading mill supply house or 


Non-sparking bronze 


industrial distributor for complet 
data and capacities on eye shank 


slip hooks 


forged by Crosby-Laughlin 


swivel. grab and 


World’s Most Complete Line of Fittings For Wire Rope and Chain 


CROSBY LAUGHLIN LEBUS 


SO. KEARNY, N.J. FORT WAYNE 1, INDIANA LONGVIEW, TEXAS 
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Pittsburgh’s 

Knotted 

Brushing Wheels 
are better balanced! 





End Mill Driver 


Eliminates Need 


For Specials 

Featuring a provision for offset 

ming which produces an orbi- 

tal motion of the cutting tool, a 

new P.D.Q. end mill driver is said 

permit one-pass cutting of key 

ways with undersize end mills and 

partially eliminate need for special 
diameter sizes 


Having the same speed as the 


1] 


the orbital (or eccentric 
motion is also said to increase chip 
learance, insure square slots and 
permit milling true-to-centerline on 
wave 
Another new item introduced by 
company is a Sure Bore “pack 
plan” consisting of a boring bar 


me package, a boring bar car 
‘* They Clean ridge package, and a boring he id 
Better —— 


Double Quick, Inc., Ak- 
@ Wear 
Uniformly 





@ Exactly the same 


number of high- Tool Blocks 


grade wires » Last Longer For Use With 
in every knot Throw-Away Inserts 








ro-adjustable tool 








) permit rapid setup sin 
we Knot Type brushing wheels are perfect oe ‘ ey 
for cleaning welds, removing scale or rubber, and n on the head ot 
cleaning parts where penetration brushing is required. idjustment screw is equal t 
They wear uniformly and cause less vibration because 
they're better balanced. The special wire used is the 


ince or retrachon of 
fastest cutting, with the longest life, that can be made. 1 Co., Detroit 


@ We have been engineering, designing and build- 
ing brushes for a wide variety of se sere, for many 
years. Our long experience can save you time and 
money. Write Pittsburgh Plate Glass Company, 
Brush Division, Dept. ID-67, 3221 Frederick Avenue, 
Baltimore 29, Maryland. 


PITTSBURGH FeuecD 4 
BRUSHES 


BRUSHES + PAINTS + GLASS » CHEMICALS «© PLASTICS « FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 
Selina camied Ghaandin umeerh CONTINUED ON PAGE 240 


INDUSTRIAL DISTRIBUTION ¢. JUNE, 1957 





COMPLETE LINE 


IS ONLY ONE REASON. WHY DISTRIBUTOR’S PREFER 


GLOBE = 3 


~~ 


. 
» * 


: dp 
BE 
ies eee 


Wey 


re 


OTHER REASONS ARE: 
QUALITY NO ‘COMMITMENTS" 
Every single type specifically engineered for the job Ne stocking problems. Order only what you need 
as you need it 
COOPERATION DEPENDABLE PROFITS 


National field force, technical assistance, national Our policy of maintaining consumer prices assures 


advertising, complete literature, immediate delivery. you fair and consistent profits. 


GLOBE WOVEN BELTING CO., INC. 


1400 CLINTON STREET e BUFFALO 6, NEW YORK 
KNOWN FOR QUALITY THE WORLD OVER 
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Did You Ever See A Dream Selling? 


Salesmen-beridden buyers not only dream about a paragon of salesmanship 


but also write about the ideal one—here’s a rough idea of what they think 


IHIS DREAM 


doing 


Boy just doesn’t exist, but h 


MM" his 
an idea or two on how you can sell just a litt 


++] 


his picture of an ideal salesman doesn’t emerg 


or the sales manager's feverish fancy, but exists in 


the minds of customers 


And who can argue with a 


all but impossible ideals for you to live up to 


Here’s the 


About Products: 


® You have the right 
the purpose we have 

© You will always tell us 
nother product which will 
the job better 

e You always con 
product's value 

© You always come 
products which 
perfectly. 

© You 


about the use of 


always have new 
urrent prod 
ucts which improve our opera 


tions 


plant 


reliab] 


e You keep our 
with 
ing and other prod 

© You can always describe a prod 


uct’s use, value and application 


to date 


to our purchasing people with 


out use of technical terms 


ustomers’ paragon of salesmanship 


About Quantities: 


e You never 
. ] 
wavs alvise us whet 


to establish efficient 


17 
OvVeCTSC! 


eve 


S 


© You show 
rders to obtain 


n quantity price 


© You check with 
think we are issu 


which 


small orders 


osts of ordering a1 


° You are cooperative 
ing particular items wh 
use but few others 
of course, reduces our it 


osts 


About Quality: 


© You tell us exactly what qualit 
is built into the product and 


never make excessive 
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nstics may give you 
than you have been 
1 distributor’s 
sort of way In 


when he sets 


rorce a 
where qualit 


is not needed 


e You accept our spe 


1 rule but will not hesi 


which you think are 


nve us youl Optiile ni 


e You neve! 
ibout 


mav have but show 


product 


is you can and st 


matter out prompt! 


About Competition: 


e You are always respectful 


your competitors fro 


we also buy. 
© You take pride 
mmpany s reputation, 


ind service but wel 








RAWL = The machine screw RAWLPLUGS Rowlplugs are the 
CALK-INS caulking anchors only truly universal 
with sleeve preci- masonry anchors 
sion-cast of Raw- . . « they hold se- 
loy. Soft enough curely in any mas- 
for easy caulking . onry material. They 
. herd enough won't fracture brit- 
for sure holding tle or fragile mo- 
power. terial. 


NOW... Your distributor has 
trained specialists to help you 


select the masonry anchor to 








constructive criticism which 





mav evolve as a result of our RAWL SPRING-WINGS 
comparing youl company with sure, easy masonry anchors 

for hollow moterial. 
a competitor. 

RAWL MULTI-CALKS 
e You take pride in your com The heavy-duty bolt ‘anchor... 
A ’ tki b f 
pany s suppliers but will give ; . ee ee ee oe 
I AS big jobs. 
edit to the reputation of 4 . Caulking sleeve cast of Rawloy, 
, ¢ y 1 H = 
your competitors suppliers. ; for complete coulking and se 
as <3 cure holding. 


que Cl 


e You don’t shy away from any 


objective and equitable com , RAWL anchoring 
parison which we may make of 
P is the result © 


vour company and its com 


petitors i There is a 


ication. 
About Price: icat 


e You are always prompt with 
LAG-SHIELDS 
lag screw shields 
with notices of price changes. precision-cast of “ . - . 
hard, rustproof alloy. Three pointed percussion drills for neat adie enianl 
e You never use an impending =. easy resharpening, speedier drill- 5. ‘bic lead screw on- 
price increase to oversell us, but ing and dependability. chors for fast, easy in- 
will help us to estimate a true satletion. Made of 
Rawloy, specially de- 
cost-saving order. (M/T) veloped for masonry 
; anchors. Lip permits 
e You can never be accused of use in hollow material- 
(R/T) cinder and cement 
. Machined (M/T) and Twist (R/T) Raw!l- blocks, hollow tile, etc. 
customers at a lower price than Rawl- Drives are the drills for hand or power drilling (to 
vou ask of world's only one-piece ¥,”). 
OG 255 OF US expansion bolts—they 
e You always accept a_ refusal gg sory nat, hats 


price information, particularly 





selling your products to other RAWL-DRIVES 


based on price consideration 

with sportsmanship and never TAPER-SHANK RAWL HAMMER-SETS 
} ‘ : The non-caulking masonry an- 

relax attention and service to Toper-Shank (T/S) for power, and Standard-Type (S/T) chors for machine bolts. Only 

hand drilling (to 1%”). tool required is a hammer. 


) Can be used effectively for heavy 
————ESESES—SS EE holding in hollow, solid, strong 
or weak masonry. 
RAWL CARBIDE DRILLS os 
for rotary power drilling (to 144”). i e 


RAWL DRILL-HAMME 

} | The unique attachment that 
| converts a 4” high-speed { 

drill from a rotary drill to 
” ’ 


us as a result. 








@ power hammer 
quickly, and easily. 


’ 





RAWLDRILL ACCESSORIES Now use inexpensive Rowl- 
To make masonry drilling ao pleasure instead of a chore. drills with your %” electric drill. 


™¥€ RAWLPLUG COMPANY, Inc. Eaaaa 
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Protective 
Coating... 
protects your 
reputation 


Clark's special rust-resistant coat- 
ing does more than provide all- 
weather protection for Clark bolts, 
nuts and rivets in storage and in 
use. By protecting the products, this 
exclusive CLARK process also pro- 
tects your reputation for handling 
qualify products. 

Dealing with CLARK also offers 
the advantages of 


SPEEDY DELIVER Y—Prompt processing 

of orders, shipment by fastest means 
and usually from stock 

SUPERIOR PACKAGING— Engineered 

to save space and speed inventory- 

taking, provide moximum protection, 


permit instant product identification. 


PERSONAL SERVICE—At Clark, every 


order is an importont order receives 


the personal attention and follow- 


through it deserves 


CLARK 


BROS. BOLT CO. 
MILLDALE, CONN. 





BATTLE OF COMPETITION 
hrms at American Management 
effects of executives’ d 1 
group, pitted against f 

Inc.; Don G. Mitche 

Marrew, Harwooc 

Mutual Insurance 


Battle of the $5 Product 


“War Game” for executives provides 


new concept of management training 


Ft UTIVE TRAINING through 
and play-acting is the lat 
ness education technique 

of intensive competit 

month the American Management 
Association in New York City cam«¢ 


} 1} 


up with a business game to end all 


games: called the Top Management 


Decision Game, it involves a simu 
lated competitive struggle to mat 
ket a $5 product with electroni 
computers keeping score on man 
agers’ decisions and tallying up re 
sults after a full day of skull pra 
tice by the participants 


Brass Takes Part 


I'he first session, held in _ the 
\.M.A.’s Times Square inner san 

tum, was dramatized by presidents 
and board chairmen of 21 major 
U.S. concerns, among them Don 
G. Mitchell, chairman and president 
of Sylvania Electric Products, In 


H. Bruce Palmer, president of the 
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Mutual Benefit Life Insurance (¢ 
\lfred E. Perlman, president of the 
New York Central System, and Pat 

k B. McGinnis, president of the 
3oston & Maine Railroad 


Five Teams Competed 


Participants were divided into five 
ups, each representing a fictitious 

mpany, with specific individuals 
issigned either as company officers 
9 members of an executive com 
mittee. At the start each group 
theoretically had $10,150,000 in as 
sets and a fifth of the world market 
for a product selling at about $5 
Each had the objective of capturing 
more than its present market share 
by apportioning its assets for imme 
diate and long-range profit and 
growth, and building assets for the 
future. Choices were outlined ahead 
f time—they could spend specific 
ilternative amounts on production, 


marketing effort, research and devel 





opment or additional plant invest 
ment and could decide on the price 
of the product for the next quarter. 

When each team had circled its 
choices, forms were collected and 
the decisions were key-punched on 
cards for the computer. Using the 
formulas that had already been in 
serted into its “memory,” an IBM 
computer calculated for each com- 
pany the effects of its own and its 
competitors’ decisions on its finan 
cial position. For each team a 
printer prepared a quarterly oper 
ating statement showing sales and 
profits for the quarter. 

Presidents then reviewed their 
own reports and tried to guess com 
petitors’ standing. Then the same 
procedure was carried out for the 
next simulated quarter, and so on, 
until theoretically three vears had 
elapsed. Winners, if any, were not 
announced after the game 


Cause and Effect Study Stressed 


Object of the game is to enhance 
the skill of making quick decisions 
on the basis of judgment that takes 
into account all possible conse 
quences of specific action. Players 
were given 25 minutes to select their 
choices for the first quarter, and the 
time was shortened for each succes 
sive quarter until the players had 


only 10 minutes in which to register 


their decisions for the final period 


\ team could select one of more 


than two million possible expendi 


ture decisions each quarter. The 


€ 
effects registered on the computers 
bv means of a mathematical for 
mula not revealed to the players 
were true-to-life in all respects: ad 
vertising expenditures tended to sell 
more of the product; a higher level 
of production made _ production 
more efficient; more expenditure on 
research and development tended 
to stimulate sales and also to reduce 


production costs 


Some Almost Lost Their Shirts 


Results of the first game proved 
that it can effectivelv simulate actual 
happenings in business. One “com 


pany” ran out of productive capac 





When you sell the R/M Big 7 line have all the other sales 

you have a real exclusive that gives the lowered maintenan costs, 
you something extra to offer your duced downtime, simp d ord 
customers. The lubrication in R/M_ and faster service. R/M’s Big 7 give 
packings is not just a surface coating, you a lot to offer 

but is ground in during manufacture. Remember, too, that when you se 
This means that even after a pack- R/M all you effort rings your cash 


ing is worn, the bearing surface re-register, because R/M packings for 


| 


mains lubricated. Heat cannot dissi- maintenance are sold only through 
pate the lubricants, nor pressure authorized R/M distributors 
squeeze them out. In addition, you cy that has been in force for 17 


R/M's BIG 7 PACKING TYPES MEET 95% OF ALL PACKING NEEDS 


BIG 7 PACKINGS 


RAYBESTOS-MANHATTAN, INC. 


PACKING DIVISION, PASSAIC, NJ. 
MECHANICAL PACKINGS AND GASKET MATERIALS 











FACTORIES: Passaic, N.J.; Bridgeport, Conn.; Manheim, Pa.; No. Charle 
Peterborough, Ontario, Canada 
RAYBESTOS-MANHATTAN, INC.. Mechanical Packings e Asbestos Text € 
Sintered Metal Products e Abrasive and Dia i Wheels « Rubber Covered 
Clutch Facings e Industrial Adhesives ¢ Laundry Pads and 
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ity because of heavy inventory sales; 
ynother’s decision to cut plant ca 
pacity and put more money into 
research caused production to drop, 
ind stimulated hasty re-appraisal by 
the managers; another raised prices, 
but backed down when it was ap 
parent that others had not followed 
suit and sales were being lost 
Most of the teams went in for 
price cuts as a competitive tech 
nique, despite shorter margins They 
ipparently expected to raise the 
prices again when they had captured 
1 share of the market (at the end 
f the game the ultimate results of 


this move were still inconclusive 


Inspired by the Generals 


Idea behind the Decision Game 
ume from the armed forces, which 
have used command post exercises 
ind other paper games for years to 
train staff and line officers. General 
Desmond's Heavy Duty Dresser ship on major maneuvers is tested 
makes quick work of truing large, high by Red and Blue armies pitted 
speed rubber- or resinoid-bonded grind- wainst each other in simulated 
ing wheels. Shears and picks at same battle 
time with patented angle-set Desmond The A.M.A. research group that 
Huntington cutters. Dust-shielded ba yrganized the Decision Game calls 
bearings guarantee lasting precision t a “super” war game in that five 
Cutters easily replaceable without ad ontending groups instead of two 
justing bearings. Ask your Desmond dis ire forced to do battle 
tributor how proper dressing can make 
your grinding wheels serve better Follow-up Planned 
longer 
Lawrence A. Appley, A.M.A. pres 
THE. ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS lent, said his organization plans to 


ise the game in a new educational 


a> e % wv Co ry c program for business managers later 
as ‘ 

this veal avers at the first session 

THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO a Players at the first sessio 

uid they felt the game made a sub 

ntial contribution to top man 

rs’ education in the technique 


f watching the entire company 
yperation rather than only a piece 
yf it. Several said they felt it could 


; ust as effectively be used for second 
Your prospects will see this sales-build- 


ing advertisement in Mill & Factory, 
Foundry, Modern Machine Shop and 
other publications. Total circulation more Variations Te Come 
than 250,000. For steady, repeat busi- 


ness—promote Desmond. \.M.A. officials said they are pre 
yaring several variations of the game 


ind third-echelon executives as well 


i presidents. 


One will permit a company to sell 
n two different markets and include 


CONTINUED ON PAGE 238 
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ALL “Ste-Boe" DISTRIBUTORS RIDE 





The entire “Shaw-Box” Dis- sales promotion materials. You have aggressively sold 
‘ tributing Organization has again new “Shaw-Box” products year after year. You have 
proved that distributors’ sales- taken advantage of the pulling power of our constantly 
> , , se >Vverv ¥ : 

<— men know how to sell everything expanded national advertising effort. All these and 

from small hoists to large cranes. : 
‘ many more factors have contributed to your success. 
Despite industry’s growing re- : 
. But your most outstanding achievement is the confi- 


quirements, your men continue to 

demonstrate their ability to solve 
innumerable complex application problems. They have 
made industry increasingly aware of the time, effort 
and money “Shaw-Box” products save in receiving, 
production, warehousing and shipping operations. 
Ever-growing preference for “Shaw-Box” overhead 


dence you have created in “Shaw-Box” products 
among industrial buyers through the effective appli- 
cation of your “know how” and “know what” 

The complete “Shaw-Box” line is a main line with an 
adequate profit in the price of every product. It helps 
substantially to increase your overall net. Your inter- 


load handling equipment is easy to understand. Each est is fully protected by the most equitable sales 
year there has been more and more engineering help policy ever offered by a manufacturer of materials 
for you. Your men have consistently joined in our handling equipment. And, again in 1957, “Shaw-Box” 


intensive, analytical sales and product training pro- has provided new products to broaden still further 


grams. You have made extensive use of “Shaw-Box” youl 


OP runt ane creating 


* opportunities for sales and profits 


FOR “SHAW-BOX” DISTRIBUTORS 


Be ALUMINUM ARMY TYPE CHAIN BLOCKS 


VY, TO 10 TONS 












‘Shaw-Box” pioneers again with a full line of close head- 
room aluminum chain biocks of the Army Type. They 
have more than the important advantage of far lighter 


BuociT 






4 
ee 


ha 
; weight. For the first time you can sell Aluminum Army 
5 Type hoists built with the trolley adjustable to fit various 
d size I-beams. The trolley wheels are ball bearing equipped 
and lubricated for lifetime service. 


All the features that won industry-wide acceptance for 
Budgit’ Aluminum Chain Blocks are built into these 
Budgit’ Army Type hoists. They convert practically every 
ounce of hand chain pull into lifting force. The hoist frames 
and covers have great shock resistance. All shafts and 
mating parts are splines—no key or keyways to wear or 
hear. For added strength and safety, the load is carried 
evenly on two sets of gear teeth that engage the load wheel 
gear. The big, self-adjusting load brake gives perfect load 
control, smoother action and faster, easier lowering. No 











a 


Fae 
ee eee 


ry 








eo y 
192 pressed fits maintenance is easy. All parts work in 
} tightly sealed housings. Through-and-through quality like 
this means top performance under the toughest conditions 
of use profitable sales volume for every “Shaw -Box” 
Distributor 
\ 
dl 
Budget H\-CAP”® |-BEAM TRO = 
Budget.‘ W-CAP’® |-BEAM TROLLEYS —— Mi, Sap: A 
3 TO 10 TONS rif } i? 
, ; demas ; “ ul 
Savings begin the minute your customers put these trolleys rhe 
to work indoors or outdoors. They save effort provide “UF 
the easiest load movement because the wheel treads are i 
crowned to reduce the I-beam contact area. i 
These “Hi-Cap” Trolleys are easily adjusted to a wide 7 


range of I-beam sizes. Furthermore, the high crowned 
wheel treads assure equally easy roll on any I-beam flanges 
with tapers from 0° to 15° (standard 9°) 

There are two shielded ball bearings in each wheel, with 
life-time lubrication sealed in. Even the bearing on the 
hand wheel shaft of the hand geared models never needs 
lubrication. The shaft and side plates are permanently 
aligned — plates can’t spread, trolley can’t be distorted 
Even if a wheel axle were ever to break, the big end 


bumper will hold the trolley safely on the I-beam. All MAN NIN G, M, 


components are made of the finest steels for the purpose 
agam is quality ti SHAW-BOX CRANE & HOIS 


Maintenance is rarely needed. Here again is quality that 
pays off in sales for “Shaw-Box” Distributors. 
IN CANADA: MANNING, 





« "i 
Seat Pat Pant Fund Punt Fx , 


er Pen a Fn 





JE THE PROFIT LINE TO GREATER SALES 
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‘Load Lifter’ Series “700" Wire Rope Electric Hoist 

A fast, heavy-duty hoist with two automatic brakes and “Load Lifter’ Series “600° Wire Repe Electric Hoist “Budgit’ Electric Hoist. A nplete “ 

only 24-volts at the pushbutton. Two-speed models for Speeds production processes. Has two automati Comes ready to hang up, plug and e. Mas tw 

spotting fragile loads safely g. push trolley or hand brakes and safe 24-volt push-button ntrol. Lug brakes. Operates fast es little electricity. % 

geared trolley suspension. Motor-driven trolley shown hook or push trolley suspension. Motor-driven trolley tor AC. DC and 12-volt battery-operated 

can be installed at the factory or on hoists already in an be installed at the factory or on hoists already Chair tainer available to keep free ct 

service. % to 15 tor ervice. % and | ton way of work and worker 
**Shaw-Box 

nw Standard Spur- ‘Tugit’ Lever-Oper 
Gear Hoist 

+ ° e ated Hoist. A geared 
Widely favored a soon he - 

*Budgit’ Aluminum f; 8 “Budgit’ Chain Block by industry f .. » tool that 





with Roller Chair 


Chain Block. Light 














weight but tough. Port Spur-geared for high ; and durability : 4 she ' P m/ ‘ 
able to handle emer efficiency. Light for ' Positive acting agi “ - 
gency j b n the spot easy portability | load Drak ‘ F] ; be rs y 
25 Ib pull on the hgnd Str ng ft r safe oper } to 25t j _ 
‘ main UKs a 3 we ation. Mechanism H ‘*Shaw-Box } 
load. Fast-acting load ° ed in sealed 4 Standard Dif- ' 
brake speeds and sim housing perate ' ferential Hoist H 
plifies lowerir at in grease. Brake } he f horce ; Tipit’. A a 
tons. Spark-resistant holds load automat where lifting i ad g 
model luded ally at any desired eeds a fre é perated with y 
point. % to 2 ton - ed t wrench. Use 
a y t t 
ss 2 e J f tight s¢ A 
' aches to hoist. It 
**Shaw-Box 
Standard Army- 'B udgit” i Be am Tr ey. 
Type Trolley u ave ya 
Hoist. Comt r , + g g 
ist. C e ; 
pur-geared ef pirate ‘ ¥ 
ficiency with ' - ark 
hich hook lft 4 ‘ 
a +] T th 
H travel. % to I ; £ “Shaw-Box" Standard |- 
H tor “Shaw-Box” Standard [4 Shaw-Box" Twin e Beam Trolley . pe 
i “Shaw-Box” Standard Extended Hand Whee! ° Hook Hoist. Tw x e erve a v 
t Low Headroom Trol- . Hoist. Specially de- ¢ AU spur-geared hoist ¥ t pe exte , 
ley Hoist. Particularly Hi signed spur-geared {ff tandem and oper ; ey wheels. 
uited for service hoist for use where the — ated by e hand 
where condit Je perator must not or hai vesthe & Shaw-Box"’ Sta 
mand ah hat pe . annot be near the load f bler f lifting > Hand Geare T y 
ts the e of every being lifted at | ng or bulky ad 4 v pushing eff 
available h ea ton a z 
' | 






e ¢ 
No. 46 ‘Budgit’ Bridge "2 t at low t Nod g 
— Crane Assembly. Tot j ach g. Push-butt 
top running single-girde t ane trave 
CRANE ASSEMBLIES n-type bridges 19a = RN. 
ties to 1% ¢ with 





pa ‘Budgit Cord Reel Keer $ © 
These Crane Assemblies No. 64 ‘Budgit’ Single Carriage Crane . and uf t of the be a 
make it possible for any cuit paub-tens telten le enataatel ‘ ~ A etul for portable 
plant to have a jib or % % and It : le ee ——~, SOGSS WKS POLEPASCS 
single-girder bridge crane 2 -— — Sh gle phase t or + 
at low cost. They are ~~ 


“build -it- yourself” kits 


h 


“Budgit’ Current Col- 


Nos. 20 and 22 ‘Budgit’ Jib Crane Assemblies 2 
To bt 1 18 winging ane f 4 





for assembly on job site y with reach up t ft lector Assembly. f 

. t Rude 

Complete instructions in- 5 No. 62 ‘Budgit Foslteen” cand th 
Bridge Crane Assembly “Budgit’ Universal Col- Bear 4 whe 


cluded. I-beam is pur- 
chased locally to save cost 
of freight. No machining 
necessary Asse mbly can 
be completed in one hour 


underhung single-girder push lector Assembly. For ' ‘to th n ; 
dges in capacities to 1% tor mounting on crane ‘ through 
up to 30 ft ‘ bridges to deliver cu a tr ~ wire ; _ 


oy rent to electrically 
he perated hoists. N in 
Grilling of ma hining ‘Budgit Gantry 












with a wrench. The num- Nos. 42 and 44 “2° Come 5 
ber of types and capaci- *Budgit’ Bridge 5 *‘Budgit’ Conductor Cord low bile 
ties available makes To build tog n > hoa nme yen Trolley. Used in any num _ service wh 
t iol . build runnin anc re yp ber to hold h t or other | loads rm th ‘t 
selection easy bridges in capacities to 3% tons up t oe ie e ~ yp ow - | } ed and moved 
1? ft. € pans and in capacities to 6 “ monorail systems and crane | about the work 
tons up to 25 ft. span |-beams | area ; t 
A CORDIAL WELCOME awaits you at our Booth — Triple industrial Supply Convention, San Francisco, June 17-20 MAXWE 
ub 


AAXWELL & MOORE, INC. {i 


OIST DIVISION * 372 WEST BROADWAY, MUSKEGON, MICHIGAN 


1ING, MAXWELL & MOORE OF CANADA, LTD., AVENUE ROAD, GALT, ONTARIO 


TRADE MARE 

















Loa 
MANY THANKS 


to all Shrew Ace distributors = 


TYPE “H-S 
from |-bean 


4 or elect 


Distributo 


--- FOR MAKING 1956 THE BEST 
YEAR IN “SHAW-BOX” HISTORY TYPE SBE”. 


ide bays, | 
plants of mode 
Three speed 
full load. Single 
40 feet. Easily 


--- FOR THE NEW HIGH SALES RECORDS — 
YOU ARE SETTING IN 1957 
S 


YOU have the most complete line of overhead load-handling 


equipment available from a single company . . . and again TYPE “E-SUH 
in 1957 ‘‘Shaw-Box"’ has brought you new high-quality structural plant 
products that sell profitably. ped yb 


equipped with el 


Fold out this page and review the “Shaw-Box" 


hoists and cranes industry likes so well. MAXWELL 


TRADE MARK 






z 
< 
= 





raced Lefer’ CRANES BOOST SALES FOR “Stécu:Bar’ DISTRIBUTORS 


HAND-OPERATED CRANES 


See 











“H-SUH TO 5 TONS pend TYPE “BR”. 3 TO 50 TONS. Extensively use pow TYPE “SBR TO 10 TONS. Part y use 
|-bear verhead. For service whereve ant pumping statior tone hing ant ware ful fora ate potting and where travel length 
is short and speed is not essentia ingle houses. Tw fting speeds. Lifts: 28 t feet. Double noderate gle girde Spans 4 ° 
Spans: to 35 feet. Easily equipped with girde truct Spans: to 60 feet. Geare y Easily equipped with hand 
r electric hoist of proper capacity a ft every ble e of a le effort t ef work prope apacity a 
Has fast-acting load brake. Grooved d No over-lapping 
f wire rope. No tail chains to hang down and foul the 
d Lifter’ Cranes are so highly standardized, “Shaw-Box” Distributors can quot 
ss “on the spot’ They are rugged cranes, available in types I nte tent 
i-by and genera: industrial service. Many of the machinery nit ‘ NB CRANES 
‘veral types. Consequently, ma production methods permit attractive price Revolve a" 
ypes include the most recent developments in engineering design. Users have 
d that the finest workmanship, materials and structural and operational features J 4 y 
re trouble-free performance, long service life and low maintenance ta . 
w-Box” Distributors have ight new economy, safety and load-handling nail : - 
y s 
ency to thousands of plants with these ‘Load Lifter’ Cranes. At the same time er capacity and lift easily 
cranes provide an excellent extra source of profit for every “Shaw-Box 


ibutor 


‘SBE". 1 TO 5 TONS. Widely used inf drie 
ys, in machine shops, paper mills and other 
yf moderate size. Pendant push-buttor tr 

speeds. Top Traveling Speed: 150 FPM with 


J. Single girder with auxiliary tru 


Easily equipped with electric hoist of proper 


and lift 


*E-SUH”. 


1 TO & TONS. Suspends from 
overhead. Popular in paper mills, warehouses 
| plants and shops to serve a main bay or 
a. Pendant push-button control. Three speeds 
veling Speed: 150 FPM with full load. Single 


ith auxiliary truss. Spans: to 40 feet. Easily 
J with electric hoist of proper capacity and lift 





INI 3YOOW 9 


MANNING, 


SHAW-BOX CRANE & HOIST DIVISION @ 







ELECTRIC AVELING CRANES 


SERIES “D” “LOAD LIFTER’ CRANES. | to 20 TONS. The most outstanding development a 
electric overhead traveling cranes for general industrial service. So highly standardized that ever anes with 
spans up to 80 feet can be ordered from a catalog. N 


mplicated figurir n pecial engineering 
problems in selecting trolley style or floor or cage control. Yet every Series f l 


found only on the most expensive cranes 


ad Lifter’ Crane has feat 


Modern construction techniques and components eliminate needless weight and 
drag. An I-beam double girder bridge is provided on spans under 40 feet. Box- 
section welded girders give extra rigidity to spans over 40 feet. No whipping or 
skewing. Other plus values include maximum use of anti-friction bearings; ball- 
bearing equipped rotating axles for bridge and trolley wheels; gearing that oper- 
ates in oil; double braking hoist system; positive magnetic control; servicing 
convenience that saves time and money. High performance and low power con- 
sumption are combined with complete safety for man, load and crane 


MAXWELL & MOORE, INC. 


372 WEST BROADWAY, MUSKEGON, MICHIGAN 


in Caneda: Manning, Maxwell & Moore of Canada, Lid., Avenve Road, Galt, Ontario 

















WOG'T 


identification 


makes it easy 
to identify waliyes 
—ewen in 


insulated lines 


The Vogt tell-all identification disc, on every 
valve, is permanently located above the hand- 
wheel for complete and convenient identifica- 
tion. It shows valve size, catalog and drawing 
number, materials used for principal parts and 
primary pressure and temperature ratings. The 
flat on the handwheel protects the disc in assem- 
bly and in service. 

Vogt GP Valves are available in a complete 
range of sizes from %4” to 2”, with HAYNES 
STELLITE* faced seating surfaces and rated 800 
pounds at 850° F. and 2000 pounds at 100° F. 
(Other types are available through 8” size.) 


*Trade-Mark of Union Carbide and Carbon Corporation 


HENRY VOGT MACHINE CO. 
P.O. BOX 1918, LOUISVILLE 1, KY. 


SALES OFFICES: New York, Chicago, Cleveland, Delis, Philedelphia, 
St. Louis, Charleston, W. Va, 


Write For Your FREE COPY of §S 


ron ect rer of 3 
No. 1! to Catalog F-9. Address Dep? 


vavwes 


DROP FORGED STEEL 


Adv. No. 7 in a series describing VA LV - < 


the features of Vogt GP Valves, 
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Your friend 
indeed 
when you’re 

in need... 





d the man n behind 
the M ORSE 


the man behund 


Morse Designers... 
Morse Engineers... 


Morse Modernized 
Pliant... 


Morse Master- 
Craftsmen... 


all backing up 


* THE MORSE- 
FRANCHISED 
DISTRIBUTOR 


MORSE TWIST DRILL 
& MACHINE COMPANY 


New Bedtord, Mass. 


A Division of VAN NORMAN INDUSTRIES, INC. 


Warehouses in 
New York, Chicago, Detroit, Dallas, San Francisco 
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the MF'D" 
"MASTER-CRAFTSMAN 


ea ~ 
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ANNOUNCING! 2 


and 60-ton power packages for 
production, maintenance, construction — 
for all industry! 


New, revolutionary Blackhawk HOLL-O-RAMS and 
HYDRAULIC PULLER LINES Built by the 
world’s largest manufacturer of hydraulic power 
tools are far beyond the scope of any hydraulic 
tools on the market today! 

Sensational Blackhawk HOLL-O-RAM design 
harnesses hydraulic force for straight through pull- 
ing or direct pushing. Hollow center design 
quick, easy exchange of 3 different saddles, adjust- 
ing and mounting attachments — all keys to HOLL- 
O-RAM’S unmatched versatility! 


VERSATILE 
— : POWER HOUSE 
ADJUSTING . me hy 
ATTACHMENTS a 
OF BLACKHAWK 
Permits top or PULLERS 


bottom mounting 


of any HOLL-O 
RAM Easily dream! Powers a full 


line of Blackhawk pull 


ers to meet every situa 


\ maintenance man's 


UNIVERSAL SADDLES 
adapted for pull 


Smooth hollow saddle (standard) ing ‘attachments 

for straight-through pulling — jig or fixture work tion. One ram design 
threaded hollow saddle to take presses, production j fulfills the requirements 
adjusting screw for pressing, pull run operations. In of HOLL-O-RAM uses 
ing and pushing applications re 
quiring adjustability — serrated 
solid saddie converts ram to re 
mote controlled jack! 


and serves as a versa 
tile power unit for Hy 
draulic Pullers — a 
Blackhawk exclusive! 


finitely adjustable 

makes full use 
of plunger power 
stroke! 


These New Complete Product Lines are more plus benefifs available to you 
with Blackhawk Franchise. Start now to reap the big profits of this hydraulic revolution. 
Call, wire, or write today! BLACKHAWK — Milwaukee, Orchard 1-4000 Extension 84. 
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NEW BLACKHAWK LINES 


7] HYDRAULIC PULLERS 


BIG BOOMING MARKETS FOR YOU! 


Only Blackhawk offers you these 
new profit-making approaches to 
present and future growth markets! 








Again, Blackhawk leads the way to extra profits!) New HOLL-O-RAM and HYDRAULIC PULLERS 
obsolete, outmode time-wasting mechanical and ordinary hydraulic methods! They’re dynamic new 
“power packages” with advantages unlimited! 
HOLL-O-RAMS (fill a growing need for pre-stressing concrete, 
bolts and many other similar applications... . BIG SOLID MARKETS! 
Blackhawk backs you with a heavy barrage of national advertising, direct mail, simplified instruction 
sheets, direct factory help! It’s all topped off with the easiest to use catalog in the industry! 


stressing cables, pulling shafts, studs, 


3 COMPLETE SERIES OF HYDRAULIC PULLERS: PUSH-PULLERS — DOUBLE-GRIP PULLERS — TRIPLE-GRIP 


PULLERS NEW Blackhawk hydraulic puller line activated by 20, 30 and 60-ton HOLL-O-RAMS 
quick, safe, easy-to-operate. Torque-free method of removing or installing gears, pulleys, wheels, bearings 
. or any shaft-driven part press-fit on tube or shaft! 


BEARING 
PULLING 
ATTACHMENT 


for use with 
hydraulic push 
puller and dou 
ble-grip puller 





BEARING-CUP 
PULLING 
ATTACHMENT 


for use with hy 


jraulic push 


TRIPLE-GRIP PULLER — in 
capacities Non-distorting 
friction-free pulling 


DOUBLE-GRIP PULLER — in 3 
capacities Grips tighter as 
load increases! 


PUSH-PULLER — in 3 capac 
ities. No galled shafts — no 
hammering or prying 


“WORLD'S LARGEST MANUFACTURER OF HYDRAULIC POWER TOOLS' 


€=> BLACKHAWK: 


BLACKHAWK MFG. CO., DEPT. H-1767, MILWAUKEE 46, WISCONSIN 
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the possibility of merger or diversi 
fication. Others will deal with spe 
cific operating problems such as 
inventory and distribution. 


Desk Calculators Also Used 


The game was originally devel 
oped with desk calculators, and 
could be played that way presum 
ably in smaller companies that can 
not obtain computers. Advantage 
of the punched cards and computer 
is that it calculates effects of the 
decisions quickly, so players can get 
on with the next round. Facts sup 
plied to the players can be more, 
r less, complicated as the purpose 
f the game dictates. The A.M.A 


researchers selected production, 





rice, marketing, research and de 
ypment, capital investment and 
market research information as the 
x key decision areas for players 
who were simulating manufacturing 
executives. Different areas could be 
used for other fields of business, 

such as industrial distribution. 
Human relations and other intan 
gibles do not enter into the game 
me participant put it, “The 
great merit lies in reminding 


©. My, plavers of the complex and inter 
locking nature of the factors that 
f / tent ffect most decisions.” 
Vf Ls wor Fe 


RED-HOT EQUIPMENT 


exnorlh High-temperature electronic equip- 
* S \I\\WRN ment capable of operating in high- 





speed aircraft has been developed, 
Electronics, McGraw-Hill publication, 
reports. The new components and in- 
sulating materials also could withstand 


. there’s nothing better than a satisfied customer. We like it, you lik: high levels of nuclear radiation. 





it and the customer likes it. 








For guaranteed satisfaction for your customers, carry GRIFFIN HIGH 

SPEED Hack Saw Blades. Grifin POWERFLEX and Grifin SHARPFLEX 
. better blades for better metal cutting. 

Our factory trained experts are ready to help you with your service problenis 


Send for the Griffin Catalog Now! 


, 


v 
4 Slur 


“I've sold my quota for the year, so 


G. W. GRIFFIN CO. « FRANKLIN, NEW HAMPSHIRE: I'm just relaxing for the rest of it — 


Seles Agents: John H. Grohom & Co. ine., 105 Doone Sniek; New York 8, N.Y. if you want anything, you'll have to 
urge me along.” 
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MOM a Modern Fittings Package 


one more reason for specifying 


W-S FORGED STEEL FITTINGS 


W-S Forged Steel Fittings are now being 
shipped in strong, lightweight fiberboard 
cartons designed to make purchasing a 
pleasure. Shipments are made up of unit 
cartons packaged inside a larger rein- 
forced carton. It’s easy...and advanta- 
geous to order your fittings in packaged 
quantities. 
Here are additional advantages of the 
new W-S package: 
1. Compact and easy to handle. 
2. Ideal for neat, efficient stacking on 
warehouse and stockroom shelves. 
. Sealed against dust and moisture. 


4. Contents clearly marked on outside face of each carton, readily visible for 
prompt identification. 

The new W-S package is only one of many reasons why W-S Forged Steel 
Fittings are the most widely accepted by industry. 

Don’t forget, too, W-S carbon steel fittings have the additional protection of 
their new blue synthetic coating. For detailed information on packaged lots 
...and for a copy of our new fittings catalog, write today to W-S Fittings 
Division, H. K. Porter Company, Inc., Roselle, N. J. 


Sold Through Leading Distributors 


W-S FITTINGS DIVISION 


H. K. PORTER COMPANY, INC. 
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On the Market Today 


CONTINUED FROM PAGE 226 


For Greater 
Thread Depth 


1 new line of die 
cap nuts is said to 
mproved means of cov 


] } , no 
sed bolt ends of irving 


ms, these 

nuts are 

laimed to up to 50% 
greater thread depth due to an in 
ll height of the 


ioned between the 


in the overa 


] ind dome of the 


pries Reproducer Corp., New Ro 
“em # 


Cylinders 


For Air, Water, Or 
Hydraulic Service 


is Type “B” Allenair cyl 
new line is available in 
s of 14, 2, 24, 3 and 4in with 


er single ended or double ended 


All sizes are also available as 


uuble acting 


i 


cylinders or single 
icting spring return ones 


\. K. Allen Co., Brooklyn, N. Y 


= 
ity PQ be 





Speed Reducer 
Flexibility Of ADVAN Forged Steel Unions 


Mounting Arrangement 
\ new shaft-mounted speed re 
ducer for many applications wher« 
complex multiple reduction belt o1 
chain drives has been required has 
been announced 
Available in most ratings from 4 
to 40 hp at output speeds from It 
to 420 rpm, it has a full 360 deg 
mounting range around the driven 
shaft and is adaptable to a variety of 
shaft diameters 
General Electric, Gear Motor & 


r'ransmission Components Dept 


Shemitedy, 1% ... these features 
tell the 
difference... 


Not all forged steel httings are alike 


ra 

0 Careful design and precision manu- 
* facture give W-S Forged Steel Unions 
. these important features that tell 
| the difference: 


Designed to AAR dimen- 


sional specifications 


Steel-to-steel seats 
spherical-to-angle 
surfaces. Angle 
extra hardne 
galling 

Cadmium plated nuts |! 
t S101 


resistance to Corre 


to galling and siezing 
End pieces protected against 
rust by new W-S blue 
synthetic coating 
Octagonal end pieces fo! 
; better gripping 
Turbine Pumps iia 
W-S Unions are machined from forged steel in accordan 


ASTM material specifications A-105, Grade 2. They are avail 
with screw-end and socket-welding end pieces in 3000 Ib. clas 


Deliver More Than 

100 GPM From Deep Wells 

“Miniturb” t irbine pump sizes sizes 4%” to 3”. 

include 4 and 5-gin units powered 

For complete information send for Bulletin U-1. 
Write to W-S Fittings Division, H. K. Porter 


Company, Inc., P. O. Box 95, Roselle, N. J. 


by 74 and 10 hp motors. 

Designed especially for service 
where more than normal water sup 
ply is required, the larger sizes in 
the expanded line are said to permit 


W-S FITTINGS DIVISION 


from deeper wells 
g Co, Salem, Ohio H. K. PORTER COMPANY, INC. 


Deming Co., 


the systems to pump more water 
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of > Brake 
Cranes and Machines 


? 
\ 
Designed to provide smooth, 
‘ Oe powerful service braking and accu 
rate load spotting control on light 
. 





industrial cranes, a new 6-in x 3-in 
v hydraulic brake has been added to 
the company’s line. 

Also suited for tension control on 
mill roll stands and emergency 
stopping, holding and service brak 
ing on many machines and devices, 
the standard brake is for use with 
hydraulic fluid only. If specified it 
can be furnished with mineral oil 
compatible parts for special fluid 
power holding operations. 

Wagner Electric Corp., St. Louis 


To handle‘any lifting job... 
twelve dependable Duff-Norton 


Hy-Power Hydraulic Jacks 


> > 
capacities 3 to 100 tons 

Rugged and dependable, Duff-Norton Hy-Power hydraulic jacks 
are available in a wide range of sizes for all kinds of lifting jobs—in 
all types of industries. Manufactured with care from the finest 
materials, they will function smoothly for many years with a mini- 
mum of maintenance. If you are not enjoying the competitive 
advantages of a full line of hydraulic jacks, it will pay you to talk 
to your Duff-Norton representative. Complete details on these Offset For Screwheads 
quality jacks may be obtained from the world’s oldest and largest In Hard-to-Reach Spots 
manufacturer of lifting jacks by writing for Bulletin AD-16-ID. Available in four sizes. new offset 

screwdrivers feature a square body 

with bit end offset and forged at a 


P=" 45 deg. angle for use around, be 
DUFF-NORTON ll = OF On ac S hind or under obstacles. 
=" Forged from vanadium chrome 

tool steel, they are plated and 
DUFF-NORTON COMPANY polished to hold up under rugged 

P. O. Box 1889 « Pittsburgh 30, Pennsylvania use 
COFFING HOIST DIVISION: Danville, Illinois Owatonna Tool Co., Owatonna, 


Ratchet Jacks, Screw Jacks, Hydraulic Jacks, Special Worm Gear Jacks, Minn. 
Ratchet Hoists, Electric Hoists, Load Binders, Spur Gear Hoists CONTINUED ON PAGE 246 


Screwdrivers 
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there's ;TRENGTH ina name 


chains 


916 HOWARD STREET # ST. LOUIS 6, MISSOURI 


Welded and weldiess chains @ Chain assemblies 
Chain specialties © Wagon and truck hardware 


\ NIXDORFF-KREIN MFG. CO. 
(°\ 
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Key Line Selling is Increasing Profits 
for B&D Distributors 


Distributors report incr -ased profits 


For some years now Black & Decker has actively pro- 
moted the concept of Key Line selling to distributors 
of their products. Distributors who have adopted this 
concept have regularly reported increased profits as a 
result. One distributor reports—at a time of generally 
declining profit margins—an increase of 2 percentage 
points in net profits; sales boosted 32%; salesmen’s 
incomes up 14%. Another reports increased business 
without increasing capital outlay. Still another states 
his men have more time to concentrate on truly profit- 
able business. Black & Decker figures bear out that 
their distributors—over all—have increased sales by an 


. , 90 
averTade of dadah 


Key Line selling consists of seven keys to better 
profits. It is based on the fact that among the thousands 
of items a distributor inventories and sells there are 
relatively few lines with a good profit margin. If a 
distributor concentrates his selling efforts on these 
lines—Key Lines—he will make more money. What, 
then, are the qualifications of a Key Line? 


1. Broad Market Appeal 
The Black & Decker line of tools has virtually unlim- 


ited. market appeal. Knock on any door—and you will 


find a prospect for Black & Decker Tools 


2. A Key Line should be a complete line 
The distributor must be able to fill most requirements 
from it. With a complete line—over 2,000 attachments 
and accessories—Black & Decker is truly one which 
allows multiple applications in a great variety of 


VI 
markets. 


3. Quality of product is essential 
The distributor who stakes his future on a line must 
know that that line is of very high quality. When 71% 
of all purchasing agents specify a preference for Black 
& Decker Tools it is obvious that Black & Decker’s 
quality is not only outstanding, but is also considered 
the standard for the industry 


4. A Key Line must be aggressively promoted 
And Black & Decker Tools are backed by intensive 
pre-selling through consistent advertising and sales 
promotion. Black & Decker is the best known brand 
name in the portable electric tool field. B&D Key Line 
distributors sell with the knowledge that customers are 
predisposed to Blac k & Dex ker Tools. 





5. Distributor Salesmen must have help 
And B&D expert field assistance is another mark of a 
true Key Line. B&D has the largest network of sales 
representatives giving distributor salesmen expert tech- 
nical assistance—for every step from organizing a sales 


program to helping crack the tough ones 


6. A Distributor must make a fair profit 
on the Key Line 
Black & Decker products are big ticket items offering 
larger profits, in themselves, and leading to the sale of 


numerous accessories and attachments as well 


7. Behind these factors must stand service 
and customer satisfaction 
This is fulfilled by Black & Decker in two ways. First 
in the product itself. All Black & Decker Tools are 
designed and built to give long, trouble-free service 
Only B&D, for instance, offers an impact wrench so 
ruggedly built that they dare offer a free full year's 
service certificate. Second, in taking care of tools when 
they require repair. Within 24 hours of any place in 
the nation is a Black & Decker Service Branch wher 
Black & Decker Tools receive factory service backed 


by a new tool guarantee 


Seven keys to more sales— 
increased profits 
More and more Black & Decker distributors are becom 
ing Key Line distributors. Investigate Key Line selling 
for yourself. Find out why so many distributors are 
enthusiastic about this sales concept. See your Black & 
Decker representative or write THe Back & Decker 
Mrc. Co., Dept. 4006, Towson 4, Maryland In 
Canada: P.O. Box 278, Brockville, Ont 
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BENCH ~(e 
DRILLS — GRINDERS 


IMPACT 
WRENCHES 


DRIVERS 


The most complete line of portable electric tools in the industry 











Leading Distributors Everywhere Sell 


Black& Decker: 


_ # 
KNOCK ON ANY DOOR—behind it is a cust 
tor Blac k & Decker Tools 


MILLIONS OF DOLLARS 
l tion of Black & 


i pl 


at ¢ 


EXPERT FIELD ASSISTANCE for it 


r Salics 


16 BLACK & DECKER Factory Ser 


est service a B&D Tool 
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Hanson-Whitne 


lanson Whitne \ 


THESE ADS BUILD 
PROFITS...FOR 
HANSON-WHITNEY 
DISTRIBUTORS 


Every Hanson-Whitney advertise- 
ment features the local distributor. 
Yes, H-W ads in leading metal- 
working publications feature your 
service . . . stress the traditionally 
high quality standard of Hanson- 
Whitney’s complete line of stand- 
ard and special taps, hobs, machine 
tools, cutting tools and precision 
gages. 

As a H-W Distributor, you enjoy a 
line of unquestioned leadership, 
plus the benefits of Hanson-Whit- 
ney’s policy of 100% selective dis- 
tributorship. 

You have full field engineering 
service available to solve your spe- 
cial threading problems. 

These are the reasons why H-W 
Distributors are enjoying substan- 
tial and profitable sales volume 
across the United States. A lucra- 
tive H-W franchise may be avail- 
able in your area. Write us today. 


Hanson-Whitney 


cOmPrany 


Division of Tote Wuitney Cuain Company 


175 BARTHOLOMEW AVE., HARTFORD 2, CONN 


TAPS : THREAD GCACES : HOBS : CENTERING MACHINES : THREAD MILLING MACHINES AND CUTTERS 
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Comparator Gage 


Back-Pressure 

Circuit Principle 

Model “L” comparator gage con 
sists of a filter, pressure regulator, 
pressure gage, and adjustable restric 
tion unit, and a gage indicator with 
idjustable limit pointers and 


calibrated scales. 


; , 
blitdl 


land Gage Co., Detroit 


C-Clamps 
Cut Job Time 
By Eliminating Turning 
Latest development in the manu 
facturer’s C-clamp is a ratchet screw 
said to instantly position clamp 


7 
ind release it with a trigger 


1 Specialties Co., Chicago 





TRANSMISSION BELTING 


Here’s Your 


OPERATION POWER 


Here is a plan written and compiled for you by 
engineers who know what power transmission 
experts want. Contact any of the 28 “U.S.” Dis- 
trict Sales Offices or write us at Rockefeller Cen- 
ter, New York 20, N. Y. In Canada: Dominién 
Rubber Co., Ltd. 


THE U.S. POWER TRANSMISSION LINE 
BRINGS YOU THESE ADVANTAGES: 


The most complete, most versatile line of power 
transmission products obtainable ineludes: 


¢ “Timing”® Belts & Pulleys 
e “Timing” Belt Flexible Couplings 
e V-Belts & Sheaves ¢ Flat Belts 


- A profit-level opportunity without equal, 

- A staff of power transmission engineers with 
on-the-spot service. 

- Complete Regional stocks to provide fast de- 
livery. 

- A correspondence course in power transmission 
for distributors’ salesmen. 


- Seminars held throughout the country for per- 
sonnel of industrial customers. 


- Handbooks and aids that make it easy to de- 
sign a drive on the spot. 


- Month-after-month advertising and sales pro- 
motion to hundreds of thousands of production 
engineers, designers and management. 


- A line that permits you to really write up orders 
with profits and not just make quotations! 


Mechanical Goods Division . 
United States 
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Visit Us at the 
Convention 


BOOTH 1305 


A quality line 

that builds 
confidence 

as well.as profits... 


i) 


WIRE ROPE CRANE HOOK BLOCKS Tapping-Drilling 


Air Powered Speed 
On The Spindle 








---wire rope slings ..-Max-Lift permits 
and swaged fitting higher lifting 
assemblies. All limits on mobile r multiple and single spindle 
standard sizes and and derrick cranes. , and drilling operations, a 
coastructions. ne mbination tapping-drilling 
been announced. 


led for up to 50 semi 


Pe 45-8 hele ee... a block for every purpose. utomatic or automatic cycles per 
minute, the new machine also fea 


tures direct spindle-reversing that 
eliminates the need for separate 
single or multiple spindle clutch 
Wire Rope Gin Block tyvpé pping heads 
Snatch Block iy ar a, 


il tte) ee eM El che... made to highest standards 


for tough service. Complete line of fittings. 


Gearmotors 
Top Efficiency In All 
Slow-Speed Power Applications 


be 5 Shackles 
Wire Rope Clips = Pa [Improved designs of its line of 
urnouckies ~ 
ENGINEERED FOR SAFETY gearmotors has been announced by 


THE UPSON-WALTON COMPANY _ ' »nufacture 


12525 ELMWOOD AVENUE + CLEVELAND 11, OHIO Designed to meet user’s specific 
NEW YORK . CHICAGO . PITTSBURGH needs, the new gearmotors are avail- 


MANUFACTURERS OF TACKLE BLOCKS, WIRE ROPE, ROPE FITTINGS (Turnbuckles, 
Shackles, Clips, Thimbles, Hooks, Sockets, Eyebolts, Eyenuts, Swivels )—ESTABLISHED 1871 CONTINUED ON PAGE 252 
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, four source tor 
| Big Business... 


DUTCH BRAND! 


=| MI these outetanding producte from ane source! 


® Electrical Tapes—Plastic, Friction, Rubber, Vinyl Color 


© Commercial and Industrial Tapes—Cloth, Paper, 
Rubber, Strapping 

* Sponge Rubber—Sheets, Strips, Molded Shapes 

* Custom-Molded Rubber Products * Adhesives 

* Cork and Rubber Products 

* Packing, Sealing and Gasketing Products 


Turn every sales call into real sales opportunity 
with this complete Dutch Brand Line! Nation- 
ally known and nationally advertised, all Dutch 
Brand products are backed by hard-sell promo- 
tions, displays and literature—keyed to your 
markets. Save time...save money with the 
one source for bigger business! Ask your Dutch 
Brand Man to show you “Easy Street,” the 
dramatic presentation that shows how profit 
opportunities come down your street! 

WRITE FOR Write for “Imagination and the Man,” the il- 

BOOKLET lustrated idea booklet that gives all the facts 
about the full line of Dutch Brand Products. 


TRUER Johns-Manville | 


DUTCH BRAND 
P R s 


o D U c 
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ARE SOLD ONLY THROUGH 
INDUSTRIAL DISTRIBUTORS - 


This is the keystone of the Parker-Kalon Distributor Policy 
. a policy which provides protection against direct selling— 
broad marketing opportunities—excellent profit potential — 
active sales cooperation — steady sales promotion — and highest 
quality products. 
Even in today’s highly competitive markets, Parker-Kalon 
fasteners are recognized as the lowest-cost fasteners in industrial 
use. More and more companies are learning through experience 
that it is not “‘price’’, but the cost of using, that is the real index 





AS ; of value. And they’ve discovered that Parker-Kalon fasteners 
{ cost far less to use in high-labor-cost assembly operations. 
ed , This is why Distributors sell Parker-Kalon products with 
ope complete confidence. This is why, in our national advertising, 
: j we can unreservedly state: ‘““P-K fasteners . . . Sold Only 
4 Through Leading Industrial Distributors!” 
eee eee erasers eeeeeeseseeessssesssees Yes, certain territories are open for interested distributors. 
- Come see us atthe Convention : 
° BOOTH #811. ; 


PARKER-KALON DIVISION, General American Transportation Corpo- 


ration. Factory: Clifton; New Jersey — Warehouses: Chicago and Los Angeles. 








able with polyphase, single phase 
and DC motors, with a variety of 


mounting positions, including down 
shaft and tilted shaft. Also, they 


can be obtained in open drip proof, 


) j $ T i | a U T 0 R 5 dust proof, explosion proof, and 
’ totally enclosed frames 


Centurv Electric Co., St. Louis 


End Mills 


Specifically Designed 
For Milling Aluminum 


\ complete line of standard end 


ls for milling aluminum has been 


ntroduced. 


Included are 2, 3, 4 and 6 flute 


juare nose and ball nose 
ell end mills; standard and 


Lok shanks; lengths from 24 


THE LINE to 112-in; diameters from } to 6in 
» oe = 


Putnam Tool Co., Detroit 


THAT GIVES YOU MORE TO SELL 


P ‘ Saw Blades 
@ Lower stock investment @ More sizes 
Plating Protects 


in high volume items @_ Rapid delivery from Cutting Points 
Rapid Stock @ _ A guaranteed sales plan Super-Chrome saw blades feature 


ee = plating on both sides to prolong 
@ Sales training and merchandising help See ot alm ee 
Sawdust is said to clear the gul 


t to permit blades to cut 


We're so convinced Rapistan wheels and casters will be a good lets quickly t 
profit item for you (regardless of any other line or lines you have fast and clean. 


now) that this is our policy: Cocker Saw Co., Inc., Lockport, 
N. ¥ 


If you are not satisfied with the Rapistan wheel and caster line, 
we will buy back from you the Rapistan stock you have on hand. 


Write today for an explanation of the Rapistan franchise plan. 
I will personally send you complete information by return mail 
as well as a catalog and other details. CP 


Product Sales Manager 


° ) The RAPIDS-STANDARD CO., INC. 
apialan. 302 Ropistan Bldg. 
Grand Rapids 2, Mich. 
fastest growing name in casters 
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- BealOO* 
~ Butterfield Distributor 


Feature the 100% complete line 
that’s 100% completely inspected 


We will welcome your visit to Booth 726 at the Triple 
Industrial Supply Convention in San Francisco, June 18th 
through 20th. 





atuent 
engcdraaasnee 


sesevegeey eg eer 
OL SET 
= PAP ee) 
LOCO y YT} 


eld Deli 


Warehouses All Over Industrial U.S.A. — connected by TWX for prompt deliveries out-of 








Warehouses: Chicago, Cleveland, Detroit, Fort Worth, Los Angeles, New York and San Francis 


BUTTERFIELD DIVISION Union Twist Drill Company, Derby Line, Vermont. Butterfis 


line of Drills, Reamers, Taps, Dies, Cutters, End Mills, Hobs and Carbide Tools 
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ANOTHER 


WITH TREMENDOUS 
HOLDING POWER 


Never before has there been a ma- 

chine bolt expansion shield designed 

with such tremendous holding power. 

@ IMPROVED EXPANSION DESIGN 
Provides a firm, oll ‘round even 
pressure throughout the depth of 
the hole. 


HIGH TENSILE ZINC 


Provides the tough, extra strength 
required for the tremendous hold- 
ing power pressure. 


WIDE RANGE OF SIZES 
“TY-TONS” are furnished in short 
and long lengths for various ma- 
chine bolt diameters. 

We are proud to add 

the new “TY-TON” to our 

complete line of ma- 

sonry anchors, fast- 

eners, drills and 

allied products. 


MOST 


COMPLETE 


LINE 
U. S$. E. Products are sold through 
recognized jobbers only. 
STOCKPOINTS IN PRINCIPAL 
__CITIES FOR FAST SERVICE. 


MASONRY ANCHORING 4ASTENING DRILLING AND ALLIED 


U. S. EXPANSION BOLT CO. 


YORK, PA. DEPT. 1D-4 
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Slings 
Nylon-Cored 
Buffer Strips 


Iwo new groups of “Liftex” 


nylon webbing slings constructed 
with a nylon-cored buffer strip 13-in 
wide and .125-in thick are said to 
provide high strength and low 
weight, fast complete recovery from 
shock, with no rivets or metal used 
in the construction. 
Higher coefficient of 
with greater holding 
claimed for both groups. 


Caldwell Co., Inc., Rockford, II 


friction, 
ability is 


Threading Oil 


Allows Machining 
Tough Alloy Steels 


Habcool 318 tapping oil for ream 
ing, drilling, broaching and thread 
ing of tough alloy steels, is mediun 
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PACKING 


sh Fast! 


Gets TyRNOVER 


New PALMETTO@1130, a truly gen- 
ercl purpose packing, is just whet 
you needed—just what your customer 
needed! This single packing does the 
work of five others designed for spe- 
cific service... Recommend it for equally 
great service in valves, pumps, mixers, 
compressors, steam ond expansion 
joints and many other applications. 

it is resilient—it is resistant! Each 
strand of asbestos yarn is impreg- 
nated with a special synthetic rubber 
compound for softness and pliability. 
Takes on temperatures to 406F, oil 
and solvents, acids, alkalis, hot and 
cold water, steam and other fivids. 
Versatile PALMETTO 1130 is the multi- 
purpose packing that will simplify 
sales for you. 


WE'RE TELLING THEM 

TO GET IT FROM YOU! 
Through the mails and ads in national 
trade journals your customers ore 
getting acquainted with PALMETTO 
1130. In all media we stress PAIL- 
METTO 1130 is available in standard 
sizes and packages through YOU! 


FOR MORE INFORMATION 
PLEASE WRITE! 


GREENE, TWEED & CO. 


NORTH WALES, PENNSYLVANIA 





Cay $149.50 and up, the new CM Lodestar 


is very reasonably priced, especially when you 
consider all the features listed in the catalog. # 


—Tinchasrne Agim 


A wonderful feature is Lodestar’s ability 
to operate without costly interruptions for 
lubrication, adjustments or maintenance. # 


Matiniala omdling Engen sr 


Moving materials overhead’ with Lodestar 
certainly eased our tight floor space problem. 


Woarks Mowaqe 


@ Lodestar’s flexible link chain and 
one-hand, shock-proof nang control 
make my job a lot easier. 


4 


ELECTRIC CHAIN HOIST 


HOIST OPERATOR 


% The upper-lower safety limits, safety 
overload protection, the heavy duty magnetic 
brake plus the regenerative "3 broke 
are valuable safety features. 


Safes Pact 


¥ The Lodestar operates for less than 2¢ 
Ys to 1 ton per day... that’s amazing. # 


Single and 3 phase 


$149.50 and up TRC OtALE NL. 


...everybody loves the lodsitar 


...it’s a sweetheart! 
Call your CM Distributor for catalog, prices and fast delivery 


CHISHOLM-MOORE HOIST DIVISION 


Columbus McKinnon Chain Corporation 


Tonawanda, New York 
H 0! h) T § AND t HAIN Regional Offices: New York * Chicago « Cleveland 
in Coneda: McKinnon Columbus Chain Lid., St. Cothorines, Ont, 
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Ras only is The Weatherhead Company known as 
the only single source for complete lines of hydraulic 
hose, hose assemblies and fittings; it is also widely 


recognized for its continuing efforts to expand the 


company’s services to its customers. An example is the 
recent development and establishment nationally of 


hose assembly swaging service at the distributor level. 


Weatherhead distributors are now equipped with 
swaging facilities to handle orders promptly for 
factory-equivalent permanently attached hose assem- 
blies as needed in any size, type, length or pressure. 
This service combines with Weatherhead volume 
factory production to round out a most effective sup- 


ply link between producer and user. 


FIRST IN HYDRAULIC CONNECTIONS 
THE WEATHERHEAD CO., FORT WAYNE DIVISION 


Dept. J-6, 128 West Washington Bivd., Fort Wayne, Indiana 
In Canada: The Weatherhead Co., Ltd., St. Thomas, Ontario 
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bodied and applied in small quan 
tities by brush to tap or chaser. 

It is stated the oil will not throw 
from the work and may be reduced 
in body, with blending oil 

H. & B. Petroleum Co.. 
N.] 


Paterson, 


Unions 


Heavy Duty Walls 

Withstand Higher Pressures 

For power piping at higher pres 

sures and temperatures, a new Petro 

6000 Ib CWP forged steel union has 
been introduced 

Recommended by the maker for 

hot oils, 


ind hot or cold am 


severe service with gases, 


water, steam 


monia, thev are available in threaded 


or socket weld types 


Clavtor 


Mark & Co., Evanston, 





Conveyor Belts 


For Heavy Loads, 
Positive Motion 


A new design for pintle-type chain 
for belt installation where a chain 
drive is required to move heavy loads 
or to assure positive motion, such as 
or during in 


? 
heat treating cycles 


clined movement, has been intro 


duced 

Developed expressly for use on 
woven wire belts, it is said to be 
similar to standard pintle chains 
improvements 


W irc Cloth 
Md 


with design 
Cambridg« 
Cambridge, 


Co., 


Valves 


Bonnet 
Eliminated 


Unit-body construction in new 
and 4in “Double Seal” ball valve 
is said to eliminate leakage points 

Made in aluminum, bronze, 31¢ 
stainless steel and carbon steel, re 
mote control operators can be fi 
nished 

Jamesburn 


Mass. 


Corp Wor C 


Shield 


Spark Guard 
Of Fibreglass 


No. 328 face shield made of fibre 
glass is said to eliminate the mois 
ture-and-heat absorbing characte! 
istics that distort or destroy 
face shields used in welding, grin« 


other 


ordinary 


] 


hazardous occ 


and upa 


ing 

tions. 
Coverage around face 

with a choice of either eight o1 

inch window height 


Sellstrom Mfg. Co., Palatine, II] 


CONTINUED ON PAGE 260 
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WEATHERHEAD 


ONLY COMPLETE SINGLE SOURCE FOR 
HYDRAULIC HOSE LINES AND FITTINGS 


STEEL TUBE FITTINGS 
Ermeto® Flareless and 
Flare-Twin S.A.E. 37° Flared 

BRASS TUBE FITTINGS 
S.A.E. 45° Flared e Inverted 
Flared @ Pipe ¢ Compression e 
Selfalign® e Threaded Sleeve e 
Drain and Shutoff Cocks 

HYDRAULIC HOSE, ENDS, 

ASSEMBLIES 
Bulk Hose ¢ Reusable Hose Ends 
Crimped and Swaged Hose 


Assemblies 
PUSH—PULL CONTROLS 


PLANTS 
Columbia City, Indiana 
Syracuse, Indiana 
Angola, Indiana 
Antwerp, Ohio 


WAREHOUSES 
Fort Wayne, Indiana 
Glendale, California 


DISTRIBUTORS 


Throughout The World 


FORT WAYNE DIVISION 


Fort Wayne, Indiana 


mesquite ei) — iat iedl 
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You get more product, 





Power Pumps 


Monobloc Rotary Pumps 


More Product. You never need compromise when you select 
from this complete pump and compressor line. Since your Wor- 
thington distributor carries the broadest line of air and fluid han- 
dling equipment on the market, you can depend on his unbiased 
recommendations. (Distributors have told us that they’d have to 
carry as many as four different lines to match Worthington for 
completeness.) He also handles top brands of accessories —an im- 





Base-mounted Rotary Pumps portant consideration when buying a “packaged” installation. 


WORTHINGTON | 


More Service. Mr. Average Worthington Distributor is way 
above average when it comes to service. It’s no surprise to find 
$426,438 werth of stock that he has 10 customer representatives, 6 inside men and carries 
a whopping $426,438 worth of stock. The 205 industrial distrib- 
vtors handling the Worthington line are located in 46 states of 


6 inside men 


the Union. For the name of the one nearest you and a copy of the 
1957 Pump and Compressor Catalog, write to Section PC-710, 
Worthington Corporation, Harrison, N. J. 





more service from your 





Steam Pumps 


Rodial Air-cooled Compressors 


Balanced Angle Air-cooled 
Compressors Monobloc Centrifugal Pumps 


DISTRIBUTOR 


10 customer representatives 


P.S. TO WORTHINGTON DISTRIBUTORS: Spoce ad 
vertisements like this one currently running in lead- 
ing industrial magazines are one of the reasons 
why we soy that Worthington is “the franchise that 
works for you.’ Worthington Corporation, Merchan- 
dising Sales Dept., Harrison, N. J. 





JAC KS for All Trades 


No matter who your customers are... 
No matter what kinds of jacks they use... 
You can supply them IF you carry... 


WESTERN 
‘punA WACKS 


145 Models—9 Types 


100-Ton Hydraulic 
Mode! 100B12 


7 
- rY 
Cam 
Ratchet Lowering 
Mode! 2215SB 


Ball Bearing Journal 
Model 2510 





Hydraulic “Two Speed” 
Model 25822 


Hydraulic “Hi-Speed” 
Mode! 8-9A 


Come in and Visit Us 
at the Triple 


Booth 523 


June 17 to 20 
San Francisco 


Naturally, we will want to talk about WesTERN Jacks. . . our 


new expanded and improved line . 
for distributing them selectively. 
We'll see many old friends . . . 


new friends. 


New SERVICE Policy 


Authorized Repair Stations 
strategically located through- 
out the nation carrying com- 
plete stocks of replacement 
parts. Prompt repair service. 


New DELIVERY Policy 


WEsTERN has built up an in- 
ventory of all models, all 
types. No matter how large 
an order is placed, deliveries 
will start immediately. 


New ADVERTISING 
Policy 
Hard-hitting, interest-pro- 
voking ads are scheduled in 
leading industry publications 
urging users to buy 
WesteRN Jacks from West- 
ERN Distributors. 


. . our plans and policies 


we hope to make many 


New SALES Policy 


New representatives have 
been appointed. Territories 
are set up so representatives 
can concentrate on proper 
servicing of selected dis- 
tributors. 


New DESIGN Policy 


WEsTERN has announced a 
100-ton Hydraulic Jack— 
illustrated above. More jacks 
are on the drawing board 
others are being redesigned, 
refined, improved. 


New PROMOTION Policy 


Direct mail pieces for dis- 
tributors to send to their cus- 
tomer lists . . . ample space 
for imprinting so distributors 
can tie-in with WesTERN’s 
national advertising 

7085 


Member, American Supply and Machinery Manufacturers Assn., Inc. 


WESTERN 


INDUSTRIES 


INC. 


Formerly Western Railroad Supply Company 
Industrial Division — 2400-2434 S. Ashland Ave., Chicago 8, Ill. 
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Regulator 


Indicator Provides 
Temperature Check 


Industrial processes and hot water 
systems can be accurately checked 


is well as automatically controlled 


by an indicating self-operating regu 
recently introduced 


The No 


front-mounted dial 


1] regulator features a 
therometer, 
und can be installed in tight places 
where a top-mounted unit would 
not fit 
Powers 


Ill. 


Skokie, 


Regulator Co., 


Striking Tool 


Three Times More 
Striking Area 


l'argethead” tools, feature a 


reo wider head with grooved 


| 


| concentric rings said to provide new 


safety advantages. 
New design is being incorporated 


in the manufacturer’s complete line 


. 








In carrier landings, planes coming in at more than 100 knots are stopped in a split second. This amazing 
performance is made possible by having each plane hook onto one of several wire ropes stretched 
across the flight deck. Both plane and rope receive an almost unbelievable shock at the moment of 
contact. Needless to say, only top-quality wire ropes can be used for this application becauss 


you can’t bargain with safety 


While your use of wire rope differs from this carrier 

application, safety should be just as important to you. For, although 
a “bargain’’ rope may save you money, it can cost you 

your peace of mind. So don’t bargain with safety. Buy a rope 
that’s a quality rope—buy Wickwire Rope. 


PRODUCT OF WICKWIRE SPENCER STEEL DIVISION 
THE COLORADO FUEL AND [RON CORPORATION 
THE COLORADO FUEL AND IRON CORPORATION—Denver + Houston + Odessa (Tex.) * Phoenix * Solt Loke City * Tulse 
LOOK FOR THE PACIFIC COAST DIVISION—Los Angeles + Oakland * Portiond + San Francisco * Seattle * Spokane 


WICKWIRE SPENCER STEEL DIVISION—Boston « Buffalo + Chattanooga + Chicago « Detroit « Emienton (Pa.) + New Orleans 
YELLOW TRIANGLE New York * Philadelphia 
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Removing drive gear on poper shearing machine 


ARE YOU 


FAIR 


TO YOUR CUSTOMERS? 


DO YOU OFFER THEM THE 
LINE OF PULLING AND INSTALLING 


There’s no question about it. The OTC 
line of hydraulic maintenance tools is 
the most complete ever built. Starting 
with a mechanical unit the size of your 
hand, it can be extended by adding sets 
and accessories as needed up to a 100 
ton hydraulic unit. Shop presses are 
available for every need. 


From a small investment of less than 
$50.00 your customer can add sets and 
accessories to do specific jobs until he 
has all the pulling and installing tools 
needed for his maintenance problems. 
With these tools he can save unbeliev- 
able time and money —thousands of dol- 
lars a year—make tough jobs easy and 
increase production. Get your customers 
started now. They'll thank you and 
extra sales will come automatically. 


MOST COMPLETE 
TOOLS AVAILABLE? 


Your customers con build o com- 
plete set os needed, starting 
with the famous OTC mechanicol 
puller shown above 


— 
ex 
a ~~ 


a 
Then he edds the hydravli 


power twin unit in the 174, 30, 


50, or 100 ton size 
‘ 


is 


— 


Now he hos the world's famous, 
easy to use portable pulling tool. 


Two of the 1000 jobs that can be pulled with these tools. 


with OTC hydravlic ram and push-pullier 


OTC TOOLS APPROVED BY THES 


Removing counter sheft gear bearing with OTC 
mechonice! Grip-O-Matic puller. 


E MANUFACTURERS: 


Allis-Chalmers * American Tractor * Case * Caterpillar * Oliver 
Cockshutt * John Deere * Ferguson * Ford * Fordson Major 
International Harvester * Massey-Harris * Minneapolis Moline 


OWATONNA TOOL COMPANY 


STREET 


CEDAR 
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OWATONNA 


MINNESOTA 


of forged-edge hand tools including 
cold chisels, stone chisels, punches, 
star drills, and calking irons. 

Damascus Steel Products Corp., 
Rockford, III 


m 


ld 


J 
Sawing Vise 


For Cutting 
Pressure Hose 


Model No. 384-F multi-use saw 

g¢ vise used with a standard hack 
saw is said to provide an economical, 
practical answer to the problem of 
cutting wire braid hose to length. 

Said to handle hose sizes up to 
14-in O.D., the vise can also be used 
for cutting ;;-in to l4-in O.D 
tubing 


Imperial Brass Mfg. Co., Chicago 


Valve 
Positive Operation 
In Any Position 
Known as the K-27H, a new 
midget size (3-3-in high x 1-J-in in 
diameter) solenoid valve is suitable 


CONTINUED ON PAGE 266 








CUT LUBRICATION TIME 
64% Over Hand Methods! 


‘Powerhouse 


AIR-POWERED BARREL PUMPS — 


To the production line, outdoor construction 
job, or truck fleet . . . to any heavy-duty appli- 
cation... Alemite “Powerhouse” Barrel 
Pumps bring unequalled lubrication power and 
speed of delivery! Alemite offers a wide range 
of 23 different high-pressure and volume mod- 
els for handling every lubricant from fluid type 
to pumpable pressure gun—even heavy fibrous 
Ratios from 54% to 80 times air pressure. Exclu- 
sive Alemite Dynamic Primer permits pumping 
and priming of heaviest lubricants. 444” motor 
for regular air pressures; giant 6” air motor for 
low air pressures. Fits 2” p.t. bungs in 120- or 


400-lb. drums. 


For use where air power is not available... 
ALEMITE ELECTRIC BARREL PUMP 


Delivers approximately one pound of lubri- For free catalogs and complete information, 
cant per minute. Exclusive Dynamic Primer. write Alemite, Dept. JJ-67 
Pressure pump shuts off when 3,000 Ibs. 1850 Diversey Parkway, Chicago 14, Illinois 


grease pressure has been built up in lubri- 
cant line. Dispenses directly from original ALEM | i E 
400-lb. drum through one or more outlets. 

Division of 
For fibrous, heavy, ond (MEDD) 4STEWART-WARNER CORPORATION 
light-bodied lubricants. : ‘ 
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NOW you Can buy 


COLUMBIAN ROPE 
BY THE Foor! 


Here’s the biggest cordage news in years! 
Columbian Rope Co. now sells rope the way 
you sell it—by the foot. 

No longer necessary to buy by the pound 
nor to convert pounds into feet. You know 
exactly what you’re getting—with no figur- 
ing involved. 

Columbian’s sell-it-by-the-foot policy ap- 
plies to all Columbian Rope 34” diameter and 
smaller. It’s a new deal right across the board. 


For years, rope distributors and rope deal- 
ers alike have wanted to buy by the foot. Now 
Columbian meets that demand with the first 
real forward step in rope merchandising for 
the past 10 years. For full information, get 
in touch with your local Columbian distribu- 
tor or write us direct. 

A pioneer in the production of nylon, dacron 
and other synthetic-type ropes, Columbian 
“stabilizes” these ropes with a patented treat- 
ment that prevents unrave ling when cut. 


COLUMBIAN ROPE Company 
Auburn, “The Cordage City”, N. Y. 


The only rope with the red, white, ond blue markers 


inn \ 
2 ROPE ") 


= = a = 
an COLUMBIAN Mites agit 
%, . 


— 
z 


_ 
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Customers for quality 


ae UD ee en 


are nice business 


There'll always be customers for quality, and these customers 
are easy to sell. As a CHAIN Belt Distributor, you carry the 
quality line, and shoppers for the best will know about i 


from its reputation and its national advertising. They're part 
pre-sold before you begin. 


Quality customers aren't petty about prices. They want their 
money’s worth (that is why they're buying quality), and the 
expect to pay a fair price at which you can make a profit 

And quality products stay sold. You don’t have to plow back 
your profits as credits and adjustments and service. When you 
see your quality customers again, they will be repeat customers 

CHAIN Belt Company and its distributors 
customers—and do right by them 
1622 West Greenfield Avenue, 


want qualit 
CHAIN Belt Compan 
Milwaukee 1, Wisconsin 


CHAIR! BELT COMPANY 


Milwaukee 1, Wisconsin 
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YOUR BIGGEST CUSTOMERS NEED iT! for use on all common industrial 
° fluids including water, oil, gas and 


ir at Operating pressures up to 130 





DS! 


I 
General Controls Co., Glendale, 
( lif 


New high-speed 
high-power 
re) ] ol-mr- Vale More} alel tii: 


Soldering Pencil 





New lightweight GREENLEE No. 884 id to be capable of 
bends up to 4” conduit as much as 90° wi : £100 w . omnes 
\ I 2 OZ., a SOIdCTII 
th a }-in tip, rated at 50 \ 


een introduced 


ad one fast ram stroke 


+ 


Vere sities a ne | copper tip is said to pr 
alling for thi major tool est addition to the long life even under severe 
famous \sREENLEE 
Benders, it meets the need for a lighter weight, faster, . : , , 

| h-powered | cf € mn I lectric Co.. Roselle 


easily portable, easily operated, higt 
Full 90-degree bend is made with 
advanced new tool in just 

Pov 


ver Pump s 


No. 797-E-SA Px 
bender actually be 


seconds! Precise smaller 


ywer 





tated by scale on side of ram. 


High-strength aluminum alloy is combined wit! g 
I tural combination of ruggedness COOL SUIT 
"Vel Pp ) tons of ra [ > 
sure; yetone man casily transports, sets up, and operates it ; : , ; 
One man wheels it from job to job A protective suit designed for use in 
+ + + On its specially designed pipe A dozen advanced features put the lass by fighting fire and in repair of hot equip- 
a aenen we es - . ae re ment has been demonstrated in a 
peration, and ideal job or production speeds of 
iversal pipe supports, si 1200-degree Fahrenheit furnace, re- 
t sizes, also facilitat ’ 
suit from jront of bender Hill publication. To dramatize the in- 


oe 


ports Petroleum Processing, McGraw- 


Meets wide range of bending needs: bends ! in.. tense heat against which the suit offers 
l-in., 114-in., 114-in., 2-in., 214-in., 3-in., 7 n., and protection, an engineer walked into 


4-1n. pipe and rigid conduit the furnace carrying sticks of wood. 


Ask your GREENLEE representative or write for illustrated The sticks burst into flames. The suit, 


Bulletin E-224 giving full details and specifications made of a fiber glass material coated 


with aluminum and backed up with 


fiber glass quilting, reflects nine-tenths 
ieleiR Bie) Ba Flas) i. | 
of the heat. The little heat that gets 
4 RE E through is dissipated by the layer of 
2? quilting 


Universal pipe supports, positive 
locking pin... many other advanced 
features. 


GREENLEE TOOL CO., 1926 Herbert Ave., Rockford, Mlinois 
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Offer Them Variety... 


PLUS 
WELL-FORMED 
HEADS 


Thin bolts. Fat bolts. Long bolts. Short bolts 
There’s no problem at all in meeting the varied 
needs of your fastener customers when you sell the 
Bethlehem line of headed-and-threaded products 
That is because Bethlehem fasteners come in an 
unusually wide variety, including hundreds of in 
dividual types and sizes. And customers are sure 
to like Bethlehem fasteners for another reason: 
well-formed, easy-to-grip heads, the kind that are 
so important to fast, accurate assembly. Stock 
Bethlehem fasteners today. See if you don’t agree 
that they’re good builders of repeat business! 


Bethlehem Bolts Are Good Bolts 





DEVCON 


The Plastic ST 


PACKS REAL 
SALES POTENTIAL 
INTO 


EVERY CALL! 


DEVCON — THE PLASTIC 
STEEL .. . the only product of its 
kind . . . has applications in every 
plant where you call. In just min- 
utes you can prove to any type of 
industrial plant or shop how they 
can save real money. From making 
complex jigs, fixtures, molds, dies 
and holding devices to repairing 
and rebuilding machinery, salvaging 
castings, and stopping leaks in 
pipes and tanks, DEVCON does 
1001 jobs . . . saves hundreds of 
hours, thousands of dollars. 


SELL THESE FEATURES 
As easy to use as modeling clay 


Hardens in 2 hours — even 
under water 


Won’t rust or corrode 
Durable, permanent, light weight 


Long Storage life 


INTENSIVE ADVERTISING 
in trade and national magazines 


lus data sheets and technical literature 

Ip you sell DEVCON. Trained 
Geld representatives im your area are 
ready to demonstrate the benefit of 
using THE PLASTIC STEEL to your 
customers. Write for 8-page brochure 
documenting savings with DEVCON 
(available in four types). 


LAR ¢ a 
9 ge OF sree 


pove® 


DEVCONCORPORATION - 


ott Street, Danvers, Mass 





What's New in 
Merchandising 


Starts on page 184) 


GARLAND 


RAWHIDE 
HAMMERS 


=> 





POOLS—Besly-W elles Corp., South 
Beloit, Il].—Catalog containing de 
tails on drills, end mills, reamers, 
tool 
l'ables 
high speed, carbide tipped and solid 


bits, and other related tools 


combine information 01 


carbide tools, wherever possible 


Firm has also issued tap catalog 
— 


featuring tap size selection table, 
listing of special taps, and tap dril od 
ind thread-engagement selection 


tables 


AND 


Rawhide 
Mallets 


If you sell where precision 


John H. Graham Re-Packages 
“King Cotton” Manila Rope 


John H. Graham & Co., New 
York, N. Y., has developed a new 
packaging for its “King Cotton” 
marine grade manila rope. Thirty 
five foot “Handi-Hanks” are 
nected in length 
making it possible for the customer 
to buy any length from 35 ft. to 


striking is done . . . and 


con 
that’s in 95% of 


chances are, 


one continuous 


your accounts . . . you should be 


selling Garland products. 


several hundred feet. The rope From a profit standpoint, you'll 


packaged in a two-color counter 
floor display carton. 


be smart to 


FOR FULL 
DETAILS 
and PRICES 


Irland 


“sy MANUFACTURING CO. 


Allen 
Catalog page 
4 Alle n 


COTM po 


AIR CYLINDERS—A. K 
Co.., Broklyn, N. Y. 
on double and single acting 
An vlinders, 
nents, and detailing dimensions 


picturing 


HANDLING~—Bay Products, 


Philadelphia—Catalog covering lin 48 WATER STREET © SACO, MAINE 
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PRENTISS// 


TO SATISFY 


tg 
The Complete “BULL ae DOG” LINE MADE to Last 


Machinists * Top Swivel Jaw ® Woodworkers ® 
Hinge Pipe ® Combination Pipe © Utility 


° ° 
p S / p / Backed by 89 years of time proven acceptance. 
rentiss a es O Icy Hundreds of plants have used them and still do. 


100% thru Stocking Industrial Distributors. Sell PRENTISS for those “REPEAT” vise orders. 


A few territories still open. Write for detailed information. 


SEE US IN BOOTH 520 AT SAN FRANCISCO 


PRENTISS VISE DIVISION OF THE CHARLES PARKER CO. MERIDEN, CONN. 
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Browns Sharpe CHIPS HVE @U i Clam Qh: 
Prove Milling Efficiency! 


_.. High Speed Steel Cutters... 
si | Key to Economy 


“CHIP FORMATION 
in conventional (p) miling. werk Long, unbroken chips prove that the 
tion. Chip is thin at initial engage- Brown & Sharpe helical plain milling 
ment of tooth, reaches maximum cutter is the right one for the job. 
thickness at point where tooth ends = Ay) incorrectly designed cutter causes 
upward travel through work-piece. hrok ta a p i ‘ 
roken, uneven chips, a rough sur 
face finish. 

Correct rake angle is very important for superior finish . . . rapid 
machining with less power . . . increased cutter life. Every Brown 
& Sharpe PRODUCTIONEERED Cutter is designed with the rake 

angle found best for fast, economical milling. 
There’s a big difference between price and cost of high speed 
steel cutters. True Cutter cost is measured by how many accurate, 
uniform pieces are produced—at optimum speed—before the 
cutter requires resharpening. For maximum production, mini- 
mum cost, specify Brown & Sharpe PRODUCTIONEERED Cutters! 


Write for 80 page Brown & Sharpe Catalog 
showing over 2300 High Speed Steel Tools 
ond Accessories. 


BUY THROUGH YOUR LOCAL DISTRIBUTOR 


ee. 


Brown & Sharpe 


BROWN & SHARPE MFG. CO. « PROVIDENCE 1, RHODE ISLAND 
STOCK OF OVER 3000 STANDARD TOOLS! 


Obtain impartial High Speed Steel, Carbide and Carbide Tipped tooling 
recommendations from your Brown & Sharpe—NELCO Distributor. 


INDUSTRIAL DISTRIBUTION ¢ JUNE, 1957 


of bins, steel shop boxes, tote pans, 
cabinets, wheeled shelves, etc. for 
industrial use. Net prices are shown. 


FITTINGS—Parker Appliance Co., 
Cleveland—W all card giving instruc 
tions with pictures of steps in assem 
bling “Hoze-lok” fittings to rubber 


covered, wire-braid hose. 


\ ALN ES Q). i Keckley Co > Sko 
kie, 11].—Condensed catalog (no. 57 
on pressure and temperature regula 
tors, solenoid, diaphragm, motorized 
nd float valves, pressure-reducing, 

yntrol, safetv and relief valves, 


ind strainers 


VALVES—Meter & Valve Dyiv., 
Rockwell Mfg. Co., Pittsburgh 

Bulletin (no. V-203, Rev. 1) cover 
ing entire “Rockwell-Nordstrom 

semi-steel valve line. Photos, draw 
igs, and description shows lubricat 
ing methods, and cutaway drawing 
shows working parts of four princi 
pal types—two-bolt cover, screwed 
gland, bolted gland, and multiport 
types. Also, bulletin (no 1024-6) on 
high-pressure regulators, showing 


features and typical hook-ups 


HEATING ELEMENTS-—Globar 
Div., Carborundum Co., Niagara 
Falls, N. Y.—Booklet covering sili 
1 carbide heating elements, giving 
nformation on handling, unpack 
storage, installation, and re 
placement. Booklet is enclosed in 
envelope designed for hanging on 
wall next to furnace 


FASTENERS — Gries Reproducer 
Corp., New Rochelle, N. Y.—Stock 
sheet listing specifications on “spe 
cial design” wing nuts for industrial 
ipplications. New sheet and price 
list supplements firm’s catalog list 
ings of “Junior” and “Senior” type 
wing nuts. Also, bulletin issued by 
testing machines div., on the Wol 
pert-Gnes motonzed reflex-type ma- 
chines.for rapid routine production 


Brinell hardness tests. 


DRILL PRESSES—Walker-Turner 
Div., Rockwell Mfg. Co., Pittsburgh 


Bulletin describing line of radial 





“99” TOOLS 


cover the full range of elec- 
tronic servicing — 3 popular 
“99” roll kits — the 26 indi- 
vidual “99” tools shown — 
plus distributor backup stock 
kits. 
No. 99-PR 
Roll Kit 
New! No. 99 S.M. Kit — 21 tools — 13 Tools 





SERIES “99” TOOLS 


—— 


Handle (Regular) 


r= 


Hondle (Junior) 


r= 


No. 99-3. Handle (Stubby) 


Preferred by AAU Aaude / 


From individual screwdrivers, nut drivers and 
pliers to the big new No. 99 SM Service Master 
Kit, there’s a bonus of craftsmanship and imag- 
ination that makes every XCELITE hand too! 
“preferred by the experts.” 


No. 99-6 3/16” Nut Driver 
No. 99-7 7/32° Nut Driver 


No. 99-8 1/4° Nut Driver 
Besides its regular popular line, XCELITE brings 
you a continual supply of new and original 
tools — the new No. 99-X10 Snap-in Shaft 
Extension —reamers with the T-handle leverage 
feature — pocket clip nut drivers and screw- 
drivers — adjustable wrenches and “special- 
purpose” pliers. 


No. 99-9 9/32" Nut Driver 
No. 99-10 5/16" Nut Driver 
No. 99-11 11/32° Nut Driver 


Look to Xcelite No. 99-12 3/8" Nut Driver 


for the advanced 
BIPUDEREAREEENS toolmanship pre- 
ferred by the ex- 


No. 99-14 7/16” Nut Driver 


: No. 99-16 1/2” Nut Driver 
Fo EE 


& —— 
No. 99-81 3/16" & 9/32" Slotted, Reversible 











TAT 


Hottest item in years! No. P30-8 
display 30 No. P8 Pocket 44” 
. t drivers — color coded 


No. 99-82 +1 & +2 Phillips, Reversible 


No. 99-83 3/16 ° 49/32 Frearson, Reversible 


= — 
No. 99-84 3/16" Clutch “G,” Reversible 








No. 99-811 3/16° Slotted 


SoS 


No. 99-812 9/32° Slotted 


No. 99-821 #1 oie 
No. 99-822 =2 Siiftes 


No. 99-38 Reamer (1/8°-3/8") 


No. 99-39 Reamer = -1/2") 


No. 99X10 Extension 


Ss ss eB 


Stubby Nut Drivers 
No. 99-S8 No. 99-510 No. 99-512 





0. 332-20, one of 6 hard 
ng, space-saving 99" replacement kits! Now you can 
alite displays, easeledc make up any “‘99"" kit or replace any 
i punched for counter “99"’ toois without breaking up sets 
Metal mounting with neat, compact No. 699 and 
or easy reloading 799 Kits. Simplifies reordering, 
This unit holds 20 No saves delays! Kits contain 6 of 
23322 Pocket Screwdrivers every item 





No. 127 
Lockable Wall Kit 
— 7 Color Coded 

Nutdrivers 











XCELITE, INCORPORATED 


HARD PARK NEW YORK 


nue. Toront 
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s, with ph tos al 


wing principal fe itures 


GEARS— Precision (cal Dept., 
Fairchild Camera & Instrument 
Corp., Syosset, N. sroc! 
g firm's precision gears 
to commercial 


control metho 


American Chain Has 
New Chain Display 


4 @) 4 44 —e ie at -la0laal-)a—ie aie le lor— ay" : age ‘ 
ld < d < Pon 
Viole] @motel—icelaal—ia—s nounces a “Salesmakei 
replacement costs seeped sits dalla 
' i, entt wake tome ROCKET firm has als« 
ein: oblige bis nah hain refills Unt 
tor had tO Tel 
fill reels ror 
nd customers 
S packed ln 


irton, and hi 


i iaTger 


PIPE BENDER—Gree 
Co., Rockford, Il.—Bullet 


bing their new ] 


FREE Industrial Tool Catalog 


ightwe 


5+ hydraulic power be 


yns and illustrat 


9 irly explained 


Finest quality in Shears - Garden, lawn PROTECTIVE CREAMS 
and farm tools - Shovels - Hammers, axes, mpbell Co. Detroit—¢ 
hatchets + Fishing tackle - Golf-club shafts page titled “Skin Cote fort 


f working hands 
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You get MORE 


with a Fexrope 
Drive 


= Aim @e 
Dsl 00a. Franchise 
| | me 


~~ Profitable stocking plans... nation-wide 
sales assistance organization ... selective 
appointments . . . rapid deliveries through 
expanding manufacturing facilities and 


Vari Pitch field stocks .. . national advertising... free 
promotional aids such as imprinted liter- 


Sheaves ature, displays, working models, direct 
mail, films, and identification material .. . 
sales schools... engineering help... it’s 
all part of a Texrope drive franchise. 
AND all of it, plus the invaluable selling 
power of the Allis-Chalmers and Texrope 
drive names, is now available to selected 





industrial distributors. 

FOR DETAILED information on these 
profitable franchises, get in touch with 
your nearest Allis-Chalmers District Office 
or fill out and mail the coupon below 


Magic-Grip 
Sheaves 


Allis-Chalmers a 
Generai Products Division 
Milwaukee 1, Wisconsin 


Texrope 
Belts 


I am interested in hearing more about 
the advantages of a Texrope franchis¢ 
Please have your representative ca 


Magi-Key 
Sheaves 


ee ee ee ee ee ee ee ey 
ance eee eee eee 


ALLIS-CHALMERS 
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This is KRAEUTER'S 


LITTLE 
NIPPER 


cea 
Only 4%” — but all bite and 


precision 


And below are Little Nipper’s 
pals—Larry Long Nose, Rudy 
Round Nose, Frankie Flat Nose 
and Slick Cutter. They're full 
of fight, too. Precision drop- 
forged for precision work 
Cushion grips at no extra cost. 
The job goes easier and quicker 
with fine tools. And that’s 
where Kraeuter comes in. 
Sold only through recognized, 
legitimate distributors. 


No. 82 
ACTUAL SIZE 





























No. 81 No. 83 
t — 

















BUY THE FINEST 
BUY KRAEUTER 
BUY AMERICAN 
AS MODERN AS TOMORROW 


kraeuter &co.inc 


FOR 100 YEARS THE FINEST IN HAND TOOLS 1860-1960 NEWARK,N. J, 
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in varying quantities from 5 oz. jars 
and tubes to 25 Ib. pails are in- 


C luded 


OPTICAL GAGE—Webber Gage 
Co., Cleveland—Folder des« riptive 
of the company’s optical height 
gage. Printed in two colors, the 6 


‘e folder employs photogfaphs 


ind line sketches. 


MACHINE PROTECTOR-—Fie! 

Instrument Div., Robertshaw 

Fulton Controls Co., Philadelphia 

Bulletin No. 600-1 describes the 

; device that protects rotat 

id reciprocating machinery bi 

inticipat any malfunction. Bulle 

tin cove! detail different models 
Vibt switch.” 


Ing 


SAWS—Cocker Saw Co.,_Inc., 
Lockport, N. Y.—Catalogs sheets on 
rcular and band saw blades and 
ind dado heads. In color, and 


ed, consumer price lists are 


COLLETS—Sutton Tool Co., Stur 
Mich.—Catalog, 24-pages, con 
s helpful details for the solutio 


let and feeder problems 


DIESELS—Cummins Engine (¢ 

Inc., Columbus, Indiana—Entitled 
Principles of Trouble Shooting fot 
Cummins Diesels,” new bulletin is 
tial to unfold so that it can be 


ised as a wall chart. 


METAL PARTS—Zierick Mfg 
Corp., New Rochelle, N. Y.—New 
italog describes complete line of 
small metal parts, standard lugs, 
lips, terminals, and wire forms 
Contains a designers sketchbook 
section which shows standard parts, 
together with thumbnail drawings 


PUMPS—Gould Pumps, Inc., Sen 

eca Falls, N. Y.—Maintenance rec 
wd card to help customers keep 

information on installation, applica 
mn and maintenance of pumps 


STORAGE RACKS—Pollard Bros 
Mfg., Chicago—Catalog (no. 303 
llustrating and giving specification 








re a eee oe 


You can show any plant 
how to make worthwhile savings 











on production runs! 


Cost-per-piece savings add up to a really important fig- 
ure for production boring done on this Skinner-equipped 

Potter & Johnston 3-U Speed-flex automatic chucker On small lathes, like South 
When you're handling Skinner, you can show any plant used on production runs, | 
how to make the same kind of savings. 


Look at that Skinner Power Chuck. It grips and releases 

instantly — compressed air does the hard work, and 

does it fast. You can see how much longer it would Simple, dependable 

take to chuck these pieces by hand — time that pushes operation. 

up costs. Elimination of hand wrenching cuts fatigue way Skinner's proved-in-service 

down too — operators like that. | wedge principle guarantees 
: : positive, trouble-free opera 

When you can show a plant how to put itself in a tion. Jaws are closed or 

better profit position by reducing its most important opened instantly by an ac- 

cost factor — overall machining time — you're well tuating wedge, operated by 

on the way to a sale. That’s exactly what Skinner Power © Compacing a inn 

Chucks will do. Write Department 126 today for the 

full story . . . ask for Catalog 68P. 


For small lathes, too! 


will cut costs by saving 


Skinner Power Chucks are available through leading Industrial Distributors everywhere. 


(S) y THE SKINNER CHUCK COMPANY — 








ESTABLISHED 1887 
~NEW BRITAIN, CONNECTICUT 








i * = - x Mon) ee eee at ee _ 


on storage racks for bar, vertical, 


1897 ( A L D FE R 1957 sheet steel, and dies. 


PIPE—Resistoflex Corp., Roseland, 

DRESSERS AN D CUTTERS N. J moles oa tees 
TO HELP YOUR CUSTOMERS tion, and typical applica 
CUT COSTS ‘Fluoroflex-T” pipe. Elbo 


couplings for use with tl 





rhe Tesil 


glass fibre pipe are described 


CYLINDERS~— Vickers, In 
COMPLETE DRESSING SERVICE troit—Bulletin (no 57 £9 ad 
A DRESSER aa 
idditional mountings for “Com 


ind 
FOR EVERY JOB a = 
pact” hydraulic cylinders. Tables of 


: . . , nd di ; nad none 
& Made in 7 sizes for dressing and sizes and dimensions and engin 
truing grinding wheels; including ing data on application, mou 


ed Le) the heavy duty No. 22 Dresser for 


hard, coarse, or large wheels. 
THREADED BUSHINGS STOP DELAYS 


Made with right and left-hand-threaded bushings for dependable 
service. Right-hand-threaded bushings are marked R; left-hand- 
threaded bushings, L. 


piston areas, and speeds, etc., 





Cutaway shows threaded bushing construction of all Calder 
dressers. Bushings are threaded right and left to tighten with rota- 
tion of cutter. Bushings and pins made of hardened steel. Quickly 
and easily replaced when worn. Eliminates operating delays through 
automatic tightening of threaded bushings 


HIGH CARBON STEEL CUTTERS 


Calder cutters are made from high carbon tool steel heat 
treated in electric furnaces. They cut faster and truer and 
last longer. A favorite with big users for low cost dressing 
plus more efficient grinding. Also cutters for Ball Bearing 
Dressers. 


CALDER DIAMOND DRESSERS Weatherhead Announces 
GUARANTEED FOR YOUR PROTECTION Hose, Hose End Catalog 


Calder GA” Diam« ds . . 
available in any size di W C itherhe id ( 0., I ort \\ ivTic 
mond or nib Uncon : ; 
tionally guaranteed t Div., Fort Wayne, Ind., has issued 
rive t factory serv € ; 
Diamond hand n si -page catalog on its hose, hose 
sizes as follows 2 } 1 } ] . 1 
ends, and assemblies. Charts show 


se agent selections, hose specifica 
For 59 years, Calder has been supplying industry with fine ay om "te : w — 
dressers and cutters. While the basic design of Calder tools hree pages are devoted to ass 
remains unchanged, improvements have been introduced regu- eteettines will, tue ond 
larly in order to make the Calder line easier to use, longer aaeiaten sitenlnss sencedun 
lasting, more efficient and highly profitable to handle. For the " 
complete satisfaction of your customers’ dressing and cutting rOOLS—Ettco Tool & Macl 
problems join with hundreds of leading distributors that have Co.. Brooklyn. N. Y.—Bulletin 
been enjoying lucrative repeat business for many years. 22A) on tapping attachments 
Calder ... World's oldest manufacturer of Dressers struction, physic 1] 
. Sells through authorized distributors only. teristics, and ipplic ations. A\ 
essonies are listed, including quill 


CALDER MANUFACTURING CO clamps for attaching to drill press. 
PRINCE ST., LANCASTER, PA ) 








COMPOUNDS Ravbest 
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GIVE DISTRIBUTORS DYNAMIC SUP 





- 






mee be 
P Ss 5 
an a é 
ae ee 
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wrt oe 





y¥ 


PAASCHE distributors have quality products plus a new 
stepped-up sales program that offers higher profits and more 
aids for developing and selling prospects all year long 


. 





PAASCHE has selective distribution with each distributor 
assigned carefully to assure each a satisfactory and profit- 
able volume. 


PAASCHE branch office support offers technical council and 
sales assistance at a moments notice. 


PAASCHE offers new fully illustrated catalogs, envelope stuf 
fers, point of sale displays and technical literature to make 
the quality, one-source spray finishing line the easiest to sell 


se aay 





PAASCHE offers regular sales meetings and participates in 
the national trade shows. 


Pee ee 


BOOTH PAASCHE national advertising campaign in FACTORY 
NO. 1419—Triple iN- MANAGEMENT & MAINTENANCE © PRODUCT FINISH- 
DUSTRIAL SUPPLY ING © INDUSTRIAL FINISHING ¢ INDUSTRIAL EQUIP- 
CONVENTION. JUNE MENT NEWS © NEW EQUIPMENT DIGEST * CERAMIC 
19 — CIVIC AUDITOR- AGE and many other leading magazines keeps selling dis- 
1UM, SAN FRANCISCO tributor’s prospects on PAASCHE products every month 


visit OUR 















*x | hattan, Inc., Bridgeport, Conn.- 
Bulletin (no. 650A) on recom- 
W He 4s mended use, method of application, 
and properties of “Ray-BOND” ad 
ALWAYS FIRSTEST hesives, protective coatings, and seal 
five thermosetting adhesives undet 

with the bestest we 


gh temperature conditions 
precision screw 
machine products. FASTENERS-—Ferry Cap 


SCTE Co.. Cleveland Ca 


s line of standard screws 


ers. Graph shows sheat strength of 


llustrated and specific: 


} 


me 
DIOsenrced 


~ included for measuring screws 
TAPE RULE—Lufkin Rule 
naw, Mich.—Catalog 
] 


? 
vc tape ruie, sno 


in table form 


ng and display features 
CAP SCREWS - COUPLING BOLTS ‘iis hia 
js SCREWS ° MILLED STUDS REFGI LATORS ( ish Standard 
N\ luha lh -.. Our specialty. Stacon Corp., A. S. Cash Co., De 
ir, [1l._—Bulletin on series “UB” 


The Ottemiller line is sold exclusively through temperature regulators Cross-sec 
Mill Supply houses and Industrial Distributors. 


tos, engineering drawings, 


* + mnstruction features, operation 
lL)”: / f yrinciples, specifications, and _ table 
. Co: YORK, PENNA. f dimensions and weights are in 


PFUBING—Tubular Products Div.. 

WRITE Babcock & Wilcox Co., Beaver 
FOR FULL } ¢ ——— : a eta FT » Data folder c ntaining 
~ )' two tables—one showing dimensions 

f carbon, alloy and 

pipe; the other show 


j ODAY -_ za = ’ sp cifications. grades, analvses. 


r data folder discusses seam 


ON THE he ess titanium metal pipe and tubing 
NATIONS “a 3 FASTENERS-Star Stainless Screw 


Co., Paterson, N. J.—Catalog (no 


PROFIT oi Yes, it's TF/AM* % 56A) covering full line of fasteners, 
TIME FOR AN AIR MASTER wher ‘ ‘i 


r hinges and screw machine 


nd 


LINE / fap fare seal 
A FEW ele _ PULLEYS—Chain Belt Co. Mil 
CHOICE Cincinnai ; i wer fo ee ner aa i vaukee—Bulletin no. 5781) on 

; eens nab p-soe ee beset velded steel conveyor pulleys for 


Di ar el wo hiters st ageravat ’ 
ISTRIBUTOR o" i. oon core mon a a sw o t r he CONVEVOI and bic ket € levator 


Drum types and self-clean 


AREAS a Sf Cri renege = “on ing wing-types are included 
STILL For details, write for catalog 
STEAM ‘TRAPS—Yarnall-Waring 


AVAILABLE (ii; eG UMMM = Co. Philadelphia—Bulletin (no. 1 


312 MT. HOPE AVE. @ CINCINNATI 4 @ OHIO +6) desc nibing new Series 40 
ipulse steam trap, giving sizes and 
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PRODUCTION STRIPPERS 


New high-speed bench model for film-insulated 
fine wire. Twin fibre-glass cones remove every 
known type of film insulation instantly, from 
AWG No. 50 to No. 30 wire, without damage 
to wires or parts. One pair of cones does every 
job. Other models include hand-held model 
and heavier duty twin cylinder bench type. 


Compact Twin-Cylinder Bench Light weight Hand-Type unit 
Type—Strips AWG No. 50 strips wire to within Ve” 
to No. 25 wires. of coil. 


DON'T FORGET THE REST OF THE IDEAL PRODUCTION 
STRIPPER LINE — THE BROADEST IN THE INDUSTRY, 
WITH STRIPPERS FOR EVERY KIND OF JOB. 


SPREAD THIS NEWS 


---and bring back a 
bagful of orders! 


NEW WIRE 
STRIPPER 


from 


End the ‘‘Headaches’’ of 
Stripping Film Type Insulation 


High-speed stripping of film type insulation has given many of 
your OEM and other customers a bad time. Demonstrate to 
these folks how neatly these new IDEAL Wire Strippers solve 
their problem—on “Formvar”, “Formex”, Nylon, Teflon or 
any other film-type insulation. It takes just a few moments to 
show ‘em—and come back with an order! This is juicy new 
business—and the field’s wide open for you because there’s 
nothing else even close to these strippers on the job. Get 
started now—by getting your own order in today! 


<= 





TEFLON HANDSTRIPPER 


Designed exclusively to make stripping of 
Tefion insulated wire, sizes No. 10 to 26, 
easy and quick. Unique features include ad- 
justable length of strip and plastic wire stop. 
Nothing else like it 

IDEAL SUPPLIES A COMPLETE RANGE OF OTHER HAND- 
TYPE STRIPPERS IN THE FAMOUS "'STRIPMASTER"™ AND 


“E-Z"" MODELS. IT PAYS TO MAKE IDEAL YOUR 
SOURCE FOR EVERY STRIPPING NEED! 





. 
WE'LL BE AT THE TRIPLE MILL SUPPLY MEETING 
SAN FRANCISCO, JUNE 9, VISIT US AT BOOTH 616 


IDEAL INDUSTRIES, Inc. 


1000-F Park Avenue, Sycamore, Illinois 
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Your best source for 
special cutting tools 
—just send us the specs 
o all the work 


Teen 


we d 











Immediate action on all requests 
— better service for your customers 


—results in more Profits for you 


Do it the easy way...order from SPIRAL 








Whether you need cutting tools made to your specifications, 
or you need tools custom-designed to fit a specific job, 
your best source is Spiral. We specialize in ‘specials,’ fast 
quotations, quality workmanship, dependable delivery. One 
trial will convince you. Let's get together now! 


Designers and Manutacterers of 
SPIRA l All Types of Specie! Cutting Tools 


5400 N. Damen Avenve «+ Chicago 25, illinois 


STEP TOOL COMPANY Phone: LOngbeoch 1-5304 
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capacities, typical applications, di 


mensions, weights, prices. 


COMPRESSOR Ingersoll-Rand 
Co., Phillipsburg, N. J.—Bulletin on 
new air compressor called “Channel 
Flo,” a two-stage, 200 psig rated mo 
tor-compressor in 14 and 2-hp. sizes. 
Drawings, photos, cutaway views 


show unit’s design and working prin 


PIPING—Rust-Oleum Corp., E\ 
111.—Manual outlining 

nethod of pipe identification by use 
ind lettering. Publication 

duces colors of firm’s coatings 


recommended for purpose 


COUPLING-Snap-Tite, Inc., Un 
Citv, Pa.—Bulletin (no. 270) on 
HK” coupling for fuming acids, al 
ents, high-pressure steam 
Dimensions and ordering 


} ; 
. ' te 
Oll dit isted 


PEP RANSMISSION-— Allis-Chalmers 
Mfg. Co., Milwaukee—Bulletin or 
Ultra-Speed” package drive unit, 
ribing its application under DC 

ver conditions. Also, bulletin on 
“weather-protected” motors 

tvpe FOD) showing installations, 


tion features, and motor rat 


LUBRICATION—Alemite Div.., 
Stewart-Warner Corp., Chicago 
Catalog on its full line of lubrica 
ttings, including special put 

tings. Dimensions are given 
Accessories, such as bush 

ow bodies, plugs, etc. are 


l ind detailed 


LUBI EXPANDERS—Gustay 
\\ leke Co., Davton, Ohio—Cata 


32-pages, contains complete 
itions of the firm’s entire 
line of tube cutters and ex 
plus all information per 


complete line of operat 


WORM GEARS—Cleveland 
Worm é¢ r Co., Cleveland—! 
ustrated brochure, 16 pages, pro 


hnger tip facts on worm geal 
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Handle Flammable Liquids 
Inthe Approved Safe Way 


The COMGPLETE te 


Available in 5 sizes from 1 qt. to 5 gal. 
No waste, no splash, no spill. 
Self-adjusting guard cap prevents leakage. 
Bottoms reinforced with heavy steel hoop. 


Non-flash-back safety screen available for 
all models. Flexible-Funnel attachment 
available for 1, 2% and 5 gal. units. 


1 qt., 2 qt., 1 gal. sizes come with trigger- 
grip handle —2'2 and 5 gal. sizes feature 
free-swing handle. 


Safe for handling all flammable liquids. 


Eagle Safety Cans are 
approved by Under- 
writers Laboratories, 
Inc. and by Factory 
Mutual. 


LS NS NS NY NY GSS Ey GPS eS SS 


UI-2 


Eagle Safety Cans 


HE sapery 6Ay : 
ri have strong I-piece 
. > — = 


———— ee ee we ee ee ee ee ee 


construction; no seams. 





ORDER APPROVED Eagle Safety Cons 


from your supplier or write direct to Eagle 
for information. 


WRITE for latest Eagle Catalog showing 
the Complete Line of Eagle Oilers; Safety, Oil, 
and Gasoline Cons; and Containers. It's free. 





UI-10 — 1 GAL. 


perro we 


5 — 2% GAL. 


UI-50 — 5 GAL. 


been ena moeeeenawmasomes 


UI-SOF — 5 GAL. 
WITH FLEXIBLE FUNNEL 


CO. Wellsburg, West Virginia 


894 





TWO NEW 


ANNOUNCING RESEARCH ACHIEVEMENTS 


FOR GARDEN, FARM, HOME AND FACTORY 
BY 


The new-style "400" series 
EAGLE OIL CANS 


401-NS — 1 GAL. 


Ideal for use with stoves, heaters, in 
construction work, service stations, gen- 
eral plant and railroad maintenance. 


402-NS — 2 GAL. 


The new-style "500" series 
EAGLE GASOLINE CANS 


501-NS — 1 GAL. 502-NS — 2 GAL. 


ideal to use with outboards, camping, 
in home workshops, with garden imple- 
ments, power lawn mowers. 


a 
le 
an iZED 


402'2-NS — 2'2 GAL. 405-NS — 5 GAL. 502'2-NS — 2'2 GAL. 505-NS — 5 GAL 


EAGLE ”400" and “500” Series Cans... 


® feature seamless-drawn dome-shaped body. 
Cans NOW, or write : 
direct to Eagle for @ have double seamed bottom—no top or side seams. 
information. ® are made of heavy 26-gauge galvanized steel. 
are designed for rough use and unlimited service. 


Order the new Eagle 
Oil and Gasoline 


Serving Industry Since 1894 


MANUFACTURING CO. Wellsburg, West Virginia 





\ 


serine 


we 
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multi-kut 
all: 


hogs off metal yet 
leaves a smooth finish 


7 gue 


HELLER 
AMERICA’S MOST VERSATILE FILE! It can 
be used on many jobs; filing stainless 
steel, cast iron, aluminum, brass, bronze, 
magnesium, plastics and other materials 


** SELLING HELP 
even filing brass and steel inter- 
changeably without dulling. 


gives you more 


More Selling Points 
\ H 
HELLER MULTI-KUT FILE FEATURES in- 
clude: bastard tooth spacings for remov- 


ing the most stock per stroke 


7 
a 


| 
=4 
3 
= | 
3 
= 
> 
3 
a 
=4 
= 
=) 
= 


J 
> 
3 
3 
3 
. 


‘ 


; 


. . chip 
breaker rows to reduce loading and speed 


filing . . . broad chisel teeth to generate 
smooth surfaces. 


SEEING IS BELIEVING! Comparative on- 
the-job tests prove that Heller Multi-Kut 


files do the work of Hand, Mill and Flat 
bastard files, also Brass files 


During the Triple Mill Supply 
.+ + giving 
better results at lower cost. 


Convention stop for a visit at 


Booth -928. We will look forward 
to seeing you. 


: Ja ‘ ~ 

. 
SOLD EXCLUSIVELY THROUGH & 
 —, 


AMERICA’S OLDEST FILE MANUFACTURER, NEWCOMERSTOWN, OH/O 
“ti \ 
\, “YOUR OUTSIDE TOOL roo’ \ 


Heller Zee” Tools ° 
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Profitable Joyce Gel “Sack? \ine 


...a jack for every customer need! 


@® | NEW joyce YELLO-JACKIT LIFTMASTER 
HAND HYDRAULIC JACKS 


3 to 100 ton capacities 


Eight models for industry, construction. Screw exten- 
sion type ram with fractional rise control. Rugged, 
lightweight. High efficiency permits short handle oper- 
ation in close quarters 





JOYCE YELLO-JACKIT 
SCREW JACKS 


5 to 36 tons capacity . . . dirt-proof, bell-shaped 
housing .. . positive safety stop. 


JOYCE YELLO-JACKIT 
RATCHET JACKS 


5 to 20 ton capacity models for mines, industry, 
construction, truckers, oil fields. Rugged... pre- 
cision-built... properly balanced for easy carrying 


JOYCE YELLO-JACKIT 
TRENCH BRACES 


NSE Reentry 





—— 


This lead item is a traffic builder. 

Can be sold with or without pipe. Operates in any 
width trench. Adjusts to any angle on ball and 
socket joints... steel screw 


JOYCE YELLO-JACKIT 
JOURNAL JACKS 


Capacities from 25 to 50 tons for short, powerful lifts. 
Extremely lightweight, durable and safe 


JOYCE YELLO-JACKIT 

BALL BEARING GEARED SCREW JACKS 

Capacities from 25 to 50 tons. Toe lift for low lying 
loads (not illustrated). 


JOYCE YELLO-JACKIT 
AIR MOTOR JACKS 


Here's the real bonus sole. For railroads, construction, 
maintenance, industry. 20, 35, 50, 75 and 100 ton 
capacity models with or without exclusive Joyce Toe 
Lift... Exceptionally lightweight .. . easily portable on 
large semi-pneumatic tires...cannot be overloaded 

- automotically shuts off at end of rise. Rugged, sim- 
ple Ingersoll Rand air motor 


Write t ce t 
jemee na ~dhenrn » 4 Joyce offers distributors: quality products .. . strate- 
P gically located service depots .. . immedigte deliveries 


sales policy! 


. .. factory representatives to help you . . . national 
advertising ... sales promotion mailing pieces. 


THE JOYCE-CRIDLAND CO. 


| 2027 E. FIRST ST., DAYTON 3, OHIO 
! 





CANADA: Midland Foundry & Machine Company, Ltd., Midland, Ontario 
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lrives with summary information on 
complete standard line of speed re 


rear sets and special 


worl 


VALVES—Farris_ Flexible Valve 
Corp., Palisades Park, N. J.—Cata 
log No. FL-1116, 48-pages, details 
line of flexible, pinch-type, hose 
bodied valves in both standard and 


new SuperSeal, metal-enclosed de 


COMPOUND-Minnesota Mining 
& Mfg. Co., Adhesives & Coatings 
Div.. Detroit—Catalog (no. Z-CWS 
1-57) on “Weatherban”’ sealers fot 
sealing curtain wall panel construc 
tion. Case histories, physical proper 


nd performance data are given 


LIVE CENTER-—Ideal Industries, 
Inc., Sycamore, II].—Catalog pages 
live centers, de 

yn features, dimen 


tion features 


FITTINGS t Fittings, 

| Svcamore, II] l 

HH Lug hitting for 
ttings on ma 


buildings. Dimen 


ices are given 


VALVES—Durabla Mfg. Co., New 
York, N. Y.—Bulletin describing 
heck units which can be 

| 
with any standard pipe 
rm check valve. Illustra 
Pressure and 


ngs are included 


HANDLING—Raymonc Corp., 
Greene, N. Y.—Bulletin on one-ton 
pallet truck. Con 

and design 


overed. 





SKIN-DIVING GEOLOGISTS 


Skin-diving geologists are adding a 
new chapter to the hunt for oil, states 
Petroleum Week, McGraw-Hill publica- 
tion. Equipped with aqualungs and 
fins, geologists are exploring the ocean 
floor off the California coast for speci- 


mens of rock outcrops 
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New 
ground 


flat stock 








BROWN & SHARPE'S EXPANDED LINE OF 
OIL HARDENING PRECISION GROUND FLAT STOCK 


NEW! ECONOMICAL RANGE OF SIZES 
Brown & Sharpe now offers you Oil 
Hardening Precision Ground Flat Stock 
in a useful range of 298 thicknesses and 
widths . . . a planne 
you to meet your 
ments and, at the same time, 
inventory a minimum 
PROFITABLE SIZES 

Each piece of Brown & Sharpe flat 
in constant de- 


d line that enables 
customer require- 
keep your 


investment to 


stock is a “live” size, 


mand so that it returns a worthwhile 


MILLING, GRINDING AND 


profit. There is no space-wasting “dead- 
wood” in this fast-turnover line. 

MOST WANTED TYPE OF MATERIAL 
Brown & Sharpe's new flat stock is the 
type of free-machining, easy-hardening 
quality steel that is preferred the world 
over. It is a non-deforming manganese, 
chromium, electric furnace 
steel, precision ground to standard tol- 


with a hard- 


tungsten 


erances and surface finish, 


ness Of 170 to 207 Brinell . . . of special 


WATCH WHAT'S HAPPENING AT 


Brown & Sharpe 


SCREW MACHINES * CUTTERS * MACHINE TO 


FLOWN &@ Hanes Pmeewrew 
; + LR ee 


I 
Is long, cony 
envelopes (sma 
with compl 
tions 
Write 


& Sharpe Oil 


spheroidized stru 


for furthe 
Ha 


Ground Flat Stock 


sized just right 


Brown & Sharpe M 


Island 


R hode 


ACCESSORIE 


rear 


‘ 


BS 
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Technical Training 
For Supply Salesmen 


STARTS ON PAGE 142 





FAR.“ WIDE 


up to 96” in width... 
largest in U.S. 


more miles 
of travel... with 
less wear 


“INNERLOK” for Industrial 
Conveyors Famed INNERLOK weave as- 
sures longer life, minimum stretch or shrink. 
Greater flexibility and light weight reduce 
power needed. 


PRESIDENT Jo! 


. U.S. PAT. OFF. 


"“SUPER-CORRUGATOR” 

for Corrugated Box Industry 
Non-peeling, minimum stretch, strong 
ond flexible. Makes better board at 
lower cost. The original interwoven 


“FINETEX” for Biscuit & 

Cracker Industry Super-fine tex- 
ture suitable for bakery and confec- 
tionary product uses. belting. 





Known far and wide for its quality, FRANKO Solid Woven Belt ELECTRIC CAN OPENER 


offers consistent sales, sure prohts. Wide variety of types ind sizes, | An all-purpose electric can opener 


to 96”, means you always satisfy. Write for details and samples today. 
“Builders of Better Belting Since 1875" 


THE FRANKLIN COTTON MILL COMPANY 
1118 Central Parkway « Cincinnati 10, Ohio 
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soon will be available, states Electrical 
World, McGraw-Hill magazine. It can 
be attached to a motor base that is 
designed to power either an ice crusher 


or meat grinder 











F@lrio (em @.tire 


on BOLTS and NUTS 


IF YOU CAN ANSWER THESE | IF YOU CAN’T—SEND FOR THIS! 
QUESTIONS—DON’T READ THIS! The first rule in selling is know your product. 


No doubt you know most of the answers to 

the questions at the left. But even if you do, 

¢ What's the difference between “‘cut’’ and there is sure to be other information in this 
“rolled” threads? booklet that will interest 


. “ “ . Se ! 
What is meant by “thread classes’’? you. Send for it now 


IT’S AUTHORITATIVE, IT’S 
INFORMATIVE AND IT’S 
FREE... 


What are the differences between a machine 
bolt and a cap screw? 


How are nuts classified? 
another distributor 


service of the 
LAMSON & SESSIONS CO. 


What's a “Helix’’? “Pitch diameter’? 


When should coarse or fine threads be 
specified ? 


yo. LAMSON &S 
al BR all 


CLEVELAND 2, OW - PLANTS AT CLEVELAND BMD KEM. OHNO 


—— 


“er 
s 


VO7\ WEST B51h STREET + + BVA MARGE » COANE 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they’re basic, they’re the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades . . . key- 
seat cutters .. . and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 





What It Takes To Be 
An Automation Expert 


STARTS ON PAGE 136 





speed reducers, conveyors, hoists, 
ir cylinders, solenoid valves, pumps, 
limit controls, timing relays and 

pressure and float switches. 
~ C. O. Holliday. who manages the 
division under Mr. Gossett, is re 
sponsible for keeping the lines up to 
date, no small task in fast-changine 
technical fields. He keeps a large 
file of product and technical liter 
ture on lines not now handled but 
lered as future possibilities, 
ipplications not vet seen in 

the territory 

He points out the company has 
scratched the surface with 


ronic devices—usually consid 


barel 


he “brains” of automation for 


issembly setups—but cle 





timing relays are now stocked 
lditions to the electronics cat¢ 
ned. “We'll look f 

says. “When a prod 


] : 1; 
mplementing our Linc 


we'll expect to have it 


2. Know-how 

Know-how for a specialty as new 
tion must be acquired 
day-to-day observation 

ding, Mr. Holliday assert 
engineer and several of the 

have engineering back 
However, study sources 
unt most, in his opinion, are 
facturers’ literature—most of it 
ig control devices and powe!l 
highly technical 
mers applications, many 
ire the unique brainstorms 
ted plant engineers. The fact 
that most of the company’s lines are 
not bought through purchasing 
gents is a help. Salesmen deal prin 
ipally with engineers and managers 
We pick up something new every 
lay,” says Bill Myers, outside sales 


ovhtam TOOL COMPANY 





RYTHING IN STANDARD AND SPECIAL CUTTING TOOL! 





14400 WOODROW WILSON 


DETROIT 3, MICHIGAN 


WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 
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man. “Generally the plant men 
know what they want because 
they ve engineered the setup. | 


CONTINUED ON PAGE 290 








STRIPPER 


Cocket Screws of all kinds 


FOR TOOLING OR PRODUCTION 


The precision screws you need for tool room use, 
maintenance, diemaking or production—in the 
head style, size and thread you want—are available 
quickly from Danly branch or distributor stock or 
in bulk quantities for factory shipment. Danly’s 
screw line offers the convenient, complete answer 
to your standard screw requirements, from No. 4 

big 2” diameter socket head cap screws. You can 
be sure, too, of dependable quality every time 


Available from stock at leading industrial distrib 
utors and Danly branch assembly plants in all 
major toolmaking centers 


Danly Machine Specialties, Inc., 2100 South 
Laramie Avenue, Chicago 50, Illinois 


Set Screws 
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Hhucloe DIXON Fired. Cail Pack 
Zlpain DIXON Takes the (ead lo Give You 


QUICKER IDENTIFICATION AND 
INVENTORY... EASIER, SAFER 
HANDLING (No Thread Protectors 

01-2088" crowd son tomate, Needed)... ORDERLY, COMPACT 2iiaconS"" 
STORAGE 


“KING” Combinction Nipple. Sizes 
“4% . to 10" 


aa ae try ’ 
“BOSS” Mele Coupling, Style MX-16 . 
Sizes %" to 6 . = 
¥ d 
. 
as 





“3500” Stee! Nipple. Sizes 4% “to !* 


oso Ground Joint Air Hommer a 
; oe : 


“No. 2500" Spray Hose Coupling 
. 


. Sizes %" to | 
z ( As another service to Distributors, the DIXON Line is ext |) oo 


spinon Wether thee Ablnme now packaged in sturdy cardboard containers, each 


st 
0 
¥ 
> 


with an easy-to-read label. The label illustrates the —e 


fitting or part enclosed and clearly shows the quan- a 
tity, size and part number. we Brvcsreef @ evans ans 
Vv 


san wc” noe conn worn NOW... Alone Praofiliable Mace C0er 3255, pon onset 


Style. Sizes % to 1". Hose Ends; Mole 


ae lo Canny ame Hock the W\XON Goce! 
a= Pie A) 
——— wo OW 


“KING” Mail, tron Hose Clomps, 
“DIX-LOCK” Quick-Acting Air Hose “SUPER-KING” Shonk Coupling, Single and Double Bolt. Sizes 4%" “BOSS” Self-Honing Air Volves 
Coupling. Style SO. Sizes 2" to 4* to 17%". Sizes 4%" to 2" 
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ug for Iudusial Hore Fillings 


Cousin’ SALES HELP 


Trade Paper. Keeping the Dixon Line constantly before 
the users of industrial hose and fittings is the purpose of a 
consistent advertising program in trade papers, catalogs 
ond directories covering your major morkets. Thus, your 
oectual ond potential customers are always reminded 
thot Dixon products ore the right ones to use, and that 
you are the source of supply. 


Direct Mail — in the form of folders, envelope stuffers and 
condensed catalogs—is yours for the asking ...in any 
quantities you can use, and imprinted with your name, 
oddress, etc. A new and very useful broadside has 
recently been brought to your attention. 


Ao: 


? ¥ |" 
\\n 


DAH VALVE & COUPLING C 


- 








Cequalled facilities for PRODUCTION, 
STOCK STORAGE and SERVICE... 


The two large adjoining buildings shown above comprise the Dixon main office 
and plant, completely organized not only for high-speed production of all items 
in the line, but for efficient handling of all orders and inquiries, and shipments 
by rail, motor freight, air or parcel post. 

Despite Dixon's tremendous production capacity... for greater than any 
other in this field... the demand for “Quality-Line” products “keeps the 
wheels turning” at a never-let-up pace. 

In addition to the supplies of finished fittings and parts carried at our main 
plant, adequate stocks of all heavy-demand items are maintained on a more 
extensive scale than ever before at five strategically located branches, for the 
convenience and emergency requirements of the Distributor ... CHICAGO, 
BIRMINGHAM, LOS ANGELES, HOUSTON, TORONTO. 

DIXON products ore sold only through Industrial Distributors, Mill Supply 
Houses and other concerns handling Mechanical Rubber Goods for Resale, 
including the Rubber Manufacturers and their branches. 


SPECIAL METALS iF i's A [DESZONJ Prooucr 


Nearly all couplings, nipples, menders, clamps IT’S DEPENDABLE 


and special fittings in the DIXON Quality Line 
ere available in stainless steel, aluminum, 
bronze, mone! metal, nickel-molybdenum-iron 


perpen: alloys, meet every anti-corrosion, 
Extensive users of such fittings ore the DIXON YG & Coupling Co. 


Chemical, Food Processing, Dairy, Petroleum, 

Mining ond Agricultural Industries. They are GENERAL OFFICES & FACTORY PHILADELPHIA 22, PA. BRANCHES CHICAGO 
also in demond for many Marine installo- 

tions, and in sandblasting, grouting and BIRMINGHAM ANGELES + # fe mmebie me tale mael se coaeme aiemmie) ie. ie) 
where hose is used to conduct send, grovel 

and other abrasive materials. 
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Every sales and profit making factor is working for you when 
you sell Atlantic flexible metal hose. You lower your break-even 
point by one-source buying. Your customers can depend on the 
uniformly high product quality — and delivery when requested. 
And over 40 years of product advertising have made Atlantic 
flexible hose a buy-word in industry. 

There is an Atlantic flexible metal hose for every movement 
and conveying application. Look to Atlantic engineers to solve 
your flexible metal hose problems. Write for Catalog 500. 


Flexible metal hose iz all workable metals — %” 
= 36” I.D. with standard or special couplings. 


ATLANTIC METAL HOSE CO., INC. 
304 DYCKMAN ST., NEW YORK 34 
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make sure I understand the compon 
ents they need and how they work.” 
Mr. Myers spent two years at 
the counter learning products and 
has attended factory traiming 
courses. He’s not put off by the 
complexity of control devices. “It’s 
merely a question of hgunng out a 
wiring diagram, just as you have to 
study out a gear ratio. You get 
familiar with it after handling 
enough of them.” 
The parent company, M. T. Gos 
sett, through its refrigeration and 
conditioning division, has a 
background in control and timing 
devices as applied to heat contro] 
Though Automation Equipment 
Division is a separate organization, 
different salesmen, beneficial 
: 


rtilization takes place 


3. Service 

Service, savs Mr. Holliday, is first 
1 matter of having the product and 

ering emergencies. But the na 
ture of customers’ applications re 
quires considerable knowledge of re 
palrs ind adjustments and a good 
stock of parts. Though the company 
has no separate shop, counter men 
can tear down and repair control de 
vices if necessary. A salesman’s chief 
problem, according to Mr. Myers, is 
to know the parts and how to get 


them 


4. Potential 
Finding potential is not so difh 
cult as it sounds, according to Mr. 
Myers, whose customer list includes 
everything from job shops to an 
itomated” bakery. “We haven't 


Detroit-type automation yet, 


it’s no surprise to industrial 
salesmen that almost every plant— 
regardless of size—has been trying 
especially hard the past few years 
to substitute automatic operations 
for handwork.” 

He cites the case of the bakery 
that bakes, sorts and counts loaves 
of bread with electrical and elec 
tronic controls. Its productivity per 
worker has increased 40°% in four 
years 

Mr. Myers says it’s not so much a 


question of selling customers on cut 
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Capewell sales contacts 
through these trade journals 


Only Capewell Distributors have the constant, ever-active backing 
of the Capewell National Advertising Program. Each advertisement, 
a conclusive proof, relates an actual case history . . . naming 

names ... of companies who have tried and are now consistently 
using Capewell products in their manufacturing operations. 
Furthermore, these and many other companies have found that 
Capewell products are better, and produce better results, because 
they are top quality made by a company with 76 years 

of metalworking experience. 


ae Capewell Sales Engineers throughout the country working in 
28- your behalf ...a policy of selective distribution . . . liberal freight 
eo allowance ... and AIA... are but some of the many 

advantages of selling Capewell. 


wales 
Home 


Capewell products are: Technite, Safetech and High Speed Hand 
and Power Hack Saw Blades, Safetech Hole Saws, Metal and 
Wood Cutting Band Saw Blades, Technite High Speed Steel Band 
Saw Blades, Microloy Ground Flat Tool Steel, Armstrong 

Pipe Fitters’ Hand Tools, and Hammers. 

Why not exercise good judgement and send the coupon for more 
information on how you can add Capewell to your lines? 


‘Moximum potential. Total annual number 


of readers in scheduled publications. 


The Capewell Manufacturing Company 
Hartford 2, Connecticut 


We are interested in the rest of the Capewell story. What's AIA? 


NAME 





COMPANY. 








ADDRESS. 


CITY 








osts—they ill want te 


" product 


lit | 


have mutial cost 


NO. 4 9) lhe management of Automation 


ment Division believes th« 


SALES TIP 3 omic 


ime will help pave the 
Nir. Mvers and his c¢ 


m formal 


i) When you tell or show a prospect how he can save 
time and money by tapping up to 8 holes—in any 
hole pattern—in one stroke of his drill press 
you've got a customer! The MULTI-TAPPER \I 
brings the same universal application and flexi 
bility to tapping that the MULTI-DRILL does 
to drilling. That adds up to economy for your 
customer... and a sale for you. 


FEATURES THAT MAKE PROSPECTS BUY: 


@ AUTOMATIC TAP REVERSAL 


@ SIMULTANEOUSLY HANDLES DIFFERENT 
TAP SIZES AND PITCHES 


@ FITS ANY DRILL PRESS 
@ PRECISE DEPTH CONTROL 


@ FOR AUTOMATIC OR SEMI-AUTOMATIC 
OPERATION 
Write for Commander's Full Line 
Cotalog describing 7 other tools 


L*ommanader MiG. CO. 


4217 W. KINZIE STREET e CHICAGO 24, ILLINOIS 








» » » » » LET THESE KEYS ogy cad Spending 
OPEN UP EXTRA PROFITS FOR YOU! —— 


tic xchange Comn 
Dees Sellers . . . Proven Re- - - » the mercial field. ‘T! 


peaters! Your customers— ; ZA ent ey includ 





il LUGS 





and prospects know that Key 
Pipe Sealing Compounds seal 
joints positively . . . yet are For sealing 
easily opened... do not pipe joints 

freeze in the joints. Product carrying water, , . 
superiority ... backed by 36 gas, low pressure "i \\} f ; . , ; , _— +] 
years of leadership in the — $ wees —e 
field make these Key prod- : = m1 1 firms because of the dif 
ucts a dependable source of \ ult taining an adequate san 
sales and profits for you! 








part of their capital es 


pce Door Openers, Too! \ penditures is for automobiles an 
Steady national advertising, For sealing aS) tore furnishings, rather than for ma 
dealer helps and continuous lines carrying 4 Limi nd other heavy equipment 
sampling program build uni- oils and high 

a a 9 the downtrend in com 
versal demand .. . actually Pressure 
moke openings for sales to steam. 
many new customers for you. tract g industries are already 


1958 as for 1957 


y 4 N Cc it 
W-K-M Hohn 
DIVISION OF QC f INDUSTRIES \ 


INCORPORATED 


the total plans of non- 








inutactu 


12% fro 
Plant: Missouri City, Texas ° Mailing Address: P.O. Box 2117, Houston, Texas end of 1 


ring Capacity increased 
n the end of 1950 to the 
56, according to this latest 


’ 
( 
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FAULILESS GREASE SEALED CASTERS PROTECT-PRODUCTS AND COSTS 


Packing house temperature extremes of 
O°F to 200°F, brine and steam, do not 


stmt affect the triple-sealed bearings of 
900GS CASTER Faultless 900GS Casters. A Neoprene 


Cut-away to show =retainer surrounds, and is vulcanized to, 
! . . 
grease sealed the upper swivel beaving raceway. A 


double ball bear- 
ing swivel. 


permanent film of grease, between the 
Neoprene retainer and top-plate, greatly 
reduces friction—accelerates swiveling — 
minimizes “down-time’’ and plant in- 
terruptions by sealing out water, dirt, 
PATENTED chemicals, etc. 

LEAK-PROOF Freight and production lines move 
NEOPRENE RETAINER faster when permanent Caster lubrica- 
MOLDED AND j _ tion assures easy roll- 
VULCANIZED ON ing and swiveling. 
UPPER BEARING 4 , 4 : } » No grease can drip, 
SWIVEL RACEWAY. y . floors are clean and 
‘ . | safe. More loads can 

ae SE be moved by one man. 

P MR. DISTRIBUTOR: These in- 

—_ 1 stallations featuring the Series 

THRUST BEARING GREASE NEOPRENE 900GS are typical of thousands 
RETAINER TIGHTLY FITTED HUB SEAL of Faultiess Caster applications 
AROUND FORMED, HARDENED Neery Meeprene a ee 
RACEWAY. CAN BE EASILY a Se 4 — selling Foulth menaiines 
REMOVED FOR CLEANING prene cross section reveals within roller bearing. for similar projects and want to 
OR INSPECTION. even prentdodto tach qrocne know the profitable facts, write 

today, no obligation. 


sure free running wheel. 
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Quick facts about 


T™ 


roof Coil 
chain! 


@ Long links 


Many industrial and 
agricultural. uses 


Made from basic 
open-hearth steel 


TM Proof Coil 
Chain is sold to a 
variety of manu- 
facturers, construc- 

tion firms, highway 
departments, truck- 

ing companies, hard- 
ware and implement 
stores. However, it is 
not intended for use as 
a sling or lifting chain. 
Start getting your share 
of this profitable vol- 
ume business! Start 
stocking start 
selling popular TM 
Proof Coil Chain 


right away! 


f 


S.G. TAYLOR CHAIN CO., Inc. 
Hammond, Ind. 
Pittsburgh, Pa. 


Taytor Mave 


A GREAT NAME IN 


. 
SINCE 1873 


survey. Our capacity index for tetal 
manufacturing has been re-weighed, 
by industries, in the same manner as 
the FRB index of industrial produc 
tion, resulting in a small revision of 
the figures for 1955 and prior years 
Che increase in 1956 alone vas 6' 
Manufacturing companies plan to 
boost capacity another 6°% in 1957 

but only 15°% in the three-veat 
period 1958-1960. 

The reason for the slow-up in ad 
ditions to capacity is that most com 
panies are now at or below their pre 
ferred rates of operation. The operat 
ing rate for manufacturing as a whole 
was 86°, at the end of last vea 
compared to a preferred rate, on the 
average, of 90°. Only three indi 
tries — steel, nonferrous metals, and 
stone, clay and glass products—wer 
significantly above their preferred 
operating rates. 

Company sales forecasts work 
to a 26° increase by 1960 in sale 
for manufacturing as a whole. S 
with the average operating rate now 
4°, below the point desired, a 22 
increase in Capacity will pro\ ide just 
about enough to meet 1960 objec 
tives all around. The companies with 
the highest sales expectations—and 
the largest plans for capacity it 
creases—are the capital goods indus 
tries: machinery, electrical machin 
ery and transportation equipment 
Others with very large plans for in 
creasing sales and capacity are the 
chemical and paper industries. Thes¢ 
growth industries expect sales in 
creases by 1960 of 30° % to 3 
compared with 26% for manufactur 


ing as a whole. 


Expansion vs. Modernization 


\s plans for new capacity taper 
off, industry is turning more to mod 


ernization. In 1957, plans call for 


52% of capital spending to be on ex 
pansion and 48% for modernization 
But in plans for 1958-1960, the per 
centages are almost exactly reversed 
with modernization scheduled 
take 53% of the total. The biggest 
shifts toward modernization show 
up in the plans of nonferrous metals 
machinery, food and textile com 


panies for the three-year period 
1958-60. And in some of the cases. 
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Choose... from the 
most complete Ta) 


recessed head drivers! 


BREAK-PROOF 
SHOCK-PROOF 


Screw \ 
Drivers 


A Driver for 
Every Need! 


Philtips @ Because VACO offers 
you more than 200 styles 
and sizes of screw drivers 
from which to choose, 
VACO brings you a com 
plete choice of recessed 
head drivers... Another 
reason why you should 
buy VACO for all your 
Robertson screwy driver needs. 
Look for 
the VACO Vari-Board 
" eétene awe c y 
e VACO Var 
1. Displays up to 1 
$ at 2 giat ea 
unconditionally guar 
anteed! 
Plier 
Vari-Board, Too! 


Look for both screw driver and plier 
Vari-Boards next time you buy! 
Vari-Board shopping is easy! 


VACO PRODUCTS COMPANY 
317 E. Ontario St., Chicago 11, Illinois 
In Canada: Vaco-Lynn Produets, Ltd 


Montreal 1, Quebec 





pl cTRIBUTORS/ Get set to Cash-in on the BIC 














RR)” MECHANIC'S 


TOOL OF =C => FORTUNE 
B & 7 *10,000./ PAY-OF 


53 cash prizes for DISTRIBUTOR, SALESMAN, COUNTERMAN 


Enthusiasm works wonders and nothing works up enthusiasm like MONEY- 
not just for the Mechanic, but for your own Salesmen and Countermen. They're 
the boys who really will carry-the-ball and that’s why Ingersoll-Rand has set up 
extra prizes of good, cold cash. Some of your men may be among the 53 
winners. They all have 3 ways to win: 1. By helping mechanics with their 
winning entry. 2. By having their names on the largest number of entries sub- 
mitted from the zone. 3. By clinching increased sales because of enthusiasm 
generated among all mechanics in territory 


511 big prizes for Mechanics 


Here’s a ‘“‘natural’’—the hottest sales stimulator for the hottest tool on the 

market, the Ingersoll-Rand Tool of Fortune $10,000 Pay-Off! This is one 

EASY-TO-ENTER and EASY-TO-WIN contest which we'll “hammer hard.” 

Our two-fisted promotion will reach the mechanics in your territory, through 

their favorite trade magazines and through the personal teamwork of your 

own Salesmen and Countermen who will help the mechanic with his 25 

word entry. 51l mechanics will win prizes totalling $10,681.05 by simply ] 
completing this sentence in 25 words or less ... “I prefer a power wrench 

with optional ‘TORSION BAR’ torque control because 











He will ask for a 


rut ’ tion plus 
‘of tools. He’l] welcome any additional 


U sit up and take 


ds-or-less. He’|] be very ah ieee aim with his 28. 


Time Payment Plan ed in the popular 


He'll be glad ¢ 
oer aad ttn Se seh 70 
Ist-June 30th.) 


salesman, talk it 


MONTH PAY.OFF | + April 


—for MECHANICS and DISTRIBUTORS 


The only impact wrench in all the world Poa 
which has optional TORSION BAR Torque 
Control. All other impact wrenches are 18-550 11 Broadway, New York 4, N.Y. 


behind-the-times and ‘‘outdated.”’ 
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worth its weight 
in gold! Borroughs’ 
stand-out 
features 
mean more 
sales for 
you! 


BORROUGHS 
shelf support bracket 


makes 


Insert shelf support 
bracket no fumbling 


with studs, bolts, nuts or 
BORROU GH S tet 


STEEL SHELVING 


il Muileliae dled lil 


Tilt shelf into support 
bracket and shelf is 
ready for loading 


and most adjustable 
You can make more 
money with Borroughs 
rela, the ikela 404 Steel Shelving. Bor 
roughs’ outstanding 
features mean more 
sal-s for you. Immedi- 
ate delivery from fac- 
tory warehouse points. 
Write today for the 
Borroughs Deal for 
Dealers. 


We 


Each individual unit is complete in 
itself ..no part depends on unit next to 
it.. any unit can be moved independently. 


BORROUG HS MANUFACTURING COMPANY 


KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3024 NORTH BURDICK KALAMAZOO, MICHIGAN 
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shift has already started. In food 
textiles, the auto industry, and p« 
troleum refining, 60°% to 80°% of all 
expenditures will be for moderniza 


tion in 1957 


Research and New Products 


Industry is stepping up its reseat h 
efforts and its capital expenditure 
facilities to make new products 
ems clear from the plan 
n this survey that more 
will reach the market u 
ind more new Processes W ill 
lustrial technology, than in 
year penod 
research and de 
d $6.1 billion i 
from the $4.8 bil 
¢ 


ind well above 


reporte¢ 
ncrease 
from 1955 
st Impress} 


1 the current 


nm reseal 
estimate 
exceeded if the pre 
ise In research sper 
reporting 
sing its research 
enditure 


Teases, 
uring. But the 
il equipment, 
and chemical industr 
nd 


pe ICT 


Products 
Its of this in 


g will 


since it takes 


ime to tran la res¢ irch discover 


try 


ommercial products. But there 
ilready an increase in the number 
ompanies that are making sig 
hcant capital expenditures to bring 
new products. In manufacturing 
le, 32% of all firms expect 

h expenditures in 1957 

to 28% in 1956. And 


the individual industries 





show much sharper increases. In 
steel, for example, the number of 
companies planning capital expendi 
tures to make new products is up 
of all firms in 1956 to 21% 
in 1957. In nonferrous metals, there 
of the com 


from 6°, 


is an increase from 25% 
panies to 42°. Other large increases 
in the proportion of firms investing 
to make new products are in electri 
from 44°%% to 65% 

transport equipment (from 31°% to 
45°, ind 


9 ‘™% 
from 23 to 42 


cal machinery 


metalworking 
Half the firms 


in the chemical industry plan invest 


other 


ment to bring out new products. 
If capital expenditures to make 
follow the trend of 


expenditures on research, it seems 


new produc ts 


possible that nearly half of all manu 
facturing firms will be investing fot 
this purpose by 1960 (see table 


below 


How Much of 1960 Sales 
Will Be in New Products? 


New Products* 


Percent 

of Sales 
lron & Steel 5% 
Nonferrous Metals § 
Machinery 19 
Electrical Machinery 18 
Autos, Trucks & Parts 10 
Transportation Equip- 

ment (aircraft, ships, 

R.R. eqpt.) 37 
Other Metalworking 14 
Chemicals 16 
Paper & Pulp 9 
Rubber 
Stone, Clay & Glass 
Petroleum Refining 
Food & Beverages 
Textiles 
Miscellaneous Manu- 

facturing 6 
ALL MANUFACTURING 10 


*New products are defined as products 
“not produced in 1956 or products suf- 
ficiently changed to be reasonably 
considered as new products.” 


Manufacturers now expect about 
10° of 1960 sales volume to be in 
new products for manufacturing as 
a whole. (New products, in this sut 


vey, were defined as products “not 





NEW... 





Carbide 
High Speed Steel 


~~. 


| : Y 
CATALOG +571 
SINGLE POINT 
TOOLS 
This NEW, detailed Catalog-H 


book contains complete 
tion on Turning Tools that emp 


the Viking Adjustable Chipbreoker 


feotures and includes fu datc 


the complete line of Viking Hold 


ers incivding 

Positive and Negative 
Rakes 

Triangular and Square 
inserts 


Broached Slot Designs 
Throw-away or Regrinda 
ble Inserts 


CUTTING 
TOOLS 





CATALOG =56! 
INSERTED BLADE 
MILLING CUTTERS 


This NEW omprehensive Cato 
Handbook cont $ pract 
ful nformot 
Stee! and Corbide M 
na n vde 
the complete e 
ters u 
Staggered T 
Side M 
Interlocking 
Single and 
Foce Mills 
Mills 


Carbide 
Speed Stee 
Ceramic 


Oxide 


Distributor nquiries nv 
Viking lines of Tool Holders 
Milling Cutters afford § the 
complete lines available t 
Inserted Type utting Tools 





The 
VIKING TOOL CO., Inc. 


Cutting Tool Manufacturers 
and Engineers 


1000 NICHOLS ROAD 
SHELTON, CONN 
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1 | ? made in 1956 or products sufficiently 

It S a hone changed to be reasonably considered 

is new products. This figure is 

: held down by the relatively low 

f h k blade ! estimates for metals and other basic 
@) ra} ac Saw * materials. The chemical industry 


expects 16% of its 1960 sales to be 


in new products, and other figures 
range up to nearly 40%e for the ai 
craft industry 

(he machinery and electrical ma 
chinery industries expect close to 
20°, of their 1960 sales to be in 
products not made in 1956 This 
will mean the introduction not only 





of new machines, but of many com 
pletely new processes, during the 
next four vears 
Actually the total volume of new 
products and processes introduced by 
1960 may be far greater than 10% 
of manufacturers’ sales, as indicated 
by preliminary estimates in this sur 
vey. Many companies that are now 
without plans to introduce new prod 
ucts are among those planning a 
arp step-up in research expendi 
[his is particularly true of 
panies in the basic materials in 
ries. And if these companies suc 
ceed in their research, new product 


sales will increase 


Mr. Ned Kellner, Partner, 
Kel+ Sir Company, Milwaukee, Wisconsin. 


" SURE In order to carry out their plans 
we're enthusiastic about selling | for research and development, man 
DISSTON Hack Saw Blades," continues Mr. Ned Kellner, ufacturing companies estimate they 
Partner, Kel*Sir Company, one of Milwaukee's will need to employ 7% more scien 
largest distributors. tists and engineers in 1957. And they 
"We've got complete faith in their quality and so expect to employ an additional 15% 
do our customers. That means sales — over and over by 1960. The largest increase in sci 
again. What's more, we buy Disston Hack Saw Blades entific and engineering employment, 
at prices that allow profits ... attractive profits. for the four-year period, is expected 
"Disston supplies us with a complete line, too. in petroleum refining (33%). Next 
So whatever our customers’ needs — power or hand ome the steel and machinery indus 
blades — we can satisfy them. And, believe me, 32%) and electrical machin 

Disston's year-after-year advertising is a big help. 
It helps melt any sales resistance that's left." [hese figures are large, and em 
“ : 3 ployment objectives in research and 
Want more information about Disston development obviously will require 
tools? ... about how you, too, can benefit by Diss- 

= ton’s selective distribution policy? 
Write to: Henry Disston Division, 
H. K. Porter Company, Inc., 
Philadelphia 35, Pa. 


Needed: More Engineers 





1 continuing high number of scienti 

fic and engineering graduates. But if 
the number of these graduates con 
tinues to increase, it should be pos 
| sible to carry out research as planned 


Henry DISSTON DIVISION | So with money and manpower avail 
ible, research should continue to 
H. K. PORTER COMPANY, INC, grow as a force in our economy. 
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“WE HAVE SOLD WISS SNIPS 
MANY YEARS BECAUSE THEY 
HAVE THE BEST ACCEPTANCE 
BY THE TRADE” 


Mr. Otto Hart, President of Hart Industrial Supply C'o 
Oklahoma City, Okla., gives one good reason why his firm 
prefers Wiss Metal Cutting Snips. There are seve eral reasons 
wh y the y are the choice of prose ssional workers rs everyu here 


li hy the Uy se ll be the va ith Fewe r returns. W? iss snips are produc r d la ( 


skilled workers. Each pair is rigidly tested and guaranteed perfect. Bolt 


reduce wear and to increase cutting power u ith the least effort 


WISS METAL MASTER SNIPS: Compound action design d rs amazi itt NEW HANDLE GRIPS IN 

power These 10” sn Ips cut with about one-half the effort required for standard BRIGHT IDENTIFYING COLORS! 
121” snips. One edge serrated to prevent slipping M-1 (cuts left) and 2 (cuts 
i I les ed to cut = most intricate s¢ rolls and circles. M-3 or shallov Fam . Wiss Metal Master 


cutting iB illdog He avy Du ty snips are tops tor! 
! in sheet metal as he avy as 16 gauge 


+ worker, IR shit 
WISS INLAID SNIPS ee 
High carbon crucible steel pl] “ea lle 

welded to a hot drop-for red 


frame provides that extra sers WISS the Winner in 
on demanded by professi nal laboratory tests! 
users evervwhere. Six Straight 

Cutting sizes from 114” to 17” I r ests made by at a ! 
including Bulldog Snips fo aboracory ss Metal-Master, inlaid 
notching. Three Combinatiot old ste snips t riormed other 
Cutting sizes, 124%”, 134%” an 

14%” 


WISS SOLID STEEL SNIPS 


For those whos« requirements 
are less specialized than the 
professional user. Hot drop 
forged of fine carbon steel, they 
meet or exceed government 
specifications. Four straight 
cutting sizes, 8” to 12%”. Four 
Combination* Cutting sizes, 7” 
10”, 18” and 16” Bulldog S 


for a ! ola _ | | . 1 WwISss & SONS co., 


ground and shaped so they ‘readily NEWARK 7, NEW JERSEY 
| well as straight 


World’s Largest Manufacturer of Shears, Scissors, Pinking Shears, Metal Cutting Snips and Garden Shears 
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Red-Strand 
WIRE ROPE 3 








How LESCHEN sonic 


helps you 
All more wire rope 


There’s no substitute for this 1-2-3 Leschen service 
punch when you’re selling wire rope. 


First, Leschen field men are available to work with 
you—to help you sell the right rope for money- 
saving service to your customers. 


Second, Leschen’s engineering department helps you 
satisfy the tougher requirements—where special 
problems must be solved. 


Third, Leschen offers you and your customers an 
easy way to prove Red-Strand performance— with 
the use of the Service-Score Sticker system. Your 
Leschen man will be glad to give you details. 


Whenever you’re seeking 
improvement in your wire 
rope supply set-up, see 
Leschen Wire Rope Division, 
H. K. Porter Company, Inc., 
St. Louis 12, Missouri. 


Use Leschen’s Service- 
Score System as an 
effective door-opener, 
Write for fact-folder. 





HKP> LESCHEN WIRE ROPE DIVISION 
H. 


K. PORTER COMPANY, INC. 
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Australian Distributor 
Likes U.S. Methods 


STARTS ON PAGE 138 





that purchasing methods 
yractically the same as in the 
| States, there 
lelegation of th 
In most firms in this 
yurchasing and inventory 
entralized. whereas 


ympany, thes 


physical count. I have 
wn some good methods of 
ventory on my trp ind 

dopt some of them 

h brought up the 
lead time, since it is n 
monly supposed in this country that 
Austr ilia depends on the U.S., Eng 
land and Europe for manufactured 

products, particularly industrial su 


= 
ICS 


| “Oh,” Mr. Blackwood exclaimed 
we're much better off and more 
elf-sufficient than you think. Ab 
86°%, of our purchases for stock are 
made right in Australia from Au 
tralian manufacturers and = onh 
ibout 12% from England. The rest 
ybtained from the U. S. and the 
inent Some of the Austral 
ian supply sources are subsidiaries of 
!_S. factories. But Australia has de 
yped | industries and the 





3 SOSSHER EXCLUSIVES 
PROVIDE NEW SALE OPPORTUNITIES 


FOR DISTRIBUTORS OF TAPS 


THE BIG NEWS IN THE TAP INDUSTRY IS THE TRIO OF EXCLUSIVES, NOW OFFERED BY SOSSNER: 


1. “elektra LUBE” | ... the permanent super-lubricant 


2. Spiral Flutes ™ *™" ... more styles 


3. Triple Tempered iN ... full value 


To distributors the big news means an opportunity to open doors 
formerly closed A chance to build real sales volume. Selective 
distributorships are available in some areas. . .. Call us for details 


Here's How sossner WHY GAMBLE WH, PERFORMANCE ? 
ps y : bok { 


ADVERTISING — 


A continuous hard hitting 
program in every leading 


metalworking publication You get only 


assures ready-made prod- 1/, 

uct acceptance. Typical is P A TAP 

the ad reproduced here. with single 
temperin 

ENGINEERING — — 


Prompt efficient service for and... 
all of your customer's diffi- 


cult tapping problems. , ’ A TAP 


SALES HELPS — with double 

, ; tempering 
A wide range of helpful in- (industry standard) 
formative brochures, leaf- 


lets, catalogs and other ALL 


sales aids at your disposal. . 
“sY THE MARK OF 
PROMPT SERVICE — TRIPLE Hit the jackpot every time with triple 
Le. : TEMPERING tempered taps (a standard with 
On deliveries, special re- Sossner). You'll be triply rewarded with a tougher, more 
quiremente, soquesis of of reliable, longer lasting tap...less chippage... less breakage 


types. 
VES  elektraLUBE... A permanent Super-Lubricant 


FOR MORE DETAILS 2: 
CONTACT: The most complete line of SPIRAL FLUTED TAPS... 
MR. T. T. SOSSNER 
at LYnbrook 9-7620 
wae OSSNER TAP & TOOL CORPORATION 
at St. Francis Hotel, 29 BROADWAY. LYNBROOK., L.I.. N.Y 
San Francisco, Calif. 
dune 17 to 2 FACTORY WAREHOUSES IN NEW YORK AND LOS ANGELES * DEALER STOCKS IN OTHER CITIES 
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Sell the hoftest product 


in the Lube Field! 


> 


§U 


AN ARO EXCLUSIVE! 
ARO-PAK replaces hand 
guns with new speed, ease 
and safety for plant lubrica- 
tion. Light weight, portable, 
one hand operation gets 
hard-to-reach fittings. Holds 
5 Ibs. grease. Permanent air 
prime ... maximum pressure 
7500 p.s.i. Fast refill with 
Aro-Fil gun filler. Sells fast 
to all plants. 


ww ARO-PAK 


for safer lubrication, one hand operation 


...plus the pace-setting AROLUBE line 


Backed by 25 years’ experience in the lube equipment field! ARO- 
PAK and the complete AROLUBE line of industrial lubricators are 
soundly engineered, quality built. Everything from hand guns and 
oilers to pumps, reels, fittings, trucks. Nationally advertised to pre- 
sell your customers. Outstanding features and performance! Write 
today for Catalog 105 and information on the profit-possibilities 
for you as an ARO Distributor. 


THE ARO EQUIPMENT CORPORATION 
GENERAL OFFICES—BRYAN, OHIO 


ows* Plants at Bryan and Cleveland, Ohio 
an Aro of California, 3141 S. Grand Ave., Los Angeles 7, Calif. « Aro Equipment 


LF of Canada, itd., Toronto 15, Ontario * Offices in All Principal Cities 


~ LUBE EQUIPMENT 
‘ ARO Also AIR TOOLS...AIR HOISTS 
... AIRCRAFT PRODUCTS... 
GREASE FITTINGS 
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Blackwood firm is able to obtain 
its steel from nearby Australian 
sources. 

[his is not surprising when you 
onsider that iron and steel, metal 
working, textiles, electrical and radio 
equipment, drugs, chemicals, paints, 
machinery, autos, engines and ait 


are considered major industnes 


Some Net Pricing 


ing has been introduced 

ia, Mr. Blackwood said 

t the bulk of pricing is done on a 
| discount basis. Some prod 
1 24°) cash discount (net 
ind others none. But the 
between Australia and the 
isolate the common 

w to deal with some 

mers who insist on taking the 
ount on products where 
fered. ‘The Australian cus 


1 


he Ame in habit, 


There’s Competition 


} 


s been made of the lack 
for British or n 
ness, but Mr. Black 
t. He revealed that 
{ was mad 


des 

perators, industrial dis 
\ustralia do not lack t 

f beating competitior 
performance. It mu 
red that Blackwood’s 

1 U.S. industrial distribu 
in find “down unde 

+} tr 


ic firms concentratio1 


ind steel. But the poy 
I concems in \us 
tt large. Where compet 


is from other 


ll iT 


1 greater O1 

rse_ products 

of competition is on vari 

t levels. Mr. Blackwood 

ut 10 such concerns in Svd 

is true competitors. This sort of 
es 


omp¢ 


m explains, in part, the de 


; 


ilization ot his firm on a 


partme! 
product basis. In this way, each de 


partment knows where its competi 











ake every cent of La 
{O "DING WHEEL DOLLAR cH 
ge 


SEE YOUR MACKLIN DISTRIBUTOR 


He’s a good man to know, your Macklin Distributor. 

He can cut your inventory expense, and save you time. He 
provides more than prompt delivery, for his job isn’t 

done until you are using the best Macklin grinding 

wheel for your particule job...a wheel which removes 
more metal, gives dependable, trouble-free service, 

and the performance you. want. 

For the long run, specify Macklin “Wheels of 

Profit” from your Macklin Distributor. 


in's V-8 

Get acquainted with him—you'll find it pays! ss - s 
Wheel is tops for 

* carbide grinding. a 

it on your job. writ 














Vertli . 
erlr-Line 
PROCESS PUMPS 


in 


COOLING SYSTEM 


At the Brea Chemical Company in 
Southern California two 50 HP Verti-Line 
process pumps are handling 1800 GPM at 
105°F, returning water from the ammonia 
synthesis area to cooling towers. These 
units have been operating 24 hours a day 
since May, 1954 — without maintenance 
expense other than normal service. 

Over 100,000 satisfied vertical pump 
users agree there’s no pump like Verti-Line 
for low first cost, economical operation, 
and negligible maintenance. 


IF YOUR NEEDS INCLUDE PROCESS PUMPS, IT WILL 
PAY YOU TO INVESTIGATE VERTI-LINE BEFORE YOU BUY 


Verti-Line Pumps are exclusive products of 
LAYNE & BOWLER PUMP COMPANY 


general offices & main plant 
2943 VAIL AVENUE*LOS ANGELES 22, CALIFORNIA 
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omes from and can concen 
its sales and service efforts in 


ecting it 
Hardware,” Mr. Blackwood ex 
not what you peopl 
the U.S. mean by the word. It 1 
| much broader in Australia.’ 
’ 4) 


his description of how the 


used, it would appear that 


lware” means durable goods 
th 


rit 


have an_ association, 
rated Hardware Association of 
1.” Mr. Blackwood said. “It 
ynglomeration of what you 

| term different types of whole 


dealing in various hard goods.” 


Blackwood, as a former presi 
f the association, was very 
1 move vears ago for an ex 

yf operating expense 
such as is common in United 
iations, but had made 
rress. He is confident, 
the time will come 


Change of su h infor 


iS mmon as it 





Book Reviews 





HE PATTERN OF MANAGI 
{[ENT, by Lyndall F. Unwick, 
f Minnesota Press, Min 

14, Minn., $2.50—This 

llection of lectures by 


rwick, noted English 
consultant, is I] 
yf admission to the 

businessman. Colonel 
lieves management as a 
in its infancy, and as such 
confidence—hence ove! 


t restrict 


mn, tending to re 

luals from viewing or know 

the whole picture; an excess of 
pective rationalization about 

se and motive, and a faddish 
upation with “human rela 

viewed from many contra 

ingles. The cure, he thinks, 

nstill confident purpose at the 
f business organizations, mak 
ipparent to every one that 


serve more of a function in 





Cvpert Workmen Deserve 


i= IX XD 
MM XZ XZ. E.S 


the complete line of premium-quality end mills... 


AVAILABLE FROM DISTRIBUTOR STOCK 


Skilled hands demand accurate tooling 
to get the most out of modern, high speed 
equipment. Every ILLINITE End Mill is 


engineered to exacting tolerances for feat AS 


clean metal removal. All flutes are fine- , a - 
finished to prevent clogging. Available . \ 


* 
4 
in thirty-eight different styles and in a , 
full size range, ILLINITE End Mills are 
your assurance of consistent perform- 
ance with maximum savings for every 
application. Illinois Tool Works re- 
search creates new tools, such as 
Tri-Mil End Mills, to offer industry the 
best possible line of standard metal cut- 
ting tools. And, they're only a phone 
call away. Cali your ILLINITE distributor 
today. You'll be glad you did! 


’ 


2 ‘ 
i a S 


” 





Eee ea oe ee 


The famous JLLINITE line now includes Iilino 


Tool Works special milling cutte we ; Cudti 
omplete range of standard end mills, milling etal mg ool, 


cutters and generating tools. Sound advertising 
: : DIVISION OF ILLINOIS TOOL WORKS 


campaigns and informative terature heip ‘the 
distributor sell. Write today for full details on 2501 N. Keeler Ave., Chicago 39, Illinois 


how you con benefit with the ILLINITE line 





ahh about - 


You, too, can perform this practical 
everyday ‘‘magic”’ 


Let your customers name any metal or wood-cutting tool they need . . . at any hour of the day 


or night. You can produce it — presto! — if you’re a Simonds Industrial Supply Distributor. 


For when you have the red-trademarked Simonds line, you have the most complete line of 
top-quality tools made today. And what’s more, you have the proven merchandising magic of 
the Simonds name, built on 125 years of development in design, engineering, steelmaking 


and manufacturing . . . all based on constant study of users’ needs. 


In all the types of tools you see below, the name of Simonds says to users: ‘Here’s the best 
you can get.”” To you, as an Industrial Supply Distributor, the Simonds line means big volume, 


repeat sales and good profits. 
F R U W MH 
S 0 G Te 7 99. 


j 


* 


49 
See us at \ 


a SIMOND 


Supply Convention SAW AND STEEL CO. | 


San Francisco 


FITCHBURG, MASS. 


* Conodian Factory in Montreal, Que 


Factory Branches in Boston, Chicago, Meridian, Miss., Son Francisco and Portland, Oregon 
and Arvida, Que., Canada 


Simonds Divisions: Simonds Stee! Mill, Lockport, N. Y. « Simonds Abrosive Co., Phile., Po., 
Heller Tool Co., Newcomerstown, Ohio 


Ay 


fy 
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1 society than profits alonc 

hen set the thinking straight about 

For morale and discipline. A good con 
Distributors Only! ident team, whether a regiment 


1 business organization, has built-i1 
LOWEST PRICES ON business organization, has bail 
o the last man because it believe 

QUALITY in them. But this presupp 


management that understands 


IMPORT ED FAST ENERS CI hij ind has a sound knowl« 


rofession. Unfortunatel 


MEAN MORE SALES echaceleh al hamaitinmatt adel 


} 


AND PROFITS FOR you ss. poabap nrg pe ds dam 


tl Manage 














ment was not published until 19] 


trast to this, the surge 


SIZE MARKED HEADS In easiel isk; a hes wy 
e ecognized as fundamental to his 
STOCK DELIVERY NUT: professional knowledge came out in 


Before that, the onlv wa 








7 . " * ‘ ° . iT] wr* ( } S FEO! \ ] 
Bulk Socket Hea ap Screws priced so v to be a surgeon 


yar P _ o 
1) we 1 barbers apprenti 
.\dvantageously you'll wish you had known ao ipprentice 
sooner. Not only for your bulk sales but 


~ 


ADVERTISING TO BUSINESS 
by Roland B. Smith hard D 


Homewood 


it will pay you to do your own packaging. 
Tremendous savings on precision quality, alloy 
steel screws which conform strictly to ASA B18.3 
Standard. Stocked from 0-80 thru 3 ,-16 plus mill 
delivery thru 1!" diameters. Sold in full bulk m ition. tl book 
case quantities only. For net prices and case referet for the small-busine 
quantity data, send in the coupon today. rtising manager who wants to 
solidly grounded in this specialt 
Gage Right — Sockets Formed Right — Priced Right n thoush sdvertishes may be 


Samples on Request ne of his many jobs. The 


Compare the complete heads and threads line eas eaten - Bete 


| industrial advert 





PRICES... Watch your profits grow! heads and threads hile several chapters ire take 
I es are consistent! ! 


| ] 
mer problems, the fu 


DISTRIBUTOR PROTECTION POLICY... We sell to distri! rs . ta] — 5 


1y prepata 
only and p 


" peonyae 

QUALITY... Although you can pay more, you cann 

a finer product roduced by leading manufactui 
of cri ship is very much apparent 
ener products. You can sell to y 

knowledge that ou 

teners will meet the most rigid standards of quality. : S$ newspapel and mag 


: 
; ct mail and trade sh 
critical customers secure in the 





GUARANTEE ... Complete satisfaction guaranteed. R« 


} 
priviieges at our expense. 


CATALOG 


For bigger profits 
on bulk fasteners 
send in this cou 
pon for our 36 
page loose leaf in 
dexed complete 


threads inc. fastener catalog 


CURRENT READINGS IN 
VIARKETING, compiled by 
George F. Frey and Raymond D 
Buteaux, Printers’ Ink Books, Plea 

antville, N. Y., $3.65—Some 55 arti 
cles from Printers’ Ink, Harvard 
Business Review, Business Weel 


Sales Management and other 


and 


Your Nome 
Company 
zines, atranged in four sectio1 
the American Marketing | 
Components of Distribution 

ques of Marketing and Poli 


Address 
City 
Phone 
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BA 


cash in on today’s 
machining revolution 


Plant after plant in your area is switching to throwaway toolholders. The 
leading toolholder in this continuing changeover is Adamas Dex-A-Tool. 

Your most effective selling is done when your salesmen are at the right place 

... at the right time ... with the right product. Your customers are switching 

to throwaways now .... with Dex-A-Tool and Adamas’ wide range of throwaway 

inserts you have the complete package to cash in on this machining revolution. 

Dex-A-Tool and Adamas throwaway inserts reflect the quality, top perform- 

ance, and high customer demand characteristics of the entire Adamas Carbide line. 

The Adamas line includes all popular carbide tools, tool tips, dies, and wear parts 

. and is produced under rigid quality standards in Adamas’ modern carbide plant. 


Take that first step toward big profits by getting the full Adamas story today! 


Contec: FRANK W. HOGAN, Soles Manager 


A AAMAS CARBIDE CORPORATION, KENILWORTH, N. 


PRODUCERS OF TUNGSTEN CARBIDE TOOLS, TOOL TIPS, DIES, 
WEAR PARTS, DEX-A-TOOL AND CERALOX. 


INDUSTRIAL DISTRIBUTION ¢ JUNE, 1957 





YOST Brand New Sales Appeal 


YOST Toolmaker Vises, Universal Double Swivel 
YOST Drill Press Vises 
Air Operated and Manual 


Open new opportunities for Distributor Sales 


Toolmakers Vise 
Air Operated 


Toolmakers Vise 


Drill Press Vise 
Air Operated 


aes 


Drill Press Vise 


Manual 


Manual 


a 


The Yost Air Operated Toolmakers 
Vise speeds production of a wide 
variety of bench operations. It can't 
be beat on assembly and testing, 
finish grinding, cut-off work and 
many other jobs that require fre- 
quent clamping. This vise can be 
adjusted to any position without 
removing the work from the jaws 
It is operated by a 6” air cylinder 
completely manufactured by YOST. 
Can be used manually. Jaw opens 
6 inches. 


The Manual type, Universal Double 
Swivel Toolmakers Vise can be ad 
justed to any position without re- 
moving work from the jaws. It can 
also be converted from manual 
control to air operated at a nominal 
charge by returning to YOST 
Manufacturing Company. Jaw 
opens 6 inches. 


YOST air operated Drill Press 
Vises not only speed production 
but eliminates wasted time of man 
ual clamping. Designed and built 
to eliminate the use of costly jib 
fixtures for handling drilling, mill 
ing and shaping operations. The 
operator can use both hands to 
place work into and out of vise 
with ease and safety. The jaws can 
be pre-set to any desired opening 
up to 5 inches. 


Both the Manual and air operated 
Drill Press Vise is furnished with 
serrated and smooth (hardened) re 
placable steel jaws. All surfaces 
where work piece would locate are 
fully machined. This vise can also 
be converted to air operated at a 
nominal charge by returning it to 
YOST Manufacturing Company 
Jaw opening 5 inches. 


Here is an opportunity for Distributors to “cash in” on a new 
modern line of vises that have distinct customer appeal. 


OS 


MANUFACTURING COMPANY 


CAMBRIDGE SPRINGS, PENNSYLVANIA, U. S. A. 
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Contains a wealth of material, some 


specific (example: How to Use Sales 
\ptitude Tests), some general and 
wcademic (the Problems of Mass 
Distribution Worth the time of 
anv one who considers himself de 
pendent on marketing, whether he 


wns a grocery store or an industrial 


supply firm 


AUTOMATION: ITS PURPOSI 
AND FUTURE, by Magnus Pyke, 
Philosophical Library, 15 E. 40 St., 
New York 16, N. Y., $10.00—An 


English scientist has written a 


highly-readable and comprehensive 


review for laymen Covering the 


range of the subject from automati 


iif & 


varking garages to digital computers 


he appraises the progress of auto 


] 
; 


mation im specih¢ countries am 


speculates on world-wide future 


; 


In 19] pages, descripti 


trends ns 
f the various applications are bound 
Not the over 


which ex 


to be somewhat thin 


Bl 
i 


1 content, however, 


pounds the author's thesis that au 
tomation is coming faster and on a 
bigger scale than most people think 
Consequences of this, he thinks, are 
1 cause for optimism. ‘To a Briton 
x a European, it means, among 
other things, a chance to catch up 
with the U. S. in productivity. D1 
Pyke 
ment throughout the world—pai 
ticularly in England—for backward 
ness. Why blame the laborer for 


shovel and coi 


heartily condemns manage 


leaning on his 
tributing to poor productivity when 
he should never have been given a 
shovel in the first place? A machine 
should be doing the job. And why 
force a city driver to wait in line to 
pay a parking attendant when he 
ould just drive the thing onto a 
“rotogarage’—if only some one had 
the enterprise to convert this inven 
tion from the drawing board to 
reality? 





FEDERAL RESEARCH 


Thirty-eight Federal agencies now 
spend over $2 billion a year on sci- 
entific research and development, ac- 
cording to Chemical Week, McGraw- 
Hill publication. 




















. 


For Every carbide 


RILL 
There's @ STANDARD SUPER D 


Drilling Application 


sally super! 


oe 
Six points of superiority— 
Result of two years’ research. 
/ Extensive tests indicate it’s the 
| a most durable and the fastest 
/ 


cutting carbide twist drill de- 
veloped to date. Feeds as high 
as 8° per minute in cast iron 
have been obtained. Stocked 
in fractional, wire and letter 


sizes for your convenience. 


A isp 
fp fo 
{ yd 


Ua) i Bp 


Division of Van Norman Industries, Inc TOOL COMPANY 





‘a 


21650 Hoover Rd., Detroit 13; Michigan 5210 San Fernando Rd., Los Angeles 3, California 
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Operations Ideas — 
Can You Use Any? 


a7 


CLARK'! ot 


Tub Files 


Fits ToA 
Dock Board System 


es 
©. 


Wire Rope Reel Cart 


Adding Machine 





SERIES “T” 
THERMOSTATIC 
Safety Ramp 


STEAM TRAP 


, 


Dictating Machine 


‘ 


Materials Handling 
Shipping Stencil 
Shop Desk 
Filing Device 
Power Lift 


Bulletin Catalog 


Easy Installation ¢ Low Maintenance 
Minimum Inventory Salesman’s Binder 
Economy 


Inverted Bucket Traps Venting Traps . 
Open Bucket Traps Thermostatic Traps Y-Type Strainers Lift Platform 
Float Traps Vacuum Traps Pressure Reducing Valves . ; 
\ new type of semi-portable in 
OMPLETE tustria 
nstallation of any kind incorporates 


STANDARDIZE ON THE LARK LINE 


Pressure Regulators 


Ask Your Distributor For These CLARK Fluid Controls 


lift platform requiring no 


que, self-contained, semi-port 
ion capable of answering 

fting, 

g need 

are no restrictions of place of 


It can be used indoors, 


loading and materials 
for warehouses 


l 


Mill 


ration. 
loors, on upper floors, over base 


or OR WRITE 
OCHURES ON 
MANUFACTURING COMPANY ind boiler rooms. Other ap 


NTROLS 
1833 East 38th St. * Cleveland 14, Ohio 


yr DISTRIBUT 
REE BR 
ments 

ations include loading materials 


ask YO 
yuip CO 


pirect FOR F 
CLARK F 


plic 
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ONE AFTER ANOTHER 


For years considered the best in a lim- 
ited territory, AMPCO quality Drills 
and Reamers are now becoming favor- 
ites in an ever widening circle of friends. 
Now, from coast to coast, GTD-AMPCO 


Drills and Reamers are proving that 


what was long good in one section of 
American Industry is good the country 
over. 

Yes, one drilling or reaming job after 
another is going GTD-AMPCO. 

Get the best, specify GTD-AMPCO. 


AMPCO TWIST DRILL DIVISION 


GREENFIELD TAP AND DIE CORPORATION 


GREENFIELD, MASS 

















4 JAW INDEPENDENT J-TYPE for JET ENGINE MACHINING FACE PLATE ond BORING MILL JAWS 2-JAW LATHE CHUCKS 


THE COMPLETE LINE FOR CONTINUOUS SALES 


Horton's complete line gives a constant opportunity for new business. With 
a Horton chuck for every customer's application, Horton quality and per 
formance makes sales easier. And Horton's extra built-in features guarantee 
longer lasting accuracy and repeat orders from satisfied users. 

Ask your Horton representative about the complete Horton story, or 


write direct for your copy of Horton's ‘Sales Policy”. 


HORTON CHUCK DIVISION 


Greenfield Tap and Die Corporation 





rk eee 








0 Twenty four 12” 
Clausing lathes 
— with models to 
fit every shop re- 
quirement. Sales 
clinching features 
include: flame 
hardened bed 
ways at no extra 
cost! ... totally 
enclosed head- 
stock, apron and 
quick-change box, 
all oil bath lubri- 
cated ... Timken 
“*Zero-Precision” 
tapered roller 
bearings. 


ee Eee [22 ay 
Ps Sis — F 


— 


NO OTHER 
MACHINE TOOL 
LINE GIVES YOU 
ALL THESE SALES 
ADVANTAGES! 


4 


18” heavyweight 
drills for heavy-duty 
drilling — with many 
easy-to-see selling 
advantages including 
larger, heavier con- 
struction throughout, 
gear-driven power 
feed, cast iron pulleys, 
larger tool-and-job 
capacities. 


12” hydraulic tracer lathe for 
precision duplicating of multiple 
diameters, tapers, bevels, shoul- 
ders, radii, grooves, chamfers. 
Priced far below machines of com- 
parable performance! 


8 


A fast selling vertical All backed by the most 
milling machine ... the 
most accurate machine of 
its type! Mills, drills, 
bores, reams and shapes 
— at all angles — with one 
work setup. A precision 
machine tool with greater 
versatility and ease of set- 
up and operation than has 
ever been available in 
a miller at, or near, its 
low price. 


CLAUSIN 


SSS 


dominating advertising 
and sales promotion 
program in the industry. 
Five reasons why Clausing 
dealers enjoy larger, 


more profitable sales! 


DIVISION, ATLAS PRESS COMPANY 


6-117 N. Pitcher St. ° Kalamazoo, Michigan 
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from one floor level to another, dock 


Customers Looking loading, bridging spaces between 
buildings and docks, handling heavy 
loads. It is equipped with a 6 bv 9 
for the VERY BEST? ft. platform and supports 5,000 lbs 
of load at 2,500 Ibs. per axle. In 


THIS is TH E BLAD E operation, the platform is powered 


by a specially-designed compact 





pumping unit that operates without 


air. Raised height of basic unit is 
644 in. Lowered, it is only 44 in 


from floor to top of platform 





Tub Files 


hles are designed 
1 speed up record hat 
problem The file will hold 
3,000 to 24,000 tabulating or am 
MILFORD: e standard cards, with minimum 
THE amount of floor space. It is mobil 
ind can be moved anywhere in th 


ALL-HARD REZISTO R°* fee, or to the tabulating machin 

vs are fully removable with 1 
For production cutting, there is no finer power hack tractable handles. Special patented 
saw blade available anywhere. MILFORD’S unique travs eliminate the use of index, 
“Multiple-Pass” milling produces sharper, more uni- vith no need for offset trays, pet 
form teeth. Every blade is precision set — expertly mitting faster card selection. Card 
heat treated to a high hardness and tough, fine grain re filed in tilted position, alte 
structure. The MILFORD All-Hard REZISTOR as- nating left and right, to make each 
sures your customers fast, accurate cutting plus longer rd a ible for faster and easiet 
blade life. ingering 


SOLD EXCLUSIVELY THROUGH MILFORD DISTRIBUTORS 
. . . backed by the MILFORD Sales Policy that insures full 
benefits from the sales they have worked to develop. Dock Board System 


} 


his is a complete line of stand 


MILFOR D . .. @ name that signifies fine ird magnesium dock boards for in 


quality plus the latest advances in stallation on concrete docks. The 
metal cutting to your customers docks self adjust to truck or trailer 


floor levels automatically. ‘They are 


lesigned for minimum set-back to 
THE HENRY G. THOMPSON & SON COMPANY + NEW HAVEN 5, CONNECTICUT > ~ , 
Saw Blade Specialists for Over 80 Years 
HACK SAW AND BAND SAW BLADES + HOLE SAWS + GROUND FLAT STOCK CONTINUED ON PAGE 318 


illow more usable dock space and 


314 INDUSTRIAL DISTRIBUTION © JUNE, 1957 





ANGLgear line includes 1/3 to 5 hp sizes with 1:1 or 2:1 gear- 
ing and 2 or 3-way shafting. All models are available immediately 


from factory stock : so you can keep your inventory at a minimum 


Widespread market for ANGLgear 


means profit opportunity for you 


Wherever you find a 90° power 
takeoff problem, you have a po- 
tential sale for ANGLgear—the 
standardized right-angle drive. 
This holds true both for manual 
and power driven equipment and 
in either the replacement or the 
OEM market. 


Prospective customers are quick 
to appreciate the advantages of 
A NGLgear over V-belts or chains 
and sprockets. For example, 
ANGLgear is easier to install be- 


cause of its compactness and 4- 


way mounting feature. Also 
ANGLgear requires little main- 
tenance, because it is completely 
enclosed, permanently lubricated. 
Not the least important, ANGL- 
gear almost always costs less than 


other types of drives. 


If you are not yet handling the 
profitable ANGLgear line, write 
us—there may be a territory near 
you that is still open. Our liberal 
distributor policy gives you all 


direct orders and inquiries. 


- 





SIC MODEL DATA 





State Torque 


a 
Output Shaft 





i> 


— 
























































See us at Booth 1421, Triple Industrial Supply Convention, San Francisco, Calif. 


SARE ORNER 


ACCESSORIES CORPORATION 
HILLSIDE 5, NEW JERSEY 


AIRBORNE 
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Stanley Electric Tools 


DRILLS 


A full line; drills of every 
size and capacity 
Heavy duty production drills. 
Available with pistol grip 
handle 44” chuck—Nos. 324 
and 328, %” chuck—No. 
334, %” chuck—No. 338. 


SAWS 


From 6” through 9” — 
for every job 


> 
ty thy 


The new line leader for Stanley's fine Builders “~ ow 

Saws—this is the big 8” H85. See also 6” H65, yy ny, 99CR FWP. Cuts up to 
6%" H68 and 7” H70. Metal carrying cases : 

for all models. 


Without table this is 
No. 101 Overarm 


=e Router, with tabie it Z 
R ) ; is No. 103. Motor is 
: 1 hp 18,000 rpm. 


A complete line with bits, 
cutters and all accessories 


This % hp portable router operates at 23,000 
rpm no load speed. Specify Model No. RBA. 
Other models at 1 and 2% hp. 


Other Stanley Electric Tools for industry include grinders, hammers, planes 
and accessories for all tools. Send for fully illustrated Catalog No. 57E. 
Write Stanley Electric Tools, Division of The Stanley Works, 486 Myrtle St., 
New Britain, Connecticut. 
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Working For Industry 


re \\e . The biggest. Has No. 3 
parece ng \ Heavy duty big internal Morse taper socket 
chuck No. 383 only 9%” %" chuck No. 582. eee Seo 
long without handle, 4” chuck and *4” chuck No. 345. oad bits. R oo 
No. 123 only 97s” same way. Reversible, if desired. petal «tiles 206 a 


UNISHEARS 


9 models make straight and 
irregular cuts in mild steel 


from 18 to 6 gauge. BA s This light weight shear cuts 
A 18 gauge, trims 16 gauge 
at up to 15 fpm. Weighs 
only 4°< lbs. Heavier 


Floor model cuts 10 gauge mild. A Z portable models cut up to 
Cuts up to 15 fpm. For heavy work. << g - 6 gauge. 


SANDERS 


Heavy duty belt and 
orbital sanders 


Heavy duty belt sander...3” x 
24” or 3” x 23%” belt... runs 
cool . . . full power at the belt. 


AMERICA BUILDS BETTER AND Lives BETTER witTthH STANLEY 


Th ; A 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand a 


Sy | pay N a E Y * builders and industrial hardware + drapery hardware « door controls « aluminum wind 


* coatings + strip steel « steel strapping—made in 24 plants in the Ur 
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CONTINUOUS _ 


Sturdi-Bilt 
WORK BENCHES 


LAMINATED TOPS WITH 
SOLID WOOD CORES 


DESIGNED AND ENGINEERED TO 


MEET THE “SPECS” 
OF MORE BUYERS! 


Sturdi-Bilt Work Benches are different from all others! Their exclusive fea- 
tures make them more desirable for a multitude of uses. 

With Sturdi-Bilt tops you offer all the working advantages of the hardwoods 
and steel — yet at a fraction of the cost! With Sturdi-Bilt’s base construction 
you can solve most any production or service need with more versatility and 
flexibility. Your inventory needs are small — yet your ability to serve the 
“specs” of more buyers is greatly increased. 

Sturdi-Bilt helps you sell — advertising in trade magazines, leads, catalogs and 
lirect mail — plus engineering and planning help! Write for full details. 


EXCLUSIVE STURDI-BILT FEATURES 


COMPLETELY INDEPENDENT 
STEEL FRAME ASSEMBLY 
Heavy rolled steel bolted 
frame supports work top on 
4 sides instead of only at 
the ends. No springing or 
sagging. 

MEMBER AMERICAN SUPPLY AND MACHINERY 


MANUFACTURERS’ ASSOCIATION, INC. 


WE WOULD LIKE TO MAKE YOUR ACQUAINTANCE 
IN BOOTH 1308 AT THE TRIPLE CONVENTION. 


Sturdi-Bilt 


STEEL PRODUCTS, INC. 
2501 Peterson Ave., Chicago 45, Ill. 


VIBRATION-PROOF 
TENSION BOLTING 


LAMINATED TOPS WITH 
SOLID WOOD CORES 

Warp and splinter-proof, So different - It's patented! 
dirt and abrasion resistant. Holds tightly by a constant 
Quiet, clatter-free. Non- tension. Insures welded ri- 


electrical conductors. gidity without welding. 


Write for catalog 
and sample of top 
construction 


Sn WZ 


= «= SE 
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y up and out of the way when 
n use Optional equipment in 
electric-hvdraulic svstem for 
1utomatic operation Addi 
features include special safety 
wer truck tire protec 


i" I 
rowned design to prevent 


| 7 
p of low underclearance 
: flared curb ends for safe 
turns; beveled edges to 


Wire Rope Reel Cart 


} 


lh versatiic new reel 
juipped with a hydraulic 

used for several purposes: 1. to 
ransport reels of wire rope and elec 
ible; 2. as a metering stand 
g out cable; 3. as a turn 
coils, or 4. to lift reels 
of cable winding 
mechanisms Ihe cart does the 
work. It is able to lift reels weighing 
up to 1,500 Ibs. The arms will ac 


CONTINUED ON PAGE 324 





Increase Pieces-Per-Belt 30% OR MORE 
with MICHIGAN ABRASIVE BELTS 


MR. DISTRIBUTOR, NOTE THESE FACTS! 


OPERATION: Backstand grinding-finishing die cast auto-trim parts. 
FORMER BELT: Resin bond, 180 grit-150 pieces per beift. 
MICHIGAN BELT: R06 <OAT Resin bond, 180 grit-250 pieces per belt. 


6674% more pieces and nothing was changed but the belt! 


More and more people who thought they were can’t be matched in quality, line, delivery or 
per belt are being price . . . repeat business is automati our 


getting peak production 
distributor plan is the best to be had! Return 


amazed at the additional production they get 


from Michigan Abrasive R&6 €OAT Resin belts, this coupon or write today and a Michigan 


representative will call on you to discuss the 


discs and sheets 
details. You'll be glad you did 


Every day Michigan R€0 €OAT Brand coated 
ibrasives are being specified by purchasers 
. aa, MICHIGAN ABRASIVE CO. 


because they know Michigan cuts sharper, cleaner 


ind smoother and lasts longer. This out- Manufacturers of "The Humidity-Coatrolled Abrasive” 


standing performance has made Michigan Abra- 11901 E. CARE ROAD ¢ DETROIT 5, MICHIGAN 


sive the fastest growing manufacturer of coated 
abrasives in the country! Now we need more 


distributors to keep the ball rolling. - 
Let's talk about Distributing Michigan Abrasives 


The complete Michigan line sells, and stays Send me your Catalog, too. 
sold, in every field where coated abrasives are 
used (and that’s just about all of them!) Michigan 








WehiGate ~<a 
ABRASIVES 
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how 6 lubrication problems led fo 


Costly replacement of vacuum pump parts endec One drum of lubricant does the work 


PROBLEM: PROBLEM: PROBLEM: 


used on the open gears o Carbon deposits and sticking valves 


Sulphuric acid chewed the “innards” Lubricant, 
heavy duty air compressor 


out of vacuum pumps in a large chemical draw benches in a metalworking ! 
plant. Valve seats, cylinder walls and refused to stick. It had to be replaced 1 of an aircraft manufacturer's 
pistons had to be replaced continually constantly and large quantities accumu- tal too Cost of cleaning ran high 
at a cost of hundreds of doilars per month. lated under the machines d oil feed rate was excessive 


SOLUTION: SOLUTION: SOLUTION: 


s recom- Keystone N 49 Light, specially devel- 
oped for high temperature applications 
his lubricant resists sludging, oxidation 


Keystone 2K-6 Lubricant, which put a Keystone No. 122 Heavy wa n 
stop to constant replacements. Eighteen mended. This tenacious lubricant 
months after the first application of spreads evenly over gear faces and won't 
2K-6, no parts had been replaced. Sub- ieee off. It resists acids atid alkalies and breakdown when subjected to severe 
sequent experience has shown continuing, needs no heating, is waterproof and fre« heat. After six months service, without 
outstanding performance. Previous from hydro-carbon tars and residues jowntime, an overhaul of the compressor 
lubricant—even though it sold for No. 122 eliminated the costly b of showed: (1 eaner valves—no carbon 
the price of 2K-6—was consumed five cleaning spent lubricant from grease pits. ad built up Less maintenance time 
times as fast. Thus, 2K-6 reduced actual And one drum now does the work for ‘ ) 
lubrication cost by more than 40% . which eight drums of ordinary lubricant hor 
were required ! 


leaning time was cut from 30 to 20 
r il used feed was re- 


three drops per n 








Ue these cace studies to close new ordere 


INDUSTRIAL DISTRIBUTION ¢ JUNE, 1957 








for KEYSTONE DISTRIBUTORS 


Here’s real sales ammunition—six case histories that can win 
you new customers and help to keep them sold. Use these facts 
in your selling. They tell astory your customers will want to hear 


S gear wear, noise 


PROBLEM: 


Various lubricants, to cushion press gears 
inanautomotive stamping plant, thinned 
out, permitted metal-to-metal contact 
This resulted in excessive noise, gear 
wear and constant leakage 


SOLUTION: 


After experimenting with many kinds 
of lubricants, the company called in a 
Keystone Distributor who recommended 
high film strength Keystone 122C-5X 
This specialized lubricant eliminated 
the excessive noise and gear wear and 
substantially lowered lubrication costs 
Formerly, 15 drums of lubricant had to 
be kept on hand for makeup. Now, the 


PROBLEM: 


Processing heat ruined $1000 worth of 
main-drive roller chain each year in the 
nine textile slashers of a large mill. The 
lubricant being used couldn't stand up 
under these gruelling conditions 


SOLUTION: 


Keystone No. 44 Lubricant, applied 
after chains were cleaned with Keystone 
Penetrating Oil No. 2. No. 44 lasted 
over 30 days, instead of the six or seven 
hours usual with ordinary lubricant 
Ten months after application, a check-up 
showed that no new chain had been 
purchased and only three feet of spare 
link had been used for repairs. The new 
30-day lubrication cycle also gave the 


PROBLEM: 

Oils used I iubr ‘ 

in vacuum filter 

maintain an effective seal 
reduced vacuum caused sev 
phosphoric acid drawn from 


SOLUTION: 


Keystone 5P7 Light, which resists 

destructive effect of acids and alkalies 
and maintains a lasting film on wearing 
surfaces. When 5P7 was applied, vacuum 
immediately jumped from 18 in. max. to 
24 in. Valve adjustments were cut from 
every two days to twice in three months 
with a decline of 67 in maintenance 
man hour costs. Filter residue no longer 


clogged lubrication ports and retarded 
lubricant flow. Prod n j 


company gets complete lubrication with 
u‘ ; is increased 
$182,000 per year ! 


66 less lubricant company a substantial saving in time, 


labor and lubricants. 








Wherever there’s a lubrication problem—in the aircraft, automotive, 
chemical, food processing, brewing, laundry, rubber, plastics, metalworking, 
power, paper, textile or dyeing industries—there’s a Keystone Specialized 
Lubricant to make it holler uncle. You’ll find full information in Keystone 
literature. Review it now and be ready to sell the lubricants that offer 


the most to customers. 


SPECIALIZED 
LUBRICANTS 


KEYSTONE LUBRICATING COMPANY «© 2ist and Lippincott Streets, Philadelphio 32, Penna. « 
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DISTRIBUTORS FIND GOLD 
IN STEEL TAPES! 


Demand for high-quality steel measuring tapes has reached a new high as 
American industry switches to these compact, modern, precision measuring tools 


Are you getting your share of this booming market? You should 
be. Distributors all over the country are discovering a big up- 
swing in their sales of steel tapes. Why? Because all over 
America, industry is scrapping the old fashioned folding rule — 
and switching to a new standard of accuracy and convenience 
provided by the compact modern precision measuring tape. 


The benefits? Faster work with Evans high-visibility White-Tape 
finish. Better work with Evans close-tolerance graduations. Fewer 
errors with both inch and feet-and-inch markings on Evans 
blades to save figuring. Lower costs with no breaking of fragile 
slats, and low-priced Evans replacement blades to make old 
tapes like new. Safer work with tapes that clip to belt or slip 
fully inside pocket with no dangerous projections. 

One company — Evans Rule Co.—has played a significant role in 
this new “Industrial Revolution.” Evans pioneered the trend, 
over 6 years ago. Today, Evans leads the field ...in quality, in 
merchandising, and in sales! 


Three reasons why EVANS Tape business 
is big business for industrial distributors: 


1. Evans Quality...Every Evans tape is packed with high- 
quality features and unconditionally guaranteed to meet 
Government specifications and the strictest industrial pur- 
chasing standards. 


2. Evans Promotion... The industry’s strongest advertising 
and publicity campaign — aimed at your customers —tells the 
steel tape story to the purchasing agent. 


3. Evans Merchandising... Evans, using over 20 purchasing 
agent magazines, offers every purchasing agent a free measuring 
tape — so he can try it, test it, compare it with other devices. 
Over 10,000 already have accepted this offer. Evans passes their 
names to industrial distributors for sales follow-up. Distributors 
who picked up these leads report unprecedented sales! 


Many inquiries from your territory 

are coming in—right now! 
... And there’s rich sales potential for you in every one of them. 
To get these added sales -STOCK EVANS NOW! 
Try one of these remarkable tapes for yourself... and see why 
everybody's going for EVANS! 

It’s yours—FREE!—your choice: 

EVANS KING-SIZE 10-ft. WHITE-TAPE 


( Extra-wide blade that stands up straight) 
or EVANS 12-ft. POCKET WHITE-TAPE 
(Full 12-ft. Measure—in handy Pocket-Size) 


Clip the coupon...drop it in the mail now. 
EVANS RULE CO., 400 Trumbull St., Elizabeth, N. J. 


Gentlemen: 
Please rush my free sample of the EVANS Tape I've checked: 


(] KING-SIZE 10-ft. WHITE-TAPE POCKET 12-ft. WHITE-TAPE 
Oe 

OO 

OO ee 


C—O — 


Pe a ee 








NEW EVANS “POWER-TAPE”’ 
with Controlled-Speed Blade Return 

e Pull out tape—make measurements. 

Press button with thumb—blade re- 

turns automatically—speed is under 

your control all the way! 

Blade can’t “creep” — locks where 

stopped. No lost measurements! 

New! Clear Tenite carrying case 

that hangs up for convenience. 

Magnifying lens in lid 

6-ft. List $1.19 —— Also 8-10-12 ff. 


“*KING-SIZE”’ 
Blade *4”" Wide 
Stands up straight for Upright Meas- 
uring Won't bend or buckle because 
it’s 33 wider than ordinary tapes. 
Complete with removable belt clip. 


10-ft. List $2.39 —— Also 12 ft. 


POCKET TAPES 
Still the unchallenged sales leader in 
the Steel Tape field! 
6-ft. List 98¢ —— Also 8-10-12 ft. 


LONG TAPES 
Handsome leather-like Vinyl cover, 
with double roller mouthpiece and 
chrome-plated winding reel. Stainless 
steel edge band. Combination hook 
ring at blade end 


50-ft. List $4.98 —— Also 25-75-100 ft. 


These are the features that make EVANS 
America’s Most Wanted Tapes 


Heavily chrome plated cases 
Double blade markings 


#0 ve | a8 aa 1] |, Work in feet and inches? Reod Here 
22 23 24 25. Work in inches? Reed Here 


Clear plastic carrying cases 

Reasonably priced replacement blades for all sizes. 
Do it instantly—no tools needed. 

Sliding end hook on all sizes up to 12 ft.— 

100% accuracy in inside-outside measuring 

Snow white Bonderized steel blades. Jet-black markings 


UNCONDITIONALLY GUARANTEED. 


English-Metric Markings are available on all styles of tapes. 


NEWLY DEVELOPED 
CHALK-LINE-PLUMB-LINE 
50 ft.—100 ft. 


Sturdy, streamlined combination tool 
for one man chalk lining. Built-in 
plumb bob. A precision instrument 
with more quality features than any 
chalk line made! 


50-ft. List $1.49 





Ewan RULE co. ¢ Elizabeth, N. J. © Montreal, Que. * World’s Largest Manufacturer of Steel Tapes 
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(hallenge 


MARK @® 


a 
— 


OF ae 
a 
ce, 


REASONS WHY IT PAYS TO MAKE 


CHALLENGE 
your PREFERRED LINE oF 


1. THE MOST COMPLETE LINE— 
Challenge offers you the most com- 
plete line of precision surface equip- 
ment available. Angle plates, V-blocks, 
box parallels, floor plates, surface 
plates—semi-steel and granite—almost 
everything you need to meet the grow- 
ing need for precision surface equip- 
ment is available from this one source. 


2. STRONG CUSTOMER PREFERENCE — 
As a recent trade magazine survey 
showed, Challenge rates high among 
metal working plants coast to coast as 
a preferred source of precision equip- 
ment items. 


3. MOST PROFITABLE LINE—Atiractive 
dealer discounts on all standard equip- 
ment whether shipped directly from 
our factory or your stock—plus good 
customer acceptance, and high quality 
make Challenge one of the most profit- 
able lines for you to handle. 


4. OUTSTANDING PRODUCTS — As 
specialists in precision surface equip- 


Distributors: 


= PRECISION SURFACE EQUIPMENT 


ment, Challenge has also developed 
equipment with outstanding features 
such as the exclusive time-saving top 
leveling feature of our floor plates 


5. MOST EXTENSIVE ADVERTISING 
PROGRAM of any surface equipment 
manufacturer—keeps the Challenge 
name before leading buyers of metal 
working equipment. Today Challenge 
advertising in the leading metal work- 
ing journals reaches over 300,000 
potential customers. 


6. HELPFUL SALES AiDS—Such as the 
Challenge Catalog shown below; syn- 
dicated catalog page units for standard 
industrial catalogs... and helpful sales 
meetings are available to help you sell. 


7. PLUS FACTORY TECHNICAL ASSIST- 
ANCE—To help you meet special cus- 
tomers problems, particularly on large 
specially engineered installations, 
Challenge factory trained engineers 
are available. 


If you are not already an Authorized Challenge 


applies to your sales area. 


Distributor, why not write for the complete facts 
about the Challenge distributor sales plan as it 


Present distributors, be sure that your sales organi- 


zation has adequate selling information on the 


Challenge line. 


Write: Precision Equipment Sales Manager. 


THE CHALLENGE MACHINERY 
GRAND HAVEN, 


MICHIGAN 
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when your customers need small pumps mmodate reels up to 48 in. in 
sou ' ; diameter by 32 in. wide. ve 
Ihe cart is of sturdy, welded- 
vencinge you can build extra profits! steel construction with rubber-tired 
aie cound wheels. It is equipped with a foot 
American PUMPS brake which locks against the front 
wheels. Shafts and bushings for the 
aye ee ss reels and a wire leveling roller are 
: Sie ; standard equipment. 
Almost 100 sizes and combinations available — 
Gear, Centrifugal and Neoprene Impeller types 
MANY 


INDUSTRIAL USES 
AMERICAN GEAR PUMPS 


including ry 7 sizes from %” to 
1%” ips., each upper 
or lower, single or , 
double shaft, spur or _ 
@ Fuel Pumping i herringbone gear. 20’ suction lift Y pins 
} without priming. Develops 100 psi ' > PF 


@ Boiler Feed Systems 


@ Coolant Pump Systems 


: * — 4 ¢ 

@ Drainage Systems Lie 

AMERICAN NEOPRENE a Se V4 
—— * 

as well as many other key IMPELLER PUMPS a 


pumping jobs involving 6 sizes from a Ray ne 
igui i fF ity : Easily replaceable impeller 
liquid, high viscosity fluid, is keyed to shaft. Passes smal! 

or semi-solid transference. ] particles without jamming 

Self priming. Operates in both 

lirections at high or low speeds 


ps 





Write today for detailed information including 
prices and attractive distributor discounts on the 
complete AMERICAN Line. Excellent deliveries. Adding Machine 


AMERICAN MACHINE PRODUCTS, INC. He 
Manufacturers Since 1926 rag 

172 CENTRE STREET NEW YORK 13, N. Y. will reduce the amount of work in 
preparing data for sales analvsis or 


in adding machine which 





| 7 
inalvsis because it will give you 
number of items that have been 
ded on the tape. It provides an 


jutomatic item counter which prints 
POSITIVE the number of items listed on the 
PROTECTION tape. Thus, if 12 items are totaled, 
PROM HOT REFLECTOR the machine will print the number 


Saeanareene 12 to the left of the total automati- 

NYLON Pit cally. Very handy when totalling 
"dele ay 11448) . hE AY product line sales and you need the 
al [ number of lines of billing as well; 

A artless dee gnanen ; aWuaan saves the trouble of counting the 
i XK, oe Fics all number of items on the tape. With 
$1.02 — ae the item counter engaged, the ma- 


ea. in ° 
standard — chine lists to eight digits and totals 


kg. of 4 , . 
~— = FOSTORIA LOCALITES Shade to nine. The counter can be dis- 
Finest Seeing Tools Ever Designed — engaged, inc reasing the listing Capac- 
for Machine Tools, Assembly, Inspection itv to 11 digits and the totaling 
Frictional arm and collar disc > - 
MODEL joints give flexibility of a thousand 
55-BH-701 positions to direct light exactly as 
38 03 wanted. Rugged construction with 
each heavy duty industrial socket Levo- 


capacity to 13. 


Millions in use for fast, accurate, 
safe seeing. Safety Ramp 


In Std. Pkg. lier switch and universal base. 
of 4 





T : = - 
pve ig pen > [his is a safety ramp and hand 


pan] — ony o> ‘) ~ truck combination designed to ease 
the burden of moving heavy floor 


THE FOSTORIA PRESSED STEEL a , 
CORPORATION, FOSTORIA, OHIO Q@UMEMPNVRYE) IVE machines, freight and other material 


Localites are available through ] ; , , ' e 
~ Ru By Pn ite up and down stairs in multi-storied 
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What does WILTON offer 


ALBERT BURKE, JR. 
Buffalo 


RICHARD GABORI 


Detroit 


EDWARD JAMES 
Philadelphia 


DAVID MATTHEWS 


Chicago 


MARK McGINNIS 


Cleveland 


JOHN MIKLOS 


San Francisco 


EDWARD PHILLIPS 
Boston 


OLIVER RISCHE 
Chicago 


EDWIN ROBINSON 
New York 


TOM 
VANRENSSELAER 


Los Angeles 


WILLIAM FERRICK 


Sales Manager 


JOHN TUOHY 
Sales Dept 


PERSONNEL 


Wilton Representatives create steadily i 

creasing demand for their distributors. 
These 12 men, supplemented by 30 other 
representatives, devote their full time t 
selling Wilton products. 


PROMOTION 

Wilton’s 1957 advertising schedule will in- 
clude 3,840,000 sales messages in Mill & 
Factory and 18 other industrial publications! 


POLICY 

Every line of Wilton’s sales policy means 
maximum profit for each Wilton distributor, 
and this policy is enforced just as it was 


written! 


PRODUCTS 

Wilton has the most complete line of clamp- 
ing and work positioning tools ever mar- 
keted, including both basic industrial tools 
of superb quality, and unique equipment 
protected by 11 U. S. patents. 


MANAGEMENT 


Although Wilton’s president draws on 
nearly half a century of manufacturing ex- 
perience, Wilton is primarily a company 
of young men and young ideas. As Wilton 
grows, it contributes directly to the growth 
of each of its distributors. 


FACILITIES 

This modern one story plant, completed in 
1955, is on a five acre suburban site. A 
1957 addition to the plant has boosted 
floor space to 74,000 square feet 


a — =I 
a 
Teer 


WILTON 


TOOL MFG. CO., Inc. 


SCHILLER PARK, 
ILLINOIS 
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buildings without elevators. ‘The 


ramp is made of strong, lightweight 
. 
fa ENTIRELY NEW °°". "0 
- telescope to cover a 15-ft. stairwa\ 


in be adjusted to cover only two 


ps. Safety catches every 6 in. pre 


nt the machine from falling even 
slips from a man’s hands. Both 


—the Peerless Pal i 15 Ibs. The 


sections weigh only 


a truck is made of strong, welded rod 





stock and fits the ramp perfectly. It 


lifts a load, lowers rolls 


wheels and can be used all over the 


on rubber-tired ball bearing 


Iding 
Alilit’ 


bui 


a load, drags a load 


smoothly and safely Dictating Machine 


. +4 lb. dictation 


ne that operates on two selt 











A true friction brake holds it safely in any ontained batteries. as well as on 


position, a welded and heat-treated steel fice. cal home current can be 
chain prevents it from spinning. It is so light 1 mighty handy thing for the sales 
and compact that it can be carried in the fice. ‘This is an all-transister port 
palm of the hand. Fully enclosed construc- ble that works anywhere, with o1 
vithout electrical outlet. It incor 


tion, too, makes it ideal for use in shops, on 
service trucks, on farms, in service stations, rates instant playback and review 
on the highway, around boats. For complete 
information on the new Peerless Pal Lever 


Puller, write for a copy of Bulletin P-40. 


THE HARRINGTON COMPANY 


Plymouth Meeting 11, Pa. 


You have to see a Peerless Pal to appreciate 
its compactness. The 44-ton unit is packaged 
in an attractive metal box with carrying handle 
The container is also capable of holding a 
capacity-doubling snatch block. The '2-ton 
unit is only slightly larger. 


INDUSTRIAL DISTRIBUTION e¢ JUNE, 1957 





“This shot will be heard around the world!’’ 


The Pride and the Passion’ in Vista Vision 


yn location in Spain was an enormo 
10-fToot cannon Over mountains wit! 
latra, Sophi 1 Loren, and thousands of extras! 
} a al 1] 


, . 
u r na . 7. P ¢ 
WOrk and a tough shooting schedule to 


vake it. 


1 


cans of fi Califorr tro Sale Lake ¢ ( 


ng and cut 5.56. It's cl West-pI plet s 


1 for processin 


— & Air Express —__ ——— 


30 YEARS OF GETTING THERE FIRST via |S. Scheduled A 


CALL AIR EXPRESS ... division of RAILWAY EXPRESS AGENCY 
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WALTON 
oP TOOLS 


MONEY SAVERS 


for Metalworkers 
MONEY MAKERS 


for Distributors 


*1. Tap Extractors 
2. Tap Extensions 


3. “Multi-Position” 
Tool Holders 


4. “Reps” Pipe, Stud, 
& Screw Extractors 


WALTON TAP 
EXTRACTORS 


REMOVE BROKEN TAPS 
QUICKLY © EASILY + INEXPENSIVELY 


2, 3, 4, 5, 6 Flute 
Styles in Sizes 
No. 4 to 12" 


During threading operations every shop 
faces the vexing, troublesome, and 
time consuming problem of tap break- 
age. “Getting out’ the broken piece, 
without specialized tools, often adds un- 
necessary costs to the job and shrinks 
profits. That is why Walton Tap Ex- 
tractors are regularly kept in many tool 
cribs. And that is why distributors and 
their salesmen can very profitably pro- 
mote the cost-saving features of these 
inexpensive hand tools. 


PROFITABLE DISTRIBUTOR 
PROPOSITION 


Distributors not now handling 
Walton Specialized Tools will 
find these nationally adver- 
tised products a valuable 
addition to their line 
Write Walton at 602 New 
Park Avenue for complete 
details. 


The WALTON ‘Company 
HARTFORD T0, CONN. 


at any dictation point as often as 
desired: full context listening with 
end-of-letter and instruction mark 
ing on the index slip. It holds 15 
min. of dictation and is transcribed 
on standard office units. Belts may 
be mailed in ordinary envelopes, 


filed or re-used thousands of times. 


Materials Handling 


Handling normally-palletized me 
chandise without the aid of pallets 
is now possible through the use of 
a new multiple attachment with this 


manufacturers electric fork lift 
trucks and related materials han 
[he attachment 
consists of forks, side 
shifter and pushoff device. Goods 
are stacked on a multiple-pronged 
device and to pick up the load, the 
fork truck driver simply inserts his 
truck’s six forks between the prongs 
and raises the load. With the load 


dling equipment. 
multiple 


+ 


to the 


now on the forks, he travels 
storage area. At the storage section 
? 


he deposits the load on special al 


tee] storage racks. 


S 


Shipping Stencil 


Make your shipping stencil as a 
by-product of typing the “Ship-1 


17 


area of the order-invoice ot 
lading form and then use it to ¢ 
dress labels, tags or cartons 
shipping stencil is coated with car 
bon on one side to permit typing 
or handwriting with business forms. 


Major advantage is the carbon coat 
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SKENNER-SEAL 
PIPE JOINT 
CLAMP 
STOPS LEAKS 


at joint where pipe is 
Tei -\)7 eM lahcomabadiare 


SKINNER-SEAL 

PIPE JOINT CLAMP stops 

leaks at joints where 

pipe is screwed into fit- 

ting. Any temperature— 

any pressure up to 2,000 pounds. 
Saves the cost of tearing out and 
renewing leaky fittings. Prevents 
shutdowns. In stock at most indus- 
trial distributors. 


SKINNER -SEAL 
EMERGENCY PIPE CLAMPS for safe, 
sure, lasting repair of splits and 
rust holes in pipe. No pressure too 
high. Anyone can apply in a few 
moments. Made in all sizes, 2” 
to 12)’ for steel and C.1. pipe. Stocked 
by practically all distributors. 


Complete line of 
Repair Clamps. 
Send for catalog! 


M. B. SKINNER CO. 


SOUTH BEND 21, INDIANA 





OUR PRICES ARE LOWEST! 
YOUR PROFITS ARE HIGHEST! 


VEE BELT DRIVES | PILLOW BLOCK 











CONVEYOR 
PULLEYS 











DISTRIBUTORS 
WANTED SOLID STEEL COLLARS 








GOING TO 
SAN 
FRANCISCO? 
LOOK US UP AT 
THE MARK 
HOPKINS HOTEL. 





MOTOR REDUCERS SPEED REDUCERS 


ROCKWOOD o) Cesky Sh. Seninele 3 
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You have 4 lines of 
hydraulic jacks and pullers 
to sell which fit ALL of 
your customers’ needs. 
Whether they push-pull- 
or-lift tell them about 
SIMPLEX units shown 
below: Fit the job! Do it 
faster! And guarantee your 
customers’ satisfaction! 


[3 BIG 4 


IN HYDRAULIC 
JACKS AND PULLERS 


** SIMPLEX 


ARE YOUR SALESMAKERS i 


**RE-MO-TROL’’ 
PULLERS 


The “Re-Mo-Trol” Puller 

Unit is a powerful hydrau- 

lic Ram connected by high- 

pressure hose and remotely operated by electric, gas, 

air-powered or with hand-operated Pump. 7 Models 

have “center-bole’’. 

BENEFITS 


CAPACITY APPLICATIONS 





lift-pull-or-push in any direction easily 


tensioning wire in pre-stressing concrete, 
& sofely from a distance! 


pulling or pressing sleeves, geors, pin- 
ions, etc 


10-100 tens 
11 models 





(2) SIMPLEX ‘““JENNY’’ CENTER-HOLE PULLERS 


The “Jenny” is a rugged, self-contained unit for pulling or pushing 
the most difficult jobs with hydraulic power and efficiency. 
BENEFITS 


CAPACITY | APPLICATIONS 





push-pulls-lifts without tor 


mines, oi! fields, shipyards, 
ave through center hole 


reilroeds, diesel, general 
maintenance, post tensioning 
concrete, etc 


30-100 tons 
6 models 





3) ROL-TOE JACKS 


| 
/ CAPACITY | APPLICATIONS } BENEFITS 





50 ton end equipment, also tronsform- 


3 models ers 


10, 25 and & toe lifting heavy mochinery | lifts full capacity on cop or toe! 





© STANDARD HYDRAULIC JACKS 


CAPACITY | APPLICATIONS BENEFITS 





smooth lift power, service-free 


3-100 tons all genera! construction indus- 
operation! 


8 models trial maintenance problems 





SIMPLEX MAKES SPECIALS, TOO! 


Simplex makes and stocks all kinds of special-purpose jacks 
including Trench Braces, Mine Roof Jacks, Cable Reel Jacks, 
Pole Pulling or Straightening Jacks, Planer Jacks, Pipe Push- 
ing Jacks and all kinds of jacks for Railroad work. masses taecesy Mparce, o mosses 


SIMPLEX 
TEMPLETON, KENLY & CO. = 


2523 Gardner Road Broadview, Illinois 
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stencil itself. ‘Vhis ce 
liminates the need 
carbon sheet between the 
ind the first copy of the 
(he carbon is impregnated 
stencil and leaves a clean, 
ike print on the form when 
handwritten. ‘The stenc 
to use with the manufac 


machines 


] 


handprinters or 
ncils can be prepared with 


e unit or continuous forms 


Shop Desk 


} 


Your warehouse manager, ship 


g r receiving clerk would 


ve delighted with one of these 


binet-type shop desks designed 


stand-up writing jobs and 
| 


widing a lock-equipped storage 


\ half-shelf inside the 
fully enclosed lower section 
ustable and an additional hali 


} 
; 


in be added to double the 
Among 


ire a sloping writing 


rage Capacitt 


tive hood with pigeor 





Mi. Dt 
Hott an adie 


Ue heading 


maintenance... ...add service life 


cut machine tool 


with c 
R WAY WIPERS 


Way Wipers 
mns and il 
R Way Wipers wi 


} } ‘ 
‘an ol irt, ips, fine abraslvy ittu compound 


Olants 


iy de posit on the ways 


and water. They hav« llent flexibility and abrasion 


’ ] . 
resistance tor long serv) 


new, replaceable 


NYLON FACES 


for famous jawhead hammers 





+7 


C R Molded Nylon Faces give longer service life than 
i compounds. Available as replacement 

C R Solid or Jawhead Hammers, new 

Nylon Faces, like CR Rawhide Fa es, 


ushroom or mar surfaces. Th 











oils, acids and moisture, will 
in the hammer head. The new 
lesign provides greater striking surt 
that is flush with the head casting 
minimizes the danger of sparks during 
blows. 


, e 


lustrated, detailed brochures spec 
on these and other jJamous C/R* prod icts. 


CHICAGO RAWHIDE MANUFACTURING COMPANY op > Odor. Ucte) 
1217 Elston Avenue ¢ Chicago 22, Illinois RAWH I DE 


In Canada: Ma 
Ltd 


cations, 


oO! 


Other C/R Products 
C/R Shafta 





pen holders, a roomy drawe! 
, 


vith flat kev lock and formed foot 
INDUSTRIAL aps for each leg. The overall height 
DISTRIBUTORS s 52} in., with a 42-in. height 
the front of the writing surfacc 
You get faster delivery, Width is 33 in. and depth is 28§ in 
better technical service be- 
cause we manufacture Dia- 
mond Grinding Wheels ex- 
clusively. No stock required 
—custom orders delivered ; “ZF 
with stock-item speed. And \ 
exclusive Pressurelok" de- 
sign has proven top per- 
formance. Write for informa- 
tion on territories available 


U. $. Diamond Wheel Company 


Aurora, Illinois 


Filing Device 


1 four 

hling cabinet capable of ac 
ymmodating the contents of a five 
drawer cabinet focusses attention on 
space-saving. Folders and material 
mtained are kept in good condi 
ind access is quick and easy 


tand neatly upright, indices 


Memo to Boss: 


I’m not playing. 

I've written for PROFIT 
details of this Power Lift 
new CROWN DEAL 
deal, as I know : z0) 


you are inter- 
ested in better PUMP 


figures. “e DEALERS 

Rv ; 

Qo ) and 
DISTRIBUTORS 


his is a new platform type, self 


yntained, stationary lift, operating 


P.S. Do as she did! Write today! Get complete 
information on how to make extra sales and profits 
by selling CROWN PUMPS. 


“> A 


Se et 
WATERLOO, IOWA 


Crown -Manufacturing Company produces a complete line of quality 
engineered and field tested Self-Priming Centrifugal, Diaphragm, 
Electric Powered & Hi-Pressure Pumps Ranging in size from 1” to 10”. 
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Now! Louis Allis 
offers right-angle gearmotors... 


complete 
gearmotor 
line 


Can be 
mounted 
anywhere 


to round out the finest and most complete line of motorized 


gear drives available 


When you represent Louis Allis, you have a ready 
answer to any customer requirement for right-angle 
gearmotors. This broad line permits you to give off- 
the-shelf service on most standard units — assures fast 
delivery on larger sizes and special designs. You benefit 
by avoiding “fill-in” lines and substitutions. 

These compact drives range in size from ¥4 to 30 hp, 
with ratios to 100:1. What’s more, they’re available in 
a wide range of enclosures and electrical and mechan- 
ical modifications to meet any operating requirement. 
This is just one segment of the complete Louis Allis 
line of motorized gear drives which also include Line- 


MANUFACTURER OF 


ELECTRIC MOTORS AND ADJUSTABLE SPEED 


O-Motor and standard gearmotors up to 150 hp. When 
you handle Louis Allis equipment, you offer one-stop 
service. This means convenience for your customers — 
greater competitive advantage and more sales for you. 


Louis Allis distributors enjoy the benefits of industry- 
wide product acceptance — the backing of a top-notch 
field force of application engineers — products that are 
quality-built and actively promoted and merchandised. 
Production is geared for prompt deliveries. Louis Allis 
distributorships are available in some markets. Contact 
your nearby Louis Allis District Office or write The 
Louis Allis Co., 455 E. Stewart St. Milwaukee 1, Wis. 


LOUIS ALLIS 


DRIVES 
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MR. DISTRIBUTOR 


Stamm o 
THINKING OF 
z x 


~ DEPENDABILITY? 


SN 
THE ANSWER — 
“POSITIVE’’ 
LOCK WASHERS 


(-— —) 


KANT LINK 


NONLINK POSITIVE 


RIBBED TYPE 


HIGH COLLAR 
THE LINE BUILT BY 


66 YEARS 
OF DISTRIBUTOR CONFIDENCE 


Yes—since 1891 many Distributors 
have depended on “Positive” as 
their sole source of supply—because 
Positive makes the best possible 
product for every fastening need 





and sells through Distributors. 


OSITIVE 
LOCK WASHER CO. 
AVE. A & MILLER ST, NEWARK 5, N. J. 
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from ordinary lighting circuit lines 
in 500, 1,000 and 2,000 Ib. capaci 
ties. Basic platform sizes are 24 by 
24 in.; 30 by 30 in.; 42 by 42 in; 
48 by 48 in. Basic platform heights 
are 60, 72 and 96 in. with one piece 
masts and 120, 144, 168 and 192 in 
The platform 
down height is 34 in. so that install: 
tion in a 4-in. pit will allow the plat 
come flush with the floor 


with spliced masts. 
i 


form to 
Lifting is accomplished through a 
unitized fluid power drive to activate 


the lifting ram 


Li F nue 
g - 


ree 
FLASH BULLETING r.ase ouur® 


Bulletin Catalog 


‘his catalog of 6+ flash bulletins 
is offered 
to the 


features pre-printed four-color form 


without cost to anvonc 
writing manufacturer. It 
of letterhead size on paper that can 
be imprinted by any method—spirtt, 
mimeo, letterpress or offset. ‘The 
forms are used for messages to sales 
reaturc 


illustrated with design 


men, customers, et They 
a headline 


or cartoons to attract the eve 


Salesman’s Binder 


This improved binder offers ad 
vantages of expansion for 50% more 
sheets, ample room for insertion 
removal of contents, rigid locking in 
any position and heavy steel con 
struction. It reduces sheet-changing 
time by 89%. 


CONTINUED ON PAGE 338 


It has wobble-proof 


1957 


Fad Yeu 
HOT-ROLLED, COLD-DRAWN 
STEEL 


HANDE-BOLTS 


SN a ? < 2 


> an ae 
e e J 
_ as 


~ e 
) 


CONTINUOUS 
N.C. ROLLED 


CUTTING 
WASTE 
ELIMINATED 


\ YOU WANTED... 


HANDE-BOLTS 


That Bend Cold...Cost Less! 


@ ‘“Hande” Bundles — 
Ass’ts., Open Stock — 
2’ or 3’ Lengths 


@ Natural Finish Rust— 
Proofing 


u 


@ 7 Diameters: 4” thru % 


@ Free Self-Service 
Display Stand 


® Also available... 
Aluminum and 
Cold-Rolled Steel 
HANDE-BOLTS... 
Steel Hande-Bars, 
Flats and Angles 


SOLD ONLY THROUGH DISTRIBUTORS 
YOUR INQUIRIES ARE INVITED 


PERFECTION 


MODEL PRODUCTS 
4145 W. Kinzie St., Dept 1D + Chicago 74, lll 


ee ee ee 
Caulking Compounds 


Glerzing ond 








. DEPENDABILITY 


A typical 100 tb. shipment 
from New York to Chicago 
costs only $7.50 . . . from 
Chicago to Los Angeles 
only $17.75. 


a 


with the greatest dependability in airfreight, American 
serves plant executives better than any other airline! 


Specify American Airlines Airfreight—the carrier that offers the best assurance of expert handling and 
on-time deliveries. American offers this greater dependability because American leads all other airlines 
in experience, capacity, coverage of key cities and frequency of schedules. 


AMERICAN AIRLINES A/RFREIGHT 


—flies more freight than any other airline in the world 
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Wherever Industrial Equipment is Sold... 
Healthy Profits and Gratifying Service Experience 
Emphasize the Enduring Benefits of 


SELECTIVE 
DISTRIBUTION: 


FOR MORE THAN 100 YEARS AMERICA’S MOST 
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@ The Atkins, Borg-Warner policy of “Selec- 
tive Distribution” is the outgrowth of more than 
100 years of manufacturing and selling its own 
brand name products. 

It is keyed to today’s selling and merchandis- 
ing problems. It reflects the same ideals of 
progress -with-stability that characterize mod- 
ern industrial distribution standards. 

“Selective Distribution,’ as practiced by 
Atkins, Borg-Warner, has as its objective rea- 
sonable volume with the fewest practicable out- 
lets. It allows each distributor to enjoy a fair, 
generous, and profitable share of the sales poten- 
tial within his trading area. 

It supports him with a dependable price 


structure. It supplies him with strong advertis- 


ing, sales promotion, and a thorough sales 
training program. 

It provides him with the most direct and up- 
to-the-minute communications and service 
facilities available to any nationwide sales net- 
work. 

Through many years of harmonious associa- 
tion the healthy sales growth and profit experi- 
ence of Atkins Borg-Warner distributors testi- 
fies to the unqualified success of “Selective 
Distribution.” In concept and in practice it is 
a policy that reflects the character of a brand 
name esteemed by generations of users one 
that not only has earned the loyalty of our own 
fine distributing organizations but also has won 


the respect of the entire industry. 


Neither time nor the course of events have altered its spirit or intent! 


ATKINS SAW DIVISION © BORG-WARNER CORPORATION 


INDIANAPOLIS 9, INDIANA 


Branches: Chottan 


Export: £ 


@eeeeseeoeee eee eevee eeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


LINE OF SAWS AND ACCESSORIES 


Bose wane 
= = 


DISTINGUISHED 
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ALLFLE 


stainless steel 


FLEXIBLE 
connectors 


§ mounted in St 
§ unnecessary 


caused by rigid connections. : yosts 1 out Ay Ws 
e Dampens Vibration can be made for sheets 


In minimum capact 


e Compensates for Misalignment “aa ~~ 
' Stock tock inges of in. to 6 in. Carryi 


e Permits Offset Movement E Sizes Lengths 


e Absorbs Expansion 





With ALLFLEX Stainless Steel 


Connectors you get: 


where t 


@ CORROSION RESISTANCE... Plus 
rms. W te “Oy CT 
@ PRESSURE RESISTANCE... Pius ; ; < 
... also available in all standard t leas INDUSTRIAL Dts 


@ HEAT RESISTANCE... Plus , ‘ sizes, in any required length, with auenes TOW 26 Mew 
o FLEXIBILITY any standard or special fitting or flange. z 


An extra profit opportunity 
for you! Same day factory 
shipments and response to 
all inquiries enables you to 
offer your customers speedy 
service and delivery. 








Make ALLIED your source of 
supply for Stainless Steel Flex- 
ible Hose and Tubing. (Also 
available in Monel, Bronze and 
Steel.) Mail coupon today for full 
information. 








Industrial Distributor Sales Division William J. Foss 


3782 Ninth St., Long Island City 1, N. Y. 
Please send full information on ALLFLEX and how to increase my profits William J. Foss, 
with Stainless Steel Flexible Hose and Tubing. Berkshire Mill Supply 


Title 





Nome ———E 





Selita oh William Justin Foss, vice presi- 
dent of Berkshire Mill Supply Co., 


Address x “a 
_ See ate Inc., Pittsfield, Mass. died April 2] 
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BRIGG 
WEA 





fourmen' 


eee i ee 
OALLAS - ROUSTOR + FT woeTe 


SDSL TER, SSRLESAL! OFS T eNBET Ons 


TRI-STATE 


Ss 


[dvontior 


Ejupply 
ompany 


MARSHALL- 
NEWELL 


Omer any 


SAN FRANCISCO 








Twelve hard-hitting 


new sell Ine tools 





These recently delivered, Donnelley-built catalogs embody many features you 
can use to improve your next catalog. For instance: 


Orderly compiling Sectional guides Step cutting 
Clean, sharp printing Illustrative end-sheets Sturdy, durable binding 


Complete indexing New cover designs 


give us a call or drop 


THE LAKESIDE PRESS 
R. R. DONNELLEY & SONS COMPANY 


Cata Comt Depa 


350 EAST TWENTY-SECOND STREET ¢ CHICAGO 16, ILLINOIS © CALUMET 5-2121 
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it his winter home in Clearwater, 
Flerida. 

\ native of Sherbrooke, Canada, 
Mr. Foss located in Pittsfield in 
1896, and in 1899, together with 
Charles E. and Fred W. Hibbard, 
incorporated the Berkshire Mill Sup 
with which he was identi 


now. .. STANDARD 
TONGS... you can 
sell from stock 


ply Co., 
fied at the time of his death. 

In 191] Mr. Foss organized the 
W. J. Foss Co., in Springfield, Mass 
and operated that business until 
1952. 

\ member of the board of trus 
tees of the Berkshire County Sav 
ings Bank, and a director of Unio1 
Federal Savings & Loan Association, 


shy 
t\ 


Mr. Foss was also active in 
affairs, serving as a member of the 
Park Commission for 16 vears, five 


TABLE OF DIMENSIONS 
Heppenstail’s Standard Sate-T- Tongs 


years as its chairman. 


Mr. Foss was 88 years old 


YOu’LL MAKE 
PLENTY OF SALES! 


— when you handle the complete 
line of PORTER METAL CUT- 
TERS. Each PORTER CUTTER does 
a@ number of jobs better than 
any other cutting tool — and 
PORTER CUTTERS hondile every 
type of job! This means that 
every metal-cutting firm — every 
industrial and utility company, 
every contractor and municipali- 
ty on your prospect list is a 
likely customer — and a more- 
than-satisfied customer. Check 
the job-coverage list below with 
your metal-cutting prospects’ 
needs. Then write for the PORTER 
CUTTER catalog — and start 
going places! 


There is a PORTER CUTTER to 
cut ALL these metals — BETTER! 


BOLTS — RODS — WIRE — 
SCREWS — RIVETS — SOFT 
STEEL OR METAL — Capacities to 
¥%," ... Close or Flush Cuts — Gen- 
eral Cutting — Special Position Cuts. 
MEDIUM HARD METALS — Ca- 
pacities to ¥%" . . . Close or Flush 
Cuts — General Cutting — Special 
Position Cuts. 

HARD STEEL + FLAT BARS - STEEL 


Louis H. Hamilton 


HEPPENSTALL SAFE-T-TONGS 
for quicker, safer, lower cost 


Louis H. Hamilton. 


CABLE - COPPER AND ALUMI- 
NUM CABLE - CHAIN + EXPANDED 
METAL - CONCRETE REINFORC- 
ING RODS + SPRING WIRE - 
STEEL STRAPPING + STRIP STOCK 
* BINDING OR BOX WIRE + “LIVE™ 
ELECTRIC WIRES - WIRE ROPE 
and CABLE + Also — WORK-STA- 
TION CUTTERS for Continuous 


Production. 


WRITE FOR Proof — of the 
All-Job coverage of POR- 
TER CUTTERS. Ask for gen- 
eral catalog, and sample 
of sales folder furnished 
free for your prospects. 


H. K. PORTER, Inc. 


Somerville 43, Mass 


The Dumore Co. 


Louis H 


founder of The 


Hamilton, 76, 
Dumore Co. and 
board, 


Marv’s 


died 


Hos vit i] 
] 


hairman of the 
April 11 in St 
Racine, Wis. 

In 1910 Mr. Hamilton, Cheste 
H. Beach and Fred Osius founde 
the Hamilton-Beach Co Uhre 
Mr. Hamilton and Mi: 
organized the Wisconsil 


years later 
Beach 
Electric Co. which became the Di 
1929. Mr. Hamilton 


served as president of the firm fron 


more Co. in 
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materials handling 


These standard tongs are ideal for mate- 
rials handling jobs in: DIE SHOPS; 


MACHINE SHOPS; FORGING 
SHOPS; METAL PRODUCING 
PLANTS; WAREHOUSES; STOCK 
ROOMS; PRODUCTION LINES. 
They handle metal—either hot or cold. 


WRITE OR TELEPHONE TODAY 
FOR INFORMATION AND PRICES 
Advertised in leading trade magazines 


<> Heppenstall 


.. . tongs for every lifting problem 
NEW BRIGHTON, PENNSYLVANIA 
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COMPANY 


The dependable, quality line 
that gets businéss and keeps it 


Throughout the years Macwhyte has satisfied its distrib- 
utors with a policy of prompt delivery ...top performance. 


Macwhyte specializes in precision-engineered products 
to cover every handling job. Included in the Macwhyte 
line supplied to users through Macwhyte distributors 
are: PREformed, Internally Lubricated wire ropes, 
Round-Braided, Flat-Braided and single part wire rope 
slings, Stainless Steel wire rope, Monel Metal wire rope, 
Aircraft Cable and swaged fittings, and Safe-Lock wire 
rope assemblies. 


Large factory stocks of wiré rope with complete handling 
FE Vale Mon beclatemmr-letliiel-t-Me-le-Me-hU-lit-lel(- come Ze) Muller Ln 
Ask to have a representative call, 


Catalogs provide consumers with complete, detailed informa- 
tion and specifications on all Macwhyte products. Literature 
on specialized uses of wire rope also available on request. 
For Catalogs or information, contact any Macwhyte wire rope 
warehouse or write direct to Macwhyte Company 





Wire Rope General Wire Rope 
Assemblies 5601 OF tl elemCral. 


MACWHYTE COMPANY 
2906 Fourteenth Avenue, Ke 





MILL DEPOTS: Pittst 


( 


Corrosion Resisting ee St. Paul 14 
Rope 4930 Sling Catalog S-8 Portland 9 


Fra 








e FREE its founding until 1947 when he 
Write f thlA became chairman of the board 

Mr. Hamilton was born in ‘To 

New 129 Data Book ronto, Canada, and attended schools 


New York and Pennsylvania. He 

ime to Racine to attend business 

it tells HOW TO SAVE Timefand Money school and settled there. He was a 
member of St. Edward’s Catholic 

Church, the Elks Club, Racine 

Country Club, Racine Chamber of 

Commerce and Manufacturers Asso 


ition of Racine, which he served 


Pun . . iS a vice president. 
CH Lox 7 1947, Mr. Hamil 


ginning in 

HOSE CLAMPs n’s son Robert L., president of the 

Tools end 7 1, established the Louis 1H. Ham 

Fittings ilton Award, the awarding of Hamil 

tol hes to the three outgoing 

of the National and 

Industrial Distributors’ 

ions and the American Sup 

& Machinery Manufacturers’ 

Association at the annual Lripl 
Industrial Supply Convention 

In add 
Mr. Hamilton is survived bv another 
James \l ind nine 2Ta 


ren 


lee 
kproot hese fOnnectio 
me 
Seizing end *Plicing 


mi 
*elleneoy, repeir 
. 
Pa rys : ; ) -,} ' 
ition to his son Robert 


Frank R. Freyler, 
Allis-Chalmers 


Every maintenance engineer in industry Fran Frevier. 56. manager 
and construction should have this complete compilation he mid-Atlantic region of All 
of data on the application and use of Punch-Lok Hose Clamps . iia: tebe: Cuiam ser: 
the perfect clamp for... 1950 died April 18 n R ‘sen 
Pneumatic Tool Hose Suction and Discharge Hose 
Welding Hose Seizing Wire Rope Ends Mr. Feevier joined the Grm in 
Mending Split Posts, Beams, and Planks 1929. He \ ; paw Phil 
Splicing Welding Cable Hundreds of Other Jobs = One eS OS Fe 


delphia district as a sales engineet 
until 1940, when he was named 


Stock-Sell-Profit with : 


issistant manager of sales, electrical 


Punch-Lok Hose Clamps pes 
” j lepartment, Norwood W orks 


Get the Facts During World War II he served 
Use this Coupon 4 on special assignment for 11 month 
in the firm’s Washington, D. C 
ofhice. He returned to Norwood in 
1943 as works manager. In 1945 he 

appointed Cincinnati district 
nager and in 1948 became Phila 


Dept. U, 321 N. Justine St. tld eee 
Aiistl «< ay 


Chicago 7, Illinois 





Send me your new Data Book and Distributorship Plan. 
COSTLY FIRES 

Between 30,000 and 40,000 fires oc- 

cur annually in manufacturing piants, 


Power, McGraw-Hill publication, re- 


ports. 


Individual 
Company___ 


Street_____ 


ee | 
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---FOR ANY CUSTOMER 


REQUIREMENT 


secs’ makes a complete line of anti-friction 
Bearings ...a bearing for practically any 
application, any customer’s requirements. 


| 


‘ 
. : 
F; 


SCs pre-sells anti-friction bearings with 
wide-ranging, hard-hitting advertising of 
universal appeal... that reaches important 
prospects consistently. 


i” 
wy, 
a 
‘ 


. 
ioa 


4 
J 
* in 


ge ets 
Om 
@ ] 


c scsi’ field engineers are available to assist 
“ when a bearing problem arises. It’s an Sos 
service that backs up the selling story. 


lew me 


. three big reasons why profit-wise dis- 
tributors know SS’ means new sales and 
business potentials. 1778 


EVERY TYPE—EVERY USE 
O Ball Bearings 
(_) Cylindrical Roller Bearings 
% ©) Spherical Roller Bearings 
© Tapered Roller Bearings (“Tyson ) 


*feqg. U.S. Pat. OF. Tyson Bee @ Corporation 


SKF INDUSTRIES, INC., PHILADELPHIA 32, PA. 
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we’re telling N EWS 


your customers to buy 
our Shim Stock 


FROM YOU 


The Laminated Shim Company is 
proud of its fine shim stock, of the 
wide selection available, of the 
handy dispensing racks and—par- 
ticularly—we're proud that so 
many leading industrial distribu- 
tors handle our product. 


Starts on page 





Year ‘round, consistent advertising 
in these leading publications deliv- 
ers 783,690 advertising impressions 
to prospective buyers—many of 
them in your own area. 





© LAMINATED o 


Phillip A. Kessler 




















Palmer-Shile Assigns 














Kessler to Wisconsin 





Phillip A. Kessler has been Ip 


pointed district manager of Palmer 


~ the working end of | Shile Co.’s new Wisconsin sales of 


Son NLA “ 
FLEXIBIFE cuarT e 
S LEATOLE SHAF! MACHINE He will be responsible for sales 


Many of YOUR customers. with and engineering in the area. The 
“SMALL-WORK” GRINDING and office is located at 647 W. Virvinia 
FINISHING PROBLEMS will appreciate St Mil “8 gini 
your mcking them aware of how the ay SRNWSURLE. 
FATIGUE-ELIMINATING qualities of 
this featherweight handpiece can in- 
crease output and reduce costs. 





Many of YOUR customers can 

PROFITABLY USE Foredoms. POW- 

and their 4. ERFUL ADVERTISING in leading 

ate hon industrial publications BUILDS 

ny ¢ ke friends an ACCEPTANCE for our product now 

bulk ond weight, in its 34th Year. For o surprisingly 

e- LOW INVESTMENT (less than $100) 

you con give effective represenio- 

tion to this fast-paced line. Foredom 

a prices are scaled for competition 
REDOM. and YOUR PROFIT. 


oduces mo o 
iS 

A 

ns oO line is 8° o downright 
no in ° . 

: baa distributors to se | 

profi 


REPEAT BUSINESS ON ACCESSORIES! 
For details of our outstanding Here are just a few of the many accessories listed 
distributor set-up write for in ovr catalog to make your sales of Foredoms 
Geteing So. 8180? BUILD PROFITS. 
R. J. OETJEN, (right) sales manager, 


SILAS El E C TR / C 4 0 M ae. | N Y Samuel Harris & Co., Chicago, checks 
literature with one of his salesmen, 


27 PARK PLACE, Dept. EXIM = NEW YORK 7, N.Y. Sam Clark. Jr 


INDUSTRIAL DISTRIBUTION © JUNE, 1957 








- bright color 


ba lig ds 


PA pee aes >>: 
, i — 
a PPO is 


float 


a) axed 


<oR CODED awp LENGTH MA 








ee 
“ _Pailette- Company . corwnane 2 or 


New Hodell Pailettes in lithographed colors work for you 
three ways—all at no extra cost! 

Here’s a chain package you can proudly display. New 
lithographed Pailettes are beautiful for floor, window or 
counter display . . . individually or massed. These attractive 
colors add a splash of brilliance to grouped displays. Stop 
customers! Make them look! Help you sell! 

Printing is lithographed right on the pail.. 


No more troublesome paper labels! New, 


.on both sides 
of each Pailette! 
lithographed Hodell labeling can’t scuff! Can’t peel, smudge, 
tear or be ruined by moisture! 


HODELL CHAIN COMPANY 


<p Oe 
Rs ee 


: eo 


SELF COLORED 


al -ah@eeleleiel: mr] 6) tial 


Labeling is big, with large printing for easy reading. Label 
ing is uniform... printed in the same position on every 
Pailette you receive! 


The color of the Pailette tells the chain grade—green ident 


fies Proof Coil, red indicates BBB Coil. Stock taking is a cinch! 
Hodell Proof Coil and BBB Coil chains 


And remember, 
are color-coded and length marked every 10’—with color 
coded tags on the ends— inside these beautiful, sturdy 
steel Pailettes. Pailette covers are self-sealing 

Ask your distributor for complete details. Better still 


him your initial order today. 


Cleveland 3, Ohio 


Division of The National Screw 4 Mfg. Co. 


lithographed 


& 








behind 
the 








YOR more than 65 years, Osborn has developed 
and built brushes to meet industry's needs. 


WUlIL VIU 


The excellent performance of these brushing 
tools throughout the years has gained unequalled 
acceptance among industrial buyers. They realize 
that top-quality is behind the name “Osborn” 
This acceptance is your key to greater sales 
volume to top profits through repeat orders 
year after year. Ask for an Osborn maintenance, 
paint and power brush order on every call. The 


t t 
Osborn Ma Nh fac turin g 4 mp any, Cle ve land ] +, Ohi Pe 


Osbou Brusher 


BRUSHING METHODS « POWER, PAINT AND MAINTENANCE BRUSHES « BRUSHING MACHINES « FOUNDRY MOLDING MACHINES 
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Meet Your Customers’ Fast-Growing Needs 


Automation . .. quality control... lower operating costs... greater 
safety for plant personnel — these basic objectives of industry demand 
improved, modern lubrication practices. Lincoln puts you in unmatched 
position to supply your customers with the greatest and widest 

selection of ultramodern lubrication devices and systems ever offered to 
the market. The complete line includes everything from the new 

surface check Hydraulic Grease Fittings and Man-Size Grease Guns to 
Power-Operated Materials Dispensing Systems and Automatic 
Centralized Lubrication Systems. 


Whatever your customers need in lubricant or materials application 
equipment — you have it— and the best! 


CENTRALIZED LUBRICATION SYSTEMS 
(For One or Banks of Machines) 


plete selection of 26 Systems to meet every appil- 
cat New Multi-Luber® System illustrated (manual 


GREASE GUNS (Heavy Duty Stee! Construction) 


Lube Capacities from 16 oz. to 32 oz. 


’ GREASE FITTINGS - 
. " (All Types and ; 
Thread Sizes) 
POWER-OPERATED From Hydraulic Ball-In- 
DRUM PUMPS Head to Self-Tapping. 


(For Original 100 Ib, of 
400 Ib. Drums) 
Complete selection BUCKET PUMPS 
of Air-Motors and (Portable-Steel 

Pump Tubes Construction) 
High and Low 
Pressure Models. 














i PORTABLE POWER LUBRIGUNS 
HOSE REELS POWER-OPERA TED (Electric or Alt Operated) 
(For Grease, TRANSFER PUMPS Lube C apacities from 35 ds. fo C Os 


Oil, Air and i 
Water Services) ae 


Heavy Duty, Fluids From 
s¢ Original Drums) 
Empties 55 gol. 
drum of S.A.E. 
30 oil in two 
minutes. 


ih PORTABLE 
LUBRICATION 
DEPARTMENTS 


(For Heavy Construction Contractors) 


) : Complete Combinations of Pumps and Hose Reels. 
¢ Standard Groups or Custom-Buyil! Kigs 
MATERIALS J 
SYSTEMS” FOR THE FACTS on how you can increase 
Ser'Spray’ or Fle G your profit opportunities and serve your 


ay - 2 i- he MEASURING VALVE SYSTEMS b th Lincoln Lub 
Applications customers better wi incoln Lubricatin 
Complete Systems for (Foot or Hand Actvated—Any Capacity) : = 3 
Original 400 Ib. Drums, For Injecting Metered Quantities of Lubricant Equipment, write: 
or 5 gal. Packages on Assembly Lines. 


9 
actuated, 











LINCOLN ENGINEERING CO. ~ Division of the McHeil Mochine & Engineering Co., 5739 Natural Bridge Ave * St. Louis 20, Me 
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rAKING OVER while her husband is 

n the road is Mrs. Ruth Kuznick at 

Screw Machine Supply Co.’s branch 

t n Springfield, Ill. Her husband 
ranch manager 





Pioneer Rubber Forms 





Yes, you could! The fact is you’d Texas Subsidiary 


have maximum profit potential. For The Pioneer Rubber Co. of Texas 
we make al] types of steel drive and | has been formed as a wholly owned 
conveying chain plus sprockets and 5 cette: of Wie Mie Baliien 
attachments. No matter what the 

chain needs of your customers and S 
prospects, you could supply them. Uh 
You could also call on the engineer- 

ing knowledge and technical sales warehousing and shipping facilities 
assistance of engineers trained in for industrial glove products made 
all types of chain, al] types of appli- by Pioneer 

cations. That could add up to more Officers of the Texas firm are John 
profit too. We'll answer your in- | ones, president; John H. Gib 
Baad promptly. | son, vice president; and Walter E 


1 


1ew organization, to be lo 
cated in Dallas, will have offices, 


secretary and treasurer 








The Union Chain And 


. 
Manufacturing Company H. R. MEAD has joined M. L. Foss, 


In Denver industrial supply firm, as 


SANDUSKY, OHIO in abrasive specialist 


INDUSTRIAL DISTRIBUTION © JUNE, 1957 





DEDICATED 
TO SERVE 


YOU! 


Our membership in ASMMA,, with its continuing program of cooperation, 
interchange of information, marketing and sales and service, 
undoubtedly is the reason we enjoy a happy relationship 


with the Industrial Supply Distributor. 


And, of course, the completeness and quality of the RED-E line 
of superaccurate anti-friction and solid centers, certainly are 
contributing factors, too. A close harmony franchise agreement; 
personal interest in your grinding and turning problems; 
advertising and publicity; literature and helpful engineering aids 
are other plus factors to round out a profitable picture. 


Ask a RED-E representative to tell you the whole story. 





tion 
1 Supply 


Industria ; 
June 19 
Booth 


w you the f 


No. 1115 


Conferences acts- 


sn, let's sho 


Come 


CENTER Specialists Since 1908 


READY TOOL COMPANY 


563 lIranistan Ave., Bridgeport 5, Conn. 
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{Win Repeat Orders 


When you sell Everlasting Duplex Blow-Off Units 
their many superiorities make regular customers 
for you 
These units combine quick action . . . tight seal 
lengthy resistance to wear proven for 
50 years 
Everlasting Duplex Units are available in any 
desired combination of quick-operating valve, 
angle valve and Y valve All units fully meet 
ASME code requirements. 


” 
Write for catalog 


For 50 years, Everlasting Boiler Blow-Off 
Valves have been sold exclusively through 
Distributors. 


EVERLASTING VALVE CO., 63 FISK STREET, JERSEY CITY 5, N. J. 


Everlasting Valves 


and price 


information 


TRADE GARK “EVERLASTING REG US PaT OFF 


UNIVERSAL 


your logical source 


for ALL-METAL 


Dlenrilde 


7. A complete line. 


. Inquiries invited and 
handled promptly. 


3. Quick factory shipments geared to 
your delivery requirements. 


¢. New CATALOG ID-100A especially 
edited for DISTRIBUTOR use. Ask for your copy. 





2163 South Kedzie Avenue, Chicago 23, Illinois 
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James C. Humphries 


Donald J. Morris 


Standard Pressed Steel 
Assigns Three Area Heads 
Three new district managers and 
three new salesmen have been ap 
pointed by Standard Pressed Steel 
Co. 
James C. Humphries has been 


Robert W. Dando 





named manager of the West Coast 
territory with headquarters in Los 
Angeles. Donald J. Morris heads 
the six-state Dallas territory and 
Robert W. Dando has been ap- 
pointed manager of the Philadelphia 
territory. 

New salesmen are George Bar 
nett assigned to the West Coast 
area, Arthur Henrie to the Detroit 
territory and Warren B. Thompson, 
Jr. to the Philadelphia territory. 


Mallory Succeeds Brandt 
As Honeywell Regional Head 


R. L. Mallory has been promoted 
to manage Minneapolis-Honeywell 
Regulator Co.’s southwestern sales 
region. He succeeds Frederick C. 
Brandt, who has been named man- 
ager of technical services for the 
firm’s commercial division. 

Mr. Mallory will operate from 
Dallas headquarters. He started in 
Philadelphia as a research engineer 
for the firm 24 years ago. After two 
vears he was assigned to the Hous- 
ton sales office and there served as 
district then 
branch sales manager. In October 
1952 he was appointed regional in- 
dustrial sales manager in Dallas. 


sales manager and 


Wins Safety Award 


Che S. G. Taylor Chain Co., Inc., 
has_ been National 
Safety Council’s Award of Honor 
for the best record in the chain 


awarded the 


manufacturing industry. 





WAR AGAINST MALARIA 


A juggernaut attack on malaria will 
soon be launched in Mexico under aus- 
pices of the United Nations, according 
to Chemical Wéek, McGraw-Hill publi- 
cation. The program, to cost $24-mil- 
lion, will take four years and will deal 
the disease a knockout blow. In all, 
over 11 million pounds of DDT will be 
sprayed on some three million houses 


and gardens. 














Patents Pending 


ACRA®STOP- 


Micrometric Travel Control for 
Engine and Turret Lathes... 
Unit pays for itself within days! 


REASONS WHY SALES ARE EASY 


© Set-up time cut in half 
e Production doubled 


e First class machining produced by 
semi-skilled labor 


@ Costly rejects eliminated 
@ Inspection time and intervals reduced 
A TYPICAL INSTALLATION 


ACRA® STOP: on a lathe 


Our intensive 
advertising and 
publicity campaign 
will pre-sell your 
customers 


A TRIED & PROVED PRODUCT 


Hundreds of Acra-Stops have been 
sold and are in daily use. Before 
launching a national sales pro 
gram we wanted to be sure 


A FEW SATISFIED USERS 


North American Aviation 
General Motors 

Thompson Products, Inc 
Lockheed Aircraft Corp 
Firestone Tire & Rubber Co 
Douglas Aircraft Co 

Radio Corp. of America 
Ryan Aeronautical Co 


Write for complete distributor information—prices and discounts 
RE % +h 


California 


’ 
ee ee 5 » ss 


- 
= 
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Because customers want 
realistic answers fast 
on small hole drilling 
and tapping problems... 





Profit-wise distributors 
speak up for 


Ettco tapping attachments 
made in sizes to fit any drill 
press — For small, medium 
and large taps and dies 
Popular stock items, sold 
universally for basic tapping 
needs. 


Edwin K. Toner 


: 


SPECIALISTS IN THE PLANNING AND Toner Covers Pennsylvania, 
MANUFACTURE OF EVERY COMBINATION New Seseey for Weatherhead 
OF EQUIPMENT FOR SMALL HOLE / 

DRILLING AND TAPPING 


Edwin K. Toner has joined the 
strial distributor division of The 
+} rh ] renr 

When Ettco distributors team up with Ettco engineers to plan a small Weatherhead Co. as a sales 7" 
hole drilling and tapping program, the customer finds it easy to take. tative and will cover Pennsylva 
The equipment is always realistically priced, exactly suited to the job, nia and New Jersey 

never needlessly over-powered — and will be delivered on time. Mr. Toner had been sales man 


That’s because Ettco equipment is built by specialists of standardized r of the United Refrigeration Co 
“Unit-Engineered” parts and fewer parts, most of which are inter- nd before that served as a sale 
changeable for other jobs. representative for Acar Supply Co 

s r* Viiteatay \ ‘ ‘ | . 


There’s another big Plus. Dealing with a single supplier who offers Philadelphia 
undivided responsibility and complete, authoritative answers on all : 
drilling and tapping problems, your selling job is simplified! 


Adds New Branch 


The famous “Tap & Drill Twins” shown \ new sales branch and warehouse 
at the left mey be used seperately or is being constructed by U.S. Rub 
in combination — single spindle or with S ' 

multiple heads as required. BELOW they ber Co. in the Brook Hollow Indus 
are combined with standard Ettco multi- trial District, Dallas. The new facili 
ple heads and work holding fixtures to ties, expected to be ready by the 
make a fast, high production special tt a 

machine. Their possibilities are un- iriy fall, wil replace present out 
limited. rrown offices and warehouse facil 


; 


two locations 








As an Ettco distributor, you 
can cash in even more on the 
extra profits available by 7 ny a 

“speaking up for Ettco” when- CHINA UPS Olt 
ever there is a small hole Confidence that Red China would 
drilling and tapping problem. ’ / become self-sufficient in oil by 1968 
' | was expressed by Yang Hai Pung, 
planning director of its Petroleum De- 
partment, reports Oilgram, McGraw- 
Hill publication. Planned output this 
year of 1.2-million tons is only one- 
ETTCO TOOL & MACHINE CoO., INC. third of the country’s demand, but an- 
569 Johnson Avenue, Brooklyn 37, N. Y. nual production is expected to rise to 
‘ : between 5-million and 6-million tons 

Chicago * Detroit * Los Angeles * Indianapolis 

TAPPING ATTACHMENTS © MULTIPLE HEADS © DRILLING & TAPPING UNITS AND MACHINES 


SPECIAL MACHINES « INDEXING FIXTURES « TAP & DRILL CHUCKS 
“See us in San Francisco June 19th—Booth 1423” 
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A COMPLETE LINE OF PREMIU! 


When kt Comes Tb Rough. Tough Industrial Applications 


CLINTON ENGINES 


STAY ON THE JOB WITH NO DOWN TIME 


A Clinton is the ideal original or replacement 
engine for heavy duty gasoline powered equip- 
ment at work in an industrial application. With 
Clinton you offer power for every job with models 
available from 13% hp. to 10.3 hp. Clinton offers 
coast to coast service to industrial users—more 
than 10,000 Clinton Service Stations. 


PERFECTED MAGNETO SYSTEM... Dust proof 
—moisture proof—over 1800 volts at cranking 
speed assured quick starting. AIR-COOLED 

. no water system to freeze or clog. No over- 
heating ... special fins maintain constant tem- 
perature. FULL FLOAT CARBURETION... idle 
and high speed adjustment for full range. 
Smooth acceleration... operates on hills and 
terraces even up to 45° slopes. 


ee the yellow pages of your teles e directory vEULC 


for the names of ( ton Serv =-— 
CLINTON MACHINE COMPANY 


nNSaW a 


World's largest manufacturers of the most complete lin 
engines. Over 5,500,000 now in use on the form, in t 


Clinton Machine Company 
Engine Division, Dept. B-9 
Maquoketa, lowa 


Please send me your engine specifica 
on Clinton Gasoline Engines 


a) Send me information about Clintor 
Firm Name 


My Name __ 


Address 
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MODEL 1200 aS ue 
’ : tal band saw Big capacity production saw, 
A ryared, horizontal band saw | Sgt? lads or greater acer 
ting, with a completely automatic racy and efficiency h pus 
cutting cycle. Capacity: 12” x 10” x 16°. Shown with optiona 
16”. Wet cutting standard wet cutting system. No. 8 and 
Model 600 are similar 





EVERETT CRUM, assistant to the 
I of Illinois Be arings (¢ Pe 
traightens it one ofl h 


display racks 
| 








General Machinery & Supply 
Moving to Oakland Quarters 


+! ROTO-VEYOR BAR FEED General Machinery & Supply Co., 


MODEL 49-A > Designed specifically for Model San Franci ] to mo\ vu 
Dual pury economy band saw 1200. All feed rollers powered an rancisco, plans oO move act 
shown as a horizontal cut-off Not shown is the Wells-O-Bar the bav to Oakland where the firm 
machine. Raise cutting head to Feed Master, available for Mod- : 
upright position—it’s a vertical el 1000, No. 8 and other pivoted is building $150,000 quarters. he 


t % ty machines : 
band saw. Capacity: 314° x 6° yee new facilities are slated for comple 


s WELLS-QUALITY CUT-OFF SAWS ie eest:ecucture will have 


... designed and engineered for the “VALUE BUYER” 18,000 sq. ft. of floor space for of 
l S ind < ousing on 

Take a good long look at value . . . it’s an important factor in nce id warehousing, ve-thire 
the fight to stem rising costs. 

For over 30 years, Wells Manufacturing Corp. has engineered ters 
into every horizontal metal cutting band saw, a combination of 
practical value features designed to give you the most for each 
dollar you spend. Extra rigid, heavy duty construction; “constant 
load” blade tensioning; safety switches with overload protection . . . 
these are just a few of the value-packed features that help you do 
a better cutting job at a lower unit cost. 

Put Wells to the test .. . compare them with other makes. . . 
it’s the best way to satisfy yourself of their OUTSTANDING 
PERFORMANCE and BIG VALUE. 


Ask your Wells Distributor for full information and assistance. 


more than the firm’s present quart 








Model 1200 Model 1000 Model 600 Model 49-A 








Capacity, Rectongulor 12” =x 16” 10” = 16” id 2 6" x 13” 3%" x 6” 
Capacity, Rounds 12%” 10” 6%,” 3%” 
Speeds, Ft. Per Minute 60, 115 50, 100 \ 50, 90 54, 100 
175, 275 ° 160, 250 190 
Motor Size % HP 4 H. Vy HP Va HP. 
Blade Size 2 1” = 11'6" ° 6” | %" x 8'2¥,"” %”" «5S 
Height to Tep of Bed P 25%" A” 25%." 24” 
Floor Space ¥ P 24” x 72” a ° 21” =x 50” 16%" x 38” 
Shipping Wt. (Approx.) 705 Lbs. . 425 Lbs. 145 Lbs 














METAL CUTTING 
B A N D Ss A Ww s SANGAMON INDUSTRIAL SUP- 


WELLS MANUFACTURING CORPORATION si Bang Bag gee rallye baghoni 


606 ADAMS STREET, THREE RIVERS, MICHIGAN 
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DISTRIBUTORS: 
Big ads like this 
are telling your 
customers to order 
Acme Carbide Drill 
Jig Bushings from 
you. Write for 
suggested initial 
stock and price 
lists. 

















Wears 50 times longer 


Made to A.S.A. standard tolerances or special 


requirements DELUXE MODEL 
Made in all types of A.S.A. standards SOLID TUNGSTEN 
Manufactured with full drill bearing surface CARBIDE DRILL 
Reduces down time to an absolute minimum JIG BUSHING 


Non-corrosive and rust-resistant 











Many sizes in stock 


Write your distributor or Acme for information and prices 


on tungsten carbide, micro and standard drill jig bushings. 


ACME INDUSTRIAL COMPANY 


218 N. Laflin Street * Chicago 7, Illinois * MOnroe 6-4122 


INDUSTRIAL DISTRIBUTION ¢ JUNE, 1957 





SELL TOP QUALITY 


HOLD-E-ZEE 


SCREWDRIVERS 


+ | 

in FEATURES 
in QUALITY 
in VALUE 


ARBOR SPACERS For complete customer satis- / 
SHIMS and SPACING oe faction, sell the feature- 
Sein 9 tape HO est = packed drivers that give 

001” to 125”. Arbor a alg Se Gonie all .purpose use—sell 

Sqway Ake teodeg Calon ts nu- a HOLD-E-ZEES 

thickoeseos from 34° to 3” Hlerdened Delta Power Tool 


A pe gti Py mney ~ Elevates Stoner FEATURES (exclusive) 
— include: LOK-BLOK, § 
James C. Stoner of Delta Power makes blade impact, 
lool Division, Rockwell Mfg. Co., twist proof; GRIPPER 
has been transferred from the head recedes deep into 
quarters sales staff to district sales handle; Special Bit, 
manager in the Illinois area. 


Mr. Stoner will make his head 


recognized as best 
for both cross 


FEELER 


point screws. 


STOCK « quarters in Chicago. He joined the 
Made from firm in August 1955 QUALITY is ovtstandin 


tempered stock, rolled to close toler- 
ances, 14” x 25’ coils packaged in trans- 


parent plastic boxes, except above Resiie hand cians 
020”. Strips 4” x 12”, in cellophane. ALY i 9 


vanadium blades f 


to last long 


27 thicknesses. All thicknesses from ’ . 
001” to .032”. (For use in precision Re-elects Directors 


fitting, checking clearances, inspec- : ; 
tion and production work.) At The Colorado Fuel and Iron 


Corp.'s annual meeting, A. ( 
Bekaert, A. F. Franz, Charles R 
Tyson and William M. White were 
re-elected directors for three years 





SHIM 

STOCK « 

Steel or brass. 

Selected from 

material rolled 

to precision limits, 

free from burrs, and pro- 

tected by oil coating. Coils packed in 

carton for easy dispensing and protec- 

tion. 15 thicknesses, .001” to .032”. 

Sheets 6” x 12”; coils 6” x 120”. Avail- 

able also in two assortment packages ' - VALUE is unsurpassed 

—12 thicknesses, .001” to .015”, and : i ae es. : 

15 thicknesses, .001” to .032” 9? eae ah eegagaloect 
Os Plus... yet cost no more 


than ordinary drivers. 


Pre-Sold by aggressive na- 
tional advertising and out- 
standing merchandising units. 


WRITE FOR 
Complete, Profitable : 
Dealer Information | 
Order 


Today! HAROLD SELKE, general manager of onus UPSON BROS., inc. 


Transmission Supply Co., Peoria, Ill., 


DETROIT STAMPING co. | catches up on some of his corre spond Your ROCHESTER 14, N. Y 


332 MIDLAND AVE. © DETROIT 3, MICH.| ence Jobber 
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three gentlemen on their way...out of business! 


And so unnecessary . . . inventory 


control by Remington Rand could 


prevent it. 
‘The sad fact is that these gen- 
tlemen are on their way out 


t 


because of inadequate inventory 


control. They’re attempting to 


carry inventories without the 
kind of simplified control of in- 
dividual items that makes it easy 
to keep such stocks in balance. 
Eventually they'll discover what 


losses... 


it means in terms of 


or possibly in terms of profits! 


By the way...have you ever 
this 
possibility by having your Inven- 


tory and Record-Keeping System 


protected yourself against 


analyzed by a professionally 
trained consultant? You can you 
know ...at no cost to you. 
Whatever your business — 
manufacturing, wholesaling o) 
retailing —Remington Rand is in 
a position to offer you the Inven- 


tory Control System best suited 
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to your exact needs. Our inven- 


tory specialists are trained in 


every type of control 


vast experience enjoy 
standing prestige in this field 
For free information, 
Room 1610, 315 Fourth Aven 
New York 10 


your interest as manuta 


simply 


wholesaling or retailing 
INVENTORY CONTROLS by 





bs 14 








Sell these Great 
Names in Belt 
Fastening 








FLEXCO 
FASTENERS 


= ~ 


mer i 


ALLIGATOR 
CONVEYOR 
BELT LACING 


FLEXCO 


HINGED FASTENERS 


To many distributors the year 1907 
may not seem too long ago. Many 
of your organizations are older. 
This year marks the beginning of 
Flexible Steel Lacing Company's 
pioneering leadership in the 
development and manufacture of 
metal belt fasteners. 


At this early date Flexible Steel 
Lacing Company recognized the 
importance of selling its products 
through distributors . . . 4 policy that 
has been rigidly adhered to 

through the years. 


Our 50 years of association with 
distributors has been very enjoyable 
...and rewarding. We have prospered 
and expanded with your support 

and cooperation. 


Flexible Steel Lacing Company 
begins its second half century with 
a sincere appreciation of the truly 
invaluable services rendered 

by distributors. 


FLEXIBLE STEEL LACING CO. 


4633 Lexington Street 
Chicago 44, Illinois 


ALLIGATOR 


V-BELT FASTENERS 
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E. Ray Draheim 


Faultless Caster Promotes 
Draheim to New Position 


E. Ray Draheim has been ap 
pointed to the new post of assistant 
sales service manager at Faultless 
Caster Corp. 

Before his promotion, he had 
been a sales service representative; 
he also held positions in the pro 
duction department and completed 
the firm’s plant and sales training 
program. Mr. Draheim has been 
with the company about 10 years 


Represents Evans Rule 

James Lagiss has been appointed 
1 representative by Evans Rule Co 
for Oregon, Washington and north 


western Idaho 





\\ 


L. D. RYAN, branch manager, Black 
& Co., Danville, Ill., goes over the 
morning mail before he starts his work 
day 





Abramowitz Heads 
Carlon Products 


William L. Abramowitz has been 
elected president of The Carlon 
Products Corp. succeeding Brigham 
Bnton, who continues as _ board 
chairman. 

Mr. Briton had served as presi 
dent and board chairman since the 
founding of the company 21 years 
ago. Mr. Abramowitz was formerls 
a vice president of the Borden Co.'s 
chemical division. 





Robert Fultz 


Fultz Manages District 
In South for Wood Shovel 


Robert Fultz of The Wood 
Shovel & Tool Co. has been ele- 
vated to district sales manager for 
North Carolina, South Carolina, 
lennessee, northern Alabama and 
Mississippi. 

Formerly a sales representative, he 
will headquarter at Charlotte, N. C. 





NEITHER HUMIDITY NOR 
HUMANITY 


Spurred on by the ever-present 
threat of smog, Los Angeles is speedily 
mobilizing 463. crea industries for a 
new anti-smog campaign, according to 
Chemical Week, McGraw-Hill publica- 
tion. The plan: a systematic shutdown 
of air-polluting industries when 
weather conditions threaten a bad at- 
tack. More than 200 plants have al- 
ready submitted emergency shutdown 


plans. 














PIPEMASTER 


“T’ve been around pipes and pipe tools for the better part of a 
century! Long enough to give some advice. I want to tell you 
that there’s no wrench like the Pipemaster wrench! Yessir! I’ve 
been using this wrench because it’s easier to work with. Ths 
Pipemaster people thought up a kind of double-action spring 
that makes these jaws really grip and release. And, these bal 
anced heavy-duty Pipemasters are lighter weight without sacri 
ficing one bit of strength!” 

This ad is part of an intensive campaign in national trade 
magazines persuading your customers to use PIPEMASTER 
hand pipe tools—wrenches (all sizes from 6” to 48 cutters 
vises, stands, tubing cutters, and threaders. Mail your order for 
Erie factory-tested, unconditionally guaranteed PIPEMASTER 





(g Rene 


ERIE TOOL WORKS 
Us 2 ERIE, PA., U.S.A. 


IPEMASTER 


IN CANADA—ETF TOOLS Ltd. St. Catharines, Ont 
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Write for Bulletin 33-C 


Belt-Saver ads, such as the one pic- 
tured here, have promoted indus- 
trial markets for distributors over 
a period of many years. Industry 
is sold on Belt-Savers, and they've 
become a “bread and butter” line 
for many distributors. Let them 
earn steady profits for you 

You'll win customer good-will, 
too, because Belt-Savers increase 
belt life from 50° to 400% in in- 
stallations conveying abrasive 
materials. Sharp lumps and rough 
materials are dislodged from Belt- 
Saver Pulleys by the exclusive cone 
and wing design ... without lodg- 
ing between belt and pulley. 





SPROUT-WALDRON 


BELT-SAVER PULLEYS 


The large demand for Belt- 
Savers is continually growing for 
applications ranging from stone 
and gravel to wood chips and foun- 
dry sand. You'll find hot prospects 
among the quarries, foundries, 
mines, sand and gravel plants, con- 
tractors and others in your terri- 
tory. 

Quick sales can also be made 
with Sprout-Waldron’'s line of 
standard cast-iron pulleys for 
transmission and conveyer use. 
They’re available in a wide selec- 
tion of types and sizes. Write for 
full details. 


SPROUT-WALDRON 


3 LOGAN STREET * 


A Small Item 


MUNCY, PA. PA. 


With a Big Responsibility! 


Leaky joints in factory service lines can cause costly shutdowns 
. - and they can be avoided. Precision engineered Wheeling 
“X-L” Pipe Couplings insure tight joints always; they're manufac- 


tured under strict Quality Control that have made them industry 
leaders since 1918. Available in diameters from %” to 12”, in all 
types, each engineered with strict adherence to A.LS1. A.P.I., 


A.A.R. or other applicable specifications. 


SEND FOR FREE 
CONDENSED 
CATALOG 


WHEELING MACHINE PRODUCTS CO. 


WHEELING, WEST VIRGINIA 
CALIFORNIA WHEELING MACHINE PRODUCTS CO., WOODLAKE, CAL. 
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Donald Anderson 


Armstrong-Blum Mfg. Fills 
New York Territory Post 


ld Anderson has joined Arm 

lum Mfg. Co. as a field en 

s been ippointed 
Ipstate¢ New Y 

Wavy, who was killec 

last October 


trritory extends 


te 
t¢ 


ork tel 


] 7 
Th lude 
ice of On 
I approx! 


hot 


Colonial Supply 
Elects Officers 


Col 1 Supply 
i up} 





A WALL PAINT THAT KILLS 
GERMS 


A vinyl latex wall paint has been 
developed that reportedly kills germs 
coming in contact with it, reports 
Engineering News-Record, McGraw-Hill 
magazine. According to the manvufac- 
turer, laboratory tests have shown that 
even after two full years of exposure 
with repeated washings and scrubbing, 
the paint was still positive death to 


germs 














Wiley’ 


FROM STOCK Standards & specials 


WORK 

SUPPORT 

= 3 Yo] 

fel ame-yol-leit-tm-lelelilet-titels| 


| have pioneered in the development relate) , From Your Stock 


Willey’s 

or Ours... 
Price List & Catalog 
toolmakers with “know-how” build these tools for standard as on Request 


manufacture of carbide work support blades. Seasoned 


well as for special applications. Many centerless grinding operations 
requite special carbide tipped work support blades for work such a 


diameter — angular — form—tapered or radius grindihg 


a 


a ote] Teieaie). ii, lcm) Alsi ed = 


Willey’s regrind or carbide re-tip your worn out, chipped, broken or damaged 


wie) g Mest) o) lee Mmolicl+(-. ME oMelslelulelMEclaat lacie tere iimeetsigellelil mmelale WI LLEY’ hm 


parallel. For more than 20 years Willey's customers have used 


his service, often having the some blade recond CARBIDE TOOL 
tioned many times a service and 


Tohdlileb Meh cel iiele) mle Cc © vi PANY 
youre 1340 WEST VERNOR HIGHWAY « DETROIT 1, MICHIGAN 
WOodward 1-9444 
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your customers want ‘em 


and Two Hole Pipe and Conduit Straps 


William Ohly 
Acro Division Appoints 
Distributor Sales Head 


Series No. 7000 By the Pound Series No. 8000 By the Pound 
Series No. 7600 By the Piece Series No. 8600 By the Pound VW illiam Ohly has been named 


PAINE quality pipe and conduit straps are packed by the pound and by the manager of distributor sales for 


piece Because your customers want to bug them BOTH WAYS. 3Y THE ~~ : Roberts! Ful 
POUND—-Packed in 5 and 50 pound cartons. BY THE PIECE—Packed 10 to Acro Division of Robertshaw-F ulton 
1,000 in the carton. Controls Co 

The division, formerly Acro Mfg 
Co., was recently acquired by Rob 
ertshaw-Fulton Mr. Ohly had 


served as a sales engineer for Acro 


Mfg 


Request Additional Information 


“THE PAINE COMPANY, 17 Westgate Road, | Addi, Mlinois 


Everybody KNOWS the line that KNOWS its 


Joins Hy-Pro Tool 


Charles J. Lvons has joined Hy 


LAWS - ; Pro Tool Co. as a direct factory rep 
REQUIRE resentative and will cover the New 
DusT 

LLECTING 
EQUIPMENT 


PLANTS 
YOu ARE 
Now 
CALLING 


~ 
e 


York, New Jersey area 





™%. 1.2.3 
ond 5 HP 


Soindie Bofors SIC TRANSIT—FAST 


Razing not-so-old buildings to make 
way for bigger ones is not new in the 
United States. But Engineering News- 
OW. oe B.).28 Record, McGraw-Hill publication, says 

} wn the fastest speed has been set by the 
— $24-million Pacific First Federal and 


HERE'S 
loan Building in Portland, Ore. The 


EX7RA PRICE is on ottractive feature QUALITY, however: has never first five floors of an eight-story rein- 


SAL ES in the fomous CINCINNATI gen- —_been sacrificed in the production forced concrete building had been 


. of these buffers and grinders. 
eral purpose buffers and grinders, We sincerely believe A Cincin- completed, when the owners decided 


li i i pac- =i © “ 
VJUST FOR ne pe amg pf neti line is America’s top dollar to enlarge it. So everything was de- 
i s since : volue! . 
molished to the basement-floor level 
Featured Nation-wide by Leading Distributors. Write F Cetelogue TODA ‘ 
“ cs and an eleven-story steel-frame struc- 


THE Makers of o compleie line of pedestal ond bench grinders and buffers, speed lathes, 
dust collectors and cut-off machines. ture went up instead. 


ASKING ! S THE CINCINNATI. txtctricat toot co. 


312 MT. HOPE AVE. @ CINCINNATI 4 @ OHIO 


-—---- 
~- 
o* 


’ 
u 
- 
* 
. 
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STEEL-CUTTING CARBIDES 
OMNCREASE PRODUCTION @GCIE UP T050%LONCER LIFE 


Carbide inserts (grade)... .Carmet CA-610 
Rate of Travel.... 400 S.F.P.M. 
10 in. per minute 
Ye inch 
1095 Cold Drawn Shank 
Steel, 200 Brinell 


Here's something special for you: the new Carmet stec 
carbide, called the ““CA-G00 Series."’ One of the grades 
milling operation—a tough job where the n 

production. Cutters equipped with Carn 
the production of the machine on this job, | 
Complete Technical and . - - materials previ 
These heavy-duty CA-600 Carmet grades 


ance, ai? Premitim in pr 


pres 
Shop Data on the Carmet ; have been thoro 
"CA-600 Series" of special They're available to ht your steel-cutt 


j 1Srate thor shirlrts 
Jemionistra , } r at f 


d al i the ability I ave time and mor for you. Cet 
steel-cutting Carbides your nearest A-L representative or distributor, or addre Allegheny Ludlum 


Steel Corporation, Carmet Division, Detroit 20, Mic higa 


Ue foe fue Guy For ALL your CARBIDE needs, call A 


ehp 
ADDRESS DEPT. ID-90 Al leg heny Lud lv m gry 


ee 


ughly 


ing requirem¢ 
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What is Flexflyte? 
A lightweight, reinforced ducting 
made of a spring steel wire helix 
covered with coated fiber glass or 
a cotton fabric and bound with a 
fiber glass cord. 

What are its applications? 
Flexflyte is used for transmission 
of hot or cold air, fume removal, 
dust collection, materials han- 
dling, etc. 

How flexible is Flexflyte? 
It will take tight turns at any 
point up to 180° without buck- 
ling. No elbows or fittings are 
required to install it. 

What are its temperature 

ranges? 
It remains flexible from minus 
120°F to plus 650°F. 


What about Flexflyte’s 
resistance to abrasion? 
It is highly resistant to abrasion, 
especially when coated with FT- 
506 which has more than 200 
times the abrasion resistance of 
any tubing of its type and weight. 





facts about Flexflyte° 


that explain why this 
ducting is easy to sell 


Is it flame resistant? 
Flexflyte has exceptionally high 
flame resistance and will not sup- 
port combustion. 


What pressures will Fiexflyte 
handle? 

Internal working pressures up to 

70 psi and external working pres- 

sures up to 15 psig. 

What about installation? 
Flexflyte is quickly, easily in- 
stalled by means of metal clamps. 
It is also available with special 
enlarging or reducing ends, either 
cylindrical, rectangular or poly- 
hedral for special requirements 
Can Flexflyte be engineered 
for unusual applications? 
Yes. In addition to standard 
lengths and diameters, special 
fabrics, coatings, connections, 
lengths and diameters are avail- 
able. Our special Silicone Depart- 
ment, working with automated 
machinery, is prepared to meet 
any requirement for silicone 

ducting that you may have. 


For complete information on this profitable product, write to Dept. 116. 


Flex!ble Typing 


CORPORATION 
GUILFORD, CONNECTICUT « LOS ANGELES 64, CALIFORNIA 
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NEW MANAGER of the industrial 
products section of Hagerty Bros. Co., 
Peoria, Ill., is Rav “Bud” Worrtick, 
seated. He replaced W. J. Heyd, nght, 


vho } resident and assist 


ecame VICC pre 


int-treasurer 





GM Divisions Stage 
Distributor Meetings 


[wo industrial bearings distribu 
tor conferences were jointly spon 
sored by General Motors 
Corp. divisions: United Motors 
Service, New Departure and Hyatt 


three 


Bearings 
(he meetings were held at Kan 
City and San Francisco and 
ymbined attendance at the two 
ents exceeded 300. ‘The program 
covered merchandising, communica 
tions, production and future plan 
Executives of the three divi 


ning 
Titi 


iddressed both groups. 





AIR ODORS CONTROLLED 


Industry, because of growing com- 
plaints and legislative action within 
the past five years, has become mere 
aware of air pollution—particularly 
odor problems—and its control, reports 
Chemical Week, McGraw-Hill publico- 
tion. This is reflected in the change in 
the sales pattern of one of the leading 
makers of odor counteractants. Last 
yeor its industrial products sales 
equaled 1948’s total sales of both 
consumer and industrial deodorants 














Why RBaW Distributors rarely (« 
lose a fastener sale— 


SIX GOOD REASONS WHY IT PAYS 


TO STOCK RB&4w 


1, The most complete line 
in the field 
2. Uniform quality through- 
out the line. 
reliability of 
stocks at 


3. Complete 
supply from full 
oll plants 

4. Fast, accurate and friend. 
ly service. 





FASTENERS 


5. Best advertising support 
in all leading publications 
including Fortune, Iron Age, 
Steel, Mill & Factory, etc 


6. The “upside- 
extra 


quick 


original 
down" package 
strong for no-spill, 
ond easy handling. 








| r 800 times the number of 


fasteners in this picture gives you the 
answer to why RB&W Distributors 
rare ly, if ever, lose l 

RB&W makes a? 
250,000 different fastener types and 


the 


a Saie 


, , 
d stocks close to 


sizes—the most cé plete tine in 
field 

That’s why RB&W Distributors can 
always satisfy customer needs... give 
better service ...and sell more 
fasteners. 

Breadth of line is only one reason 
why so many distributors prefer to 
handle RB&W. They know they can 
also count on RB&W’s 112-year repu- 
tation for reliability of product, serv- 
ice and supply. 

If you're losing sales now because of 
limited lines or service, 
contact your nearest RB&W sales office. 
Or write direct to Russell, Burdsall & 
Ward Bolt and Nut Company, Port 
Chester, N. Y. , 


inadequate 


112th year 


Plants at: Port Chester N. Y.; Coraopolis, Pa.; 
Rock Falls, ill; los Angeles, Calif. Additional 
sales offices at: Ardmore (Phila.), Pa.; Pittsburgh 
Detroit; Chicago; Dalles; San Francisco. Sales 
agents at: Milwavkee, New Orleans, Denver 
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This drive puts POWER into 
every hand pipe tool! 


HANDY VISE — 


MOUNTING 


PLATE 4 


NEW WRENCHLESS FRONT CHUCK 
~, GRIPS TIGHT FOR BOTH RIGHT- 
. AND LEFT-HAND OPERATION 


RUGGED CASE 
GUARANTEED 
FOR LIFE 


UNIVERSAL 
CENTERING 
REAR CHUCK 


v 


\s 
my 
CONVENIENT ‘ = 
BUILT-IN : 


TOOL RACK 


HEAVY-DUTY 
REVERSIBLE 
MOTOR 


s* 
a 


RANGE: %” to 2” Pipe 
WITH GEARED TOOLS: 2" to 12” Pipe 


PLENTY OF POWER TO THREAD 
REAM, CUT OFF AND TURN UP FITTINGS 


Speeds Up All Your Threading Jobs! 


Better threads, four times faster than you 
can cut them by hand. That’s the big reason 
why more and more contractors and main- 
tenance men choose this powerful Oster 
No. 432 Lightweight Champ. 

Get all of the facts about this machine 
—the most versatile of all Oster Portables 
— from your nearby Oster Selective 
Distributor — or write direct for free 
literature and the names of your nearest 
distributors. 


Builders of 
the World's Mest 
Complete Line of 

Threading 

Equipment 





ATTENTION DISTRIBUTORS! 
Oster backs your sales efforts with ads like 
this in ti | publicati every month. 














THE OSTER MANUFACTURING CO., 1302 East 289th St., Wickliffe (Cleveland), Ohio 
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Donald R. Vick 


Vick Heads New Branch 
For Century Electric 
\ branch office has been 
by Century Electric Co. in Portland 
Ore., and will be headed by Donald 
R. Vick, 
March 
The new office, located at 12358 
N. W. Gilisan St., will serve the 


) 
; 
Pacific 


ypened 


who joined the firm in 


rthwest area 





CHARLES F. KOTEK, owner of K 
tek Hardware & Supply House Da 
| hecks some of his plumbi 


kK 





SLIMMEST AIR CONDITIONER 


A 15-inch thick air conditioner—said 
to be the world’s slimmest—has been 
manufactured, notes Engineering News- 
Record, McGraw-Hill publication. Avail- 
able in one-half to one horsepower 
units, “The Slimline” can be flush- 
mounted inside or outside the room to 


eliminate overhang. 














Boost fitting volume with IMPERIAL 


IMPERIAL HI-SEAL® IMPERIAL IMPERIAL 
BUTT-JOINT FITTINGS HI-DUTY ® J.C. 37 
Foolproof assembly! No FITTINGS FLARE FITTINGS 


pene oe. bong ol Save 36 to 77% Withstond high pressures 
“ . , installation time. and severe operating 

pees ge ph ray Withstand severe conditions. Brass, steel, 

sendards. For '* te 1%" vibration. Bross stainless steel 

0.D. tubing. Steel and end oluminum. 


stoinless steel. 


COMPLETE RANGE FROM 
A SINGLE SOURCE 


IMPERIAL IMPERIAL IMPERIAL 
ERMETO FITTINGS FLEX® FITTINGS s POLY-FLO* 


No flaring, threading, The brass tube coupling iy FITTINGS 
welding or soldering. with the vibration and 
shock-absorbing sleeve. 
Withstands minor tube 
movement. Also 
Nylo-Flex Fittings for 
nylon tubing. 


IMPERIAL at # \IMPERIAL IMPERIAL 
NYLO-SEAL* COMPRESSION S.A.E. 45° 


For polyethylene or 
other plastic tubing 
Finger tightened only 
Save time and labor 
Brass 


Make sofe connections 
that withstand high 
pressure and vibration. 
Steel. 


FITTINGS FITTINGS FLARE FITTINGS 


Made of DuPont Zytel. For low pressure work. Heavy-duty or standard 
Economical, corrosion Simple, efficient, ’ types. Withstand severe 
resistant. Save up to economical. Brass. tensile pull and high 
90% compored to pressures. Brass 
stainless steel fittings. 


IMPERIAL offers industry's most complete line of fittings for 
connecting steel, stainless steel, copper, aluminum and plastic tubing 


IMPERIAL © 
IMPERIAL PRESSURE HOSE FLUID CONTROL 
INVERTED-FLARE and REUSABLE and SHUT-OFF 
FITTINGS COUPLINGS VALVES 
eg fr high, medivm and cooing ater 
flare one ie inside —- ot wee — oli ee gx Weed types 
body. Brass. oil, Genel rode ah 2-, 3-, and 4-way styles 


woter, air, LPigas. 


TUBING TOOLS TOO! Imperial offers you industry’s most complete line 


for working copper, steel, stainless steel, aluminum and plastic tubing! 


IMPERIAL IMPERIAL FLARING TOOLS IMPERIAL 
TUBE BENDERS All types for making 45° and 37 TUBE CUTTERS 
Lever, gecr and we flares — single and double flares For tubing 

spring types 8 to 24" O.D 


Write for Catalog 200 


THE IMPERIAL BRASS MFG. CO. eC , J 4) j 
IMPE RIAL 1220 W. Harrison St., Chicago 7, Illinois Cmble ~~ 


in Canada: 334 Louger Ave., Toronto, Ontario “TM 
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Qutboard Marine announces dealerships 





Big-ticket, high-margin Pioneer will 


Be among the first to sell PIONEER Chain 
JOHNSON and EVINRUDE Outboard 


CHAIN SAWS ARE LOGICAL FOR OUTBOARD MARINE Profits from an average operation can be very rewarding due 
= : 3 to Pioneer’s high margin and ease of sale . . . because pros- 
Chain saws fit easily into Outboard Marine’s group of qual- pective Pioneer custon a ywhere 


ity, engine-driven products for America. Our experience and 

leadership in engineering, merchandising, and advertising Anyone who build 

famous products give us an unbeatable combination for gain- owns land with 

ing and keeping the lead in the chain saw field. campers, people 
- , saws. And these 

But chain saws are big business, too! This graph tells of timher eutt 

the story. In 1950 between 40,000 and 50,000 chain saws were 

sold in this country. By 1954 more than 200,000 were being : 

: 2 : And the g 

the market is expected to exceed 


if I 


tory phase 
: ; and adverti 
Marine intends to mass produce and 1 rehandise chain =— offered to th 


t 


9 : #” , 
300,000 units. Yet it’s only the rin? Ar 


saws to keep pace with this expanding 





SERVICING IS A SIMPLE, HIGH-PROFIT 





}, 600,000 
: PART OF CHAIN SAW BUSINESS 





ties attr: 


Be While ser 
ment, the } 


Spur the 





service statio 




















1950 1954 And this ful 
: ; simple service a re nts with qualifi 

To meet the chalienges of this mushroomi: marke Any law! bak le 
Outboard Marine presents the woods-tested Pio : 


d 


i S 


implement s¢ 


time mechanics fir 


sands of Pioneer chain saws have been sold 
States and Canada... they have rendered excell 
and many are still in use. re Outboard Marir 


took to market it, Pi hac pi he roughest tests we Parts are 


sideline 


could devise . . yet IU Sz up and beg -d for m > 1it new parts depot 

to take it for years ... every detail for any ng job, country Qualific 

big or small! In a an rfo i n’t receive prom} 

have to take a back seat any chain saw. tions in planning 
Service manuals 

That’s why Pioneer ! } d Sta will b 1 by 

new, full-fledged, autonomous division of t rd Marine 90-DAY WARRANTY ON ALL PARTS, OF COURSE! I 


| the Pione vill be backed to the hi 


on an equal plane with Johnson, Evinrude, Law y! all our oth 


factory and the ! 
WE'RE SELLING DIRECT FACTORY-TO-DEALER 


Every product of Outboard Marine is distributed in the most 
efficient manner possible. In the case of Pioneer, direct CHAIN SAW BUSINESS IS EASY BUSINESS 
factory-to-dealer distribution answers the problems. Due to 
the natural efficiency of this type of distribution, at sav- Unlike major applian I : Pioneer chain saws re- 
ings are possible within a competitive price str _—- quire no chan n your! 1 of operation, sto t, or 
savings that allow greater dealer margin (which we believe service set-up. Th al t spa ven though they’ll be 
essential to 118, and our, success) and at the Same time b : one of you! h f ) 
a greater amount of funds for promotional activi 
And there’ ng my Is or complicated about the 
We offer more margin to dealers... plus full-scale pro- chain saw | ness. T ‘sal mand. You'll get con 
motion and merchandising support , here’s more plete and detailed informatior very phase of the business 
profit in a chain saw sale than the initial “he ! Field from us (INCLUDING “TEN DAY” SALES PLAN THAT WILI BRING 
wre oy that each original purchase of a saw leads to CASH-READY CUSTOMERS INTO YOUR STORE.) You’ll get pir 
sales of 242 replacement and auxiliary chains and 1! ars oin »rchandisi ‘Ip ar u’ » show of ag va 
Service and f° ae parts aa ad xe iW tasce oat of _ ra : a a nee — ble din - — — seen 
i inn nt pi 0 do to ge he largest possible profits from your Pioneer 
] 
i 








z 
the business. Imaginative dealers will take advantage of this dealership. Outboard Marine is in the chain saw business to 
to profit from the high-margin and fast turnover offered. be the leader in the field 
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available for new PIONEER chain saws! 


be given full merchandising backing 





Saws, the New Companion to World-Famous 
Motors and LAWN-BOY Power Mowers 





THE CASE OF THE DISAPPEARING MARGIN! 


The squeeze is on .. . and that's you, in the middle! 
Margins have not gone up . . . but sales costs have . 

and they've sky-rocketed. In some cases items you've 
been selling for years are no longer worthwhile even 
stocking because the return for your time, your store 
space, and the sales work needed is not there! Some 
experts quote the dealer's cost of handling and selling 
as high as 18%! Take 18% from average margin and 
there's very little left for your pocket. The answer is more 








high ticket, high volume items. 


Pioneer will answer this problem. Pioneer saws give 


high margins on strong prices. Everything you have to 
know (and it's not a lot) will be provided. The inventory 


you stock will return the highest profit for your investment 
AND A LONG LINE IS NOT NEEDED .. . Pioneer's two 
models cover the needs of the field! 


For your space, your work, and your investment, your 
best return overall will be with Pioneer! 

















OUTBOARD MARINE'S 
FORMULA FOR SUCCESS! 


The same formula that has made Johnson, 
Evinrude, and Lawn-Boy the leading products in 
their fields is being used to assure the success of 
Pioneer. That formula is: 


® The most efficient distribution system for 
the product... 


® Powertully effective pin-point merchan- 
dising... 


® The right National Advertising that gets to 
the people who buy... 


*® Loca! Deaiers Complete the Chain... 


®But most important of all in deaiers’ 
success is this: OUTBOARD MARINE 
CORPORATION'S REPUTATION FOR FAIR 
DEALING WITH ITS DEALERS! 

Anyone who buys, uses or sells a product of 
Outboard Marine can depend on the complete 
backing and support of one of America’s most 
dynamic, forward-looking companies. 








THE PIONEER LINE...MADE TO SELL! 


work-tested, value proved, sales leader ! 


NEW PIONEER RA... 


toug! est best-eng ed 


chain saw. Direct 


BIG PIONEER JB... 
built for fast. heavy work 
under tough product 

ditions. Plenty of power, light 
n weight, neatly balance 
Simple to operate 

start, built to | 








NOW 


iT'S UP TO YOU! ff you've read this policy statement carefully 


you know the basic problems and answers of the chain saw business. You know how Outboord 


Marine intends to make Pioneer the leading chain saw of the country. NOW! Write to Pioneer Saws, 


Dept. 616, Waukegan, III. Detailed information will be sent you immediately. 


MIONEER © 


Pioneer Saws, a Division of Outboard Marine Corporation 
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Cad over 


sagging sales? 


Give them a big boost with the complete line of 
WITT Cans and Pails. 


Customers buy fast—come back for more—because 
they know a WITT won't quit! WITT Cans and 
Pails outlast 3 to 5 ordinary cans . . . hold their 
shape indefinitely. Sturdy lids fit tight, stay tight! 
Keep your sales at a high level. Sell cleanliness- 
appeal that lasts for years . . . sell WITT Cans— 
made of heavy-gauge steel for battleship rugged- 


ness. 


Write today for catalog 
and complete data 
on how you can profit 
with the WITT line. 


"Oniginators. of the Corugated Can” 


wane (ins 


THE WITT CORNICE COMPANY 
2111 Winchell Ave., Cincinnati 14, Ohic 





DTT 
Wu 


‘ 


JACK ROBINSON, salesman for Bat 
rett-Christ ( Chicago, checks in 
mpat nique “time board 

r switchboard Vhe 


sce at a glance 





New Sales Engineer 
Joins Flexonies Staff 


Robert F. Barge has joined Flex 
s 4 Orp 

| headquarter at the firm's Cleve 
t office. His territory in 
industrial areas of Ohio, 

inia and New York border 


rie and the St. Lawrence. 


is a sales engineer and 


was formerly manager 
of Goodall Rubber Co.’s Cleveland 
branch office and previously had 
been manager of the Cleveland dis 


trict for Durkee-Atwood Co 


Directs Canadian Unit 
Drummond R. Stuart has been 
ippointed gener i] manager of Black 
ra Decker Meg Co Ltd . subsidiary 
of The Black & Decker Mfg. Co 


+ 


He will be responsible for complete 


Canadian operations 





WHIRLY BIRD TELEVISION 


Television pictures have been trans- 
mitted from a helicopter at altitudes 
between 500 and 2500 feet to o re- 
ceiving location 50 miles distant, re- 
ports Electronics, McGraw-Hill publica- 
tion. The new system may be used by 
the Navy for control of amphibious 


landings. 
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STEEL PIPE. .. vital arteries for modern living 


Steel pipe is one of the most important of highest serviceability. J&L controls 
metal products in our daily lives. Modern yuality all the way from raw materials 
comforts and conveniences in the home through the finishing mills. Wheneve1 
depend on pipe. In industrial life, pipe is you need superior pipe and dependable 
the arterial system for the lifeblood of service, call your nearby J&L distribu- 
power and energy. tor. Or write to the Jones & Laughlin 
Jones & Laughlin is one of the world’s Steel Corporation, Dept. 420, 3 Gateway) 
principal suppliers of tubular products Center, Pittsburgh 30, Pennsylvania 


Jl Jones & Laughlin 


STEEL ...a great name in steel! 
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vality-controlled manufacturing makes SPANG 

ee! Pipe ideal for this type job. SPANG is easy 

ut, bend, thread and weld; helps moke fop- 
quality installations. 


Another 


CW STEEL PIPE 


Installation 


Freon 22 refrigerant feeds the system automatically 
from oc Beltemp trailer-mounted control center 
porked beyond the fence. Rink is 85 ft x 185 ft. 
Average of 550 skaters use rink daily. 








» 














“We specified “strtrkas Steel Pipe because it’s 
uniform, reliable and easy to work with” 


says Charles R. Beltz, Charles R. Beltz & Co., Detroit, Michigan 


Outdoor Skating Rink at Dearborn, Michigan 
uses 48,280 ft of Spang Pipe 


Regardless of temperature, there will be outdoor ice 
skating at the City of Dearborn’s Levagood Park from 
November 15 through March 15, now that the SpaNnc 
Steel Pipe ice rink has been installed. 

Costs for this rink were kept low in two ways. First, 
quality-controlled Spanc Steel 
17,520 ft of 1 Spane going into the grid was coupled 
Only larger sections re- 


Pipe was used. The 


with extra heavy couplings. 
quired welding. Spanc’s uniformity made it easy to 
work with, saved construction time. Pipe spoilage was 
unusually low. 

Second, the new rink is operated automatically from 
a Beltemp trailer-mounted mobile freezing unit. De- 
veloped by Charles R. Beltz & Co., the trailer unit is 
rolled into place and coupled to rink grid during the 
skating season. In spring the rink piping is capped and 


the trailer moved into storage. By using the trailer, 


47,520 ft of SPANG 1” Pipe was placed on steel sleepers, then coupled 
with extra-heavy couplings to form grid. Uniform pipe construction 
saved instcliation time. 


the cost of constructing a permanent building was 


eliminated. 


Make quality installations with SPANG! 
In any type of piping job. you'll get top-quality results 
with SPANG Steel Pipe It's manufactured 
controlled conditions and 

spected before shipping 


tributor I 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


S4N5 
General Soles Offi 
Two Sansa 7 waren erat Pa CW STEEL PIPE 


District Scles Offices: Atlanta, Boston, Detroit, Houston, 
New York, Philadelphia, Pittsburgh, St. Lc 


Los Angeles, 


Completed grid is embedded in sond bose. Next year ofter installation 
has settled, concrete base will replace sand to make installatior 


permanent 


as,” 
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This and similar ads 
are appearing in 30 
Leading Publications 
TO HELP YOU SELL 
VIKING PUMPS 





W. H. Feldmann 


Feldmann Takes Over 
As Worthington President 


Valdura offers maintenance W.H. Feldmann has been elected 
paints made from specific president of Worthington Corp WITH VIKI NG 


resins for every condition succeeding FE. J. Schwanhausser, TRUCK PUMPS 


who becomes vice chairman. H. C 


SL EPON | Ramsev continues as chairman and 


VAL-CHEM. Versatile, chemical re- hief exe - office 
sistant metal primer for use under any chief executive officer. 

ee ee ee Mr. Feldmann was president and 
and other chemicals on wood, metal or general manager of Electric Machin 








nry. , 
—— J PARLON \ ery Mfg. Co. which became part of 


PARAVAL ENAMEL. Not affected Wi rthington in 19 : In 1950 h 

by acids, alkalies and cther chemicals. : ° +4 ' 
sed on wood, metal, concrete or ma- was made vice president in charge of 

sonry. RUBBER BASE ENAMEL. . 

Combines excellent exterior durability sales for Worthington and became 

with high chemical resistance. executive vice president in 1955. 


_L BAKELITE | Mr. Schwanhausser joined the 


SUPER SERVICE ENAMEL. Re- ~ 
sists chemical, moisture and abrasive company 42 
conditions on metal wood or masonry. | a - = Ts 920 

ASPHALT ALUMINUM PAINT. elected vice president in ] )3 » vice end SAVE 
98% waterproof metal coat prevents | ; . ' Q4- eee 

a ah taaen, Meee one president in charge of sales in 194 valuable loading and 


tivity. COAL TAR) and executive vice president in 1949 unloading time 


' SEWAGE DISPOSAL BLACKS. Used He had served as president since If you are transporting o liquid 
Se peteting coneratescad meted || 1955, or temo you wl sve vel 
plants, reclamation a pom refrigera- able time = ce ge peg ag 
tion systems, metal and concrete pipe, load and unload with a 
marine exposures. URE TIVE Viking truck pump 





years ago. He was 








URAVAL. The very latest type of Powered from the truck, through 
coating that combines the ultimate in power take-off hao the trans 
resistance to chemicals, solvents, mar- mission, the iking positive 
ring and abrasion. Uraval will stand 
up where all other types of coating the 


have failed. ALKYD J with slow gravity filling and 
: 7 

M & F ENAMEL (General Mainte- — 

nance), VALKOTE (Implement En- Equipped with integral Viking 
amel), DARYWHITE. ucts that relief valve, the discharge line 
othe the wim vy « may be shut off without stop 
hard, tough, quick drying and color rae pump 

retentive. Available in 35, 50, 90, 200 
and 300 GPM sizes. Ask today 
Write today for complete infor- . for Catalog Gmm and 
mation. SP377mm 


VALDUR A & VIKING PUMP CO. 


PAINT DIVISION Cedar Falls. lowo USA 
AMERICAN-MARIETTA CO. | in Canada it’s "ROTO-KING” Pumps 
101 E. Ontario St., Chicago 11, iil. See our Catalog in Sweet's Plant 
687 Wellington St., Ottawa, Canada E. J. Schwanhausser Engineers File 


pump keeps the trickload on 
move—not standing idle 
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ONE OF THE OLDEST purchasing 
gents in the country, W. R. Batchel 
der, right, has been p.a. with Field & 
Shorb Co., Decatur, Ill. since 1898 
He is pictured with W. L. Tomlinson, 


] 
sales manager 





Boston Woven Hose Becomes 
Unit of American Biltrite 


Boston Woven Hose & Rubber 
Co. has been acquired by American 
Biltrite Rubber Co., Inc., and is 
being operated as a separate division. 

Now the Boston Woven Hose & 
Rubber Co. Division, former officers 
are continuing as officers of the 


division. 


Flexible Tubing Shifts 

At Flexible Tubing Corp., Eu- 
gene G. Swartz has been named vice 
president in charge of administra 
tion and finance. Charles E. Smith, 
recently named factory manager, 
will have overall responsibility for 
manufacturing operations. 





SWEET-SMELLING 
INCINERATOR 


it started with a swank desert resort 
that had to burn its refuse without dis- 
turbing the guests. Now the product 
is commercially available to make the 
backyard incinerator less of a nuisance, 
reports Chemical Week, McGraw-Hill 
publication. The horae owner sprinkles 
a liquid odor-masking agent on a wad 
of newspaper and tosses it on top of 
the trash burner. Instead of filling the 
air with the smell of charred refuse, 
the incinerator gives out a pleasant 


aroma. 


ASSURE 
NO STRETCH— 


NO LUBRICATION=— 


REDUCE 
MAINTENANCE 
TIME AND COSTS 


WOOD'S ‘suRE-GRIP' 
Timing Belt Drives 


Showing close-up of WOOD'S “Sure-Grip” 
Timing Belt Drive on this big lathe 
WOOD'S Drive has efficiency of close 


to 100%. 


HERE’S WHY WOOD’S “TIMING” BELT DRIVES ARE 
YOUR CUSTOMER’S BEST BET: 


No Slippage— Positive engagement of WOOD'S “‘Sure-Grip” 
Timing Belts’ teeth with pulley grooves assures no slippage, 
no creep, no power loss and precision control of speed ratio. 
Light or Heavy Drives—H.P. range is 1/100 to 750 or more. 
Stock drives run to 200 H.P., but wider belts and pulleys can 
be made to order in Standard lengths and diameters. 

No Lubrication— Absence of metal-to-metal contact eliminates 
need for lubricants, lubricating devices, oil-retaining housings 
... Cuts cost and weight. 

Virtually “sound-proof”’—Operates silently at lower belt speeds 
. .. Some sound is created by its turbulence and displacement 
at high belt speeds. 

Highest Mechanical Efficiency—No friction-creating joints, 
negligible heat generation, no slippage loss, no lubricant drag, 
minimum bearing loads. Efficiency — very close to 100%. 
Economical—Long service life, competitive initial cost, no 
lubrication or maintenance, possible savings in design, ease of 
installation .. . all adding up to real economy ! 


Write for further details, today ! 


T. B. WOODS SONS CO. 





CHAMBERSBURG, PA. 


Newark, N.J.. Dallas, Tex., Cleveland 


Branche Canrbrida: 
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*~ GREATER 
PROFIT 
OPPORTUNITY 


... with ayb's complete 
line of time-proven 
quality products... 





Here’s your chance to not only 
handle a top quality line of 
heating and ventilating 
equipment but also to pile up 
profits with nyb’s generous 
distributor discount plan. A full magazine schedule reaching more 


Write for details today! than 1,000,000 readers carries the 
company’s message to your prospects. 











SALES OFFICES: 3167 SOUTH SHIELDS AVENUE + CHICAGO 16 


Myf THE NEW YORK BLOWER COMPANY 
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Vincent P. Oatis, Jr. 


National Electric Names 
Distributor Sales Head 


Vincent P. Oatis, Jr., has been 
named distributor sales manager by 
National Electric Products Corp 

wer the duties previously 
D. Shank, general sales 
manage! 

Mr. Oatis jomed the company as 
1 midwest salesman in 194] and 
most recently served as general prod 


t manage! 


Takes Phoenix Post 
\lastair Bews, formerly with U.S 
Rubber Co., has joined the George 
S. Thomson Co., Inc., El Paso, Tex., 
stributor. Mr. Bews has been 
named manager of the firm’s Phoe 


nix branch. 





TAKING A PHONE order is H. C 
Kariher, owner of H. C. Kariher Co., 


Champaign, II] 





© EXACTLY waar your customers 


WANT INA VISE ..... 


Every shipment we make to our distributors assures each of 
vises that are right in design. This means that you can supply 
your customers with vises that are satisfactory in every detail. 
You are able to meet every request with the correct type and 
size. You have a one source dependable vise supply with the 
kind of quality you like to sell and your customers like to 





MACHINISTS’ BENCH 
Solid Jaw and Stationary Base 


purchase. 


An unconditional guarantee is behind each sale you make. 

We set no time limit on the guarantee nor do we have a speci- 

fied period of time for free replacement. This applies only 
MACHINISTS’ BENCH where any Morgan Vise shows a manufacturing or material 
defect. 


COMBINATION PIPE SE & 


Solid Jaw and Swivel Base 


Write for the Morgan distributor plan. We urge users to buy thru 


their local distributor. 


SHEET METAL VISE 
Solid Jaw and Swivel Base 


MORGAN VISE COMPANY 
108-112 North Jefferson Street, 
Chicago 6, Illinois 


UTILITY BENCH 
With Pipe Jaws 


All Morgan Vises are packed 
in individual strong fibre board 
cartons. This method simpli- 
fies handling and stocking for 
the Distributor and insures per- 
fect condition of the Vise on 


arrival at destination 
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10 MODELS —5 CAPACITIES 
SELL KELLER POWER HACK SAWS 


CUT FAST 
LOW PRICES 
MORE FEATURES 


SHOP OR MAIN- 
TENANCE WORK 


Boost your sales by selling Keller 

Power Hack Saws. Handle any shop 

or maintenance cutting need . . . for 

bars, rounds and pipe. Your cus - 
tomers quickly recognize Keller Robert D. Wells 
quality features. 





6-44x 
’ 6-44 . e . 7. 
or eo} oy aoe A mew Keller Power Hack Saw New Regional Sales Chief 
capacities, 4x4", SxS", 634''x6%4", catalog = potese = Geccunte 
os o paper i read . Write ° r —_ 
8Y2"x8'/2", ond 101/2"x9". copy today. oie Appointed by True Temper 


SALES SERVICE MACHINE TOOL CO. 
2347 University Ave. St. Paul, W 14, Minn. Robert D W ells has joined l ruc 


l'emper Corp. as northwestern re 
gional sales manager for the firm’s 
hardware division. He will call on 
distributors in Washington, Oregon, 
Idaho, Montana, Utah and Wyo 


ming 
WEE HACK SAWS He succeeds J. H. Shimer who re 


signed. Mr. Wells was formerly a 


Builders of Power Hack Saws Since 1931 
western sales representative for Sun 





beam Corp. 


Manages Chicago Plant 


Paul W. Brannon has been made 
factory manager for the Chicago 


’ s l 
‘ 0 L L E T plant of Brad Foote Gear W orks, 
U § pP Mi E N T Inc. Mr. Brannon, who joined the 

” - firm about six months ago, is a 


Use-Em-Up Type Drill Sleeves rormer vice president of Cloves Gear 
Use-Em-Up Drill Sockets Works, Inc., and Pesco Products, 
Standard Type Drill Sleeves evi Borg W " C 
Standard Type Drill Sockets a division of Borg Warmer Corp. 
Short Shank Type Sleeves 
Short Shank Type Sockets 
B. & S. Taper to B. & S. Sleeves 
B. & S. Taper to Standard Taper Sleeves 
Standard Taper to B. & S. Taper Sleeves 
Solid Type Sockets 
Morse Taper Shank Tap Sockets TECHNIQUE 
Standard Spot Facing Cutter Bars Reversing the usual sequence of first 


High Speed Point Lathe Centers excavating, then building, the contrac- 


Carbon Steel Lathe Centers na . 
Pipe Centers for Lathes tor of a new dome-roofed civic audi- 


Lathe Bushings torium in Albuquerque, New Mexico, 
Blank End Arbors rounded off a natural mound of earth 


— — on the site and cast a 218-foot thin- 


Magic Type Chucks and Collets shell concrete roof on the convex sur- 
face, reports Engineering News-Record. 


Standard tools for all drilling, reaming, and tapping needs and speciat He then dug away the earth beneath 
tools to order. Immediate attention to regular or special requirements. leaving the dome standing clear on a 


THE COLLIS COMPANY =<“. 


CLINTON, IOWA 
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measure your 


COMPRESSOR 
UAT TS 


ER ind A 


-INGERSOLL-RA 
@® DEPENDABLE PERFORMANCE \ ~ BALANCED ‘“‘V 
... through the most efficient design! _ R COMPRESS 


GIVE YO 
@ CUSTOMER SATISFACTION YALL SAL 


... evidenced by an outstanding record of repeat sales! ar ’ ANTA 


@ COMPLETE LINE '/2 TO 20 H.P. 


...every need filled for low-cost air power! 


@® NAME AND QUALITY PRODUCT 


...I-R’s reputation paves the way for sales! 


Ing ersoll-Rand 


3-405 11 Broadway, New York 4, N. Y. 


the outstandin€ 


dV Construction . 

; 9 Compressors? Jus 

, produce mor 
m mainte- 
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5 oe? 
Plastic Coating Stops 
Costly Condensation 
Drip and Rust 


THE COSTLY PROBLEM caused by drip- 
ping from this sweating pipe was permanently 
solved with one easy and inexpensive applica- 
tion of NoDrip Plastic Coating. Sweating pipes, 
ceilings, air ducts and other metal equipment 
are also completely protected against rust and 
corrosion by low cost NoDrip. 

NoDrip Plastic Coating acts immediately to 
insulate and protect. One application adds 
many years of service life to metal equipment. 
NoDrip is also resistant to acid, alkali and 
brine...protects concrete, brick, plaster, tile 
wood or composition surfaces. 

Easy application requires no special equipment 
or skill. Anyone can apply NoDrip with brush, 
trowel or spray. Stop your condensation prob- 
lem now! Get full details without delay. 


™ © lortell 


2 COMPANY 


32-PAGE NoDrip DATA HANDBOOK 


Complete with photographs, charts and tech- 
nical information to solve your condensation 


problem. Write today. 


J. W. MORTELL CO., 533 Burch St., Kankakee, Ill. 


Please send my FREE copy of the NoDrip Data Handbook. 





Title 
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CLEGG WALKER, seated, president 
»f Isaac Walker Hardware Co., Peoria, 
Ill., is pictured with Ray Riter, manager 


idustrial supply depart 





Mechanics Supply 
Doubles Facilities 


The headquarters of Mechanics 
Supply Co., Ltd., Edmonton, Al 
berta, Canada, have been completely 
renovated and enlarged to twice 
their original size 

From an original staff of two 

hich included the present man 

Douglas McLennan, the com 
has grown in 16 years to a 
Che working area and 

over 4,000 sq. ft 





4 


NEW PRESIDENT of the Society for 
Advancement of Management is Homer 


i. Lunken, vice president and a dire: 
the Lunkenheimer Co 





PRE-SELLS Your Customers 
and Prospects 


Cutting Tool and Ggaing Methods .. . by BESLY) 
62% of the readers of the é ; NOTED 
January, 1957 issue of The yy 2 3 ANY THIS AD 
Tool Engineer are users of ba eT 
cutting tools and gages. Of ae 

these, 55% took particular 
note of this Besly ad*. Few 
advertisers of these tools 
can claim such a record. 
It is evidence of the ef- : PICTURES 
fectiveness of Besly advertising ceaenats 
. . . proof of the support Besly is 

giving distributors! 





“pil (QD 


What readership! 





weres 
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This means that a great many 
users are keenly interested in 
Besly Cutting Tools and Gages. MATCHED TO THE JOB — A) Ts co 


You can capitalize on this fact, Greaney teres te eal 3-24 Bou tap guicly Yereads hoe 
because they are all prospects for ene ee. See Lane 
these tools! 

This same kind of advertising is READ 

placed by Besly, month after ' Mae, OVER HALF 

month, in other leading metal ‘ LY % 

working magazines ,too — Amer- 

ican Machinist, Production, Mod- 

ern Machine Shop, Tooling & 

Production and others — assur- 

ing multiple coverage. That’s how 

Besly pre-sells your customers 

and prospects, helping you get 

your share of the cutting tool and " 

gage business in your area! TOUGH GOING — eye 210) ater sus! ASSURED ACCURACY — Fo wmv eb 


Revers 


9 set 


BACKED BY “EFFECTIVE” ADVERTISING 
like this, it would pay you to push 
Besly Cutting Tools and Gages right 
now. In addition, Besly’s Engineer- i> icons 

ing Service, direct mail and pro- and faster production. If you'd like to try Besly South Solel ery 
motional] support can further help tools or use Besly’s Engineering Service, see your taps « penis ss © BD ants 0 100 2 
increase your volume and profits. Besly distributor for details, or write us BIDE TIPPED TOOLS, BLAN wav 

Write for details on the latest sales 

aids now available. 2606 FOR FURTHER INFORMATION, USE READER SERVICE CARD, INDICATE A-|-266 The Tool Engineer 


nat Besly Cutting Tools and 


Gages produce better results. Put them on trial BESLY-WELLES 
on your toughest jobs, and check the difference CORPORATION 
tool Est. os CH. Besly & Co. 1875 


life, less down time, fewer rejects 


BESLY-WELLES CORPORATION 


Est. as C. H. Besly & Co. 1875 
106 $. Dearborn Ave. @ South Beloit, Illinois 


Poem 0 curvey made te TAPS e DRILLS e@ REAMERS ee END MILLS ¢ TOOLBITS ¢ GAGES 
John T. Fosdick Associates. CARBIDE TIPPED TOOLS @ BLANKS @ TOSS-AWAY INSERTS and HOLDERS 
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FLEX - O - TUBE” 
BANDWAGON 


is Moving! 


FLEX-O-TUBE J 


and Synthetic 
Couplings 


the COMPLETE line . - 


of Rubber, Teflon* 
Hose Assemblies and 


All Types of Couplings— 
Crimped-on, Reusable, Push-on 
Dynalock Clamp Type 


All Materials— 
Rubber, Teflon ond 
Other Synthetics 


The new Flex-O-Tube Bandwagon is on the move. . 
and gaining speed. 

Industrial distributors on this bandwagon can offer 
their customers the most complete line of hose and 
couplings available . . . get those additional sales that 
mean extra profit. They also gain these extra advantages 
when they sell the Flex-O-Tube line: 


1. Top quality, nationally 3. Steady repeat orders 


advertised products . ‘ 
4. Generous profit margins 
2. Large quantity sales 

Flex-O-Tube Division of Flexonics Corporation offers 
a sound distributor policy, engineering and product ap- 
plication assistance and effective sales promotion aid. Is 
this bandwagon passing you by? . . . better take a good 
look. Write today for full information. 


* A DuPont Trademark 


itt Flexonics 


Y~LOLALLOTL 
FLEX-O-TUBE DIVISION / 


1314 S. THIRD AVENUE, MAYWOOD, ILLINOIS 





t , ft ro. FORMERLY CHICAGO METAL HOSE CORPORATION 


Manufacturers of flexible metal hose and conduit, expansion 
joints, metallic bellows and assemblies of these components. 
In Canada: Flexonics Corporation of Canada, Ltd., Brampton, Ontario 
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James A. Arney 


Aro Equipment Names 
Division Manager 

James A 
Equipment Corp. as division man 
ager for southern Indiana and west 
em Kentucky. 


Mr. Arney will be responsible fot 


Arney has joined Ar 


industrial air tools sales and wil 
make his headquarters in Indian 
apolis. He isa member of the Ameri 


in Societv of Tool Engineers 


La Salle Steel 
Shifts Hoffman 


E. A. Hoffman of La Salle Steel 
Co. has been appointed manager of 
industrial analysis, in the research 
ind development department. 

He joined the company in 1944 
is chief products engineer and sub 
sequently served as engineering sales 
manager and district sales repre 
sentative in Wisconsin. 





WIRED FOR SOUND 
BARRIERS 


dium-size bombing planes 





Today's 
require 40 miles of wiring, compared 
to 10 miles in the World Wor Two 
model, and contain over 1500 elec- 
tronic tubes, reports Electronics, Mc- 
Graw-Hill publication. The 
tional World War Two fighter plane 
required 515 wires that ran 1545 feet. 
A jet fighter requires 5500 wires that 


conven- 


run nearly five miles. 














HERE’S WHY FOOTE BROS. 


utt-Rated 2 a 


LIFETIME GEARING 


GIVES BETTER PERF 
ooo LONGER LIFE 


) GEAR PERFORMANCE COMPARISON CHART IM 
i 
44 


3 | 
2 DUTI-RA SEAR i‘ DUTI-RATED GEAR— 
4.0 Hardened after cutting. 


Precision processing per- 





3.8 mits maximum hardness 
36 while holding accuracy § 

within extremely close tol- 
3.4 erances. 


| 
& 30 ; ORDINARY HARD GEAR— | 
3 
: 


gives you 
more to 


om ORDINARY GEAR | SOFT GEAR— : 
1.2 , cae Low hardness— excessive more 


10 size required because of 
“0 S 10 15 20 2 30 35 40 45 50 55 60 low capacity. h 


HARDNESS-ROCKWELL C SCALE 


S|. Hardened after hobbing 

z* ORDINARY HARD GEAR \ and shaving; hardness 

5 26 limited to maintain reason- 

24 able accuracy. 

&* ORDINARY GEAR— 

&, 20 Hardened before cutting; 
18 hardening limited to main- 


ie tain machinability. 


_ 


¥ Outi-Kated 


LINE.0-POWER Speed Reducer Line-O-Power Drive 


AND YOU GET | 
sr ac 


Vertical LINE-0-MOUNT Speed Reducer 


jo 


Write for DUTI-RATED Gear and LINE-O-POWER Catalogs. 
See how you can get more for your drive dollar. 
this trademark 
stands for the 


== FODTESBROS. 


| Beller Power Tharbinission Through Beller Gears 


s Wey " FOOTE BROS. GEAR AND MACHINE CORPORATION 
4561 South Western Boulevard, Chicago 9, Illinois 
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Special analysis Moly alloy steel, 
mill rolled to uniform gauge. 
Heat treated to 460-512 Brinnell 
hardness and tensile strength of 
200,000-275,000 p.s.i. Selected 
XX White Ash handles. Patented 
steel I-beam reinforcement stops 
handle breakage. Fully finished. 
Uniform quality 12 to the dozen. 
Workers like them for perfect 
hang, balance and finish... and 
they last 2 to 3 times as long 
as others. 

See Wood for non-sparking, acid 


resistant ALUMINUM shovels, too! 


THE WOOD SHOVEL & TOOL CO. 
Piqua, Ohio 


TOOLS py wooP 


Worthington Conducts Distributor Seminar 


Worthington Corp.'s recent 


of the company’s Ampere plant 


\ three-day industrial equipment 


distributor engineering seminar at 
recent] 


ducted by Worthington Corp 
was attended by 48 sales and ser 


es conference was 


Sd 


men representing 36 of the 
dealt with pun 
and compressor marketing 


“Marketing from the Distribut 


distributors and 


Viewpoint” was the topic of talks 


given by Benjamin Bernstein, pres 
dent of Bernstein Brothers, In 
Paterson, N. J., and Miles 
president of Charles A. ‘Templeto: 
Inc., Waterbury, Conn. Mr. Be 
stein spoke on markets for pumps 
and Mr. Stray explored the con 
pressed air market potential 


stray, 


; : 
onference included a t 





New Distributing Firm 


Organized in Dayton 


The A. & H. Supply Co., recenth 
Dayton, Ohio, 
begun operations in 
uarters at 70] E. Ist St 

Paul Hopper, formerly 
\W. H. Kiefaber Co., Dayton, 
president Paul J. Amann, 


resident of the 


supply 


ganized 
rm, nas new 


1 
. lL, 
vith 


past 
American Federa 
tion of Labor Steamfitters Local, is 


Thomas J 


Amann, former DuPont sales repre 


president, and 


tative, 1s secretary-treasurer 
\ two-day open house was 


the formal opening 





Memphis Specialist Opens New Quarters 


Phoenix Rubber Co., Memphi 
t 374 S. 3rd St. The firm has al 
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into new, larger headquarters 
of office and warehouse spac« 











The right insulation 
for every job 


.-.and service when you need it 


In this steam power installation, the illustrated de-aerating 
heater and piping are insulated against heat losses by K&M 
““Featherweight”’® 85°, Magnesia. 

This is a typical job using one of the time-proven insulations 
in the wide K&M line. Distributors handling the K&M line 
benefit from the national advertising directed at their cus- 
tomers, the quick factory service and prompt delivery. 

To learn the many advantages of handling K&M high- and 
low-pressure heat insulations, write to us today. 


KEASBEY & MATTISON COMPANY + AMBLER « PA. 
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Eliminate the many problems of inventory 
control by purchasing your Arro Anchor- 
ing and Drilling Devices as needed from 
your local industrial supplier, wholesale 
hardware, or electrical supply house. 


COMPLETE LINE 
ANCHORING AND DRILLING DEVICES 


FOR ALL MASONRY 


——- FW APi S.-W 
ARROFLUTE CARBIDE MASONRY DRILL 


Pree heielaialaieie l*! 
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DISTRIBUTORS: 
This Advertisement Appears in Lending Publications 
Directed to Your Customers 
ARRO EXPANSION BOLT COMPANY 


1230 Boone Ave., Marion, Ohio 
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BLACK & CO.’s Springfield, IIL. 
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U. S. Rubber Division 
Fills St. Louis Post 


William J]. Reddington has been 

ted to the post of St. Louis 

sale manager by the me 

goods division of United 

States Rubber Co. He _ succeeds 

Hugh Revnolds who retired Feb. | 

ifter 30 vears with the firm. Mr 

Revnolds had been district sales 

nanager since 1944 

Mr. Reddington joined the com 

panv 24 years ago and has been a 

member of the mechanical goods 
taff for the past 10 years. 


Gets Safety Award 


\n engraved plaque was presented 
to the Master Lock Co. by Employ 
ers Mutuals of Wausau in recogni- 
tion of the firm’s outstanding safety 
record for 1956 





‘DEAD’ OIL WELL ALIVE 


Fifty-six years ago—on Sept. 21, 
1901—Lovisiana’s first oi! field came 
roaring in six miles northeast of Jen- 
nings. Since then, the field has pro- 
duced 125 million barrels of oil, re- 
ports Petroleum Week, McGraw-Hill 
publication. Once almost given up as 


“dead”, it still shows an annual pro- 





duction of nearly 1 million barrels of 
oil. 











wm R-Pet Va Ives 


for Better | 
Values 


DESIGNED FOR DEPENDABILITY 








Fig.1-A, rated for 150 Ibs., 
has special asbestos 
composition disc 

for tight shutoff 


ad 
Fig. 409, rated 
for 200 Ibs., has 
integral high test 
bronze seat for 
easy regrinding 


— 
> 


Fig O33 Angle Valve, 
rated for 125 Ibs., has integral 
seat, re-grinding type disc 





Fig. 427-DP Bronze Globe Valve 


Completeness of line gives R-PaC Distributors 
a big advantage in boosting valve sales! 


e There’s never any need for you to 
miss out on valve business, even on 
major projects, when you handle the 
R-P&C Valve line. For the R-P&C 
line includes gate, globe, angle and 
check valves in a wide range of sizes 
and pressure classes, and in all stand- 
ard materials including bronze, iron 
and steel. Also, we make a full line of 
cast steel fittings and many special- 
ties such as bar stock valves, 
Lubrotite gate valves, asbestos- 
packed cocks... 

@ Pictured above are just a few repre- 
sentative items from our line com- 
prising nine different bronze globe 
valves and eight different models of 
angle valves. From these, you can 
offer every customer the proper 
R-P&C globe or angle valve to meet 
his exact requirements. He can choose 
from a wide variety of seat and disc 


constructions, with union or screwed 
bonnet, in pressure classes from 125 
to 300 pounds. 

A comparably wide choice is avail- 
able within each other type division 
of the entire, complete R-P&C Valve 
line. 

Yes, the completeness of the R-Pa C 
line gives you, as an R-P&C dis- 
tributor, a big selling advantage. 
Another advantage lies in the unchal- 
lenged reputation for quality, depend- 
ability and trouble-free service which 


R-P&C Valves have built and main- 
tained for more than 87 years! Valve 
buyers are constantly reminded of 
these facts by good strong advertis- 
ing in leading industrial magazines 
and annuals. We also provide our 
distributors with plenty of hard-hit- 
ting sales promotion literature. No 
wonder they like to sell R-PaC! 

Let us tell you more about the bene- 
fits, to you, of featuring the R-PaC 
line. For details, write to our Reading, 
Pa., office. 


R-P&C Valve Division 
AMERICAN CHAIN & CABLE 





Reading, Pa., Atlanta, Boston, Chicago, Denver, Detroit, 
Houston, New York, Philadelphia, Pittsburgh, San Francisco, 
Bridgeport, Conn 
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Robert McNeal Smith 


Robert MeN. Smith Joins 
Russell. Burdsall & Ward 


Robert \icNeal Smith has joined 
the sales staff of Russell, Burdsall 
& Ward Bolt and Nut Co. as assist 
int vice president and will be 


located at the firm’s Port Chester 


headquarters 
lhe last 16 years Mr. Smith had 
with Pittsburgh Screw & Bolt 


Quality and Service Dus ed Ge oe 


ent ul harge or easter 


YOU can rely on! : 
Reed Takes Paasche Post 


The right type of belting, packing or hose needed to Robert B. Reed has ioined Paas 
meet the specifications and still make your quotation he Airbrush Co., a division of Cline 
acceptable. That’s part of the service you receive from Electric Mfg. Co.. as chief engineer 
Home Rubber Co. More important, you can have these He has had 15 years’ experience and 
high quality products on time, when you need them and oat with Wetts Micitte On. and 
where you need them. 24 hours a day, every day, any- Mriimeey £2 Co_ lm 

where in the United States, Home Rubber Co. is ready 
to serve you. A company with a reputation for quality 
products and dependable service since 1880. On your 
next need for mechanical rubber products, call Home 
Rubber Co. OWen 5-6171. 





BELTING: Transmission Conveyor Elevator 
PACKING: Sheet and Rod Packings for every purpose 


HOSE: Steam-Acid-Mill Chemical-Creamery Suction 
Water Air Jetting-Sand Blast-Fire. 


Home Rubber Co. 


Plant and Main Office TRENTON 5, N. J. 





Branches: New York ® Chicago 
“lam J. Haskinweaite, Jr.; | wrote 
for your free desk memo 
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You move 
more merchandise 


HEINN sincers “ 


make selection easier... 





These hardware leaders know the bearing easy 
selection can have on increased sales volume. They 
depend on Heinn for smooth-operating binders 
that keep all selling material in sequence for easy 
selection. And they'd tell you to switch to Heinn 


And now... 
HEINN brings you the 


DOMINATOR, 


a completely new 
salesmen’s binder 


Loose-Leaf Binders and Colorific” Indexes 


No screws to change 

No posts to add. 

No need to take covers apart 
Extra heavy closed back. 
Burr-free, equalized posts to 
prevent sheet hitching and 
tearing. 

Normal expansion of 50% for 
additional sheets, with extra 
expansion for easy removal or 
imsertion of sheets. 

Stee! channels to keep heavy 
steel locking bars in 
permanent alignment. 

No scratching of desks or 
counters 


° ° ' 
Now you can cut sheet-changing time from 114 hours THE HEINN COMPANY, 304 W. Florida St., Milwaukee 4, Wis 
a week to a few minutes. Slot-hole sheets can be quickly ee Send all details about the 


removed or inserted anywhere in the binder without WE ARE INTERESTED IN ee an 
disarranging contents — without fuss and hard work. oe ae ret 
The new Dominator is yours in any size you want, nn en as 
and in just the right capacity for your sheet load. Colorific indexes make recommendat 
Genuine top-grain cowhide or calfskin binding adds NAME 
the durability for more years of service than you TITLE 
could expect from any other salesmen’s binder on the a 


; ADDRESS 
market. Mail the coupon today. ane, ome 
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Only 
rip -Mlaster® 
SPROCKETS 
HAVE 
HARDENED TEETH 
to 7" in 
diameter 


AT NO 
EXTRA 
COST! 


Series I! 
Series} 
* YOU CUT OPERATING COSTS! 
Because hardened teeth means better resistance to shock 
loads and abrasion, you get longer chain drive life “on- 
the-shaft.” 


* YOU SAVE MAINTENANCE COSTS! 
Sprocket replacement costs are reduced about 30%. Hubs 
or bushings can be used over and over, with installation 
and removal fast, clean and simple. 


* YOU SOLVE DELIVERY PROBLEMS! 
Grip-Master Sprockets are available “off the shelf’ for 
quick delivery. Cuts space and storage costs for you. 


For complete details, write today for your 
Grip-Master Sprocket brochure. 


POWER TRANSMISSION 
ROLLER CHAINS AND SPROCKETS 


CULLMAN WHEEL CO. * 1347A Altgeld St. * Chicago 14, Illinois 





FITLER 


PURE MANILA 


ROPE 
“W ATERPROOFED” 


and 


“ROTPROOFED” 


For Your Protection When Buying Rope Look 
for the Blue and Yellow Registered Trade Mark 


STRONG — DURABLE — FLEXIBLE 


Fitler Rope is now treated with a new water- 
proofing known as Fungi-Static which arrests 
the growth of mold, mildew, fungi and bac- 
teria. It is this inner, finer quality of Fitler 
Rope which gives assurance of long life 
with less rope maintenance. 


FITLER 


SOLD BY INDUSTRIAL DISTRIBUTORS EVERYWHERE 


THE EDWIN H. FITLER CO. 


EST. 1804 
PHILADELPHIA 24, PA. 


Clarence H. Mingle 


Gates Rubber Appoints 
Mingle to New Post 


Clarence H. Mingle, vice presi 
dent of the Gates Rubber Co., has 
been appointed to the new post of 
director of marketing 

He will be responsible for the co 

mn and direction of all sales 
Management of the ind: 
divisions will not be 


1 result of this new as 


ile joined the shipping 
of the firm’s Chicago 
iTS ago He became a 


lent in June 1944 


Heads Advertising 
John W. Puth of Purolator Prod 


ucts Inc. has been promoted trom 


sistant merchandising manager to 
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ENOS, clerk of the Spence 
Rubber Co., East Peoria, II] 


j hime 
ce in 


JERRY 
lool & 





AUTHORIZED DISTRIBUTOR GENUINE 
SWISS PRECISION 
FILES 


RIFFLERS 


MACHINE FILES 
OF ALL TYPES 
ROTARY FILES 
+ GH SPEED STEEL 
+ TUNGSTEN CARBIDE 
COUNTER SINKS 


AMERICAN PATTERN 
FILES 


Way back in 1812, F. L. Grobet was famous in Switzerland and the continent 
for his precision files and rifflers . .. America has used and respected them 
for well over a century. Fact is, distributors sold more Grobet Swiss Files last 
year than any other brand of similar type. _ 


You can see why the Geabes hetttniie is eu yon distributor’ ean ftha ehlehty 
useful as a sales tool. 


Of course, nowadays the line is rounded out to include all kinds of files— 
machine and rotary files, burs, American pattern files, countersinks. There’s 


a Grobet file for every industrial purpose because Grobet always keeps pace 
. is often a jump ahead of modern technology. 


At a 


< 
~ 


of his sales: rormati\ 
vile @ PRO! ILES } 


a regul: y If 
or} 


KE 


SN 


1 We 


~~ 
~ 


ff 


GROBET FILE COMPANY OF AMERICA, INC. 


CARLSTADT, NEW JERSEY 


SINCE 1812 CHICAGO: 311 NORTH DESPLAINES ST . DETROIT: 23509 JOHN R, HAZEL PARK, MICH 
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ANCHORING DEVICES 
EXPANSION BOLTS 


made, merchandised, packaged 
for profitable Repeat Sales 


When you handle the Diamond Line of Anchoring 
Devices and Expansion Bolts you are backed by an 
organization whose principal aim is to serve its dis- 
tributors. The Diamond Line of products is growing 
to major proportions in distributor sales and we are 
exerting every effort to increase its values to you in 
terms of the profitable repeat business that it holds 
for you. You will make more money and serve your 
customers better if you concentrate on the complete 
Diamond Line of Anchoring Devices. 


MEETS CUSTOMER NEEDS 


“DIAMOND” products are maximum sales builders 
for distributors because of their wide variety. You'll 
never miss a sale because Diamond doesn’t make 
exactly the right holding or clamping or bolting 
device. And the “DIAMOND” name is known for 
QUALITY everywhere . . . you're selling products of 
established value. 


MERCHANDISED RIGHT 


“Diamond” advertises constantly, through trade mag- 
azines, booklets, folders. This merchandising covers 
the country. It keeps your customers constantly in- 
formed of the quality and variety of “Diamond” prod- 
ucts. We have a well planned selling campaign for 
distributors; and we stand ready to cooperate in 
every way to help build sales in your territory. 


GOOD PACKAGING 


The unique and colorful packages that enclose “Dia- 
mond” products do double duty, for distributors as 
well as customers. First—they make each product 
easy to identify. Second—metal-edged boxes protect 
the contents. The package stays intact. keeps display 
shelves. as well as the storage shelves of your cus- 
tomers neat, orderly. No confusion. No lost merchan- 
dise. 


SERVICE TO DISTRIBUTORS 


There are “Diamond” warehouses in ATLANTA. BOS- 
TON. CHICAGO. DALLAS. DENVER. DETROIT. 
SEATTLE. LOS ANGELES. NEW YORK, PHILADEL- 
PHIA, PITTSBURGH, ST. LOUIS, SAN FRANCISCO. 
Also in MONTREAL. TORONTO. WINNIPEG. and 
VANCOUVER. This means there is a “Diamond” 
headquarters near you, with adequate stocks to take 
care of your customers’ requirements. The growth of 
the “Diamond” organization is proof of “Diamond” 
acceptance—-which means more SALES for you. 





HOLLOW WALL 
ANCHORS 


WING-DING 
Only 2 Sizes 


Arthur L. Shirley 


Shirley Takes Post 
With Speco, Ine. 


pinned 


Shirlev has 


sales promotion man 


Arthur | 
Speco, Inc., as 
will direct promotional 
ivities and advertising 
Mr. Shirley was 
Ihe Gibson 
Minneapolis-Honeywell Regulator 


act 
with 


Homans Co. and 


formerly 


Before this he had been as 


es manager for General 


nies Co 


New Vice Presidents 

ntroller and director of 
t Jones & Laughlin Steel 
have been elected vice presi 


nts. Harve 


so) d 


J. Haughton is now 


| nel 
en ind 


W. I 


controller and 








For all applications: 
4SL for walls ‘/i0’’-34” 
SSL for walls 4-114” 


DIAMOND EXPANSION 
“age” BOLT COMPANY, INC. 


GARWOOD, NEW JERSEY 
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R. D. BAILEY is the new vice 
nt of Hagerty Equipment Co., Px 
1 





KIDDE PROMOTION MEANS 
| PROFITS FOR YOU! 


Month after month, hard-hitting national advertising 
and comprehensive publicity in top magazines hammer home the Kidde 


sales message, pre-sell your customers. 


Sell the complete, quality line that gives your customers a fire 


extinguisher for every hazard. 


Kidde’s seven conveniently-located warehouses mean fast delivery, 


minimum inventory, complete service facilities for you too. Cash in on Kidde 


performance and Kidde promotion right now — 


Write Kidde’s Market Development Department today! 





a 
i 




















CARBON DIOXIDE — Fast-acting DRY CHEMICAL — Pressurized in 
trigger or squeeze-valve release car- 5 and 10-lb. capacities and in 
bon dioxide extinguishers in capa- cartridge-operated models of 20 
cities of 2%, 5,10, 15 and 20 pounds. and 30-lb. capacity. 


VAPORIZING LIQUID — Available 
in pump capacities of 1 and 1'- 
quarts, pressurized in 1 and 1'- 
quarts and 1-gallon. 




















SODA-ACID, FOAM, WATER, in PUMP TANKS — These portables 
2'e-gallon bronze or stainless steel. come in galvanized steel or copper 
Water or water anti-freeze port- shells. Available in 2% and 5-gal- 
able extinguishers are either car- lon sizes. Double-action pump 
tridge-operated or pressurized. gives 40 foot water stream. 
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Kidde 


Walter Kidde & Company, inc. 
622 Main St., Belleville 9, N. J. 


Walter Kidde & Company of Canada itd 
Montreal — Toronto 

















step up..to * ay 


greater Gyre 
protits 


G: 


DIE CAST 


zinc ALtoy FASTENERS 


BECAUSE GRC die cast wing nuts, wing screws, 


cap nuts, thumb nuts, thumb screws, rivets and other fastenings 





brightly finished, non-corrosive zinc alloy lower cost to assure RIGHT prices 


promotes them to manufacturers in ads in over 30 national magazines 


YOU CAN capitalize on this great sales potential . realize GREATER PROFITS 
when you sell GRC rustproof fasteners in quantity to your manufacturing customers 


DON’T WAIT . . . ACT on OPPORTUNITY! 


Write, wire, shone TODAY for more information 


GRIES REPRODUCER CORP. 


World's Foremost Producer of Small Die Castings 
165 Beechwood Ave., New Rochelle, N. Y. New Rochelle 3-8600 


—,. 
SULFLO* } 


ee 


pipe dream 


Make that “pipe dream” come true! 


Whatever type of work you have—whether 
it is brush-on, power or machine—there is a 
scientifically compounded SULFLO cutting 
fluid to fill the bill. 

It “eases the pull” because “it sticks on the 


' 


job! 
*SULFLO IS THE TRADE-MARK OF SULFLO, INC 


SULFLO NO. 1 SULFLO NO. 2 


For Machine Use—Llighter 
For Hand Threading, Tap- in density than No. 1. Has 
ping and Brush On Jobs same properties as No. 1 


SULFLO Machine-Kut 
For Pipe Threading Machines and for the machining of high 
alloy steels. Machine-Kut is a sulphurized fluid type cutting 
oil, transparent on work 
Sulfio Products are sold by selective Distributors 

If you don’t know who your local SULFLO Distributor is, write 
us—we'll be glad to send you literature and put you in touch 
with him 


SULFLO, INC. cuzasern 4.0.0. 
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Ramset Fastening 
Advances Four 


Daniel H. Moller has been ap 
pointed field sales manager, as part 
of four promotions by Ramset 
Fastening System, Olin Mathieso1 
Chemical Corp. 

Rowland J. Kopf has been ad 
vanced to special projects manager, 
R. H. Benedict, Jr., to manager of 
the sales training department and 
John W. Parsons to manager ot 
kiln gun sales. 

Mr. Moller was formerly mid 
vestern district sales manager. Mr 
Kopf takes on his new duties in a 

his present post as produ 

ctor. Mr. Benedict ha 

t sales manager in north 

vestern Pennsylvania and 
Mr. Parso 


iS Salesman for 





~ 
wr a, 


. 


AK 


7 
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Milton J. Steffes 


Super Tool Promotes 
Steffes and Szal 


At Super Tool Division of Vai 
Norman Industries, Inc., Milton |] 
Steffes has been promoted to vice 
president, sales and engineering, and 
L. B. Szal to vice president, pro 
duction 

Mr. Steffes has been with the 

mmpany 15 years as chief engineer 
und recently as general manager, 
iles and engineering 

Mr. Szal has been with the firm 
20 vears and during the last five 


served as production manager. 





HOW 


CUT POWER TRANSMISSION COSTS 


ROBERT M. MONTGOMERY has EASIER TO MOUNT EASIER TO REMOVE UNBREAKABLE MALLEABLE IRON 
been elected vice president and a di External key guides bushing, Ordinary open end wrench Won't chip or crack, 
sector of lohn | ae tt & Mem prevents incorrect assembly releases pressure instantly virtually indestructible 

T¢ OT ¢ Onl : & ¢€ U., 

phis, Ten manufacturers’ represen 


tatives 





American Crayon Merges 
With Joseph Dixon Crucible 


American Crayon Co. has merged 
with Joseph Dixon Crucible Co 


. : 
and is now a division of Dixon. Each ALWAYS A TRUE BORE a ee 
ompanv will operate as a separate Only the barrel is split, not the flange; Connot be forced loose, yet removes 
: a jan ' assures quick, easy assembly, true running easily when pressure is released 
enfity. 

Earl Curtis, American Crayon 
president, has been elevated to board 
chairman of the new division. Le 


land P. Spore, formerly executive 


; 


vice president, has been elected 


president and also has been named 


to the Dixon board of directors 
Lynn Curtis continues as vice presi 


dent. Ernst Van Blarcum has been A COMPLETE ONE-BUSHING SYSTEM 
“ ’ interchangeable in Browning sheaves, sprockets, 
ippointed secretary and treasurer couplings, paper pulleys. Stondardizes all 


equipment on one-type bushing 





an split taper compression bushing is so simple 
construction that you actually can mount and unmount it blindfolded! Grips 
the shaft with positive clamp-tight action under the most punishing loads, ye 
always releases instantly for easy removal. With Browning’s complete ir 
of sheaves, sprockets, couplings and paper pulleys, this malleable bush 
provides thousands of size and bore combinations—off the shelf, ready to us« 
without reboring. These features combine to speed installations, cut dow 
time and costs, drastically reduce distributor inventories. Compare! Get a 
the facts on this profitable line, including descriptive catalog GC101. Write 
Browning Manufacturing Company, Maysville, Kentucky. 


Pe POWER TRANSMISSION 


HENRY HAWLEY, vice president 


and sales manager of the Danville In- : EQUIPMENT 


dustrial Supply Co., Danville, Ill. 


hecks a sales letter. 
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*QUALITY FEATURES Leland L. Bogle 
DUAL PAN CONSTANT 


LEVEL OILING SYSTEM 
DUAL INTAKE VALVES 


TUBING 
mootH COPPER 
INTER S AFTERCOOLER 





eas 
TAPERED CRANKSHAF ay 
FLYWHEEL ATTACHME 








FOUR PIECE OIL REseRVONy 
CRANKCASE. CYLINDE 
HEAD CONSTRUCTION 


THERMAL PROTECTION 
sto EQUIPMENT 








—“4 





——— 


FOUR YES 
PISTON RINGS 41-—. 











ONLY WAYNE COMPRESSORS 
CHECK ON ALL THESE FEATURES 


Compare quality . . . compare sales potential . . William J. Kaiser, Jr. 
compare profits and you can’t beat this line of 
Wayne Air Compressors. They are pre-tested | Fairbanks Makes 
. and performance-proved, sold with a guaranteed 
usable air output . . . single and two stage, 
vertical and horizontal from 3 to 50 HP. 
In addition to unsurpassed quality every Wayne 
Compressor is backed up with national adver- 
tising, direct mail helps, sales promotion and 
profit building sales training. Now's the time 
to switch to Wayne Industrial Products 
...write...The Wayne Pump Company, 
Industrial Division, Fort Wayne, Ind. 


Get The Profit Facts 
On This Wayne Line 


| Sales Changes 


*Compoarison of o typical 
Wayne 2-stuge Comp with ¢ titive mokes 





Pp 


: 


a Eugene T. Zittel 
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hirin as representative for the Ten 
nessee, Alabama and northern Mis 
SISSIPpI territory. 


William J. Kaiser, Jr., 


been covering western New York 


who has 


since 1950, has been assigned also 
the valves and dart unions lines for 
merly handled by Joseph Valentine, 
who retired 

I’. Zittel has been trans 
ferred Manhattan and the 
Bronx area to the northern New 
Jersey and Staten Island sales terri 
tory. He joins William T. Rogers 
in this territory and will sell casters, 


Kugene 
from 


hand trucks and wheels. Mr. Rogers 
will now devote his efforts to valves 
and dart unions. 


Power Transmission Group 


Again Headed by Pober 


Ihe New York Chapter of the 
Power ‘Transmission Council has 
re-elected Daniel Pober, Flushing 
Electric Co., 
president. 

Other officers are: James T. Ke 
vill, Janette Mfg. Co., vice presi 
dent; Allen F. Cannie, New York 
Belting & Packing Co., secretary, 
and William J. of Wil 


liam J. 


for his second term as 


Browne, 


Browne, treasurer. 


Outing Planned 


Che chapter will hold its annual 
outing June 7 at Platdeutsch Park 
Restaurant, Hempstead Turnpike, 
Franklin Square, L. I. The recrea- 
tion program will begin at 2 and will 
be followed by a dinner. 





‘SMALLER’ AUTO JAMS 
AHEAD 


Traffic and living conditions in the 
United States may force smaller cars 
onto the market, reports American 
Automobile, McGraw-Hill publication. 
Up to the present, U. S. manufacturers 
have not produced small cars because 
nobody wants them. But growing traf- 
fic congestion in the cities and the 
Strong trend toward suburban living 
and intercity travel will eventually 
bring small cars onto the roads, the 
magazine said. 











PIC Eadurance Rated Counters 





make Friends for Distributors 


Super-Wizard Electric Counters 


200 Million 
Count Life. 


The real heavy duty 
electric counter— 
unapproached 
leader for over 25 
years. 


5 watts power con- 
sumption. 


Quiet, no AC hum. 


Available for all standard voltages and fre- 
quencies including DC 


PIC-600 Electric Counters 


QUIET 
no AC hum 


50 Million Count Life 


Tested at 1000 CPM; reliable at much higher 
speeds with suitable actuation 

nly 7 watts power consumption 
Available for all standard voltages and fre 
quencies including DC 


Mercury Electric Counters 


Small, compact counters 
for use where space is 
limited and duty is light 
to moderate. 


Extensively used for lab- 
oratory service, also for 
built-in application on 
office machines, light in- 
dustrial equipment, and 
vending machines of all 
kinds. 


Knob Reset models rated 
6 million counts, Non- 
Reset, 3 million 


Silver King Stroke Counters 


oe d, 


Toughest —— 
Stroke 34 


Counters ec ” 


200 Million Count Life 


Used in automobile and aircraft 
plants, stamping, metal working, die 
casting and plastic molding plants, and 
factories of all kinds 


Silver King Revolution Counters 


Rugged as a 
bull dozer. 


Operate 
smooth as 
a watch. 


200 Million Count Life 


Used on measuring machines and coi 
winders, for revolution counting on engines 
pumps, etc. and for tool registration 


Junior King Stroke Counters 


Small, light to moderate 
duty mechanical stroke 
counters for use where 
space is limited and duty 
is-light to moderate 


Widely used for laboratory 
service, also built-in 
application on office ma- 
chines, light industrial 
equipment, etc 


Reset models have 6 
million count life; non- 
reset models 3 million 


Backed by a distribution policy that builds distributor prestige and profit. 
Send for catalog describing the PIC modern line of Electric Counters and 
Actuators; Mechanical Stroke and Revolution Counters; and electrically 


operated Automatic Batch Counters. 


ge otedlin Jutlament oy 


DIVISION OF GENERAL CONTROLS CO. 


708-32 West Jackson Boulevard, Chicago 6, Illinois 
manufacturers of counting instruments for every purpose 


42 Branch Offices and Representatives serving USA and Canada 
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You always PROFIT when you sell QUALITY! 


LOOSENS rusted bolts 


nuts, screws, “frozen” parts! 





A powerful blend of quick-acting 
solvents. Frees parts frozen by rust, 
corrosion, scale, paint, varnish, car- 
bon or gum. Safe for all metals. 











Gasket & Joint SEALING COMPOUNDS 
Heat-proof, vibration-proof, non-solvent. Will 
not shrink, crack or crumble ...meets every 
gasketing and sealing requirement. Prevents 
rust, corrosion and seizure of joints. 


For Profit . . . Sell Quality! 
For information write Dept. 4 


RADIATOR SPECIALTY CO., Charlotte, N. C. 


in Canada: Radiator Speciality Co, Ltd, Toronto 





WACO car movers 


AFETY CAR WRENCHES 


WILL SELL ... because they are both safe and efficient 


SWACO CAR MOVER 


Special heat-treated spurs securely grip 
the outside edges of the rail. Handle is 
of rugged, selected hickory, 5314” long. 
A big favorite of safety engineers who in- 
sist on top performance as well as safety. 


SWACO CAR WRENCH 


Strong because it is made of high tensile 
alloy castings. Safe because the handle 
remains stationary in the hands of the 
operator as the ball-bearing ratchet head 
revolves with the car spindle. Weight 26 
Ibs., including 3-ft. handle. 


LOWELL WRENCH CO. £:::::: 


WORCESTER 8, MASS 
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John H. Biggs 


Robert E. Berger 


Brown & Sharpe Realigns 
New York District Sales 
In line with Brown & Sharpe Mfg 
s new divisionalization policy, 
o separate selling staffs have been 
set up at the firm’s New York othe 
John H. Biggs and Robert | 


Frank J. Hoder, Jr. 





Berger have been named district 
sales managers for the company’s 
machine tool division and industrial 
products division respectively. Mr. 
Biggs is well known in the New 
York area and has been with the 
firm nearly 20 years. Before his new 
assignment, Mr. Berger had been 
Providence, R. L., 


located at the 


plant 


Heads Hydraulic Unit 


Frank J. Hoder, Jr., has joined 
Brown & Sharpe as general manager 
of the hydraulics products division. 
His duties include supervision of 
engineering, manufacturing and 
sales activities. He was previously 
with Studebaker-Packard Corp. as 
marketing manager of the govern 
ment and industrial products divi 


s10n. 


Michigan Distributor 
Holds Industrial Fair 


\ two-day industrial fair was 
sponsored by Utility & Industrial 
Supply Co., Jackson, Mich., at the 
National Guard Armory. 
Announcements were sent out to 
industrial manufacturers in Jackson 
and Adrian by Frank J. Callahan, 
general manager. Booths were 
manned by factory representatives 
and door prizes were awarded. Sev 
enteen education films on products, 
shown on each of the 


etc., were 


two davs 





MUSIC—COOL OR HOT 


Piped music throughout the home is 
now possible by means of a system 
which feeds record 
player, television set or radio into the 
reports Elec- 


sound from a 


warm-air heating unit, 
trical World, McGraw-Hill publication. 
Installation consists of running a wire 
from the music source to an electronic 
speaker attached to the plenum cham- 
ber or dome of warm-air heating sys- 
tem, or to air-conditioning ducts. 





Puzzled about a complete, dependable source for 
e 
Welding Equipment and Supplies? 


Put the puzzle’s pieces together and you'll agree that 
MARQUETTE offers the quality welding equipment and 
accessory line to meet your customers’ every welding need. 


3 Full line of elec 
trodes and gas rods 
for mild steel, high 
tensile, hard surfac- 
ing, cast iron, spe 


cial alloys and 


bronze welding 


IMPORTANT 


1 You can sell a 
complete line of AC 
and DC arc welders 
to serve any job re 
quirement. Intro 
duce the new, 1957 
MARQUETTE Are 
Welder line in your 
territory 


acetylene 
utting 
tips 


of OXxY 
welding and « 
torches and 
provides ac 
and liong 
Heating 
soldering, cutting 
regulating and a 


equipment 


curate 
ontrol 


service 


cessory 


too 


4 MARQUETTE ad 
justable, fibre-glass 
welding helmets 
also, shields, gog 
gles and lenses 


5 MARQUETTE weld 
ing gloves, cleaning 
tools, clamps and 
cables 


TO YOU, MARQUETTE WELDING EQUIPMENT 


AND SUPPLIES ARE SOLD 100% THROUGH DISTRIBUTORS. 


Nationwide sales and technical service and warehouses. 
Phone or write us about a MARQUETTE Distributorship. 


TE MANUFACTURING CO.. 


. When It Comes to Welding Come to 


UVETTE 


RI INC. 


° Minneapolis, Mi 





Dept. 7-615 307 East Hennepin Ave 
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Smiley says: 


he 


DIAMONDS 
“BP 





standard 1 ct. tool 
COST $45.00! 


+ 


RESET COST! 


LOOK AT 
THE WASTE! 


LOTS OF 
PAPERWORK 
TOO! 


Omiley's choice NOW 


The expendable 
“ECONOMY” tool 


CONTAINING six 
1/6 ct. diamonds 
(total 1 ct.) 


COST $28.70 








NO RESET 
COST 


NO WASTE 
HERE 


NO PAPERWORK! 





ss) 
no Wonder he smiles<*/ 


Precision’s economy tools cost much 

less, and they‘re so easy to use, too. 

for more information, write 

PRECISION DIAMOND 
TOOL COMPANY 

P.O. BOX 274 + ELGIN, ILLINOIS 
Telephone SHerwood 1-4847 





John H. Diehl 


| Diehl Gets Post 
| With Rockwell Unit 


John H. Diehl has joined Rock 


| well Mfg. Co. as assistant to the vice 


president in charge of the power tool 


division. 

he last six years he had been as 
sistant works manager of Allis Chal 
mers Mfg. Co.'s LaPorte, Ind., 


works. 


Republic Rubber 
Adds Two Posts 

At Republic Rubber 
Lee Rubber & Tire Corp., 


posts of factory manager and man 


Division, 


the new 


| ager of development and research 


| have been 


Ralph W. 


assigned to 
and J. Paul 


added and 
Deemer 
Mathews. 


Mr. Deemer served as assistant 


| sales manager from 1946 until 1950 


| ager. Mr. 


when he became production man 
Mathews had been chief 
chemist since 1955. 





METAL UMBRELLA 


A Dutch building contractor has 
found a way to beat the weather, re- 
ports Engineering News-Record, Mc- 
Grow-Hill publication. He erects an 
aluminum umbrella over his job and 
raises it with the building. Plastic sides 
complete the enclosure, while infra-red 
heaters warm the interior when neces- 


sary. 





eam SIG ORANGE Fi» 


YOU BUY THE BEST 
Shackle Chain HOOKS 


Use on “HIGH TEST” Chain 


EXTRA STRONG 


Even the pin is made 
of hi-strength steel and 
heot-treated 


SAVES TIME 

Can be attached 

anywhere on the 

job. Only oa pair 

of pliers needed. 

GRAB HOOKS 
Available 
for Chain 
Sizes 4" 
5/16", ¥e" 
7/16", Va", 

%" 


ANCHOR and CHAIN 
Screw Pin SHACKLES 


SLIP HOOKS 
Available 
for Chain 
Sizes V4" 
5/16", %" 
ond 2” 


Forged of HI-STRENGTH STEEL 

Availabie in sizes 44" to 2”. EXTRA STRO 

—EXTRA TOUGH. Self-colored or Seen 
Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowe 
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THE TRADE CALLS 


for 
DYKEM 
STEEL BLUE’ 


SPP a 


Dies and 
Templates) 


Popular package 8-oz. can fitted with 
Bakelite cap —— soft-hair brush 
~ applyin — ae nch; meta! sur- 
face ready for ote in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North 11th St. + St. Levis 6, Me. 








You get 


ALL 3... 
with CIRC 


LADD F. BURKHARDT has joined 
the S. W. Card Division of Union 
I'wist Drill Co. as a representative and 
ill cover Indiana and Kentucky 
CARRIAGE BOLTS & NUTS 
where square shoulder stops 
rotation 





Tuttle Travels Midwest 
For Chicago Screw Co. 

Jack R. Tuttle has joined The 
Chicago Screw Co., f 
Standard Screw Co 


resentative 


MACHINE BOLTS & NUTS 
wide range of fastening jobs. 


division of 


as a Sales rep 


CAP SCREWS for tapped 


LAG BOLTS for meta! to wood 
and masonry applications 


STOVE BOLTS & NUTS pr 
marily light metal products 
,. 


a 


ANCHOR BOLTS meet build 





Mr. Tuttle will be located at St. 
Louis headquarters and his territory 


holes or with nuts. ing codes. Cost less than 
substitutes 

includes eastern Missouri, southern 

Illinois and southeastern Iowa 

PLATED BOLTS & NUTS 


where appearance is im 
portant 


Sells Chicago Screw Line 


Robert H. Floyd 


pointed a sales agent for The Chi 


has been ap 


Serviced from 3 convenient service centers : — 
Western Office Central Office 
Chicago North Tonawanda 
HArrison 7-2179 Buffalo) 
JAckson 2400 


Eastern Office 
N.Y.C 
REctor 2-1888 


cago Screw Co.’s standard fasteners 
in Colorado, Utah and Wyoming 
He was formerly a manufacturers’ 
representative for P. W 
& Associates and Minnesota Mining 


& Mfg. Co 


Sheppard 








For every fastening requirement... depend upon Buffalo Bolt 
Circle B fasteners are quality controlled from billet to bolt 
in our own rolling and wire drawing mills to final 
threading and inspection. Packed in the strong, light 
upside-down carton with the easy-to-read labels. 


BUFFALO 


l y " ee 
NORTH TONAWANDA, NEW YORK 


on" BOLT COMPANY 
SCHLITT SUPPLY CO., Springfield, z 
Ill., is lo d in this ultra-modern, one 


story | ding near the center of town 
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Caster sales ideas... 


Alvin Hamilton 


Johnson-de Vou 
Adds Two Salesmen 


Addition ot two men to the firm’s 
sales staff has been announced by 
C. Milton Ekberg, treasurer of John 
son-de Vou, Inc , Springfield, Mass 

Alvin Hamilton has been active in 
the cutting tool and abrasive field 


for the past 15 years. He served a 


tool and methods engineer for Rock 
wood Sprinkler Co., and also was 
tool and cutter grinder supervisor 
ind carbide engineer with the 


Whitin Machine Works. A veteran 


Distributor salesman helps solve problem — ‘f three years experience as a diesel 
mechanic with the U. S. Navy, Mr 


develops order for 1200 casters Hamilton is an officer in the Wor 


cester chapter of the Americai 
At the American-Standard New Orleans Plant, moving heavy Society of Tool Engineers. He will 
loads of fragile clay plumbing fixtures creates a serious be working in the Worcester county 
materials-handling problem. Before these fixtures are fired, 
even a Slight jar could cause breakage. 

The distributor salesman checked over his possible 
solutions: Rubber tired casters would be too hard to push; the past 1] years in the abrasive 
knee action casters wouldn't be stable enough. But Bassick business in various capacities ad 
Floating Hub casters with easy-to-push steel wheels got vancing to foreman in charge of me 
the order for him. These shock absorbing, yet stable casters 
are now used on all three hundred ware trucks at American- 

Standard. Maybe Bassick Floating Hub casters can close some 
sales for you. 

Know your products: Bassick Milspec casters are designed 
to meet the requirements of MIL-4749 and MIL-C-4750 (for 
precision, sealed swivel and wheel bearings, 

and adjustable swivel bearings). 

The line includes 8", 10" and 12" sizes, 
heavy duty, regular and "Floating Hub" 
construction, swivel and rigid construction. 

Just one more example of the breadth of 
Bassick's line which gives you the right 
caster for every sale. The Bassick Company, 

Bridgeport 5, Conn 


In Canada: 
Belleville, Ont Qx=™= a - 
Gey Bassick 


it@a 


Harold Domingue has worked for 


a) 


Deana wont Tae OF CASTERS AKIN CASTERS Bo mont Harold Domingue 
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dium and large press departments. 
Formerly the customer and sales 
service representative for Bay State 
Abrasive Products Co. in the New 
England territory, Mr. Domingue 
served two years in the U.S. Infan 
try and was discharged as a first 
sergeant. Mr. Domingue is also a 
member of the Worcester chapter of 


AS TLE. 





Lee S. Wade 


Wade Directs Sales 
At All-State Welding 


Lee S. Wade has been promoted 
to the post of general sales man 
ager by All-State Welding Alloys 
Co., Inc 

Since 1955 he had been regional 
manager for a large portion of the 
midwest. Mr. Wade is a member 
of the American Welding Society. 


New Coast Warehouse 


A new western warehouse has 
been opened by All-State Welding 
at 4933 Firestone Blvd., South Gate, 
Calif. 





AIR-CONDITIONED 
FACTORIES 


A recent survey indicates that 75°; 
of new factories—and 50°> of all fac- 
tories—in the South will be air-condi- 
tioned by 1960, reports American 
Machinst, McGraw-Hill publication. A 
similar trend is under woy in the 
North 











BETTER, FASTER 


WAY TO SELL MORE 


SPRING LOCK 


YOU'LL find a marked preference for 
NEVERSLIP Spring Lock Washers. 
They are precision made from se- 
lected wire, drawn in our own mill to 
rigidly controlled specifications. 


Available too, in a complete range of 
sizes and packed for easy storage, 
inventory control and convenient 
handling on the job. This means cus- 
tomer-convenience that spurs sales. 
increases your turnover and profit. 


Illustrated, top; NEVER- 
SLIP Spring Lock Wash- 
ers 100 to a box, 10 boxes 
in a metal edge packet. 
Bottom; New UNI 
PAK®—10 Paks in a 
metal edge box. 


WRITE FOR 
COMPLETE DETAILS 
FREE SAMPLES 
JOBBERS DISCOUNTS 


PHILADELPHIA STEEL and WIRE corporation 


PENN STREET and BELFIELD AVE., PHILADELPHIA 44, PA 
SALES OFFICES AND WAREHOUSES: NEW YORK, DETROIT, CHICAGO, CLEVELAND 
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aduertises 
Ca. oe 

Buyers Purchasing 
Digest 


Canadian Machinery HYDRAULIC 


Conover-Mast VISE 


Directory speeds up production! 


Hardware Age frees operator's hands 


Hardware Retailer for essential work 


Industrial 


3 hi 
Arts Teacher mp et, wares 
shop, garage 


MacRae’s every metal working 
company can speed 


Mill and Factory 


production, save time 


Motor Service and manpower, reduce 
costs with Columbian 


Chase C. Coffey 


New Equipment 


Coffey Represents 
Digest 


Hydraulic Vises 
Paine Co. in South 

Popular Mechanics <r ; 
. », for Bulletin 11-2029 hase C. Coffey has been named 

School Shop ual ithern factory representative by 


Thomas Register ) he ine Co. He will work with 


; ; The Columbian Vise & Mig. C tl m’s representatives in Atlanta, 
Vocational Education Vise Clevelond 4, Ohio harl New any 


. harlotte, w Orleans, Houston, 
controlled by 2 simple * Sledge Tested ——— ;' 

foot pedals! guaranteed unbreok at Sal ntonio and Dallas 
SOLD EXCLUSIVELY THROUGH DISTRIBUTORS TCS rst 
pal 38 but left in 1940 to a1 


service. He _ rejoine 


joined the 








eginning of this veat 


Bachman Covers Denver 
For Edward Valves 


Roger ©. Bachman has been as 
the Denver area as a sales 
Edward Valves, In 


. ' 
2. Insert the plug 3. Expension is at l of Rockwell Mfg. Co 
—then drive bottom, provid- : , , 1 4] Fe 
home the same ing the power- man joined the firm 

Bulldeg you ful Bulldog grip 1 : 

drilled with. Threaded shell >> and has completed the 
Teper end holds choice of 

snaps off easily. boh | two-vear training program 


BULLDOGS* eli teMelalioMmetelaloia-. i 


in seconds... Anchor Anything Permanently! 








' EARLY BIRD GOES 
To B —no specio 6 
ee eg . BULLDOG 2 in ] AUTOMATIC 


Bulidog drills its own perfect fit! Th 4 b » , 

, g , 
POSITIVE HOLDING POWER COMBINATION DRILL 0 OS Grip Same He enty tee 
— 1%" size, holds up to 3150 Ibs.... %” size, AND ANCHOR apporently still applies—if the “Early 
19,620 Ibs.! BIG SALES HELPS Bird” happens to be an analog com- 
FIRESAFE, CASE-HARDENED =: NATIONAL ADVERTISING puter. For over two years now, a 


— cherply machined Grilling NEW PROMOTIONAL MATERIAL computer of this nickname has been 


a SIZES 3/16" to 7/8"—andStypes ° | COLORFUL OISFLAVS saving money ot a rate averaging $25 














of anchors: special flush, flush, rod hanger, PROMPT DELIVERY AND SERVICE per hour, Control Engineering, McGraw- 
4 ! ; ; H 

tie wire, and stud bolt WRITE TODAY! Hill publication, reveals. On a 24-hour- 

a-day basis, this amounts to more 


J.D. POLIS Manufacturing Co. than $200,000 per year. 


2904-16 W. 26th Street Chicago 23, Illinois 




















- Ay 
a”) at wt 
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Manget Directs 
Trane Office 


Fred Manget, Jr., has been named 
manager ot The Trane Co.’s sales of 
fice in New Orleans succeeding Wil 
liam D. Graham, Sr., who retired. 

Before his promotion, Mr. Man- 
get had been a sales engineer at the 
Dallas office the last nine vears. 

Mr. Graham headed the New Or 
leans office since 1951 and before 
this served as manager of the 
Greensboro, S. C., office for five 


vears. 


Selects Plant Site 


Clarksville, Tenn., has been se 
lected by ‘Trane Co. as the site for 
the firm’s southern plant. The plant 
is expected to cost about $2,000,000 
to construct and equip and produc 


tion is scheduled for 1958 


Holds Meeting 


\ two-dav factorv service meeting 
was recently held by Trane Co. The 


sessions were attended by 43 of the 


ompany s field service engineers 


On ASTE Board 


Irving H. Buck, president of Tool 
Supply & Engineering Co., Dallas, 
ind H. Dale Long, president of 
Scully Jones & Co., have been re 
elected members of the American 
Socictv of ‘Tool Engineers’ board for 


1957-58 





i 


SHEAVES - BELTS 


LEO COX, stockman at Matlin Corp 
Springfield, IIl., straightens out one « 


his display board 


D.T. 41h 
WE ilies cs 


reas 


DETROIT CONTROLS 


the names are good 











Reputation is a matter of record. And the record of D. T. Williams for 
dependability and performance has been firmly established over the years. 


Now, as a part of Detroit Controls, the high quality is being maintained, so 
that you may continue to place your confidence in this product, assured of 


ready supply and good service. 











because the products 
are right 


No. 856 “Vulcodisc”’ Lift Check Valve 

Vulcanized asbestos disc. For 200 lbs. working 
steam pressure at 500° F. or 400 Ibs. working 
non-shock gas and liquid pressure at 150° F. 
Installed in horizontal position. Screw cap and 


screw ends. 


No. 1086 Swing Check Valve 


Vulcanized asbestos disc. For 200 lbs. working 
steam pressure at 500° F. or 400 Ibs. working 
non-shock gas and liquid pressure at 150° F. 
Installed in horizontal or vertical position. Screw 


cap and screw ends 


No. 912 “Vulcodisc’’ Globe Valve 


May be used for steam or hot water with pres- 
sures to 200 Ibs., temperatures to 500° F.; or 
water, gas and air to 400 Ibs. at 150° F.; for oil 
to 200 Ibs. pressure at 250° F. 


No. 833 Horizontal Check Valve 


Renewable composition, air disc, integral seat, 
screw ends, spring loaded disc. 300 Ibs. working 
non-shock gas and liquid pressure at 150° I 


These valves meet all government, marine and 
industrial specifications. 








DETROIT CONTROLS 


Bridgeport 1, CORPORATION 
Connecticut 


Division of Amenican-Standard 
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if you want 

more reamer sales 
and profits. 

write for the 

L&I story today. 





The 
Reamer 
Specialists 


LAVALLEE & IDE, INC. 
CHICOPEE, MASS. 


Lunkenheimer Meets With Distributors 





Distributor sales representatives from I]lit 


recent Lunkenheimer Co. conferen 


\ four-day distributor sales en 


gineering conference and clinic was 


held recently by the Lunkenheimet 
Co. at the firm’s general office 
Tours of the company’s plants and 
research laboratories highlighted the 
meeting. 

It was the 126th conference spor 
sored by Lunkenheimer and thos 
present included: 

Seated (from left): Rov Grzenia 
Columbia Pipe & Supply Co., Ch 
cago; Lin Erdmann, Erdmann Sup 


ply Co., Inc., Louisville, Ky.; The 





Kentucky, Indiana and Ohio attended 


H. Pyle, Lunkenheimer; Howard 
Ochs, Field & Shorb Co., Decatur, 
Ill; Wm. E. Hemphill, Amstan 
Supply Div., American Standard, 
South Bend, Ind. 

Standing: Melvin W Pauly, 
Lunkenheimer; Ted V. Anderson, 
Saunders & Co., Chicago; J. L. Cro 

Mid-States Industria! Corp., 
Rockford, Ill.; Carl Kreis, Central 
Supply Co., Indianapolis; J. A 
Stang and John B. Miller, Bostwick 
Braun Co., Toledo; Harold H. Lav 


tz, Lunkenheimer. 





Newark Firm Holds Product Meeting 


- 


a 


f 


, 


ae 
\ 
a 


s | 


’ 
oh 
f 


1 


Stanley Sheppard (right), representative for 
meeting in Newark, N. J. Looking on are 


Schultz & Anderson Co.’s monthly sal 


i 


—“ 
a ak 


e 


‘ 


| 


N * 


i} 


Precise Grinders, demonstrates tools at 


Zeke Robbins, John Flemm and Emest Kaufman, of Schultz & Anderson; Gus 


Alexander, Stanley Sheppard & Co.; Frank 


ind Bill Wardlow, Schultz & Anderson 
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Bowman, A. Y. Loftus, William Schultz 





Parker Shifts Allensworth, 
Names Two Representatives 


Dave N. Allensworth has been 
advanced by Parker Appliance Co. 
to head industrial tube and hose fit 
tings sales in the Los Angeles dis 
trict. ‘lwo sales engineers, George 
C. Stephens and Norman G. Burk 
hardt, have been assigned also. 

Mr. Allensworth had been located 
it the Chicago office as a sales engi 
neer. Before this he covered the 
Indiana and Pacific northwest areas. 

\lr. Stephens has been named to 
succeed Mr. Allensworth at Chi 
cago. Formerly with U.S. Rubber 

‘0., he will cover northern Illinois. 

\ir. Burkhardt, who had been 
with Butler Mfg. Co., has been as 
signed to the San Francisco distnct 
which includes northern California, 
Nevada, Utah, Colorado, New Mex 
co and Arizona. 





B. Rex Snyder 


Snyder Gets Pittsburgh 
Post at A. B. Farquhar 


B. Rex Snyder of A. B. Farquhar 
Division, The Oliver Corp., has 
been made Pittsburgh district man 
ager for conveyor department sales. 
[he Pittsburgh office handles sales 
for western Pennsylvania, West 
Virginia, eastern Ohio and western 
New York. 

Before his proraotion Mr. Snydci 
had been working in the conveyor 
sales department assisting John Sam 
son, metropolitan New York dis 
tnct manager. 


DRIFT PINS are in steady demand — 
WOODINGS-VERONA provides all 


wanted types and sizes for you to sell 


be = 
f =f Contractors, builders, engineering firms and 
>) }— industrials frequently need drift pins to 
, 5 ”* 


\ replace those normally worn out 


4/ y i f 
a! ee ee 
, This inexpensive item can become a steady 
Le . 
f ~ dependable income producer for you 
Woodings-Verona offers both plug and barrel types of Drift 
Pins in any diameter and length; also Bull Pins with either 
partial or full taper tn three diameters. Standard length, 12 inches 


W rite fe ? comple he inf yrmation and price 


WOODINGS-VERONA TOOL WORKS 


ye j : ; VS 
phowe gbove Te iene of the more widely used Woodings Verone Tools 


405 
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A. S. A. SIZES and TYPES 


of RELIANCE SPRING 
LOCK WASHERS 


Aggressive selling is not the only attribute an industrial dis- 
tributor needs to end up the year on the profit side of the ledger. 
A good choice of lines and an adequate supply of different items 
are two of the major factors in getting and keeping customers 
“in the fold”. 


And when it comes to lock washers, don’t overlook the import- 
ance of having access to a wide range of sizes and types to meet 
the many different requirements of industrial customers. The 
Reliance line of lock washers numbers 116 American Standard 
Association sizes and will fill almost every known bolted 
fastening need where tension is a must. In addition to the com- 
prehensive line, the Reliance service department is adequately 
staffed with experienced “lock washer men” to help you with 
application, specification and delivery problems. Write today for 
more information about getting a franchise for distributing well- 
known, well-built, well-advertised Reliance Spring Lock Washers 
in your area. 


RELIANCE DIVISION 


550 CHARLES AVENUE MASSILLON, OHIO 
SALES OFFICES: NEW YORK CLEVELAND DETROIT 
CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL 
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Edwin L. Frick, Jr. 


Former Disston Aide 
Takes Atkins Saw Post 


lwin L. Frick, Jr., has joined the 
Saw Division, Borg-Warner 


idustrial eastern division 


be responsible for all in 

the New England 

iware, Marvland, Penn 

the District of Columbia, 

yf New York, New Jersey 
West Virginia 

t vear and a half he 

1 eastern district sales man 

r the Henry Disston Division 


K. Porter Co., Inc., Pitts 


Horan Covers the East 


CaS 


TO 


John J. Horan has been named 


tern division sales representative 


Atkins Saw Division, Borg-Wat 


He will represent the company 


hout Connecticut, Pennsy] 


nia, New Jersey, Delaware, Mary 


metropolitan New York and 
ishington, D. C. 








DAIRY QUEEN REIGN 


Tremendous growth of soft-serve 
frozen dairy products has been one of 
the major developments of the past 
decade, according to Food Engineering, 
McGraw-Hill publication. Best estimates 
indicate that at least 10,000 soft-serve 
stores are in operation, dispensing an- 
nually more than $400,000,000 worth 
of malted milks, shakes, cones, banana 
splits, sundaes and bulk products. 











Allis-Chalmers 
Shifts Four 
Allis-Chal 


es Group have received 


Four staff members of 
mers Indust 
new assignments 


Thomas W. Metz has 


saat : } 
pointed manager of the 


been ap 
mid-Atlan 
I’rank 


moves 


region succeeding the late 
R. Frevier. John L. Wiedey 
nto Nir. Met post of In 


district manager 


ZS tormer 
dianapol S 
John 


inced to 


Petersen has been ad 
of metals indus 


and Fred R. 


igned to the Louis 


Manage! 
trv sales at Cleveland 
pic has been ass 
le fh Casa 


Nir Net: 


representative 

had been a representa 
ind Dallas 
romotion to 


is district 


idelphia 
napo 

' 

had been a 


Indianapolis 


ly had been 
the Cleveland 
vears, While Mr 
ations engi 


hgear department 





* 
Pa 


Tom Welsh 


Welsh Gets New Post 
At Snap-Tite, Ine. 
Welsh has been promoted 
ost of 
Snap- lite, Inc 


eastern sales 


He had 


} , ] > 1 
been assistant sales manager the last 


four vears 
Mir. Welsh will assist 


heir selling from the 


ractory rep 
resentatives in t 
company’s eastern headquarters in 


Brookside, Del 


peetcta.<-] 
peetsl <= 
money... 


when you sell 


\ 
te ba 
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PAINTSTIKS 


A COMPLETE LINE FOR EVERY APPLICA- 
TION, MARKAL PAINTSTIKS are widely used 
in a host of businesses because they're “tailored 
to specific applications. Marks are weather: 
fadeproof, permanent Markal adver rtising plus 


proof 


MARKAL PAINTSTIKS 


Markal Pointstiks (extreme left) for surfaces —50° 


maker 


COLD 
to 150°F. 


HOT.. 
SEND today for complete distributor information and literature 


MARKAL COMPANY 


3094 West Corroll Avenve e Chicago 12, Illinois 


Markal Paintstiks (left) for surfaces 200° to 2000°F 


1957 











ete Recognized Be 
Heavy Duty Bench Type 


ALLEN 


Nationally Advertised 
in leading Trade Papers 
Inquiries from ad- 
vertising are sup- 
plied to our In- 

dustrial Supply 

dealers. 
for details on han- 
dling the Allen 
Punch Presses. 

ALVA ALLEN INDUSTRIES 

Dept. ID Clinton, Missouri _/ 


Cm _ Line 


ronal’ Models 
1 to 5 ton 
capacities 


f 


Write or call today 














A Sales Repeater because it’s 


DEPENDABLE 
EFFICIENT 
ECONOMICAL 


You can depend on the selling power of 
RUBYFLUID, because it’s the soldering flux 
that’s easy and dependable to use. Effi- 
ciently conditions metal for neat, strong 
unions. Economical because RUBYFLUID 
costs less in the 
long run. Cus- 
tomers like RUBY- 
FLUID Flux—liquid 
or paste—keep 
coming back for 
more. Let RUBY- 
FLUID make 
friends and build 
business for you 
Remember .. . 
RUBY’S Stainless 
Steel Flux was 
perfected for this 
application. Don’t 
take chances with 
substitutes. 


Ruby Chemical Co. 


76 S. McDowell Street 
Columbus 8, Ohio 











Roderick Martin, Jr. 


Harper Names Area Head, 
Adds to “Lazy Eight” 


E.. A. Channer, vice president and 
general sales manager of ‘The H. M. 
Harper Co., announced that Rod 
erick Martin, Jr., has joined the firm 
as Florida district manager. 

Mr. Channer also reported that 
eight more distributors had qualified 
as “Lazy Eight” members as a result 
of their 1956 Harper sales. The new 
members will be included in the 
Lazy Eight Society at the annual 
fall meeting. 

The society was established by the 
company three years ago and derives 
its name from the firm’s trademark 
Members have a voice in future 
sales and merchandising plans. 


Joins J & S Tool 


Preston D. Liebig has joined J & 
S Tool Co., Inc., as chief engineer. 
He has been previously associated 
with Curtiss-Wnght Corp., General 
Electric Co. and Douglas Engineer 
ing Co. 





UNDERGROUND POWER 


Gas produced by burning coal un- 
derground may give England a cheap 
source of power plant fuel, according 
to Electrical World, McGraw-Hill pub- 
lication. The process may tap an esti- 
mated 500-million tons of United 
Kingdom coal now uneconomical to 
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ATLAS 


for quality 


and strength 





SCREW & SPECIALTY CO. 


450 BROOME STREET, DEPT. iv 


Want to LIP 
into a steady 
income? 


Noturally! The easiest way is to 
carry the Zip line of “T” Slot Bolts 
and machine tool accessories Zip 
Products are in constant use day in 
and day ovt in every machine shop 
This meons repeat business and in 
sures steady income 

Your customers will thank you if you 
can supply their needs promptly from 
your stock 

Remember You can't do business 

from empty shelves 


Now Packaged For Your Convenience 


smmediate | Deliveries From Stock— 
Any Quantities 


MUO ae) TTT 


Geo. H. Seltzer & Co. 


FOLSOM, PA. 





SHELDON 


CHICAGO 
; 1-46, 10° Bench lathes 
Added profits and customer convenience are two = ep atin aneene 
reasons why many Industrial Supply Distributors are sell- 
ing machine tools. Good customers like the convenience 


of buying machine tools from their industrial supply house. 


A complete line like Sheldon with belt driven and 


geared head lathes, milling machines and shapers is nec- 
EM S6P, 13° Precision 


essary to satisfy your customers’ needs. ks . 
“ a pedestal mounted lathe 


Write us for catalogs and more information on the 


advantages of selling machine tools to your customers. 


SHELDON MACHINE CO., INC. 


4258 N. Knox Avenue Chicago 41, lilinois 





UM S6P, 13° Precision 
lathe with rapid shift 





WM 56P, 13” Precision 
lathe with new high 
speed variable drive. 








(1) New Variable Speed Controls. (2) New apron with 
drop lever clutch. (3) Full range of accessories 


Sebastian 13" and 15" Geored 
Head Lathes. 


3000 PQ Precision Milling Machine Size “'O”’. 8000S 1312" Stroke Shaper 
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Solve them with 
FLUOROFLEX -T hose 


¢ Handles virtually every fluid and 
gas from —100°F to + 500°F 





* Ageless — and stays flexible 
indefinitely 


Solve your customers’ really tough jobs 
for hose with Fluorofle r®.T hose assem- 
blies—now proved by 4 years of de- 
manding service. 

With tube made from a patented, 
special compound of Teflon, the hose is 
completely inert to the most corrosive 
chemicals, active oils and fuels, gases, 
steam. 

SAE 304 stainless steel braid rein- 
forces for up to 1000 psi service (higher 
in some cases) and maintains this 
strength by its corrosion resistance. 

Permanent, swaged fittings give posi- 
tive protection against leakage and 
blowoff. 

These lightweight, space-saving hose 
assemblies are now being stocked by 
leading distributors nationally . . . profit- 
ably rounding out their line of industrial 
hose. For more information, write 

RESISTOFLEX CORPORATION 
Roseland, New Jersey 
Western Plant: Burbank, Calif. 
Southwestern Plant: Dallas, Tex. 


®Tefion: DuPont trademark 


Fluoroflex: Resistoflex trademark. 


20th year of service to industry 
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RESISTOFLEX 
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Gilbert A. Mason 


Mason and Groves Win 
Thor Power Tool Awards 


Gilbert A. Mason and Harry L. 
Groves of Thor Power Tool Co. 
have been named first and second 
place winners, respectively, in the 
firm’s new “man of the month” 
competition 

William J. 
of the industrial division, announced 
that Mr. Mason and Mr. Grover, 
who work in the Detroit and Dallas 
reas, came out top in sales over 
more than 200 other Thor salesmen. 
Both received U. S. savings bonds 


Laughlin, manage 


Harry L. Groves 





DISCONTENTED COWS 


The cow has good reason to be dis- 
contented, reports Chemical Week, Mc- 
Graw-Hill publication. Man-made ma:- 
gorine—butter’s competitor in the 
bread-spread business—has scored a 
healthy 130% production gain in the 


last 10 years. 














You can count on 


-—for unlimited fastener variety 
—-for unlimited sales potential 


HOLTITE As a Continental Distributor, you can supply a complete 
Phillips and line of fasteners, from one dependable source, 
Slotted Head and offer delivery without delay 
TAPPING SCREWS Ihe Continental line is unlimited, both in variety and 
Thread Forming volume of ready stocks. In “standards” alone, Continental 
and Thread Cutting 
production is measured in millions of styles and sizes 


WOOD SCREWS 
n addition, Continental's speciajized sales engineering 
MACHINE SCREWS and steady promotion steers more buyers to you 
STOVE BOLTS buyers who know the “HOLTITI name on the fastener 
package means highest quality 
NUTS * WING NUTS 


More and more Distributors are finding it pays to feature tl 
complete line of Continental HOLTITE standard fasteners 
with full shelf stocks. It’s the “live” line that boosts volume 
makes fastener sales pay worthwhile profits. Why not get det: 


ALL STANDARD 
FASTENERS 
available in the 
rere) eal. i. ag.) & 
L— 7 i =i -3"4 = fe 4 


— saves handling costs 

— simplifies inventory 

— improves appearance 
of shelf stocks 


Continental Screw Co., New Bedford, Mass 


You'll be 
welcome at 
CONTINENTAL 


Booth No. 607 
TRIPLE 


INDUSTRIAL 


SUPPLY 
CONVENTION C ee i) T a ad E fa] TA L. 


HOLTITE FASTENERS 


HOLTITE PHILLIPS AND SLOTTED HEAD 
WOOD * MACHINE * TAPPING * THREAD CUTTING * SEMS * NYLOK 
HY-PRO PHILLIPS INSERT BITS AND HOLDERS 
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Proof Coil Chain * BBB Coil Chain * Hi-Test Chain 


Log Chains * 


Cow Ties * Weldless Coil Chain (Double 


Loop) * Tie Out Chains * Halter and Dog Chains * 


Wagon Chains * Pump 
Chain + Liberty Coil 
Chain * Machine Chain 
* Passing Link Chain 
* Sling Chains * Sash 
Chains * Trace Chains 
* Chain Hooks * Re- 
pair Links * Porch 
Swing Chains * Lock- 
Link Pattern Chain * 
Jack Chain. 


—on display stands in re- 
wsable plywood drums or 
metal WESCA Pail-Poks 


WESTERN CHAIN COMPANY > Works, Quaker Ru 


1819 BELMONT AVENUE 


\ 





Quaker Rubber Selects 
Pioneer Works Manager 
has been 
manager, Pione 
\ubber Divisio 
In Pittsburg 


] 
nclude super 


e@ CHICAGO 13, ILLINOIS 


inufacturng, pl 
plant operat 


INSIST ON 


SINTZ ShReabeD STEEL ROD salesman i “in T98D and a ig 


ORDER FROM 
INDUSTRIAL 


ith Car colina ind 
MANY USES IN r] 


Seerreeere 
aececer 





we 


YOUR MILL SUPPLY HOUSE— 
JOBBER OR DIRECT FROM 


non Sapeus 1940 STANLEY AVENUE 


SM ‘thresded = crave SINT Zinc. 


| *COLD ROLLED THREADED — 


= colo DETROIT 8, MICH. 


: oQUALITY *SERVICE «PRICE 


Established 1912 


STUDS * FORMED RODS ORDER CHECKERS 
supply ¢ Bluefield, \W 


— PIPE PLUGS | Supp! 


rd rol ror duy if 
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with 


e * 
J 
® 


ABSORBENTS 


the modern, economical oil 
and grease absorbents that 
keep your floors dry, clean 
and safe, and reduce main- 
tenance costs. 


WRITE TODAY FOR FREE 
60-SECOND DEMONSTRATION 


Now Available! 


Handy 


OIL-DRI 


DISPENSER 


Located on spot 
where needed 
Slot-type 
lease auton 
cally delive 
oabsorbent 
floor of d 

ser. Easy t 
pense 
shovel 


AVAILABLE AT YOUR WHOLESALER 


e & 
- ri CORPORATION 
\ OF AMERICA 


520 North Michigan Avenue 
Chicago 11, Illinois 


Gifford Kittredge 


Kittredge Is Manager 
Of Lamson Division 
Gifford Kittredge na 
vanced to manage 
Corp S ommercial 
will be responsible 
opment of marketin 
the coordination 
field installati y] 
operations 
Mr. Kittredge joined 
years ago as an enginee! 
years he was shifted to the (¢ 
office as a field engineer. In 
he was promoted to New Yor 
gional manager and supervises 
New York, Philadelphia ar 


' lictr ; 
more district 


New Engineering Building 
present parking | 


that the new fa 


$1.000.001 





LIGHTS, S‘IL VOUS PLAIT 


For over a decade, French and Brit- 
ish engineers have theorized, tested 
and argued as to the best way to link 
their electric networks. The puzzle has 
finally been solved, reports Electrical 
World, McGraw-Hill publication. Work 
begins this year on aon underwater di- 
rect current cable; barring any major 
setbacks, a Londen flat may be lighted 
in 1960 by power generated in the 
French Alps 








Cutter Mattock 


Iron City prod 

gained nation-wide tame for 
the rugged quality of hand 
tools such as the cutter mat 
tock. 103 years of experience 
insure continued producti 
of superior products 


\*440 


Only the highest grade of 
steel best suited is used for 
the grub hoe and all othe: 
Iron City tools 

Hoes by Iron City are recog 
nized everywhere by the 101 
year old Iron City Star trade 

mark 

When you want first qualit 

tools—look for the Iron Cit 

Mar 


Manufacturers of — 
PICKS @ MATTOCKS @ HOES 
SLEDGES @ WEDGES © BARS 
TRACK TOOLS @ SOLID BOX 


VISES @ ANVIL TOOLS AND 
TONGS 











Write for Latest Price List 


Ron 
city 


IRON CITY TOOL WORKS, INC. 


Pittsburgh 1, Pennsylvania 
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W. A. WHITNEY 
LEVER PUNCHES 


The fine balance and simple 
construction get buyer's 
approval 


No. 2 Punch—Capacity 5/16” hole thru ‘4” iro 
Length 23°—Weight 14 lbs. —Throat Depth t-t! 16" 
Steck punch sizes, 3/32” to 44” by ! 

Complete tool includes one punch, one die of speci- 
fied size anc die adjusting key. Special punches 
and dies mado in square and oval to customer's 
order 


No. 6 Skylight, Ventilating and Tank ae Punch 
Capacity ',” hole thru 3/16” iron Leng 26',"— 
Weight !0', Ibs.—Throat depth 144° Punch stock 
sizes a” to 9/32" By 1/32". 

Complete tool includes three punches and dies of 
specified sizes and die adjusting key Specially 
adapted fer button punching or template work 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 
TRADE MARK 


REGISTEREOQ 


Packaged 
MACHINE 
KEY STOCK 


s 
MA K-A-KEY, 

s &e@ 
cold-finished 
.000” to 


12-inch lengths of zinc-coated, 
steel machine key stock. Rust-proof; 
+.003” file and fit. 
Standard Assortment in sturdy counter dis- 
play: ¥i¢, Ya. Vis. Ye. “is. '/2 in. squares. 
Hendy New 7-11 Kit —7 sizes fit 11 key- 
ways: '/e" square; Yig" x4"; Wg" x 5/14” — 
will file to fit 4" x i," keyway; 5/5” x %,” 
—will file to fit Sg" a Sie” keyway; 4%” x 
1/4" — will file to fit ¥%"x4%y" keyway; 
1/14" x '/2" —will file to fit /g" x7/\4" key- 
way. Additional sizes available. 


oversize. Just cut, 





DEVAN-JOHNSON CO. 


| 508 RATHBONE AVE., AURORA, ILL. 
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Detroit Ball Bearing Celebrates 40th Anniversary 


of Mi 
in nort 
ration 


iz Co 


unties 


rsary thi 
the stat 


i Tt I tr ti presen oTfganl 


ating its 40th 
warehot 
and four 

dit lr. P. Moore 
Moore, president and 
Moore, secretary-treasut 


annive 
ises serving 


sons ire 





J. Wiss & Sons Buys 
Additional Property 
ed Property at 228 
Maplewood, N. J., has been 
hased by J. Wiss & Sons Co. 


] 
too} 


Gradone Represents 
Quaker Rubber Division 


Richard B. Gradone has joi 
the Quaker Rubber Division, H. kK 
Porter Co., Inc., Pittsburgh, as 
sales representative for the Maine 
New Hampshire, Vermont area 

Mr. € 
quarter in the Portland, 
Fred 


company. 


Ave.., 
pul 


Burnett 


The firm’s garden division 


ind part of the metal-cutting 
erations will be transferred to the 
45,000 sq. ft. property. The 
Richard R. Wiss, president, 
expansion of 
the 


SnIps 
sradone, who plans to head 
Me., area, new 
Brennion who left 
Mr. Gradone had 
tric fice 


ympany’s Newark headquarters. 


succeeds move, 
the 


been office manager for 


reported would permit 


and warehouse 


an elec space at 


appliance concern. 





Personal Income Still Climbing 


BILLIONS 
OF DOLLARS 


Bi. LIONS 
OF DOLLARS 
350 


Yearly Stotistics ee 


—egenTes 
ah COM 
all 

RES" 
pxvidNOS © = 


PROPRIETORS’ & kere 
RENTAL WCOME | ecerees 


WAGES @ SALARIES 





Source: U.S. Dept of Commerce. Seasono y 

adjusted monthly totals of annual rotes 
: . r } } 
5 es a Ss a Se ae 


‘ : 5 
3 = <> ee Pere bes ° 
1955 956 


1957 

National Research Bureau 

spring is the high level of personal 
an annual rate 6% higher than the 


i4 
955 


thy 
11S 


Bright spot in the picture for all industry 
d to 


income, which by mid-March had climbe 
ime period of 1956 
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Here’s How KENNEDY’S Exclusive KENALLOY® Stem 
Gives You Easier Operation, Longer Valve Life. . . 


KENALLOY Stem from Fig. 427. 
125-lb. S.W.P. Bronze Gate Valve. 























These additional advantages make KENNEDY your best valve buy... 


The stem collar is machined for tight top 
seating in the bonnet recess for repacking 
under pressure. 

Unusually deep gland-type stuffing box per- 
mits tightness without undue pressure. 
New, improved impregnated plastic packing 
material with demonstrated superiority over 


other materials in maintaining resilience and 
resisting leakage. 

Pistol-Grip handwheel that provides firm, 
easy three-way grip on indented top, sides 
and bottom. 

So, write these outstanding KENNEDY valve 
features into your valve specifications for 
long, trouble-free valve performance. 


e YOU CAN'T BUY A BETTER VALVE THAN A KENNEDY 


-KENNEDY VALVE mec. co.— 


1608 E. WATER ST. 


ELMIRA, NEW YORK 


VALVES + PIPE FITTINGS * FIRE HYDRANTS 


e OFFICE AND WAREHOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO, ATLANTA « 
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SALES REPRESENTATIVES IN PRINCIPAL CITIES® 


15 





Our modern new plant at Chafice, N 


The Super-Sierling BROACH 
line of Hand, Power, and Band Saw 
Blades will be represented at the 
TRIPLE INDUSTRIAL SUPPLY CONVENTION, 


by Mr. Ed. Canne, Vice-Pres.— Sales. 


PR 
DIAMOND SAW WORKS, Inc. 


Chaffee, N. Y. 


IC 


— 


Leather 


Cup Flange 
Leather Leather 


Send Us Specifications or Samples for Prices! 


EXCELSIOR LEATHER WASHER MFG. CO 


ROCKFORD HLiLinois 
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Dave B. Gibson, Sr. 


Gibson Retires From 
Atkins Saw Division 


Dave B. Gibson, Sr. has retired 
from the Atkins Saw Division, Borg- 
Warner Corp., after 48 years with 
the firm. 

He joined the E. C. Atkins Co. in 
1909, long before it became a Borg- 
Warner division. He served in the 
Memphis office for two years and 
then went on the road. During the 
last 46 years he has covered Arkan- 
sas, Louisiana, Mississippi, ‘lennes- 
see, Alabama and Missouri 


New Wire Rope Engineer 
Takes Over at Maewhyte 

Ferd Chiappetta, formerly as- 
sistant wire rope engineer at Mac- 
whyte Co., has been promoted to 
wire rope engineer. He succeeds 
William C. Russell who retired 
after 34 vears with the firm. 

Mr. Chiappetta will be assisted 
by Fred E. Dykeman, who has 
been appointed fabricated products 
engineer, and by Vernon J. Young, 
who has been named junior product 


enginee! 


Williams Joins Capewell. 
Gets Chicago Assignment 


Bruce S. Williams has joined The 
Capewell Mfg. Co. as a sales engi- 
neer in the Chicago area and will be 
responsible for distributor sales. 

He was previously with the Oak- 
ville Co., division of Scovill Mfg. 
Co., and The Russell Mfg. Co. 





GET THE WHOLE STORY ON 


VEEDER-ROOT’S 
oe 
See us at 
NEW DISTRIBUTOR POLICY Booth 902 
Triple Mill 
Supply Convention 





San Francisco 





Veeder-Root’s Distributor Policy 
opens up a new field for sales of 
standard Veeder-Root Counters 
to industry for use on produc- 
tion equipment counters 
like the 5 shown here, the basic 


“‘package”’ now stocked by sev- . 
SMALL RESET COUNTER 


eral top Industrial Supply Dis- P 
. compact, rugged 
tribut ors. moderate duty in cai pate eagle 
control, conveyors, machine ra light 


This policy is backed up by iia ale 
advertising in 7 leading indus- Soares 1%” long, 1%" high 

4 bd . is wide ’ 
trial ‘magazines, with every Speed: Up to 1000 counts per minute 
ad directing business to the POPCOSoeseoccseecceonsécs 


y eS is ‘ibu Ss 
Veeder-Root Distributo1 RESET MAGNETIC COUNTER 


a Punch press installations, conveyors 
“ , ’ 
- ‘ol working equipment, die casting 
plastic-molding, rivet, spring and wire 
m 

achining, or any installation requiring 
o heavy duty counter 





Dimensions: 4%” 
4 long, 2 
3%” wide. 9 high, 


. 
. 

° BOX-TYPE RESET COUNTER 
. 

° Speed: 500 counts per minute 


For remote indication of machine opera 


Also available are direct 
tion from plant to office 


mail and other highly ef- sien aaa 2 
a 6 long, 2%" ‘high, 


fective selling aids. For the rw ie 
; : Speed 
whole story, just write Ted on ee on eer inne 
1 oils 110V-AC cre standard Other 


voltages are evailable. Pone/ mounting 


Nelson, Veeder-Root Inc., val 
‘ Cfure als vail 
Hartford 2, Conn. : © ovailable 








TALLY 


For 
quick spot-che 
cks of por 
Performance 0” Production or 


a ® : 
R) a Ia" long (to end of 
\' ' nob), 1% deep, 2 high oF reset 
~ Counts one for e 
eoch depression LUTCH SPEED co 
of e um or checkin UNTER 
Count On lever, ond — yd, : Seaeeaste sae that the me 
rly by oa Dimensions % of f © required RPM 
VEEDER-ROOT of the knob eter. Non-Reses, (28 70 
¢ 
"The Name thal Cound 
to help you build business with 
ELECTRICAL, MECHANICAL 
and MANUAL COUNTERS for 
every industrial application 
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[Rete 8S, Mimlbacelaeisl— 


with 6 
accessories 


9 399 


Here's the ideal hand power tool you've 
been looking for! Hi-Torque Handee is 
packed with HIGH SPEED AND ADDED 
POWER ... VERSATILE ... works 
smoothly, perfectly, in wood, hardened 
steel, non-ferrous metals, glass, ceram- 
ics, plastics. 


With every type 
of cutting tool 
in metal cose $32.95 


@ 25,000 R.P.M., for super-efficient 
grinding, cutting, carving, drilling, 
sanding, sawing, engraving, polishing, 
cleaning, burnishing, gunsmithing. 


@ Hi-Torque Handee engineering incor- 
porates every modern principle of motor 
design . . . simplified construction re- 
duces maintenance . . . new, larger 
oilite bearings insure longer life. 


®@ Cool running . .. new, larger air vents 
top and bottom permit increased air 
velocity to insure cool operation. 


@ All-new precision chuck simplifies ac- 
cessory change. Convenient size and 
shape, plus perfect balance permits 
hand precision control of tool. 


®@ By actual field test in industrial ap- 
plication, Handee 6000 outperforms all 
previous models in same size range 5 
to 1! 


And, as a big added pilus . Hi-Torque 
Handee has a complete line of ac- 
cessories to fit every application. Use 
the tool master craftsmen recommend 
and use! 


CHICAGO VW/HEEL & MFG. CO. 


Dept. I1D-6, 1101 W. Monroe St., Chicago 7, lil, 


Tool 
100) (ue 


Jonathan Kludt 


Lincoln Engineering Elects 
Executive Vice President 

Jonathan Kludt has been elected 
executive vice president and gen 
eral manager of Lincoln Engineer 
ing Co., a division of The McNeil 
Machine & Engineering Co. 

He joined the firm in 1934 and 
soon afterward became vice presi- 
dent in charge of production. When 
Lincoln merged with the McNeil 
organization in 1956, he was made 
general manager of the Lincoln 
division. 


Materials Handling Group 
Holds Annual Convention 


“Operation Management” was 
the theme of recent annual conven 
tion held by the Materials Handling 
Equipment Distributors Association 

1 Atlantic City, N. J. 

The two-day program 
four seminars, one on Outside Sales 
men—Distribution of Territory 
Compensation and Controls; two 
panel discussions and individual and 
group discussions. At the business 
committee reports were 
officers for 1957-58 


included 


meeting, 
given and new 


elected. 


Plays Host to Over 400 


More than 400 local businessmen 
and industrialists attended the offi 
cial opening of Crucible Steel Co.’s 
expanded sales office and speciality 
steel warehouse building in Grand 
Rapids, Mich. 
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TELL YOUR CUSTOMERS about this ideal filing 
system for their drills! No more rumaging 
around in dark drawers and boxes. Indexes 
are made in 17 sizes to hold one-of-a-size of 
fractional, number, letter, metric, stub or 
taper shank drills. 
(Drills not furnished 
Made of steel, hammer 
lin enameled. The con- 
venience and attractive 
prices make them sell on 
sight. Remember- 


“Huot rhymes with Do it” 
Write for catalog pages 


HUOT MFG C0 551 No. Wheeler St. 
s es St. Paevl 4, Minn. 








THE MOST COMPLETE SOURCE 


STAINLESS STEEL, 
SCREWS 


BOLTS NUTS 
WASHERS 


RIVETS — FASTENING DEVICES 
ALL TYPE 
q ALL SIZES 
We" ANY QUANTITY 


EVERDUR @ MONEL 
ALUMINUM 

NICKEL ALLOY STEEL 
NAVAL BRONZE 


SPECIALS 
MANUFACTURED 
TO BLUEPRINT 
SPECIFICATIONS 


Stiinfess 


SCREW & BOLT CORP. 


131 CHURCH STREET, NEW YORK TN 








This advertisement, currently running in leading metal- 
working magazines, describes a superior new carbide grade 
that is a real door-opener for Vascoloy-Ramet Distributors. 
Certain territories still open. Inquiries invited. 

SEE US AT THE SUPPLY CONVENTION—BOOTH 613 








».-.@ new Super Steel-Cutting Carbide Grade 


field-proven on all types of work! 


81% greater tool life turning Arma-steel 
forging, 35-38 Rockwell C. Machine, Sund- 
strand automatic; feed .010; SFPM 400; 
depth of cut !<”— 14"; toolholder with tri- 
angular throw-away insert. 


1\% to 2% times greater tool life on crank- 
shaft cheeking. Material SAE 1145 steel 
forging, 217-251 Brinell. Feed .013, SFPM 
250. Toolholder with triangular full length 


insert. Severe interrupted cut. 








Carbide Insert life, average Carbide Pieces Per Corner 








Premium Grade “A” 125 pieces per corner Min. Max. Aver. 


Premium Grade “B” 68 122 
VR-75 211 


188 pieces per corner 


| Premium Grade “8” 
VR-75 324 pieces per corner 
































4 to 1 tool life turning spline end of axle 
shaft. Machine, Bullard Man-Au-Trol; ma- 
terial SAE 1330 steel, 340-360 Brinell; 
speed 290 sfpm; feed .0133. Toolholder 
with triangular long insert. 


Tool life doubled turning spline coupling. 
Machine, New Britain copy lathe; feed 
.020; speed 940 rpm; depth of cut 4%’. 
Negative rake toolholder with triangular 
throw-away insert. 








Carbide Pieces | Edge Wear 


Carbide Pieces per corner 
per corner 








Premium Grade “B” 120 average 
= ai 


: Premium Grade “A” 45 .050 
VR-75 240 average 


VR-75 187 .040 





























AVAILABLE NOW in throw-away and long inserts for Call your V-R representative or distributor or write. 


negative rake toolholders. Ask for Bulletin No. 572. 
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Vascolog-Ramet Corporation 
Subsidiary of Fansteel Metallurgical Corporation 
880 S. Market St., Waukegan, Illinois 
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Packaged 
PIPE NIPPLES 





Materials Handling 
Equipment 


WELDED STEEL 
PIPE NIPPLES 


Roger A. Davis A.S.T.M. A-120 





FROM STOCK: 
Stanley Electric Appoints Va" to 12” Stondord ond Extro 


Davis to Rhode Island Strong Weights in Block ond 
Galvanized, Tonk Nipples. Long 
“ Screws, Right ond Left Nipples, 
3A Series Single Boll : 
en ee , a_ sales representative for Stanie. Butt Nipples, Gauge Syphons 
1A Series Rigid Caster—sizes 


Peannciiien 2 to 8 in, dia Electric Electric Tools, division of TO ORDER: 


2 to 9 in, dic 


Roger A. Davis has been named 


Ihe Stanley Works. A.S.1.M. A-53 Welded and 

He will cover Rhode island and Victaulic Type Nipples. 
western Massachusetts. Mr. Davis 
joined Stanley in September 1956 Fbsburg NIPPLE WORKS, Inc. 
and has completed the firm’s sales 1655 SPRING CARDEN AVE., PITTSBURGH 12, PA 
training program. He was previously 


associated with the Kevstone Co 

50A Series Single 

36A Series Double Boll Race Pressed 
Ball Race Swivel Stee! Swive! 
Coster—sizes Caster—sizes 
4 to 12 in. dic 2 to 6 in. dia 


Dayton Rubber Sets Up 


All Bond Casters ore available with metal .  « = ‘ ‘ 
or floor protective wheels—plain or roller New Sales Territories 


Davton Rubber Co. has an 
nounced the addition of new sales <n 
territories and realignment of previ 
ously established ones for the indus 


For Floats, — 
trial wholesalers division Harris is your 


urce 
Five new headquarters for sales most dependable so 


i trial 
personnel have been set up and For over a half century. aay 
40A Series Doub! . . , hove use orris 
41A Series Structure! et mony teal include Greenville, S. C.; Kilgore, distributors | . supply for industrial 
tee! Rigid . ime sour . 
Stee! Swivel , , pri Sit 
Caster—sizes Pot ele ee Tex > Campa, Fla : | ouisville, Ky . metal floats As specialists in their 


4 to 10 in. dio c : ilds floats in 
4 to 10 in. dic ) P Horris builds 
(companion types (companion types and I he enix, Ariz monviacture, shapes sizes ond 


to 12 in. dio : o re, ; 
ol2ind “on 
' of practically any workable metal ; 
Standard ball floats of —— ~ 
i i rom 
; é ari tainless steel in diameters 
Universal Lift Binke Iman Bearings to 12” cre carried in stock for prompt 
oe & j t oll times 
muye : poperty shipment c 
When your customers need _ : 
i ality on 
Property in the Dunbar Northeast contact Horris for better quality 
: more dependable service. 
: Industrial District of Toledo has ARTHUR HARRIS & CO. 
Sell dependable Bond materials han- bee ! -d by Binkel B berdeen St. 
dling equipment... you'll satisfy your 9€en purchased Dy Hinkeiman HCal 208 No. Abe 


customers and increase your own ings. In Toledo Chicago 7, in. 
profitable business. We have a copy “6”? me ; 
of Bond Catalog K-40 waiting for 
you—write today. 





Jack and Platform 


Complete plans for the use of the Write for 
Harris 


site have not been announced but Float Catalog 


i the firm expects that the new loca 
Py) tion, in conjunction with the Toledo 
MANHEIM, PENNSYLVANIA Expressway, will make faster service 

to customers possible. 
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Delivering...for HY-PRO Distributors... 
a plus in sales potential 


Tap business is good business for any supplier. It’s better business for the 
HY-PRO Distributor because he can offer top-quality taps plus a Tap 
Engineering Service that goes further to make good friends . . . and customers. 


. 
A PLUS IN ENGINEERING APTITUDE 


HY-PRO TAP specialists regularly tackle the 
tapping problems, and have a long 
that set new standards 


A PLUS IN JOB ANALYSIS 
HY-PRO field engineers quickly 
their willingness and ability to dig deeper for the 
facts necessary for effective job analysis and 


Y demonstrate 
toughest 
record of developing taps 


for lasting economy, lowest cost per hole 





recommendations. 


AAAAA 
vv 


AA 
4 V 
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A PLUS IN SERVICE SPEED A PLUS IN FOLLOW-THROUGH 

HY-PRO TAP specialists are fully equipped for Buyers once sold on HY-PRO TAPS remain @ 

prompt service in processing inquiries. And, sold ll support of HY-PRO \j 

tandard HY-PRO taps meet most needs, fieldmen in sustaini id mail- & 
ings of HY PRO sales and service 


be supplied from ample, conveniently 
supplement sales ca 


Distributors get fu 
12 good will, 


since s 


they can 


located stocks, without delay. 


GET ALL THE FACTS, and you'll see why this 
sound HY-PRO sales strategy puts more profit 
in tool sales .. . why more and more Distributors 


are teaming up with HY-PRO. 
Stop in and see us at the 


SAN FRANCISCO CONVENTION 
You'll be welcome at the 
HY-PRO Booth No. 605 The Tap Cugineoring Specialists 
HY-PRO TOOL COMPANY +« NEW BEDFORD, MASS., U.S.A. 
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Coal Production at High Level 
moa | = ans 


Monthly Averages by Yeors Monthly Totols 
TWiST DRILLS —REAMERS 3 


Whether it is for No. 40 holes in Titanium 
sheets for Jets or '¥\4" holes in thick armor 
plate, Republic Drills give more holes per 
drill and more holes per hour of direct labor. 


REPUBLIC DRILL & TOOL CO. 
DIVISION OF AVILDSEN 
TOOLS & MACHINES, INC. 


MAKERS OF “CELFOR,"’ “CENTURY,” 
""REPUBLIC’’ AND '''U.S,. EAGLE’ BRAND TOOLS 


Source: U.S. Bureau of Mines 


7 


BITUMINOUS 


3 PLANT NEW YORK CHICAGO LOS ANGELES 








ANTHRACITE © 


hi] } : = * —* 

‘he export market has helped stabilize coal production at close to the high level 

of 1956 despite some cutbacks this spring rate of consumption by the steel 
} 


tr 
rCUSTT\ 





Acme Chain Opens Holyoke Plant 





NEW YORK PLANT 
100 LAFAYETTE ST., NEW YORK 13, N. Y. 


SELL THEM 





for the greatest variety 
of applications. 


! was held | 


plant in Holvok 


Steel Production Drifts to 90% Capacity 


% OF RATED %™ OF RATED 
CAPACITY CAPACITY 


=_————__eesee— ~—— —— 105 
Yeorly 4weroges Weekly Stotistics 
(Left hand scale) (Right hand scale) 


100F : 
90r 
80r- 


| 


9445. 


STOP NUTS 


ANCHORED 


ments or for large equipment such as Diesel 
locomotives. They hold firm agoinst jolts, 
shocks, shimmy, wobbles or vibration of any 
kind. More than 3000 types and sizes 


Source: The Americon Iron & Stee! institute 


Made in steel, aluminum, brass and stainless 
steels in conventional finishes. Special alloys 
and finishes available. 


STEEL STRIKE _ 
' 3% 


-29% 
-15.3% 
-64% 
-463% 
11-S75% 


Get complete details. See why it pays to 
sell the lock nut that is anchored forever 
or can be released in an instant. 





eee oe ae ae ee ee eee ae ee ee 7 
JFumeamsITASONODO SFMAMITASONO 
1956 1967 


\ nal Research B 


GREER 
STOP NUT COMPANY 


2620 West Flournoy Street, 
Chicago 12, Illinois 


Early last month steel ingot productior ff to as low as 90% capacity 
for the first time since last summers strike hough still a high level by all past 
standards (steel mills don’t operate at | efhiciency at higher than the 90% rate), 
the mild decline reflects more selective d by steel users and lowered produc 


tion of automobiles 


ja CO 
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VISES 


The World’s Finest and Most Saleable Line! 


ALL ATHOL VISES are made to rigid specifications based on Athol’s 88 


years of specialized vise experience. Check these important and ex- 


clusive features that are yours to sell when you handle the ATHOL line: 


MACHINISTS’ VISES 


1—HEAVY HORN provides added rigidity when vise is 
opened to full capacity. This is an Athol first. 


2—BUTTRESS THREAD adds 50% more strength at the root 
of the thread—where it is most needed. An Athol ex- 


clusive. 


3—SWIVEL BASE cannot slip because grooves are cast in, 
like an internal ring gear, and tapered clamp bolt is 
similarly grooved. Clamp handle is easy to operate, swings 
back out of the way of work. Two fingers will tighten 
the clamp, but two men cannot turn the vise. This is 
another Athol first 


4—SPRING SCREW FASTENER holds the buttress-threaded 
screw tight. NO SLIPPAGE OR BACKLASH. Wear is 
compensated by this spring screw, held securely by two 
washers and a pin. Another Athol first. 
6—(Optional)—RACHET HANDLE is useful to the toolmaker for making 


5—JAW FACINGS are made of tool steel, machine milled k 
quick adjustments. Again, only Athol provides this feature 


deeply, and welded in place. They cannot come loose, and 
will last as long as the vise. There is no substitute for 7—FRONT AND BACK JAWS are made of solid cast iron. Balanced 
welded jaws weight concentrated where strength is needed most. 


MILLING MACHINE VISES 


Dependable. Accurate. Base accurately 
graduated over 180 degrees on indexing 
machine—not hand stamped. Easily set 
for any angle required. Vise can be 
easily removed from Swivel base by 
loosening two bolts, and used as plain 
milling machine vise. Removable jaw fac- 
ings made of hardened alloy tool steel. 


"Strength Where Strength is Needed" 


MACHINE & FOUNDRY CO. 


ATHOL, MASS. 
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Specialty Selling Through 
DISPLAYS and DEMONSTRATION 


Helps Make DUMORE a Key Profit Line 
for Chandler & Farquhar Co. 


Maintaining a fully equipped dis- 
play room of ready-to-demonstrate 
tools with literature and technical 
data handy is a constant require- 
ment in the day-to-day selling tech- 
nique of Chandler & Farquhar Co., 
Boston, distributor of Dumore Pre- 
cision Tools. 


When a customer, center in photo, 
shows interest in a Dumore tool, 
Larry Rust, left, machinery sales- 
man and specialty man, visits him 
and urges seeing the tool in action. 
So, back they come to the display 
room. Here, Jim Donahue, right, 
Gen. Mgr., helps, too. The tool, in 
this case a Dumore Series 24 Auto- 
matic Drill Unit mounted on drill 
press stand, is put through its paces 
on typical work. At the same time, 
a full report on operating and quali- 





ty features is given. By using this 
selling method, the value of the high 
profit, high unit priced Dumore 
tools is proved right before the 
customer's eyes! 


Of course full use is made of the 
usual sales aids made available by 
Dumore, but this specialty selling 
technique through effective displays 
and tool demonstrations has defi- 
nitely helped make Dumore a key 
profit line for Chandler & Farquhar! 


In addition, the Dumore key line 
gives Chandler & Farquhar the ad- 
vantage of adding related tools— 
taps, drills, cutters, coolant and 
other machines — to their product 
lines, making it easier to build extra 
sales volume . . . often through the 
same customers and prospects! 


Why don't you try demonstration selling. You, too, can 
moke Dumore a “key line” for greater sales and profits! 


YMG 


PRECISION TOOLS 
xs 


AUTOMATIC DRILL 
AND TAP UNITS 


MICRO DRILLS 


TOOL POST AND 
HAND GRINDERS 


PORTABLE MILLING 
EQUIPMENT 


r 
P 


= 


f oy? 


THE DUMORE COMPANY @ 1322 Seventeenth Street, Racine, Wisconsin 
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Raybestos-Manhattan 


Makes Sales Changes 


Four sales changes have been 
made by  Raybestos-Manhattan, 
Inc., involving the Los Angeles, 
Philadelphia, Birmingham and New 
York districts. 

r. W. R. Latham has been ap- 
pointed Los Angeles district man- 
ager. In his 20 years with the firm, 
he has held various production and 
S. V. V. Hoffman, who 
serving as 


sales posts 
had been temporarily 
head of the Los Angeles territory, 
continues as western region man- 
ager, coordinating the activities of 
both the Los Angeles and San Fran- 
cisco districts. 

Nevin L. Rush, who 
with the fi 


firm i2 
named 


has been 
has been 
distributor 


years, 

lace 
Sales, 
J. M. 


Ehman has been made Birmingham 


manager, 


for the Philadelphia district 


issistant district manager and Julian 
P. Chilcote has been assigned to the 
New York area as a sales representa- 


} 


Clarke Sanding Machine 
Elects Two Officers 

At Clarke Sanding Machine Co., 
Fred G 


s elected vice president 


Cooper, former secretary, 
H. L. 
general 
eeds Mr Cooper 


who had been 


ger, Su 

retary 
Mr. Cooper has been with the 
7 vears and has held the 
purchasing 
manager and service 


| 
mpany | 


positions of auditor 


I 


went, credit 


Fred G. Cooper 





IMMEDIATE SHIPMENT ON 


Stock GEAR RACKS 


JOB SHOP or QUANTITY 


in Stock or Made to Order 


Rack Sizes from 48 D.P. to 3 D.P. 
in 6 ft. lengths 14% or 20 pressure 
angle 


WRITE FOR pvstisnnr os 


PRICE LIST ee When Ordering 
R-1 please specify Dimensions shown 
H. L. Croskey — LEnGtm =. oe Se 


z= 
manager. He was elected a director “Accurate Pine IME 


TO Back 

and secretary in 1942 for Service I 

Mr. Croskey joined the firm as a and Rocks cre oveilable in the following stock lengths 
. 1/8” squore 2 feet 
Dependability 3/16" to 3/8” sq. inclusive 2+ and 4 feet 
1/2” sqvere and heovier 4* and 6* feet 
served as divisional sales Manager Unless otherwise specified, orders for odd lengths will be furnished 
. c When you from stock in the next longer stonderd stock length. Specie! prices 
in southern California and New need at” ollauniy tor ait nadia teaied te cn 

York City. In 1951 he was made *Appromixately 49” and 73’ long to allow for cutting or matching 
. +Approximotely 24-5/8 ond 48-5/8'' long to allow for cutting or 


general sales manager matching 


Julius Blum & Co PHONE OR ps Votot ti s-t(-meCr-+- tam foo a €-3 
ae : — WRITE ® 3149 West Grand Ave. * Chicago 22, Illinois 
Publishes Catalog Phone: SAcramento 2-5024 


Julius Blum & Co., Inc., Carl 
stadt, N. J., has published a new 


68-page catalog on metalworking Whitsaenn Largest 


machinery lines. 


Entitled “Metalworking Machin Wheelbarrow 
ery, it is extensively illustrated and ELC Tilia 


covers a variety of equipment for 


sales representative in 1947 and has 


bending, grinding, punching, shear 


ing, sawing, welding, forging, drill 


4 7) 


ing, materials handling and other 


related operations. Emphasis is 

placed on the requirements of small 
OTHER FAMOUS 

JACKSON PRODUCTS 


ind medium sized metal fabricators 





LIBERIAN JUNGLE HIGHWAY : f 4 => 


Initial work on Liberia's multi-mil- ; WHEELBARROWS 


- 


lion dollar highway program is ex- ey D 

. . . ackeon ff Jrrow ; 1 o yy + 4 

pected to begin soon with construction Jackson Mill Barre wv industry s choice for han- WHEELS <~- 

of a 150-mile road in the interior of dling materials too heavy to be moved with 

ordinary barrows. It's constructed to distribute 

Africa. Engineering News-Record, Me- the co 7: better control with less strain on the GAS 

, i a operator. our-ply pneumatic t c oll 

Graw-Hill publication, reports that the - My paoumatc tres and : “. SALAMANDERS 

bearings make handling easy Also available 


ill be fi db 12-milli = 
voud wi nanees Sy © Sidaiies with steel wheels.) Heaped capacity is 6 cu. ft. 


loan from the United States. The proj- 
ect engineer will be James Hoban, who WRITE FOR FREE LITERATURE 
supervised construction work on the ; 


MIXING BOXES 


the country, on the western coast of 





ance eileen A / y Manufacturing Co, 
sc ac; SON Harrisburg, Pa, 
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MORTAR PANS 




















Every plant needs a SHOPLIFTER BIGGER SALES 
SEES BETTER PROFITS 


More than 10,000 have 


been supplied to over “ZUJE R ILE Ru 
50 different types of ALUMILADDERS 


industrial plants 


all over America Aluminum ladders give industry real sav- 
ings in labor and wear. Werner, the largest 
producer of aluminum ladders, makes 
them extra rugged and reliable to more 


Only $7109°° than meet industry’s requirements 


Rugged, simple, few moving parts. Will 
last a lifetime with practically no upkeep 

Pays for itself over and over again in 
time and labor saved — lifting dies, ma- 
chine parts, loading and stacking. Elimi 
nates danger of lifting injuries. 

1000 Ib. and 2000 Ib. Shoplifters and 
many special duty models available. 
Write Don Subr for salesmen’s catalogue 

sheets and re-sale information. 


—_ Performance guaranteed. 
* ZS Sold with a 10-day 


free trial offer. 


—_ 


ECONOMY ENGINEERING CO. 


4532 W. Lake St., Chicago 24, fil. 
Eastern Sales Office: 342 Madison Ave., New York 17, N.Y 


No. 1400 Series Stepladders, 
4 ft. to 14 ft 


4 Holds twelve men yet light enough for one 

New heavy duty cabinet model man to handle with ease. Wide steps on 
both sides for double convenience . . . each 

braced for sure safety. Heavy rubber feet 


p Oo We bE R T Oo Oo L & prevent shypping. Substantially constructed 
throughout. 


No. 600 Series 
Platform ladders, 


b 6 ft. to 14 ft. 
Big 14” x 18” slip-proof 
platform provides lots of 
room for comfortable 
working. Side rails add 
2 to worker's safety. 
. 4 e ' Strong braces support 


every step, add to ri- 














gidity. Holds up to 800 
Ibs. Rubber skid-proof 
feet. 


Also... for better sales... 
Werner Industrial 


7 Extension Ladde 20 ft. to 60 ft. 
New Design Offers Safety, Utility, Single Ladders 6 ft. te 20 ft. 


Ruggedness and Low Cost! Step Ladders 3 ft. to 14 ft. 
Swing Stages 8 ft. to 30 ft. 


This new Duro line has been developed to meet your specific 
requirements for quality, utility, safety and price. Duro Power Write for complete catalog information on 


Tools are years ahead in design, ruggedly built for a lifetime of : : : 
service and they incorporate the priceless safety features you must sales-making, profit-making Alumiladders. 


have with all moving parts protected. R. D. WERNER CO., INC., Dept. 1D-6 


Send for FREE Catalog Visit Our Booth Seles Office: 295 Fifth Ave., New York 16, N.Y. 


showing Duro circular, band and scroll sows, at the 
lathes, jointers, drill presses (in 32 models), disc Triple Industrial “"TUERI E Rc 


and belt sanders, etc. Supply Convention as 77a fre os 


DURO METAL PRODUCTS CO. | ss="tevscs"c 


JUNE 17-20 
2690 N. Kildare Chicago 39, Ill. 

















INDUSTRIAL DISTRIBUTION ¢ JUNE, 1957 





GE Unit Establishes Five 
Regional Sales Offices 


In a move designed to streamline 
its lamp sales organization, the Gen- 
eral Electric Co.’s large lamp de- 


partment set up five new regional 


sales offices 


The five new regional sales mana- 

gers and their regions are: Everett | all UL a a 

G. Agee, eastern region, New York | ae8 

City headquarters; Douglas B. Clark, | 

southern region, Atlanta, Ga., head 

quarters; Frederick F. Denny, mid 

west region, Chicago headquarters; 

Joseph M. Lime, east central re 

gion, Cleveland headquarters; and 

Donald D. Scarft, western region, 

San Francisco headquarters. 
The new regional managers will 

be responsible for sales districts 

within their regions. The number of 

sales districts reporting to each re 

gional sales manager ranges from 

five to eight. All 32 districts had 

previously reported directly to the 

marketing manager. ~~ ' at: aman 
Mr. Agee had been manager of , MACHINERY 

the New York sales district since 

1955, Mr. Clark of the Florida dis 

trict since 1949, Mr. Denny of the 

Chicago district since 1955, and 

Mr. Scarff of the Pacific sales dis 

trict since 1955. Before his new 


FOR PULLING 
issignment. Mr. Lime had been ane 


comm, HEIN-WERNER HYDRAULIC JACKS 


make industrial lifting and pushing jobs...fast...easy...safe! 


Compact and ar — that's the vo nome Priced in line for today’s modern 
story of powerful Hein-Werner Hydraulic. . 
Jacks. They're ideal for moving heavy machin- industrial needs . . . Order today! 
ery, pulling gears and pinions, bending pipe, 
as the power unit for presses, and countless Model 
other industrial applications. No crews or = 
helpers are needed, either. ciZ.¥A 4 
Hein-Werner Hydraulic Jacks function 20.10AA 20 
equally well in either horizontal or vertical 30.11AA 30 
positions. Models of 12 tons capacity and 
larger have easy-to-use carrying and position- 50.12AA 
ing handles. 30, 50, and 100 ton models have 100.12AA 
tandem pump for simplified two-speed opera- 
tion, and are pre-drilled at the base for in- es 
stallation of pressure gauge if desired. Stand- ~r wl ar a 
ard models of 8 through 20 tons capacity can | yo cig aNd 
be supplied with gauge drilling upon special | ... ovoilable 
| order. All are factory tested at 11 times rated | 29, 30, 50, and 1 
Capacity to assure extra safety. Write us today, Push ond Pu 
aS for full details. ond 20 tons copac 


INEXPENSIVE FAVOR is provided 
customers of A and I Supply Co., 


Charleston, W. Va., in the form of HEIN WERNER OR RATION | 
igarette pack with company address - C PO son veun tuntecnet 


and slogan printed on card that fits in is ase cee exis 


side cellophane wrapper WAUKESHA * WISCONSIN | Sistisns “ulopicy this emblem 








Capacity Price 





50 
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STOP HUNTING 
FOR THESE 


Now... 
One source for all... 


One of America’s leading Safety Equipment Manufacturers 


Mr. Distributor, you can now provide a complete line of 
PULMOSAN Safety Equipment . .. the line more and more PA's are 
specifying . . . the line on which you'll roll up steady repeat orders. 


Here’s why : PULMOSAN reaches everyone in the chain of 
buying command through consistent advertising. PULMOSAN 
leads in developing new and outstanding equipment for 
respiratory, eye, face and general industrial employee 

safety needs. PULMOSAN quality control assures a standard 

of product excellence that never varies. . . that can be 
depended upon year after year. 


PULM|O|SAN POWERFULLY ADVERTISED. PRACTICALLY PRICED. 
T DELIVERY. 
OPS PROMP 
ccilinG Write today for Complete Catalog and Distributor Price List 


Pulmosan Safety Equipment Corporation 
644 Pacific Street ¢ Brooklyn 17, New York 
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Chamber of Commerce 
Honors Ladds and Smith 


Herbert P. Ladds, president of 
National Screw & Mfg. Co., and 
Franklin G. Smith, chairman of the 
Osborn Mfg. Co., were awarded 
medals for public service by the 
Cleveland Chamber of Commerce. 

Mr. Ladds was cited for “his 
executive leadership in industry, 
high ethical standards and untiring 
efforts in widespread public service.” 
Mr. Smith’s citation read, “Through- 
out his crowded life he has never 
lost the human touch but without 
fanfare or wide public acclaim he 
has steadfastly pursued the course 
of a useful citizen and an upright 
man.” 

Mr. Ladds is a national board 
member of Junior Achievement, 
Inc. and chairman of the joint re 
search, education committee of 
Western Reserve University’s Medi 
cal School. He is a past president 
of the Cleveland Chamber, and has 
been president of the Greater Cleve 
land Hospital Fund since 1945. 

For more than 50 years Mr. Smith 
has been an active supporter of the 
YMCA, Denison University and 
the First Baptist Church 


Van Note Heads Commission 
Dr. William G. Van Note, presi- 
dent of Clarkson College of ‘Tech- 
nology, Potsdam, N. Y., has been 
uppointed chairman of the Com- 
mission on Non-lax Supported 
Colleges and Universities by the 
Association of Colleges and Univer- 
sities of the State of New York 





HAPPINESS ON THE JOB 


A study of the forces and factors 
that contribute to people's well-being 
is being undertaken at the Kansas 
Power & Light Company, reports Elec- 
trical World, McGraw-Hill publication. 
A research team from the Menninger 
Foundation, psychiatric treatment cen- 
ter, is seeking to develop methods for 
obtaining some kind of composite view 
of the human relations in an entire 


business organization. 





























It takes products that are used and in demand everywhere—in manu 
facturing, construction, food processing, pulp and paper-making 


in quarries and mines... in the petroleum industry 


It takes real advertising support to both create and sustain the rey 


industrial > and demand for the line 
Distribution _ 
It takes experienced engineering help needed for specialized appli 
Full-page Thermoid advertisements Thermoid offers all of this to their distributors—a complete line of 
work for you regularly in all these HOSE... CONVEYOR BELTING ...POWER TRANSMISSION 


leadi busi blicati ‘ 

eashitnitapeaininhentoniains« BELTS both flat and multi-V . . . plus a full line of INDUSTRIAI 
FRICTION MATERIALS. All quality products—priced to sell 
readily available . . . advertised consistently and backed by helpfu 


e 


experienced Thermoid engineering service and technical sales assistan 


hermol 


Thermoid Company * Trenton, N. J. 


Experienced Thermoid engineering 
sales helpis always availabletohelp 
you with specialized applications. 





2 NEW 
PRODUCTS 


in the 


KLEIN 
LINE 


eeeeeeoeeeee eee eeee 


PUMP 
PLIER 


Catelog No 


ADJUSTABLE 
WRENCH 


Cetelog No Length 


500-6 
500-8 
500-10 
500-12 


‘These new high-quality 
tools have been added to the 
Klein line. 


A Pump Plier that gives easy 
one-hand operation and a firm 


grip in any of four positions. 


And the new Klein Adjust- 
able Wrenches of drop-forged 
alloy steel, light in weight, 
chrome plated for lasting pro- 


tection and service. 


Write for Bulletin 


Bulletin No. 1157 on these 
two Klein tools is now avail- 


able. Send for your copy 


oo KLE IN: 


1200 McCORMICK ROAD © CHICAGO 45, ILLINOIS 





Litt /- 


<. 
- 
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MODERN BINS make it easy to lo- 
cate and handle bulk fasteners at E & B 
Mill Supply Co., Perth Amboy, N. J 





Cambridge Wire Cloth Meets 


With Sling Distributors 


During recent National Materials 
Handling Exposition in Philadel 
phia, Cambridge Wire Cloth Co 
held a breakfast meeting for its sling 
distributors who attended the show 

About 30 distributor representa 
tives participated in a joint discus 
sion of their marketing problems as 
outlined by F. L. Hooper, executive 
vice president; J. C. Applegarth, 
manager, sling division; and J. (¢ 
McCandless, distributor field man 
One of the 
lights was the presentation of the 


ger. meeting high 
story of a new and improved design 
of slings being introduced by th 


firm. 





\ 


“I'l admit | don’t make pie like your 
mother used to make and you don’t 
make sales like your father used to 


make,” 
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High-Profit 
Warner 
Franchises 
Now Available 
to Power- 
Transmission 
Distributors 


See pzges 104 & 105 
for more details 


TS Me. 


\ 


h WA “AO 


IF YOU SELL THESE 
2) @ 


send for 
the world’s most 
complete, illustrated 
catalog of 


ELECTRIC 
— 
an 
SAFETY 
CANS 


VALUABLE DATA: 


The world’s first comprehensive table 
of lamp and bottery operating 
information 

High power searchlights 

All-purpose hand lights 

Safety lights and lanterns 

Flammable liquid SAFETY CANS 

Oily Waste Cans 


JUSTRITE Mfg. Co. 


2061 WN. Southport, Chicago, Ii 


CATALOG NUMBER 569-C6 














NEW LINES 
taken on by 
DISTRIBUTORS 





Franklin Hardware Co., Inc., 
New York City, has been ap- 
pointed exclusive distributor for 
Pheoll Mfg. Co.’s package fas- 
teners in Metropolitan New York 
City. 


Flexible Tubing Corp. has added 
the following new distributors: 
*H. P. Leu, Inc. 

Orlando, Fla 

*The W. S. Ehrenfeld Co., Inc. 
York, Pa. 

* William H. Taylor & Co., 
Allentown, Pa. 


Inc. 


The Metallurgical Products Depart 
ment of General Electric Co. has 
named as tool distributors: 
*Henry A. Petter Supply Co. 

Paducah, Ky. 
‘Southern Tool Distributing Co. 
Atlanta, Ga. 


Allis-Chalmers Industries Group has 
appointed as distributors: 
*The Industrial Electric 

Co 
Roseburg, Ore. 
(motors, control, transformers 
and V-belt drive equipment) 
* The Pavell Electric Supply Co. 
Las Vegas 
motors and 
* Wholesalers, 
Peoria, IIl. 
motors, control and pumps 
* Keystone Electric Co. 
Baltimore 
( motors ) 


Service 


transformers ) 
Inc. 


The Garrett Supply Co., division of 
The Garrett Corp., Los Angeles, 
has added Acme Steel Dexion to 
its lines. 


The Satterlee Co., Minneapolis, has 
been appointed a distributor by 
Niagara Machine & Tool Works 
for Minnesota and northwestern 
Wisconsin. 





Hove your pick of 7,000 

that’s right, “seven thousand 
— sizes RIGHT OFF THE 
SHELFI® And thot's not all. We 
con give you speecy service 
on specials too Don't 
turn down your customers in 
quiries on special items Turn 
them over to us. If it’s stain 
less, we con moke it. We mill, 
drill, grind, tap, slot, thread, 
head, stamp ond bend. We'll 
get off to a quick stort from 
either a blueprint or sample 


STOCK OR SPECIAL LOOK 
TO STAR FOR STAINLESS 
STEEL FASTENERS RIGHT OFF 
THE SHELF TO YOU 


STAINLESS STEEL 
Bolts and Cop Screws 
Sockets, Set and Cap 
Nuts, Woshers 
Sheet Meta! Screws 
Wood Screws 
Pipe Fittings 
Machine Screws 


po all wre 


Write, wire, or phone for your 
copy of the new Star catalog 


STAR STAINLESS SCREW CO. 


645 Union Bivd., Paterson 2, N.J. © 


a. Suse 


po a , 
clean, bright- 
and-shiny 
heads” 


‘phone: Little Falls 4-2300 


(FGiMD Direct N. Y. ‘phone: Wisconsin 7-9041 © Philadelphic: WAlnut 5-3660 
MANUFACTURERS’ REPRESENTATIVES: A Few Choice Territories Open. inquires Invited 
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Multiple Double 
Tier Tier 
You'll find it easy to sell 
Equipto Modern-Flow 
Lockers. Pilfer-proof 
construction; decorator styling; 
complete absence of nuts, bolts, 
and screws; and six times faster 
assembly put them in a class by 
themselves. Once factory execu- 
tives see them, they won't settle 
Sold only thru jobbers, 


for anything less. That means easier 
sales for you without profit- wasting 
“price” 


competition. 
Fast-selling Modern-Flow Lockers 


are available for immediate delivery in 
all standard sizes and types. Clip and 
mail coupon today for full facts. 


eels 


Steel Shelving, Parts Bins, fj 
Drawer Units, Carts, Work Benches. * 
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825 Prairie Avenve © Auvroro 

Rush me a LOCKER CATALOG containin 
CC 

Firm. 

Address. 

City 





7 Exclusive Features of 


NEW Beebe 
ELECTRIC HOISTS 


Magnetic dise type brake 
integral with motor—in- 
stantly locks load when 
power Is off 


Anti-friction bearings 
throughout 

Totally enclosed gear case 
lubrication in all gear-head 
types 

Welded steel drum keyed 
to drum shaft 

Welded steel sub-base and 
outbeard bearing support 


No clutch—no hand brake 
—no dog 

Inexperienced operators 
can handle hoist safely 


In addition to its well-known 
line of hand winches, Beebe Bros 
now introduces a complete line 
of Beebe ELECTRIC HOISTS 
and CAR PULLERS 

Standard models of Beebe 
Electric Hoists, with lifting 
capacities from 100 pounds to 
10,000 pounds, are suitable for 
all industrial, construction, 
marine and general purpose 
uses. Beebe Electric Hoists fea 
ture integral disc-type magnetic 
brakes that automatically lock 
the load when the hoist is 
stopped. Special models of Beebe 
Eiectric Hoists and Car Pullers 
designed to customers specifi 
cations are available on short 
notice 


Industrial distributors are 
invited to write 
information 


jor mor 
j 1ore 


FAMOUS FOR OVER 35 YEARS 


Beebe Bros. 


2720 Sixth Ave. South 
Seattle 4, Washington 


The Dayton Rubber Co., industrial 
wholesalers division, has named 
the following distributors: 
*Service Industrial Suppl; 

San Diego, Calif. 

«Electric Motor Sales & Service 
Huntsville, Ala. 

- Industrial Supplies, Inc. 
Birmingham, Ala. 

*Jongeward Electric Motors 
Yuma, Ariz. 

* White Hardware & Supply Co. 
Indio, Calif. 


Mem 


phis, Tenn., has been named 


excl 


he Riechman-Crosby Co.. 


usive distributor in the Mem 
phis trade area for Warner Elec 
tric Brake & Clutch Co 


he FlexAngle Corp. has 


the following distributors 

* McKinley Equipment Corp 
Los Angeles 

*Rushmore, Weber & Case 
Latham, N. Y. 

* Erie Materials Handling Corp 
Erie, Pa 





The Buyer Looks 
at Business 





opinion of purchasing 


N.A.P.A 


Composite 
iwents who 
Business Survey Committee 


comprise the 


Blue Tinge 


Che expected spring pickup has 
as vet, failed to materialize, accord 
ing to purchasing executives in thei 
April report. Production and new 
orders remain substantially un 
changed from last month and this 
failure to improve has resulted in 
a faint but audible blue note 

Many cite the reduction in hous 
ing starts, the failure of automobile 
production to meet earlier favor ible 
estimates, the reduction in steel 
output, and the situation in which 


the appliance industry finds itself 
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SODERING 
BRAZING 
WELDING 


Sold thru Distributors 
Send for Cotalog 


L.B. ALLEN CO. inc. 


6731 Bryan Mawr Ave. ® Chicago 31, Illinois 


PRECISION BRAND® 3= 


- 
Preferred by Machinists Bay, 
Distinguished for quality, 


accuracy, uniformity, stroight- 
ness, etc. PRECISION BRAND 
dowel pins are made from the 
finest steel obtainable for 
this purpose. They are d 
hardened and ground to 
* 0001” and are available 
from “es” to 1” dia., %” to 6” 


lengths. Supplied in .0002” + 
and .00!” over basic sizes 
PRECISION BRAND dowel pins 
are attractively packaged 

and also come in bulk quanti- 
ties 


SPECIAL 
SIZES also 
AVAILABLE 
Send Us Your 


Specifications 


PRECISION STEEL 
WAREHOUSE, INC 


ve 








as reasons for their curtailed op- 
timism., 
On the other hand, most hasten 
to say—business is good—just not 
quite as good as they expected. 
There is a renewed eftort to re 
duce inventories, to be sure they 
ire in tune with present sales vol 
ume. As a corollary to this, there id e 
is also a distinct unwillingness to provi e quick 
make buying commitments any d 
further ahead than necessary. assure 


Employment is down and there 
ire clear indications that factory PROFIT POSSIBILITIES 
hours are being lowered. 7 
This month's special question eece for YOU: 


isked purchasing executives to pre A COMPLETE LINE 


] : + » > . 
ait : hat they expected —_ — DESIGNED FOR A WIDE RANGE OF SPECIALIZED NEEDS 
wi to wry — during the BACKS YOU UP. 
ce ¢ ‘ Te was gen- . 
valance of ? “" “— You can best satisfy your customers’ needs with Madesco 
eral agreement that labor costs blocks because they embody performance-features de- 
would be higher, that the entire veloped through 30 years of specialized experience. Your 
5 , 3 basic inventory, plus our fast factory-to-you service 
increase could not be offset by im means maximum sales, fast turnover, top profit. Your 
) customers get blocks that assure utmost safety, top 
proved methods, but that compe operating efficiency, longer block-life under the ‘most 
tition would prevent manufacturers exacting conditions, at competitive prices. Madesco 
from passing all of their increased Mocks in ciock same you constant supent . 
ps Bs Cite from satisfied customers and new sales created by 
osts on to the buyer. Statistically, ae ee and aggressive advertising. Write for 
roe : ustrated catalog, today. 
58% look for prices to inch up = y 


ward. 36% to reamin the same, and HAE-MG-103,55 MADESCO TACKLE BLOCK co., EASTON, PA. 


only 6% believe they will be lower. 


Prices Held in Check 





Help yourself to FAST service 


Further easing of the supply 
from complete factory stocks 


demand ratios and renewed competi- 


tion have combined to hold prices of BRASS FITTINGS by 
, , GRINDERS 


in check. Only 25° of our report 


ing members say they are paying GIVE vou 
more for the items they buy. Not 


since 1954 have so few reported 
price increases The majority Flare Fittings Hose Connectors 


66% say pr es are stead, and Compression Pipe Fittings 


f Trailer Fitti 
9% say they are lower Overall. Bottled Gos oiler ngs 


there is the feeling that, because 


of probable higher labor costs, prices 
will nudge upward during the re ee a 
of the year—but not ; 





mainder 





much as costs—so that there will 


} 
be a further profit squeeze 
. 4 ; i Automotive Tank Valves & Shutoffs 


EXTRA PROTECTION! [otally enc 


plash- proof m 

; a Drain & Shutoff Cocks Accessories particle an't clog—last ye PY 

ventories Going Down . 

Inventories Going | LUBRICATED-FOR-LIFE, t aring 
Needle Valves Special Fittings motors. Never need serv 


: OYNAMICALLY BALANCED MOTORS 
Smoother less vibra 


pera 


tl 


Inventory corrections were 


order of the day, as softer sales and > > \ OG 
WRITE FOR NEW CATAL ar attr a EE 


management’s concern about the eed. % HP to 3 HP,6"t 


ach a edestal type 


ost : oi created a need for SPAN BRASS ee oe 
reneral reductio1 estexmannn conned ( 
“ns a MANUFACTURING CO., INC. poteree 
Since the first of the vear, the t pays to handle far 
OTSEGO Lowe: priced 


number reporting inventories lower mrcurean Bulletin 321-P mple 
! i 


has ranged from 20% to 22%. This BALDOR ELECTRIC CO. 


month, 37% indicate reductions in 4364 Duncan Ave. « St. Louis 10, Mo 


" 
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DAVIS 


VALVE SPECIALTIES 
FOR STEAM, 
AIR 

OR GAS 


Davis offers a complete line of valve 
specialties including relief valves, alti- 
tude valves, pump governors, pressure 
regulators and emergency valves. No 
matter what the control problem, 
there’s a Davis specialty product to 
meet the need. Contact Davis today 
for precision control valves. 


SOLENOID VALVE 
Heavy duty, dur- 
able valve that will 
handle the toughest 
jobs. For viscous 
fluids, resins, syr- 7 
ups, varnishes as | 
well assteam,water, | 
oil and gas. Sealed, self-cleaning, ex- 
plosion proof, renewable disc, visible 
action, emergency manual operation. 
4" to 12", 300 psi. A.C. or D.C. 
Send for Bulletin 700. 


o~ 
No. 60 FLOAT VALVE 
GLOBE OR ANGLE 
A valve for many 
different services, 
simple in con- 
struction, accu- 
rate in opera- 
tion. Single 
seat, pilot 
stem. Tight closing, no water hammer, 
non-sticking. No internal packing. 
Sizes 44” to 12”. Brass or semi-steel 
bodies, pressures to 125 lbs. hydraulic. 
Send for Bulletin 1018. 


No. 164D 

PACKLESS 

FLOAT BOX 

For handling 

volatile or 

flammable fluids. 

Leakproof, packless, thanks 

to Davis Dia-Ball unit (see below). 
Sealed, flexible joint, minimum main- 
tenance, higher sensitivity, less fric- 
tion. rates control valves from '4 
to 8". Float sizes— 6", 8” or 10”. Pres- 
sures to 250 psi. Temperatures to 
300° F. Write for Bulletin. 


DAVIS 

DIA-BALL 

TRANSMISSION 
7 * WNIT 


Packless diaphragm ball transmission 
arm for Davis level controls, float 
boxes and lever units. Patented, leak- 
proof construction. Eliminates fric- 
tion, accurate transmission, mini- 
mizes maintenance due to cking, 
less hazardous for flammable fluids 
because of leakproof feature. 
Write for details. 


= # 


SEND FOR COMPLETE FILE OF LITERATURE 


2544 So. Washtenaw . Chicago 8, Illinois 


434 


this area. There are many who in 
dicate a further, but gradual, work 
ing down program over the next 
two months. 


Employment Changes 


With reduced production in many 
lines and a stoppage of overtime, 
\pril reports indicated a measurable 
change in the employment picture 
The March little 


change since the first of the veai 


report showed 


Chis month, those indicating less 
employment climbed to 31%; 13% 
reported employment up, with 56% 


showing no change. 


Little Long-Term Buying 


Purchasing executives remain cau 
tious about making long-term com 
mitments. On production materials 
83% are holding their coverage to 
60 days or less. On MRO supplies, 
91% are unwilling to go bevond 
this 60-day limit and, even on 
capital expenditures, there is a no 
ticeable drop in the number who 
have placed orders more than 
days ahead. 

There seems to be general agree 
ment that the safest policy in the 


present market is one of limiting 


coverage to that which is necessary 


to assure needed deliveries. 
Specific Commodity Changes 


here is no marked change in 
the price pattern, as a reduction in 
those reporting prices higher is off 
set by a similar reduction in those 
reporting prices to be lower. 

On the up side are: steel items 
other than scrap, coal, chemicals, 
paper, foods, machine tools, lubri 
cating oils, cement, and freight rates 

On the brass, 


opper, steel scrap, paper scrap, and 


down side are: 


textiles. 
In short supply are: nickel, steel 
plate, and structurals. 





“BIG BROTHER” TV 


Mama soon will be able to keeo an 
eye on her children anywhere in the 
house, thanks to closed-circuit televi- 
sion, reports Electrical World, McGraw- 
Hill publication. Mama‘’s problem 
would be to figure out where she 


wanted the receiver located. 














ADJUSTABLE SOLDERING 
IRON HOLDERS 


Three sizes for large 
and small irons. Can 
be placed on top of 
bench, fastened under 
bench or clamped to 
bench top or shelf. 
Available with wip 
ing pad attachrnent, 
also slide for fasten- 
ing small holder to 
large. 


Write for further information 
WILDER MFG. CO., INC. 
DEP’T F 


MECHANIC ST. & ERIE R.R. PORT JERVIS, N. Y 








SO MANY 


STEEL BACK Fant & back 





COLTONS 


Reg. U. S. Pat. Of. 
NO. 10 FILE CLEANERS 
ARE SOLD 
BECAUSE 


DISTRIBUTORS 


and their customers 


LIKE THEM 


Write for prices and sample 


@ COLTON’S No. 10 FILE CLEANER is 
made with STEEL BACK, FRAME and 
FACE—no wood—no nails—no glue. Handy 
and light. CLEANS ALL TYPES OF FILES 
A soft steel tapered pick is furnished to 
remove the more obstinate substances. 


SOLD ONLY THRU DISTRIBUTORS 














E. C. KNUDSON, MFR. 


Dep't. D-616 
616 W. Randolph St., Chicago 6, Ill. 
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FROM THE 


1932 FILES 1947 
With CHELSEA, you sell the leader 


25 YEARS AGO | in quality . . . performance . . . and 
Official attendance for the May price! Regardless of your customer’s 
rriple Convention in Cincinnati cooling or ventilating needs, you can 
showed that it broke an all-time solve them quickly and economically 
record. More than 400 attended, with the complete line of CHELSEA 
fans. To help you with unusual or 
difficult problems, CHELSEA engi- 
Hesket H. Kuhn. The Hardware & neers will make specific recommen- 
Supply Co., Akron, Ohio, retiring | | dations—help you make sales! 
You'll serve ALL your customers 
better, with fans designed for top, 
trouble-free performance . . . manu- 
factured to the highest quality stand- 
ards . . . priced for more profits 
for you! 








despite the business depression 


pres dent if the National Associa 
tion, noted in a report that a num 
ber of manufacturers had given up 


h warehouses as too 


their branc 
ly and turned to 100% dis 


listribution. 


The three associations resolved to 


wma Ooe@eestk@oeseee 


petition Congress for an “Emer 
gency Industries Preservation 
Act” to save the price structure 
by permitting exceptions to the 
anti-trust laws. ‘These and other 
industry resolutions were forerun 





ners of the cooperative features of 
NRA 
CHELSEA gives your personal selling 
. , : efforts top-notch support! Intensive 
some 60" of the membership of national advertising . . . colorful mail- 
the two distributor associations ing pieces for your direct mail efforts 
. complete, well illustrated literature 
Me : — ALL help you tell your CHELSEA 
ferchandising program. Phil | story more effectively. Ask your 
Pidgeon, Pidgeon-Thomas Iron CHELSEA representative to tell you 
about the 1956 sales program — it’s 
a the biggest in the company’s 30-year 
greater participation. “Jointly we history! Yes, with CHELSEA you 
can accomplish more than indi have more to sell — and more to help 
you sell it! 


still hadn't subscribed to the Joint 
Co., Memphis, Tenn., urged 


vidually,” he said. 


“The trouble with many mill supply ad Chelsea industrial fans are sold only through 
distributors is that they are mill aes authorized industrial distributors. 
supply minded, rather than mer , 
chandising minded”—H. A. Kane, 
Fulton Supply Co., Atlanta, Ga., 


in an article 


Electrical wholesalers reported sales cS | i E e Ss E A 


for the year down 14%-47% be 


low the previous year’s volume. FAN & BLOWER o5 oi INC. 
PLAINFIELD, NEW JERSEY 





1926-1956—More than 30 years of service to the ventilating industry. 


St. Louis purchasing agents in a 
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cullman 


FLEXIBLE COUPLINGS 


offer you these many advantages 


Just three parts are needed — two hardened steel 
sprockets and a length of Cullman double strand 


roller chain. 


For top performance, economy and long service life 
specify Cullman Roller Chain Flexible Couplings. 
“Off-the-shelf”’ service on fractional to 500 horse- 


power ratings. 


For full information see your Cullman distributor, 
or write for Catalog 451 TODAY. 


ullman 


POWER TRANSMISSION 
$3551 ROLLER CHAINS AND SPROCKETS 


REPRESENTATIVES AND DISTRIBUTORS iff ALL PRINCIPAL CITIES 
CULLMAN WHEEL COMPANY, 1347 ALTGELD ST., CHICAGO 14, KLLINOIS 


, heinrich GageMaseos 


HOLDING DEVICES 


Sell faster, and repeat orders 
build volume sales 

ate cause— 
for greater profits bec 











HERE IS JUST ONE OF 
THOUSANDS 
OF APPLICATIONS 


Start with a speedy 
Grip-Master vise and fixture base. 


Go 


Simply add faise jaws 
and bushing plate. 


Result... an accurate 
Precision-built, low-cost jig. 


Tool Engineers from all over the 
country continually report savings to 
75% with Heinrich’s simple tooling 
formula. And you realize additional 
savings because the Grip-Master can 
be used over gnd over again. 


The Grip*Master saves designing 
time, tooling time, costly too! steel 
and speeds production. 




















WRITE FOR FREE CATALOG 





25 Years Ago (Cont'd) 





survey reported their opinion of 
salesmen: one out of three they 
rated efficient, one mediocre and 
the third “downright inefficient.’ 
[. W. Lewis and J. E. Dilworth, of 
Memphis, Tenn., drove the 50! 
miles from Memphis to the con 
vention in Cincinnati in one da\ 


1 feat worthy of press notice 


nd 


Neal Co., Buffalo, N. Y., to »k 
the Penn Rivet line 


ros. opened a new fou 
achine, r ae Canada 
= 
took on the Kevstone 


r line in Roanoke, Va 


~ 


\. McCutcheon became secre 
treasurer of Southern Suppl 


, Jackson, Tenn 


10 YEARS AGO 


\ movement was afoot in the ; 
ciations to charter another cruise 
ship for the next convention. But 
onventions were much bigger 
now the famous convention 
cruise aboard the Monarch of 
Bermuda had been held in 1939 
and the idea had to be dropped 
for want of a ship large enough 
to get evervbodv aboard 

Dexter M. Keezer, director of the 

McGraw-Hill Economics Depart 

ment, admitted that some soft 

pots were showing up in the 
momy but predicted flatly that 


major recession was in sight 


New members of the Southe: In 
lustrial Distributors’ Association 
ncluded Peerless Co Shreveport 
La.; Carolina Machinery & Suppl, 
Co., Rocky Mount, N. C.; and 
American Supply Co., Alexandria 
l 


| Marsena Butts, Butts & Ordwar 
Co., Cambridge, Mass., wa 
elected president of the National 


| HEINRICH TOOLS, Inc., Dept. 227F, Racine, Wis. | The 
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THE MOST COMPLETE SOURCE 


to, @ 
SCREWS 


BOLTS NUTS 


TUBULAR RIVETS 
WASHERS —- RIVETS 
FASTENING DEVICES — 
IN ALL METALS 
@ STEEL @ BRASS 
EVERDUR © MONEL 
STAINLESS STEEL 
ALUMINUM 
NICKEL ALLOY STEEL 
NAVAL BRONZE 
SPECIALS 
MANUFACTURED 
TO BLUEPRINT 
SPECIFICATIONS 
AUTHORIZED DISTRIBUTORS 
PARKER-KALON 


SHAKEPROOF 
PRODUCTS 


KEYSTONE 


BOLT & NUT CORP 


\on/ 


135 CHURCH ST ® NEW YORK 7@ 


CAR MOVERS 


Greater Power 
Faster Moving 


Compound Leverage 
Long Forward Thrust 
Double “V” Grip Spurs — Safe Operation 
Sturdy Construction = Long Service 


No. 5 New Badger 
Leader on Sales 


= 
SOLD ONLY THROUGH DISTRIBUTORS 


PORTER SPRING WINDER 


For making _catension pnd compression 
springs, size t 1%” inside 
diameter wire 

sizes ‘tre IY 
pian 
1-3.16” ar 
spring wire 


FOR USE IN 


Maintenance depart 
ments, Machine Shops 
and Small production 
quantities. Very use- 


ful for experi Will produce 


springs accurote 
in pitch and 
diameter. 


mental and 
development 








springs. 


ADVANCE CAR MOVER CO., INC. 


DEPT. M APPLETON, WISCONSIN 





D-A-T-E-§ 
TO REMEMBER 





National Sales Executives 
Distribution Con 
Hotel, Los An 


June 5-7 
International 
gress, Biltmore 


geles 


Industrial Ad 
Annual Con 
1, New 


June 9-12—National 
vertisers Association, 
ference, Waldorf Astor 
York 

June 9-13—Th« 

of Mechanical 

Annual Meeting 

ace, San Fran 


National 
] xposit 
Dall 


June 10-13 


Heating 


Western Plant \I 
Engineering Sh 
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BRASSIE MFG/CO. 
Clevaland 3, Onno 


ENCHITOPS 


NGH: HARD MAPLE 


Aggressive distributors in certain 
areas are needed immediately to 
sell TOLCO 
nated bench tops and other maple 
top products. TOLCO tops have the 


natural beauty of hard Northern 


‘industry proven” lam 


maple . . . the acceptance of the 








greatest number of industries in the 
. and the dollars and 
cents advantage of low cost mainte- 


country .. 


nance. Nationally advertised and | 


sold through authorized distributors | 


WRITE TODAY FOR THE TOLCC 
DISTRIBUTOR’S PROFIT PLAN 


THE TOLERTON COMPANY | 


P. O. Box 1658 
Established 1894 
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How Industrial Distributors Are 
Adding to the Productive Efficiency 
UE All Industry 











OPERATORS OF PLANTS of all kinds are looking more and 
more to their Industrial Distributors for reliable sources of sup- 
ply of products and equipment for both production and mainte- 
nance. Industrial Distributors are often able to render services 
relative to the products they regularly stock and sell, even 
better than the manufacturers who made them. 


PRUE PUCETUCUCCOVSCOOOCSCUSSESSESTESTOCTOSSESEEOSSSESTOSESTESEEEEEY 


Industrial Distributor Salesmen are in much more constant 
touch with their customers than salesmen for a single prod- 
uct could possibly be. Their technical knowledge, in many 
cases built on engineering educational backgrounds, enables 
them to make intelligent suggestions and recommendations that 
are of real value. They serve the important function of keeping 
their customers informed on new developments, new applica- 
tions, new technologies and new methods. 


| 


While the original function of Industrial 
Distributors was to provide local stocks 
of goods of many kinds, today they fill 
a much more important role. Industry 
would find it very difficult to get along 
without them. LUBRIPLATE SALUTES 
ITS DISTRIBUTORS. 


“IT’S WHAT USERS SAY 
ABOUT LUBRIPLATE THAT COUNTS” 


: 


LUBRIPLATE DIVISION 


Fiske Brothers Refining Company Newark 5, N.J. * Toledo 5, Ohio 
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NO.56 OF A SERIES ohigK 
4 al . 


Or MECHANICS’ HAND MEASURING TOOLS AND 


NEWS, IDEAS AND INFORMATION 
PRECISION INSTRUMENTS ~- DIAL INDICATORS 


OF INTEREST TO STARRETT DIS- 
TRIBUTORS AND THEIR SALESMEN 


STEEL TAPES « PRECISION GROUND FLAT STOCK 


THE L. S. STARRETT COMPANY «¢ SINCE 1880 WORLD'S GREATEST TOOLMAKERS * ATHOL, MASS., U.S. A. 





SOLID SUPPORT FOR 


DISTRIBUTORS 





Feat 
THROUGH YOUR 


INDUSTRIAL 
DISTRIBUTOR 
Prompt delivery 
Dependable service 
Quality products 


Backing up the seventy-five year 
Starrett policy of close coopera- 
tion and complete protection for 





distributors stocking the Starrett 
line is this powerful program of 
advertising and sales promotion 
aid. In every way, Starrett con- 
stantly and prominently features 
the advantages of buying through 
Industrial Distributors. 


NATIONAL ADVERTISING 


In leading industrial and con- 
sumer publications and in Sunday 
newspapers serving Boston, 
Chicago, Cleveland, Detroit, 
Houston, Los Angeles, Milwaukee, 
New York, Philadelphia, St. Louis, 
San Francisco, Seattle, Montreal 
and Toronto. 


PRODUCT LITERATURE 
AND DIRECT MAIL 


Complete catalogs, product line 
catalogs, distributor catalog in- 
serts, package inserts, folders, 
leaflets, stuffers, price lists . . . plus 
a hard-hitting, selective distribu- 
tor direct mail program designed 
expressly for your use. 








>, ey THE BESTS 
Storr. ' 


POINT-OF-SALE DISPLAYS 
Tool display cases, illuminated 
signs, plastic signs, tool charts, 
counter mats, point-of-sale hack- 
saw displays . . . plus a self-con- 
tained booth display available for 
your open house, exhibit or dis- 
tributor show. 








REMEMBRANCE ADVERTISING 
Mechanic's caps, decimal and drill 
size cards, calculators, wall charts, 
reference charts, memo _ books, 
package envelopes and other items 
that supplement personal selling, 
help steer more business your way. 





EDUCATIONAL AIDS 

A complete program of educational 
aids including a movie, handbook, 
wall charts, notebook pages, in- 
structive folders and many other 
items available to schools, col 
leges, institutions and shops 
Highly regarded by instructors, 
they help earn the good will of the 
next generation of tool buyers 





VISIT THE STARRETT BOOTH—NO. 1018 


10th Conference Booth Program ¢ Civic Auditorium ¢ Wednesday, June 19, 1957 
TRIPLE INDUSTRIAL SUPPLY CONVENTION — SAN FRANCISCO 
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AMERICAN MAKES 400 CHAINS 


—including many chains your customers need! 


Your customers may have certain chain applications 
which they judge to be so different or unusual that 
they consider it necessary to have special chains 
made up—just for their use. 

Before they go to the extra (and perhaps need- 
less) expense of ordering “‘specials,’”” you can be 
helpful to them by familiarizing them with the re- 
markably complete AMERICAN CHAIN line. For 
AMERICAN CHAIN makes more than 400 different 
chains in such a wide range of sizes, metals, designs 
and finishes that practically any chain requirement 


can be filled with regular stock items! 


All of these hundreds of chains are of two basic 
types—welded and weldless. There are four basic 
patterns, as shown below. Each type and each pat- 
tern has its own special advantages for certain uses. 


Because it is natural for top-quality distributors to 
handle the top-quality manufacturer’s line, you will 
find it profitable to specialize on AMERICAN CHAIN. 
Doing so will be a real service to your customers— 
and to your own organization! 





STRAIGHT LINK WELDED CHAIN is the (aan uf y" 
most widely used welded chain. Made of steel, = 
iron or other metal in several types, many sizes —> —— s — 
and varying link dimensions. The material is a ; 
welded after links are formed, making each link Re » F 
a continuous piece of material. Links up to 3” 
are electrically welded on machines; larger sizes eel 
are forge welded. Welded chain can be heat 


treated for specialized applications. 4 


TWIST LINK WELDED CHAIN is made 4 
like straight link welded, except that each link 
is twisted to a uniform angle. Because the twist- 
ing is itself considered an adequate test, this 
chain is not proof tested. Though not as widely 
used as straight link chain, twist link welded 
chain is employed where the chain must lie as 
flat as possible, as in drives for certain machines 
and as a friction chain. It is usually quite flexible. 
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WELDLESS WIRE CHAIN does not have 
welded links; each individual link is formed by 
knotting or tying the material. Usually it is 
made of carbon steel, but it can be furnished in 
other materials for special purposes. The Tenso 
pattern (right) for years has held first place as a 
general utility chain. Its loops are large and in 
opposite planes; attachments are put on easily. 
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WELDLESS FLAT METAL CHAIN is particu- 
larly suitable where the chain must lie as flat as 
possible, like a strap, such as for operating over 
pulleys. Links are formed by blanking from strip 
stock. While ordinarily made from carbon steel, 
it is available in certain corrosion-resistant metals. 
It comes in a range of thicknesses of material, 
and in numerous shapes and sizes of links. 
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Send for these catalogs 
Welded Chain... Catalog #491 
Weldless Chain... Catalog #492 


Write to 
American Chain Division, 
York, Pa. 


American Chain Division 
AMERICAN CHAIN & CABLE 
Bridgeport, Conn. * Factories: *York and “Braddock, Pa. 


Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, *New York, Philadelphia, Pittsburgh, 
* Indicates Warehouse Stocks *Portland, Ore., *San Francisco 











